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These advertisements present 
the products of the leading 
manufacturers in each division 
of the industry. Because of 
the ground for honest differ- 
ences of opinion the publishers 
obviously cannot undertake to 
guarantee transactions between 
advertisers and customers. 
They do, however, offer their 
service in resolving any dis- 
agreements between advertis- 
ers and customers, which re- 
sult from relations established 
through the journal. 
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For the benefit of the sub- 
scribers the lines advertised 
are here classified. Many of 
the requirements of the mod 
ern business office are repre- 
sented Should subscribers b« 
interested in any article of 
office equipment not listed 
here, they are cordially invited 
to communicate with the ser 
vice bureau, through which 
the information will be 
promptly and cheerfully fur- 
nished. 
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Imperial Methods Co...... 120 
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Wabash Cabinet Co...... a 143 
Wagemaker Company ....... 145 
Weis Manufacturing Co........... 107-110 
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Filing Specialties. 
Advance Paper Box Co.... 146 
Bushnell, Alvah & Co. ‘ 209 
Diemer, John |! Co ‘ 147 
Filing Folder Corp 208 
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Weis Manufacturing Co 
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Fountain Pens. 


Beaumel & Co., 
Bird Bill Pen 

Farrell & Hosinger Co 
New York Fountain 
Salz Brothers 


Sheaffer Pen 


Waterman Co., 
Glass Desk Pads. 
Chicago Mirror & Art Glass Co,........ os 
Fox & Co., George 
Polar Mfg. Co 
Ravenswood Office 


Gold Pens. 


Acme Gold Pen 


Gaydoul Gold 
Gummed Tape. 


Hypon Co., Inc., 


Hotels. 


Charlevoix Hotel, 


Index Tabs. 
Aigner & Co., 


Ink, Adhesives, Etc. 
Carter’s Ink Co., 
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Diamond Ink 
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Keller, Robert, 
Preston Chemicai 
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Lamp Brackets. 


American Electric 
Letter Distributors. 
Bristow, Frederick 
Browne-Morse Co. . 
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Letter Openers. 
Bircher Co., 


Loose Leaf, 


Accounting Devices 
Barrett Bindery Co. 


TS. Vics cetavtaneesenee 


c., 
©. K. Mis. Cay ivccsusces oesedevnapaneee 


OO. cin'c s0ebn dest sa uae ae 


Boorum & Pease Company.... a} ener 
I B. Manufacturing Company...... 


Heiun ©o., Bhs cissscisrosationuesceeestaun 


Irving-Pitt Manufacturing Co........ 
McMillan Book Co....... es eete ceoed 
National Blank Book Co.. bossadaud sees 
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Rockhill & Vietor 
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8 
Robinson Mfg. Co.... 


Moisteners. 
Argus Mfg. ( 


Inc., The..........+.188 
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Paper Fasteners and Clips. 
merican Clip Co.............. 
Argus Manufacturing Co..... 
Buffalo Automatic Mfg. Co.. 
Bump Paper Fastener Co..... aka 
Defiance Manufacturing (o......... 
Eveready Mfg. Co. of Boston 
Graff Co., George 
Machine Appliance Corporation...... 
Midland Steel Products Company 
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Peet Bros. 
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Weis Manufacturing Co......... 
Patents. 
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Pen and Pencil Clips. 


Ansonia Novelty Co., The.. 
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Pen Racks, 
Cushman & Denison Mfg. Co.. 
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Dixon, Joseph, Crucible Co. 
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Standard Pencil Company... 
Pencil Sharpeners. 
Automatic Pencil Sharpener (wv. 
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Dixon, Joseph, Crucible Co......... 
Faber, Eberhard ........... 
Pens. 
Esterbrook Pen Mfg. Co..... aWelees 
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Pins, 
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Portfolios. 


Cleveland Leather Goods Co., The... 
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Postal Scales. 
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Publications. 
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Mittag & Volger. Imc.............. 
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Kellogg Switchboard & Supply Co. 


Telefo-Desk 
Time Stamps. 
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Thorp & Martin Typewriter Co.. 

Typewriter Cabinets. 

Byron Typewriter Cabinet Co 
Illinois School Furniture Co.. 
Toledo Metal Furniture Co., 

Typewriter Covers. 
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Typewriter Specialties and Supplies. 
pe: ee Se 4 
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Hanson Typewriter Service Co., 
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Thorp & Martin Typewriter Co.. 

Typewriters, New. 

Corona Typewriter Co........... 
Elliott-Fisher Co. 
Fou Typewriter Co.......ss.e0.. 
Hammond Typewriter Company. . 
Molle Typewriter Company..... 
Monarch Typewriter Co., Ltd., 

National Typewriter Company. . 
Noiseless Typewriter Co........... 
Oliver Typewriter Co.... 
Remington Typewriter Co...... 
Royal Typewriter Co........... 
Smith, L. C., & Bros. T. ; 
Underwood Typewriter 

Victor Typewriter Co........ be’ 

Woodstock Typewriter Co...... 

Typewriters, Rebuilt. 

General Typewriter Exchange, Inc. 
Lincoln Typewriter Co..... en 
Morse’s Typewriter Exchange Co... 
National Typewriter Exchange 
Smith, Harry A., Typewriter Co.. 
Typewriter Emporium os 
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The Service Bureau of Office Appliances is 


the Exclusive Use of Subscribers and 
Advertisers 


In the execution of its various commissions this bureau calls upon practically every member of the staff. 
It answers by personal letters all inquiries upon matters germane to the field, it furnishes special 
reports upon articles of office equipment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertising copy, furnishes lists of 
desirable agents and dealers in nearly every country, aids foreign dealers 
in seouring U. S. A. lines and in many other ways performs useful 

Subscribers in every land 


service, all without charge. 


have made, and are making, good use of this 
bureau; manufacturers in every section of the 
field have had evidence of the service. 
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“The American Soldiers Have Made a Hit 
Everywhere. I Heard Nothing But Pratse 
For Them.”’ CHARLES M. SCHWAB 


PTIMISM of the business future of America is expressed by 
the leaders everywhere. 

Our soldiers, sailors and war workers have established 
the good will which is yital to every business. 

With no immigration for the past four years and thousands of 
foreign born leaving the United States, a shortage of labor is inevi- 
table, in spite of the fact that thousands of our brave lads are re- 
turning to peace time jobs. 

The man who thinks that wages ought to be reduced is cutting 
off his own nose. Wages represent the purchasing power of the na- , 
tion—whether you sell stationery, office supplies, appliances or fur- 
niture, or what not, you are interested in the maintenance of wages 
and continuous employment of the worker, which naturally sustains 
your markets. 

The bugbear of “over-production” loses its force when there is 
plenty of money in circulation with which to buy. 

Many former employees now returning from the battlefields 
will not go back to the jobs they left. Hundreds, broadened to a re- 
alization that the great outdoor life which they have experienced has 
a more urgent call to them than the factory, office and store, will find 
a more enjoyable and profitable field on the farms. 

There will be jobs for everyone worthy. Production and con- 
struction work must be accelerated on the farms, in the cities, fac- 
tories and at the mills, if America is to meet the present and future 
requirements for supplies. 

The shortage in food, clothing, shoes, steel, coal, ete., is appar- 
ent. America, rich in resources and a giant for production may be de- 
pended upon to get to work with the vigor and enthusiasm which 
distinguished our soldiers among the armies of the world. 

No matter what your requirements for help may be, 


U. S. Employment Service 


with its Bureaus for Returning Soldiers and Sailors 





has applicants from the picked men of the nation to fill them imme- 
diately. Write or phone to the nearest U. S. Employment Office a 
list of the positions you are seeking to fill. You will be rendering a 
big service and aiding in a.return to prosperous conditions if you will 
make room for another employee or engage them immediately for 
prospective openings. No fees are charged either applicant or pros- 
pective employer. 
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Officers elect of the National Association 
of Wholesale Stationery Dealers—A re- 
port of whose recent meeting appears 
on another page 
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A Look Ahead 


AIUD 


HE outlook as to general business conditions 


is not at all unsatisfactory. The situation in 


Europe is still unsettled, but the Peace Con- 
ference is dragging on toward a close and while the 
different powers are still jockeying for advantage, it 
appears that a moderately satisfactory settlement so 
Kntente concerned will be 


far as the powers are 


achieved. The world needs only the assurance of 
established peace to go ahead and begin to repair the 
The magnitude of this 
It will demand the 


damages wrought by war. 
task challenges the imagination. 
enterprise and the energy of all civilization to restore 
the world to the industrial status-quo of 1914. 

sut even in the four years of war we have made 
advances in civilization, invention and discovery 
Many of the things created under the pressure of war 
can be applied to peaceful pursuits to far greater ad- 
vantage to the world. The war is not a total loss, for 
out of it comes a strengthening of Democracy, an 
awakening of moral forces, many industrial processes 
which will add enormously to the welfare and the 
comfort of mankind, and a wider understanding of 
the essential unity of civilization. 

Business in the United States appears to be on a 
firm foundation. Present prices are high and the 
high schedule of prices is likely to remain for a num- 
ber of years. We doubt, indeed, if prices go down 
again to pre-war standards on most commodities for 
many years. However, there are signs of a resump- 
tion of more nearly normal prices on many commodi- 
ties. The tendency to attempt to keep prices up by 
artificial stimulation will doubtless pass away. Such 
a policy will not serve the purposes of permanent in- 
dustry, except, perhaps, insofar as proper and reason-: 
able tariff adjustments are concerned. 

Perhaps we, as Americans, have not appreciated the 
effect of the lessons brought home to us as a result 
\merica was a wasteful nation and still 
We 


are beginning to learn the art and practice of con- 


of the war. 
is, but to a much less degree than before the war. 


servation. 

The reports indicate that the crops this year will 
be normal, in some cases, more. than normal, but a 
good many of the staple crops will be late owing to 
the lateness of the spring. 


Being a Word or Two with Regard to This Industry 
and Its Outlook for the Future. 


We are warned that there is some likelihood of a 
shortage in fuel next winter, but that with proper 
ordering early in the season this can be avoided. At 
the present time, dealers appear to have sufficient 
stocks of fuel to take care of their orders and are 
making efforts to get in early orders so that they may 
prepare their yards for later supplies. 

The labor situation in the United States is very 
good indeed. Labor's biggest leaders are apparently ~ 
sane and honorable men, who, believing in the con- 
tinuous progress of the laboring man, understand that 
that progress cannot be made except by peaceful and 
orderly discussion and understanding. In this country 
labor leaders are not necessarily politicians as they 
appear to be abroad, and the most prominent leaders 
and those most trusted by the rank and file are men of 
rare ability and sincerity of purpose. America is ex- 
ceedingly fortunate in the possession of sane leaders of 
labor. Occasional outbreaks of anarchy are easily — 
handled because strictly local and comparatively un- 
important. It is well for us to realize that we have 
here no problems comparable in seriousness to those 
which confront the people of Europe. 

During the war the office appliances industry served 
the United States and the allied countries in every de- 
partment of war work. Practically every product 
used in the office was necessary in some department of 
the Army and Navy. Our products were all in de- 
mand as direct instruments for facilitating war work. 
Not only did the products of the industry serve, but 
the men served, and the factories. In short, there 
were no slackers among us. These are things of 
which the industry has a good right to be proud. It 
has the right to be proud not only of the thousands 
of honored names of its members who joined the 
colors many of whom fought over there and some of 
whom, we regret to say, lost their lives, but it also 
has the right to be proud of the work of the men who 
stayed at home, of the factories which turned out 
their products for the United States and its allies, and 
of factories which, when called upon to do other kinds 
of work to which their machinery was fitted, cheer- 
fully complied and turned out munitions of war with 
energy and success. Office Appliances congratulates 
the members of this industry, one and all. 
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Chicago Stationers’ Association Holds Sales- 


manship Dinners 


ARVN Pe TUT TITTLE LLU LLL LL 


The series of salesmanship meetings of dinners recently 
carried out by the Chicago Stationers’ Association proved 
not only interesting, but highly instructive. The intention 
was to instruct salesmen-in stationery stores concerning 
the principal lines of goods they sell, on the theory that 
the man who knows his goods thoroughly will necessarily 
become a better salesman. In addition to this, a series 
of salesmanship talks was given by an expert from the 
Sheldon School of Sciertific Salesmanship. These talks, 
in connection with the instruction given by experts with 
regard to the manufacture and marketing of various sta- 
ple products, caused each meeting to have a unique and 
distinctive value. The meetings were very largely at- 
tended by the employees of the Chicago stationery stores 
and the evident value of the instruction given has caused 
the association to give serious consideration to a continu- 
ance of these meetings after the summer season. The 
plan will be somewhat modified in the new series, but 
just in what respect has not yet been announced. 

The first five of the meetings above referred to were 
held at the Advertising Club, 123 West Madison street, 
and the final dinner on June 4th was held at the Hamilton 
Club. Each meeting was devoted to a special line of mer- 
chandise carried in the stationery stores. Men distin- 
guished in their peculiar lines spoke, describing the in- 
teresting features of many of the staple stationery lines, 
their manufacture, their history, uses, etc. At the first 
four gatherings H. L. Fogleman, an authority and lec- 
turer on salesmanship and business topics, delivered force- 
ful talks. Two of the speakers scheduled to appear on 
April 22nd were unable to come in time for the meeting, 
which was addressed by John W. Ogren, chairman of the 


Series of Meetings So Successful from Instructive and In- 
spirational Standpoint that New Meetings Are Planned. 


Chicago Stationers’ Association, and H. L. Fogleman, 
who discussed the subject, “Fundamentals of Successful 
Selling.” 

On April 30th Edward S. Wood, treasurer of the Ester- 
brook Steel Pen Manufacturing Company of Camden, N. 
J., presented an illustrated talk on the manufacture and 
distribution of steel pens. Mr. Fogleman’s subject at this 
meeting was the “Salesman—Party of the First Part.” 

On May 7th W. W. S. Carpenter, vice president of the 
Sanford Manufacturing Company, Chicago, spoke on inks 
and adhesives. Mr. Fogleman’s subject was the “Cus- 
tomer—Party of the Second Part.” 

On May 14th H. R. McCleary, sales manager of the 
Irving-Pitt Manufacturing Company, of Kansas City, 
spoke on the manufacture of loose leaf devices. Mr. Fo- 
gleman took as his subject “The Goods to be Sold.” 

There was no meeting on May 2lst, but on May 28th 
A. W. Williams, sales manager for Eberhard Faber, New 
York, discussed the manufacture of lead pencils. Mr. 
Fogleman presented his final address, “The Psychology of 
the Sale.” 

On Wednesday evening, June 4th, Col. E. H. Havers 
described the evolution of the pen. This was an illus- 
trated lecture with motion pictures and stereoptican slides 
showing the processes through which the raw materials 
go in the manufacture of fountain pens. Col. Havers took 
his subject from the beginning of the graphic arts and 
carried down to the present day. The lecture was pre- 
pared and delivered under the auspices of the L. E. Water- 
man Company of New York. 

We present below a digest of the talks at the different 
meetings: 





Wednesday Evening, April 30 


The Making of Steel Pens—An Address by Ed- 
ward S. Wood, Treasurer, Esterbrook Steel Pen 
Manufacturing Co., Camden, N. J. 


“I feel that it is a privilege to have been for several 
days in your great city attending the Foreign Trade Coun- 
cil and in those days to have absorbed something of the 
spirit that has made Chicago what it is. 

“IT wish it were possible to illustrate the factory here 
so that you could see the processes and handle the pens 
in each of the fourteen stages through which they pass 
from the rough steel to the finished article. The photo- 
graphs reproduced actual size may help you visualize the 
steps in the process. 

“When Richard Esterbrook and his little band of men 
in 1858 started a new enterprise in a new land, they had 
before them the ideals of service and a square deal that 
we who have followed count as our most precious heri- 
tage. This, gentlemen, is the age of service (cynics to the 





STEEL INGOT. 


NO. 1. THE 


contrary notwithstanding) and it doesn’t make much dif- 
ference what the business is, or what its size is, if it is 
not giving service it cannot exist. Service starts with the 
manufacturer, and through the wholesaler and retailer to 
the consumer. Every time labor touches an article, so 
much more is added to its cost. Therefore, it behooves 
the manufacturer to cut out all unnecessary handling of 
his product, but at the same time eliminate nothing that 
will detract from quality. 

“Even in the times of greatest shortage of material and 
labor during the war our standards were maintained, for 
no matter how carefully the mechanical process may be 





NO. 


supervised, if the steel is of inferior quality the pen will 
not give the service customers expect. Nothing sends 
the cold chills down the back of the manufacturer of a 
stondard article more quickly than a complaint as to the 
quality of his product. During the war Camden and Phil- 
adelphia were in the center of the munition and ship 
building district, and the wages paid by these Govern- 
ment-controlled industries were only limited by the needs 
of the plants. This made manufacturing extremely diffi- 
cult even for the essential industries, and pens were 
classed as essential by the Government. 

“IT want you to remember that there is as much differ- 
ence in the quality of pens as in the character and ability 
of the men who use them, and that the size of a thing is 
no indication of its capacity for good and evil. 

“Two pices of steel may look much alike. One costs 
twelve cents a pound, and the other eighty cents per 
pound, and they are both worth just about what they 
cost. 

“The steel we use is made to our specifications after 
the most exhaustive tests in our laboratory and each lot 








CUTTING OUT THE FLAT BLANK. 


3 AND NO. 2. 


is tested both physically and chemically as it is received 
at the factory. 

“Technically a pen is a beam supported at one end, with 
the unknown factor of elasticity to be determined. When 
the steel reaches our factory and passes the laboratory 
tests it is in two forms, one a sheet about 30 inches wide, 
and 5 feet long, hot rolled, and the other is in coils on 
which the rolling has been done while the steel is cold. 
When received in sheets it is cut in strips the width of 
two pens, and packed in heavy air-tight boxes, brought 
to a heat that was pre-determined in the laboratory, and 
soaked for 24 hours. This makes the steel soft and pliable 
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and ready for rolling. The rolling mill then reduces the 
steel to the thickness required for the individual pen. We 
have many thicknesses or gauges of steel, because almost 
every pen requires a special thickness of steel to give it 
its individuality, and one of the things that take the joy 
f sufficient 
time 


out of life is to keep each thickness of steel in 
any 


quantity to meet emergency, and at the same 





NO. 4 BLANK PIERCED AND CUT MADE ON SIDES. 
keep enough money in bank to pay our bills; and yet we 
are told the steel manufacturers are not profiteering, al- 
though they are charging for some grades four times the 
pre-war prices. 


‘The first step in actual manufacture is cutting out the 





NO. 5. PE SCREW PRESS. 
flat blank 
heel of the pen. 
kept in the pen so 
the point is on the 
erly and oothly. 

“Referring to figure 4 you will notice 


N AFTER BEING FORMED IN 
In this operation a little nick is made on the 

This is the writing point and the nick is 
that when finished the writing side of 
paper and the pen will function prop- 
sn 


under the heading 





NO. ¢ AFTER BEING STAMPED, HEATED AND 
QUENCHED IN OIL 
‘piercing’ that the pen is still flat but a hole has been 


pierced near the point and that two cuts have been put in 
the pen on the sides. The size of the pierce hole, its posi- 
tion in the pen and the position and depth of the side 





NO. 7 


\PPEARANCE 
TEMPERING. 


AFTER NO. 11. AFTER 


cracks largely determine the elasticity of the pens and 
are most accurately measured. The cold-rolling of the 
steel to reduce it in thickness to the required gauge has 


made it quite hard again, and to be properly stamped 
with the name and number it must be softened 
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“We do this by packing the pierced blanks into iron 
containers and these in turn are sealed with a combina- 


tion of clay and charcoal to exclude the air. The con- 
tainers are then placed in furnaces for another 24 hours 
so that the steel is soft and can be easily and clearly 





NO. 8 AFTER POLISHING. 
stamped. This stamping is done by an ordinary drop 
hammer press in the nose of which the punch is fastened 
containing the wording desired on the pen. The photo- 
graphs will illustrate the method. 

“You will notice that the blank is still flat and we are 





NO. 9. AFTER GRINDING ACROSS POINT. 


now prepared to form it into the shape desired. This also 








is done while the steel is soft so that there will be no 
strains. 
“This forming is done in a screw press into which pens 
are fed one at a time and subjected to a heavy pressure. 
NO, 1 PEN AFTER SLITTING POINT. 


The photograph will illustrate in a general way the proc- 
(Cut No. 5). 

“The pens from here are taken to the furnaces again and 
heated to a bright red heat and then suddenly quenched 


ess. 





FINISHED PENS. 


INSPECTION NO. 12. THE 


in oil. This makes them hard as glass and so brittle that 
they can be crumbled up in one’s fingers. (Cut No. 6). This 
is known as the hardening process. To make the pens 


suitable for use they must be tempered. To do this we 
again take them to a furnace where they are once more 
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heated to a pre-determined heat that puts back into the 
steel its life and elasticity. These processes of hardening 
and tempering are exact sciences, the rules of which we 
know but the basic causes are still open to discussion by 
the several groups of engineers who produce ferrous 
metals. (Cut No. 7). 

“Hardening and tempering is one of the most delicate 
operations in determining the uniformity and _ satisfac- 
tory service that a pen will give. It is not an easy opera- 
tion and is one on which the better makers spend large 
sums of money to enable their customers to get the same 
elasticity year after year. 

“These heat treatments have dulled the surface of the 
pen and before we can proceed further the pens must be 
polished. (Cut No. 8). This is done by placing them in 
‘rumbling cans,’ into which is also put a mild abrasive 
that will polish but not cut. Another 24 hours is spent 
in getting them ready for the grinding room to which they 
now go. 

“The grinding on the pen is across the point and 
prevents a too rapid flow of the ink to the point. (Cut 
No. 9). To be ground the pens are placed one by one 
on a carrier and passed across the face of a rapidly re- 
volving emery wheel. 

“We are now ready to place the slit in the nib and the 
pens are now in what the trade knows as the slitting 
room. This slitting is done by shears. If the pen is not 
slit exactly in the center the points will be uneven and 
will not write properly, but will be scratchy. (Cut No. 
10). This process also requires that the pens be handled 
ay and with great skill. 

he pens are now finished in their respective colors, 
gray bronze, black, or plated (Cut No. 12), and go for 
their examination. Here the pens are selected by trained 
operators who pick them up one by one and examine 
them for defects. An examination can be as severe or 
as lax as the manufacturing ideals of the company re- 
quire, and is the one department in which the integrity of 
the manufacturer is the only safeguard that the buyer 
has. I do not hesitate to say that no imperfect pen ever 
knowingly passes this room. (Cut No. 11). I am familiar 
with the method of several of the European pen factories 
who have an international reputation for their product, 
and our standard for rejects is much higher than the best 
practice in the best foreign factories. Indeed a small 
black spot on the surface of a pen will cause its rejec- 
tion, and while it in no way affects the writing qualities 
of the pen, our representatives cannot say that it is a 
perfect pen, and into the scrap it goes. Let me assure 
you, that the severity of our rejects takes nerve because 
we are in Camden to make a living, but we believe that 
the first loss is the cheapest and we know of no other way 
to secure your confidence in the quality of our pens and 
your confidence in the quality of our pens is esential to 
their successful distribution. 

“Il approach this subject of distribution with fear and 
trembling but every manufacturer must have definite ideas 
of merchandising, and because the pen is small in size 
and in the volume of sales, I believe it does not receive the 
attention of the sales force that it should, and that a great 
volume of business has slipped from your hands into spe- 
cialized lines. 

“A pen is a personal article, and pen salesmanship is 
a study of personal natures, and I ask what would it cost 
in advertising to bring into your store the number of 
people that daily come to your pen counter? 

“Some two years ago I tried the stationers of Philadel- 
phia to see what the attitude of their stores was toward 
the pen customer, and had friends visit the stores for me. 
Chicago’s attitude may be entirely different. 

“Call No. 1—I asked my friend to inquire for manifold 
pens. The clerk here was a real salesman. He imme- 
diately brought out samples of pens for manifolding, ex- 
plained their advantages, secured carbon paper with 
which to make the tests. My friend was so impressed 
with the attitude of the store toward him that he imme- 
diately turned his entire stationery purchases tod them, al- 
though he had no idea when asking for manifold pens 
other than to do me a favor. 

“Call No. 2—The salesman was a bright chap, and 
when asked for a good pen for manifolding, tried to in- 
duce my friend to try everything but a pen, and after 
considerable urging showed my friend our No. 460. 

“Call No. 3.—Clerk there claimed he had never heard 
of a pen for manifold work and did not believe there was 
ene. On being questioned, however, admitted that Ester- 
brook did make a manifolding pen. When asked for a 
sample, he wanted to know what they were in business 
for. “They would sell 5c worth, however.’ The pens were 
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purchased but my friend, who has a large and successful 
‘business, left with every unfortunate impression of a 
good store. 

“Call No. 4.—For this call my friend sent his book- 
keeper, who is a woman, good looking, and also a good 
talker. It so happened that the proprietor of the store 
was near and was personally appealed to. Of course he 
was glad to give her a sample of pens, but she was hard 
to suit, and being very attractive she was given twenty- 
one pens as samples, which she brought back and proudly 
displayed. A funny incident of this visit came later 
when relating the facts of this visit to the proprietor of 
this very store, he exclaimed, using several adjectives that 
I will not repeat, that he did not know what to do be- 
cause his clerks would give samples of everything the 
store had to sell to any good looking bookkeeper that 
came to their department. Needless to say I never had 
nerve enough to tell him the whole story. 

“IT mention these calls because they represent two ex- 
tremes, and because they illustrate the important point 
that few of the sales forces had any real conception of 
what different shapes and points were designed to accom- 
plish. 

“IT believe your pen counter should indirectly be one of 
your largest business getters. I realize that in a large 
business many mechanical appliances are efficient, but 
today there are thousands of smaller firms whose billing, 
shipping and accounting records can be done more rap- 
idly and much more economically with a manifold pen, 
making three copies with one writing than by any other 
method. There is no reason why you should not sell a 
complete and efficient office system by simply using a 
good manifolding pen as a pivot. 

“It is important to remember that no matter how small 
the sale, the reputation of your house is at stake; that a 
customer comes to your store because he believes he will 
get what he pays for, and he largely relies on your judg- 
ment in many of the purchases made. 

“In the case of pens this is particularly true and | 
believe a very large amount of trade has been made and 
lost to stores of this country by the recommendation of 
their salesmen on a small article, the ultimate value and 
satisfaction of which indicates to the buyer the standard 
of the store’s service. 

“As a resume of what I have tried to illustrate I want 
you to remember that there are fourteen distinct opera- 
tions in the making of a pen, the failure of any one of 
which will spoil it. That our pens are separately inspected 
before being boxed and that our engineering department 
is constantly experimenting to improve the quality of 
those styles of pens that will fill the needs of users, both 
for correspondence and accounting. 

“TI want to thank you for the privilege you have ex- 
tended to me and also for the many courtesies you have 


always shown our house, and to our worthy representa- 
tive in Chicago, that prince of good fellows, Joe Hil- 
dreth.” 


May 7 


Carpenter, 
Chicago. 


Wednesday Evening, 


Digest of Remarks by W. S. 
President, Sanford Manufacturing Co., 


V ice- 


president 
writing 


Carpenter, vice 


Part of an address by W. S. 
Chicago, on 


Sanford Manufacturing Company, 
inks: 

“Writing Inks is a dark subject, or at least it ought to 
be. Turning our thoughts back a few years, about five 
thousand, we find what was called the wonderful ink of 
old. It was not ink at all as we understand writing ink 
today. What was used was a thick, gummy substance 
about the consistency of mucilage, and was stirred and 
applied with a stick. Such a product today we would 
call shoeblacking. There was not much change until 
about one hundred and fifty years ago, then there was 
started in England the kind of ink that we American 
manufacturers have developed and brought to the present 
high state of practical perfection. 

“Today American ink makers 
manufacture of high-grade inks. 
distributed and sold all over the 
countries. 

“In talking to stationery salesmen, I fully realize the 
position they hold, being high-grade specialty men, and 
therefore cannot tell them how to sell ink. The impor- 
tant part, however, is not ‘how,’ but the ‘kind’ to sell, that 
will give your customers the service they ought to have. 

“The manufacture of writing inks is a science, and not 
in any way an ordinary matter.. It requires a lifetime of 


lead the world in the 
Our American inks are 
world in the civilized 
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careful study and experience to succeed in a that 
gives to a manufacturer the standing which creates the 
full confidence of the trade and consumer in his product. 

“The manufacture of writing inks is an absolute secret, 
notwithstanding the many printed formulas and informa- 
tion that is commonly distributed. These formulas are 
very far from the way writing ink is actually made, and 
are misleading. 

“The kind of ink about which I want to talk to you is 
what is familiarly called Blue Black Writing Fluid; an ink 
made to write blue and after a time—varying according 
to the paper used and whether blotted or not—changing 
to jet black, which will remain black forever. 

“It is highly important to recommend to your custom- 
ers an ink for all records bookkeeping, deeds, 
wills, legal papers, Governmental papers, and all writings 
of any importance at all; and the only safe ink to use is 
a high-grade American Blue Black permanent writing 
ink. This ink is made to penetrate the paper and to be- 
come set so as to be a part of the paper, and after it be- 
comes black to be unchangeable for all time. 

“Your customer should always be cautioned to be care- 
ful about the kind of ink used, as many records in only a 
few years will become invaluable, and there should not be 
any question of their being written with an ink that you 
know will be permanent. 

“Colored inks, it is true, very often will retain their 
color permanently, but there is no positive assurance of 
this. They are made to be as permanent as possible, but 
under certain conditions are likely to fade. Colored inks 
have many important uses such as contrast work, but 
should not be used on records where permanency is neces- 
sary when a permanent blue-black writing fluid can be 
obtained: 

“The main idea to keep before us is the right kind of 
ink to sell; the kind in which you, as a salesman, have confi- 
dence in the manufacturer’ of the line you are selling. 
This is a point on which a great deal of stress should be 
laid, in recommending high-grade American Writing Inks, 
and above all blue-black writing fluid. The American 
inks have stood the test for over half a century and merit 
your confidence.” 


Wednesday Evening, May 14 


Loose Leaf Devices. —An Address by H. R. Mce- 


‘ 
Way 


such as 


Cleary, Sales Manager, Irving-Pitt Manufactur- 
ing Co., Kansas City, Mo 
After introducing Roy Simpson, southern representa- 


tive of the Sanford Manufacturing Company, who had 
recently returned from service in France, and Mr. Sickert 


and Mr. Ditman of Milwaukee, Mr. Ogren, the chairman 
of the meeting, introduced Mr. McCleary, who spoke as 
follows: 

“Mr. Chairman and Gentlemen: 1 hope what Mr. 


Ogren has said is true and that you are going to learn 
something about loose leaf; if you do, I will be amply re- 
paid for having come out here. 

“As near as can be estimated, there were $10,000,000 
worth of loose leaf goods produced and sold in the year 
1918, and Chicago received a generous portion of that 
business. However, the adaptability of the loose leaf 
idea impresses one who has studied it with the fact that 
there are thousands of uses for the loose leaf system as 
yet unthought of, and which, if developed, would increase 
the volume to a surprising extent. I believe we are most 
benefited by the experiences of the salesman meeting the 
consumer and, with your indulgence, I will endeavor to 
relate some of the experiences that have been brought to 
my attention. I might say at this point it is somewhat of 
a disappointment to manufacturers to find that house or- 
gans dealing with selling plans are not read as we would 
like. I am not complaining, gentlemen, but these house 
organs from the manufacturers of your merchandise take 
time and effort to produce and are intended to be of mu- 
tual assistance; I would take time to read their helpful 
ideas. 

“Manufacturers are receiving orders for imprint loose 
leaf devices and by that we know the nature of the busi- 
ness of the buyer. To those of us who have been selling 
the consumer, the first idea presenting itself when a selec- 
tion is made, is ‘What is it going to be used for?’ It would 
be mightly useful if we could get that information. 

“Some time ago a plumbing supply house called in a 
stationery store salesman, who noticed several offerings 
of other stationers on the desk, and he thought at first 
that there was nothing he could offer in the way of price 
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or quality that would be superior. Large buyers of loose 
leaf goods are commanding loose leaf prices that do not 
allow the dealer a profit, and the first salesman that can 
get that business out of the competitive class will get big 
returns from it. The plumbing supply house was in the 
market for binders to hold price lists and this salesman’s 
argument was that these price lists would be handled by 
rough men, working with rough things on rough coun- 
ters and a binder that could stand the racket was needed. 
He obtained the order on this basis. This particular book 
was standard size, but the casing was made a little differ- 
ent. All manufacturers are producing it but I do not 
believe any of them are specializing on it. The price was 
$1.15 a cover and there are 150 of them. 

“Another case was a very large order for small memo- 
randum books. The salesman had conceived the idea of 
going to banks who were buying pocket covers for check- 
books. Any of you who have used checks which are car- 
ried folded in a pocket cover, know what a nuisance it 
is to keep them flat while writing. The salesman ad- 
vanced the idea of a loose leaf cover to contain the check 
flat with a little insert for entries of checks drawn and 
deposits made. 

“The New York police force placed an order for 10,000 
memorandum books of 3x5 size. These were for the po- 
lice to report things outside their department. The sale, 
10,000 books at sixty cents apiece, afforded a real profit, 
not exorbitant, but a fair, just profit. 

“Salesmen who are successful in selling loose leaf goods 
watch sales of paper fillers and through inquiry learn the 
purpose for which loose leaf is being used. The salesman 
who operates that way gets profit and gets it within rea- 
son. The buyers that you help with problems of record- 
keeping do not seek a price. They think that men who 
take care of their interests are entitled to a profit, and 
if a salesman comes again at the proper time, he will re- 
ceive the re-order. 

“Another item is order blanks: A paint and glass house 
used 100,000 blanks a year. They were printed on a ver 
low grade of paper. The salesman had a chance to as 
if any goods had been sent out, without being properly 
charged. In such a case, if the order were lost the only 
way the error could be caught would be by the customer, 
which could be prevented. This salesman suggested 
a carbon copy of the blanks to check up the charges en- 
tered in the ledger, and secured the order, out of which 
a nice profit was made, as he was able to have authorized 
the use of a higher grade of paper. 

“A dealer sent in an ‘S.O.S.’ call to a manufacturer stat- 
ing that they were in competition with a big house whose 
salesmen were trained and they felt as if they were slip- 
ping. The manufacturer at first did not feel that the ex- 
pense would be justified and tried to put him off, reply- 
ing that there was but one man available who could meet 
the situation and he was a pretty high-priced man. The 
dealer stated that the situation required especial effort 
and requested that the man be sent. The salesman came, 
changing trains in a little town in Iowa and arriving with- 
out his breakfast. He found that this particular buyer had 
a grievance against the stationer’s salesman who was try- 
ing to land the business and that he was, therefore, under 
a handicap. It developed that the user had been con- 
vinced that a sheet of a certain size was absolutely neces- 
sary and this particular sheet could not be cut from stan- 
dard size without considerable waste. That made the or- 
der particularly difficult to fill, and in talking to the user, 
the manufacturer’s salesman asked why the odd size sheet 
was considered necessary. The reply was that from an 
analysis of the requirements a competing salesman had 
decided that the odd size was needed. The manufactur- 
er’s salesman then said, ‘If I-can supply you with a stan- 
dard size sheeet in which will be incorporated all the in- 
formation you require, will you consider my proposition 
favorably?’ The user agreed and manifested interest in 
the idea. The salesman showed that when a further sup- 
ply was needed, if the odd size were used the consumer 
would be limited to two or three manufacturers, whereas, 
if the standard size were used, any loose leaf manufacturer 
could handle the re-order. The manufacturer’s salesman 
took care of the requirements satisfactorily, furnishing a 
smaller sheet than the odd size, which was made at a 
saving of stock and which would stand up better in the 
tray binder. The manufacturer’s invoice was $495 and 
the stationer received seven hundred and some odd dol- 
lars, which was a nice, profitable business. 

“The catalogs of loose leaf manufacturers contain infor- 
mation on a great many simple plans that are being sold 
every day. In one catalog there are over fifty different 
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systems that hundreds of small merchants need and are 
willing to buy if properly presented. Some years ago in 
a small town in Michigan a salesman came into a store 
at a time a customer was making a payment on a note. 
The head of the business was nervous, fumbling around 
with the notes in his safe, and, seeing the salesman, said, 
_‘l wish there was some way to handle these notes a little 
easier. The salesman replied, ‘You go ahead and get 
through with your customer and we'll arrange something.’ 
Afterwards, he showed the merchant how two holes could 
be put in the end of the notes and a ring binder used for 
filing them. The sale did not amount to anything, but 
that same salesman later put in a complete set of book- 
keeping records that meant a sale of $700 or 

“I find that most stationery salesmen feel that they 
could make a success in selling loose leaf if they could 
give it their exclusive time. I know pretty well what you 
have to contend with when you are inside; I know it is 
extremely difficult for you to give the time to loose leaf 
that is necessary to make it profitable. However, we 
make it a principle that a man who cannot produce $12,- 
00C worth of loose leaf orders per annum is not good 
salesman material. 

“Filing equipment is a kind of office appliance akin to 
loose leaf. In selling it, the man who gets the order is 
the man who can show the greatest capacity and strength. 
I would like to relate an incident regarding filing equip- 
ment. There was a light and power company doing a 
large business, but located in a small office where space 
was at a premium. The salesman had a five-drawer 
equipment which was not considered desirable because 
the lowest drawer was so close to the floor. He took up 
the proposition with the company, however, and proved 
that the cost of his equipment per filing inch was less than 
that of any other. 

“Ring books in particular have a wide variety of uses. 
Insurance companies are large buyers of memorandum 
books and there are quite a large number in your city. 
Tire manufacturers have used large quantities of memo- 
randum books to explain the manufacture and care of 
tires; automobile manufacturers use them. Service cor- 
porations, such as you have in your city are large buyers; 
one corporation that I recently learned of, purchased 200 
ring books per month. Farm tractor manufacturers are 
buying memo books, a class of trade well worth cultivat- 
ing. Farm tractor business is growing, and while the 
business now obtained seems inconsequential it will, in 
time, be a source of good profit. 

“Now, a word on the sale of loose leaf goods purely as 
merchandise: You know there is a great difference 
in the material used for casings; some manufacturers 
use imported morocco exclusively; some use American 
morocco or American goat, which comes off a sheep's 
back. Then others use buffers, a split that comes from 
the flesh side of the skin. There is no reason why your 
customers should not know what they are buying. Per- 
sonally, I am in favor of putting materials under trade 
names. Imitation leathers are bought for from 15 cents 
to $6.50 a yard and it is pretty difficult to determine from 
the weight whether they are made up on moleskin or on 
drill. The turned edge book has the edges turned in and 
the back plates are securely fastened to the casing with 
iron tongs. Others are sewed to insure against peeling. 
Now, you buy a suit of clothes and pay at the present 
prices all the way from fifty to $150. Some of them are 
made from pure wool by people who have a high reputa- 
tion. Why do you pay the difference for that? Isn’t there 
just as much difference in loose leaf devices? Yet, when 
there is stiff competition, all makers’ offerings are consid- 
ered the same. Recently the government asked for quota- 
tions on a large order of loose leaf goods, and some bid- 
ders were astonished at the low bids that were made. I 
am urging you to be careful and not assume because some 
one has made a lower price that you are out of the run- 
ning, because your quality may be much higher than the 
other man’s. In New York City there are a number of sta- 
tioners who experience considerable difficulty in handling 
large orders. There are a few with large quarters permit- 
ting them to carry stock and they buy as their space will 
permit; I am mentioning this to show you that in the sta- 
tionery trade alone there is a wonderful field for a perfect 
purchase order sytem, and you will be surprised if you 
study the plans for purchase orders and the amount of 
merchandise entailed to get a perfect result. These are 
made in duplicate or triplicate to keep all departments ad- 
vised of the merchandise purchased. 


“Manifold billing systems are used in different ways. 1 
know positively that that field has not been scratched; 
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that manifold billing systems run into a lot of money. Of 
course you know how much competition there is in the 
printing business and how we all sharpen our pencils and 
figure closely to get the business. Yet I know a salesman 
who showed me his records and who said, ‘I want to tell 
you something about these records. Where I have filled 
in the price, it was agreed upon at the time the sale was 
made; where I have left it blank, the price was made after 
we had figured up our costs on the job.’ 1 give you my) 
word that ninety-five per cent of the business registered 
was without price. Just think of it! In the printing busi- 
ness in a district where the competition was great! The 
salesman said: ‘My trade relies on me for service and for 
character and I take pride in producing the best that can 
be made. My people trust me; I make a price that is 
consistent with the cost of doing business and they are 
satisfied.’ That is the way to get profitable business and 
what is the good of business if it is not profitable? An- 
other opportunity for the loose leaf salesman is in in- 
ventory systems. There is no reason for long hours and 
extra work during inventory time; I have known systems 
used by merchants in stores where inventory taking was 
a bright and happy time of the year. There was nothing 
to be afraid of; the sheets were numbered in duplicate, 
and if the sheeets of the same number tallied, it was pretty 
certain that no two clerks would make the same error. 
All these plans are covered clearly by manufacturers and 
can be had for the asking. Some time ago there was a 
manufacturer who started a sales co-operation magazine. 
He found there was not much chance of having it read, 
as the men it was intended for were working hard all day 
and could not be expected to work on it at night. It was 
necessary to change the sales instruction to another 
form. I have seen men working on the new course and 
I have noticed the business that came from their house 
since then and it is business they never had before, prov- 
ing conclusively that they were interested in the applica- 
tion of these forms and that the manufacturer was bene- 
fited. 

“Here is an illustration of how business suffers through 
lack of knowledge: I went into an overall manufactur- 
er’s plant some years ago; (I was selling the consumer 
at that time) and he said, ‘you are with So and So?’ | 
said ‘yes,’ and he said, ‘Come out here,’ I want to show you 
something.’ Out in an unused storeroom he had stored 
away fifty-two binders 91%4x117x2 inches capacity, that 
had been bought by this house’s predecessor. The overall 
manufacturers have two seasons, and this man sold his 
customers usually twice a year. Back in the front office 


he showed me a little cabinet with fifty-two pi- 
geon holes. He had little ledgers in it, and _ he 
could put the whole thing in the safe at night. 


Just think how long the ledger would last, using it twice 
a year, and what an opportunity for service was passed by 
the man who sold the bulky outfit now useless and gath- 
ering dust! The millinery business has seasons in the 
same way. The cigar business requires especial attention, 
but I have seen many loose leaf equipments of cigar man- 
ufacturers and all bearing the imprint of one manufac- 
turer. That is the result of the work of a salesman who 
went in there and found out the needs and filled them. 
“T would like to leave with you the feeling that manu- 
facturers will be strengthened by hearing of your sales 
experiences; it won’t hurt you to have your experiences 
known, it is for the general good and the situation as it 
now stands is this, that unless there are new uses created 
for loose leaf goods the manufacturers must get each 
other’s business. There is no such thing as standing still, 
and I say that the way to get additional loose leaf busi- 
ness is by showing this hungry multitude of business 
men how to use loose leaf. You don’t need to be account- 
ants or auditors. I have called on men who have greeted 
me with, ‘Are you the system nut?’ to which I say, ‘No, 
but I do claim that I can show some simple system that 
will give you results and information regarding your busi- 
ness. Don’t go in to a man and try to sell loose leaf 
goods purely as merchandise. When a man buys it that 
way, he writes or telephones to the house and while he 
is at it, he gets in touch with all your competitors and 
then you are up against competition again. If salesmen 
occupying fixed territories could keep a record of the busi- 
ness they do and be on the job sixty or ninety days before 
the supply is exhausted, they can get in and get the re- 
order business before the other fellows wake up. It is 
a pretty nice plan to have in mind all the customers in 
any locality so that while you are on the ground, you 
can drop in on them all. Oftentimes you will stumble on- 
to business you didn’t know was there and even if not, the 
mere call is worth while, just to promote good will.” 





Wednesday Evening, May 28 


Lead Pencil Making—Address by A. U Wil- 
liams, Sales Manager,, Eberhard Faber, New 
Y ork 
At this meeting A. W. Williams, sales manager for Eb- 
erhard Faber, New York, was the principal speaker, tak- 


ing as his subject the various processes in the manufac- 
ture of lead pencils. Mr. Williams was introduced by Mr. 
Ogren. He said that one of his friends had told him that 
what the boys in Chicago wanted something short 
and snappy and he proposed to giv: to the best 
of his ability. He said that afte yjourn in 
Chicago he thought that he had talked to nearly every- 
body here about lead pencils. Mr. Williams came to Chi- 
cago in 1908, after having spent seventeen years on the 
Pacific coast. His advent to this city seemed to him like 
urning his bridges behind him, but his reception here 
has left a memory that he has long cherished. His life 
in the city of Chicago, he was one of his most 
helpful experiences. 

“A man with a good point on his pencil,” said the 
speaker, “may be safely set down a careful intelligent 
fellow.” The same rule does not hold true with women 
who notoriously are unable to sharpen their pencils. 


was 
it to them 
four years si 


said, 


In a lead pencil, paradoxical as it may seem, there is 
no lead. Men used to write with a metallic instrument 
sometimes containing metallic lead. Now graphite and 


modern pencil. Graphite is one of the 
and looks when taken from the mine 
very much like coal. The substance was discovered at 
Barowdale in the county of Cumberland, England, in 
1564. The discovery was followed the next year by the 
manufacture of the first lead pencil made of graphite, 
following lines similar to those used at the present day. 
But the original pencil, however, was a very crude af- 
fair. For nearly two centuries the industry was retained 
almost exclusively by the English, when the Barrowdale 
became exhausted. In the eighteenth century the 


clay makes the 
forms of carbon 


mine 
lead pencil manufacturing industry was started in Ger- 
many. The best graphite at that time and since, comes 


from Ceylon and from Mexico. 

Graphite as it comes from the mine is never in an ab- 
solutely pure state. It is always mixed with various min- 
eral substances, principally the silicates, the removal of 
which is accomplished by the means of water, the process 
being one discovered by a Frenchman in 1795. The crude 
graphite is first powdered to a very fine condition and 
then water is poured on, the powdered graphite floating 
and the foreign substances sinking to the bottom. It is 
said that the first pencil made in America was produced by 
Henry D. Thoreau, the author, in Concord, New Hamp- 
shire. 

The first pencil factory in 
Eberhard Faber, the father of the 
who still conducts the factory. In 
cured large tracts of red cedar in Florida and in 1861, 
twelve years later, he established the first American pen- 
cil factory on the bank of the East River near Forty-sec- 
ond street, New York City. Competing with European 
products of this class was a big undertaking, for in Eu- 
rope labor was very cheap, even skilled labor, so that 
establishing an industry of this kind in America meant 
changing the whole existing methods of manufacture from 
the foundation up. 

After the graphite is first refined by the water process 


America was established by 
gentleman of that name 
1849 Mr. Faber se- 


above referred to, it is again refined. Next the clay is 
ground and mixed. The best clay heretofore has been 
produced in Germany, but an American clay has been 


The correct pro- 
pencils is 


found which is an excellent substitute. 
portion of clay and graphite for use in various 
determined by the chemist in his laboratory. Pencil 
manufacturers maintain skilled experts to figure out the 
exact proportion to be used for the various grades. Any 
error here results in the production of unsatisfactory 
goods. 

When the graphite has been finally purified and freed 
of all foreign substances and the clay has been selected, 
both graphite and clay are ground together in a mill. The 
better grades of lead are ground the longest, the grind- 
ing taking from five weeks to three months, according to 
the quality of the lead used. The harder the lead the more 
clay is used and the softer the lead the more graphite in 
proportion to clay. After grinding, the substance is then 
washed, when it resembles putty in consistency It is 
then put into a cylinder which looks somewhat like a coffee 
mill, but at the bottom is a diamond die the size of the 

Pressure from the top lead 


lead required forces the 


Pr il 


ANCES 15 


through this die and it comes out in coils at the rate of 
about one hundred and seventy feet a minute. It is first 
soft and looks like licorice. Before it hardens it is laid 
out on boards in lengths so that seven lengths of leads 
may be cut from each one. It is not cut when it is soft, 
as one might think, into pencil lengths, because of the 
fact that = lead shrinks as it drys and if it were cut 
moist it would shrink up so that it would be shorter than 
the correct length established for a lead pencil. There- 
fore it is permitted first to dry and then it is cut into 
pencil lengths by a knife similar to an ordinary kitchen 


meat chopper The moist lengths are placed on trays 
and set aside to dry, after which they are cut as men- 
tioned \ gauge on each tray gives the correct length 
for each lead. The leads are even yet not ready to be 


put in pencils, for they are brittle and attempting to write 
with them causes them to break, It is necessary to bake 
them, which process is accomplished by putting them in 
crucibles and subjecting them to a temperature of 1800 
to 2000 degrees of heat. Much responsibility rests upon 
the man who handles the furnace in order that the leads 
may not be underbaked nor overbaked. The average bak- 
ing time at this high temperature is from three to five 


hours 

After having made the leads and baked them, next 
comes the covering. , For this red cedar has been found to 
be the most satisfactory wood -because it is soft and 


straight grained and cuts readily. The best cedar comes 
from Florida, but the supply is growing scarce so that 
pencil manufacturers are buying up all the available sup- 
ply, even fence posts being collected. After being de- 
livered at the mill, it is sawed into lengths a little longer 
than a pencil, then cut into slats and shipped to the fac- 
tory. Here it is dried in a kiln. Otherwise pencils would 
warp as they sometimes do, even with the most careful 
treatment, if subjected to undue dampness. Here Mr. Wil- 
liams recalled the fact that in San Francisco, after the 
fire he noted many lead pencils which had been kept in 
damp places and had subsequently dried out and warped. 

After the slats are thoroughly dried and cured, they are 
planed and grooved, six grooves in each slat. The glue 
is then applied and by the way, this glue must be of the 
very best quality. The operation of putting in the leads 
is one which interests everyone who sees it, for the oper- 
ators become very expert. Taking a handful of leads each 
operator with one motion of the hand more quickly than 
the eye can follow it, projects six leads on to the slat and 
rolls thea into position in the grooves. These are passed 
on to other operators who stick on the corresponding 
slats, themselves glued, after which a number of these slats 
with lead placed and glued are clamped together and dried” 
under hydraulic pressure. 

Most round or hexagonal pencils are made in practical- 
ly the same way by a planer machine which cuts a half 
circle or half of the hexagon for six pencils to each slat and 
then by turning the slat over and putting it through the 
machine again the pencils are completed so far as the 
shaving is concerned. They are then put into a machine 
which sandpapers them. After being sandpapered the 
pencils are taken to the varnish machine where they re- 
a a a thin coat of color. Though they pass through 
the machine singly, one hundred and forty pencils are 
coated per minute. Endless belts carry them through a 
steam heated compartment to a receptacle where they 
are dried. This operation is repeated from six to ten 
times, giving the pencils a fine glossy coat. Another 
method of varnishing is used on pencils of odd shapes 
which are held by the ends in frames and immersed in 
deep vats of varnish from which they are slowly with- 
drawn. A-heavy coat with an enamel effect is thus at- 
tained 

The best grades of pencils are hand polished. Color is 
applied and the pencils are rubbed rapidly, but lightly. 
This is repeated many times and produces a lustre impos- 
sible to secure by mechanical means. This operation is 
too costly to be used on any but the finest grades. 

The accumulation of color on the ends of the pencils 
is removed by passing them between revolving drunis 
covered with sandpaper. A further trimming with a sharp 
circular knife turning at high speed shaves the ends clean 
and smooth. 

Thus it will be seen that the manufacture of pencils is 
not a process of utter simplicity and that for the best 
grades good prices must be’ charged. 

Mr. Williams next described the stamping of the bet- 
ter grade of pencils with gold leaf, a process in itself in- 
teresting. He next described how the rubber tips are put 
on, illustrating his remarks by a number of samples of 

(Continued on Page 141.) 
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Pros and Cons of Sales Contests for Stimulating 


Business 


AIMVAGPEONRONPEASSAAOOLAOLSYOGEENSNAA ENOLASE ng 


ALES CONTESTS have been vigorously discussed 

from several viewpoints. Charles W. Taylor, iden- 

tified as the New York sales manager of a-“nationally- 
advertised line of office equipment” initiated the discussion 
in Advertising and Selling, taking the negative. The 
affirmative has been championed by some of the leading 
lights of this field, in the persons of W. C. Dunlap, sales 
director of the American Multigraph Sales Company; the 
sales manager of another well-known line of office equip- 
ment, who wished to remain anonymous; F. Dodge, 
director of sales of the Burroughs Adding Machine Com- 
pany; and George W. Lee, sales manager of the Todd Pro- 
tectograph Company. The discussion has been somewhat 
prolonged, yet perusal will benefit so many of our read- 
ers that the various contributions are printed here with 
little abridgement. 
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* * * 


Mr. Taylor’s remarks follow: 

Our objection to this well-known form of sales pro- 
motion is based on our personal experience in handling 
many men, in many classes of work. It has been our 
experience that sales contests can be used with favorable 
results in connection with subscription campaigns for peri- 
odicals and in the introduction of some specialty or com- 
modity, such as soaps, toilet preparations, teas, coffees, 
and so forth, where a lower grade—parrot-like—salesman- 
ship is used. But where salesmanship of the higher and 
better type is required, wherein genius, originality, spon- 
taneity of thought, and discretion are employed, sales 
contests do more harm than good. 

You can not have a sales contest, at least, we have never 
seen one, without developing competition among salesmen, 
and competition within a sales organization, soon breeds 
discord and discontent. 

Co-operation vs. Competition. 

We believe co-operation and not competition is the life 
of a sales organization. So do many other executives. Co- 
operation causes cohesion—a sticking together; competi- 
tion, on the other hand, causes friction and disagreement 
and retards progress. You cannot have competition and 
co-operation at one and the same time, any more than 
you can draw sweet and bitter water from the same spring, 
simultaneously. Competition and co-operation cannot co- 
mingle. They are antipodal. 

Contests Blamed for Chaos. 

Severai years ago we were placed in charge of a sales 
organization that was a veritable “house divided against 
itself.” One of the many causes of that condition was the 
fact that in the past there had been several sales contests, 
wherein the so-called “star’’ salesmen carried off all hon- 
ers, simply and solely because in setting his quota, certain 
conditions had not been taken into consideration, and a 
business upheval handed to that man, sales which he 
would never have made in the ordinary course of events. 
And this subject of quota is a delicate one, always hard 
to fix—ask any man who has tried it. The man who 
figures out the quota of a salesman has to be a wizard, 
and the fellow who keeps up with the contest during the 
life of it must know how to figure and carry details, which 
no salesman has the patience to fool with. “Oh, I know 
I sold more than ‘steen’ dollars worth last week,” a sales- 
man will say, and yet have no record of what he actually 
sold. Maybe he did sell more than was credited to him 
and his orders were held up in the credit department, or 
rejected by it, or there was some doubt whether they 
could be filled. And sometimes shipping orders brought 
up the question whether the sale was to be credited to 
the man who made the sale, or the man into whose ter- 
ritory the goods were to be shipped. These conditions 
are bound to come up and the salesman becomes dis- 
gruntled, jealous, and it goes without saying that no 
salesman will get very far if he is handicapped with that 
sort of mental rubbish. 

Detail “Kills” Salesmen. 

Details are the evil of the salesman’s life. Details 
“kill” more salesmen than any other one cause. The man 
who is successful with detail is, as a rule, a very poor 
salesman. Someone has poignantly said that a good sales- 
man is a bundle of “glittering generalities.” We have 
transierred men from the accounting and engineering de- 


Reprinted from Advertising and Selling. The Discus- 
sion Started in April and the End Is Not Yet. 


partments, men who were adept at figures, to the sales 
force, and watched with much interest their transforma 
tion from figures to fancy—from the bondage of dry facts 
to a boundless world of imagination. 

Another evil that surely accompanies every 
test is this: The “star” salesman who wins his prize gen- 
erally sells the biggest buyers and gives the biggest dis 
count, while in the same organization are some of those of 
the old “Newfoundland” type, plain, steady. consistent 
pluggers, who turn in business at about 99 and 44/100 per 
cent of the list. month in and month out. These pluggers 
show increased sales every month, contest or no contest. 
Twenty years from now the firm will be getting business 
from the accumulated good will built up by these plug- 
gers, when the big sales made by the “star” salesman, 
through cut in price, will have long been forgotten. The 
consistent pluggers work for the future. They do mis- 
sionary work. To them selling goods is the most natural 
thing to do—just like eating their meals—something they 
do regularly, without the artificial stimulant of sales con- 
tests. 


sales con 


Objections Largely Psychological. 

It will be seen that our objections are not based upon 
the dollar and cents features, but rather upon the psycho- 
logical element that enters into the problem. Our experi- 
ence has proven to us that sales contests break down in- 
stead of build up the morale of a sales force. 

Three years ago we took charge of another 
ganization that was “rent from stem to stern.” 
were salesmen occupying adjoining desks who seldom, if 
ever, spoke to one another. Discord was rampant. Jeal- 
ousy and malice permeated the whole organization. We 
soon discovered that the evil spirit of competition was 
the chief culprit. It was a plain case of “survival of the 
fittest’ in its rankest form. We were told it might be 
well to fire the entire bunch and start with a clean slate 
but believing as we do that down deep in the heart of 
every man there is a spark of the divine, which when 
found and properly nourished can be fanned by the spirit 
of co-operation into a consuming fire—a fire that sep- 
arates the tares from the grain—we set ourselves to the 
task of finding that spark. The first thing we did was to 
a dinner to the entire organization at one of the best 


sales or 
There 


give 

hotels. After the “feed” we gave the boys a heart to 
heart talk, in which we fervently laid down the only rule 
of the game, as we were to play it, that rule being the 


Golden Rule. 


“Team Work” to Rule. 

It mattered not what any of them had done in the past, 
there were to be no yesterdays. We were going to start 
with a clean slate right then and there, and each man was 
to be cahet at his face value from that moment. In the 
future each man was to be measured by the yard stick, 
“Do unto others as you would have others do unto you.” 
Henceforth there was to be no competition, no striving 
to be uppermost, but rather a striving to be helpful to 
one another. In short, we were to do “team work” which 
would be nothing less than co-operation put into actual 
practice. 

After the “sermon” it was suggested that a club be 
organized, made up of our salesmen in the metropolitz in 


“ 


district. The idea “took.” It was named the “Fellowship 
Club.” It meets once a month. It is manned and of- 
ficered by the salesmen themselves. The meetings are 


devoted to discussing ideas and suggestions that will tend 
to strengthen the weaker links in the chain. Special at- 
tention is given to the welfare of new members. ‘There 
is no booze, and no smutty stories, for only gentlemen 
are present. 

Recently, as a side issue, a bowling club was organized; 
it meets once a week. At these “meets” a tournament is 
played in which all members participate. After the tour- 
nament, the five nlayers with highest scores play a cham- 
pionship game with a team picked from the ranks of some 
one of our largest customers. The balance of the mem- 
bers remain during the championship game to “root” for 
their comrades. Thus it will be seen that we do believe 
in competition in sport contests. The man who gets 
beaten in the bowling game knows why he is beaten. He 
makes his own “quota” with his own hands. It does not 
come from an unknown source, hence there is no breed- 
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knows he is getting fair 


ing of suspicion. Every man 
play and a square deal. As stated, the bowling club 1s 
only an adjunct, but it helps to foster the right spirit. 


had a house divided against itself, we 
We have unity permeated with the spirit 


Where 
now have unity 
of co-operation 

Contests Termed “Stimulants.” 


once we 


Finally, this is our conclusion \ sales contest is noth- 
ine more than a stimulant and stimulants are but passing 
fancies that invigorate only for the moment, the reac- 
tion leaving the patient worse than before The only 
lasting and enduring cure for the ills that beset the av- 
erage salesman must go to the “core” to be efficacious. 


We have demonstrated to our own satisfaction that these 
ills’ are all mental, and that the safest and sanest way 
to effect a thorough and permanent cure is, at the very 
outset, to purge the salesman’s mind of every false idea 
he has about himself and his relation to his fellow man. 

‘As a man thinketh in his heart, so is he.” 

Then, the following treatment 

\ heart to heart talk in which he 
of the folly of fear; and how utterly impossible it is to 
lift himself by tugging away at his own boot straps. That 
it is not necessary for someone else to fail in order for 
him to succeed; and that the surest and safest way to 
make progress is to help someone else over a rough place. 
The average human is_ self-centered—selfish All the 
crimes of civilization are, in the last analysis, the result 
of fear and selfishness. Fear is also the ancestor of in- 


should be convinced 


dolence and suspicion. 
x * * 
Briefly and to the point W. C. Dunlap, sales director 
of the American Multigraph Sales Company, Cleveland, 


writes: 
| do not agree with him. 
a stimulus in our business, 


Sales contests have acted as 
and have not disrupted our 


organization I believe the fact that this gentleman or- 
ganized a bowling contest shows that he also believed in 
contests 


* -_ * 


While the general sales manager of another nationally 


advertised and nationally known office equipment device 
disagrees at some length with Mr. Taylor’s view, this 
gentleman—who for obvious reasons requests that his 
name be withheld—says: 
Sales Ambitions Need Control. 
[his party is correct. You cannot have a sales con- 
test without developing competition amongst salesmen, 


It is a matter of 
away with the fire, 


nor can you have fire without friction. 
controlling the fire, rather than doing 
that is the real problem. 

\ beautifully tilled field or a beautifully kept lawn is 
not a very good place to plant potatoes in unless you dig 


into the land, irrigate it, upheave it, then plant the seed 
and smooth it over. W hen the seed comes through. bear- 
ing fruit, it breaks away the land, irritates it, in order 


where the sun is. 
Fair Quotas Can Be Set. 


to get up 


Perfectly fair quotas can be made and are made by suc- 
essful sales managers and this without causing any fric- 
tion of an unpleasant nature with the sales department. 


The question of shipping orders and who should have 
redit is a matter of company policy and once the policy 
is _laic down and understood by = salesmen and every 
problem settled according to the policy, there is no trouble 
on this score. 

I could repeat with the writer of this article: “As a 


man thinketh in his heart, so is he.” It is up to the sales 
manager to see that the man’s heart beats right, thinks 
right and is right, then competition is the life of a sales- 


man and keeps the blood rushing through his veins in a 
way that will bring results to his company with the best 
possible success. 

You can walk up Broadway and no one will notice you 
at all, carefully avoiding hitting anyone. You can hurry 
along and the mere fact that you are hurrying will bump 


one or two people, but you will get to Forty-second street 
lot quicker than if you wait the pleasure of the crowd. 


* * * 


While F. H. Dodge, 
Adding Machine Company, 
story in this wise: 

The viewpoint of Mr. Charles Taylor, as expressed in 
the article he has written for you on the subject, “A Sales 
Manager Who Does Not Believe in Sales Contests,” is 
interesting to me regardless of the fact that our experi- 


director of sales for the Burroughs 
Detroit, comments on the 
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ence, based upon the performance of the Burroughs or- 
ganization, does not support his position, 

Mr. Taylor may be, and probably is, correct in declar- 
ing that sales contests sometimes produce undesirable re- 
sults—his experience would seem to justify that decision— 
but to say that sales contests cannot produce beneficial 
results when applied in a high class specialty business 
merely shows that Mr. Taylor has not carried his investi- 
gation far enough to know conditions in all lines of trade. 

Are General Results Good? 


Without taking issue with either of these experienced 
men the writer is somewhat inclined to the belief that as 
a general thing the results from sales contests are not 
generally good. This does not argue that in some cases 
they are not highly beneficial. As we see it the situation 
is this, whatever produces the best results for the gen- 
eral sales anihaasline field is the plan to be used. There 
will alw ays be exceptions to all general rules. We know 
however that a large number of salesmanagers who have 
for years used various forms of sales contests are now 
discontinuing them. One man summed up the situation 
thusly: “We have passed through the era of strife—now 
is the day of brotherhood in business as in nations. Serv- 
ice cannot be delive red by dollar-c chasing contestants bent 
solely on securing some prize.’ 

x * 

The article in a recent number of Advertising and Sell- 
ing, entitled “A Sales Manager Who Does Not Believe in 
Sales Contests,” has proved very interesting to me, said 
George W. Lee, sales manager of the Todd Protectograph 
Company Mr. Taylor, the author of this illuminating 
contribution, has stated his reasons in most unmistakable 
language; therefore it is an easy matter to refute his argu- 
ments. At least Mr. Taylor has made the issue a clean-cut 
issue, and in fairness to him, let us endeavor to show him 
“the error of his ways.” 

Right off the reel Neighbor Taylor states: “You cannot 
have a sales contest , without developing competi- 
tion among salesmen.” It is to laugh, Mr. Taylor. Of 
course you cannot have contests without stirring up the 
merriest kind of competition among the salesmen—and let 
us thank our lucky stars for it. Any sales contest that is 
worth its salt will stir up competition, and the greater 
the competitive spirit, the more satisfactory will be the 
results, both to the house and to the salesmen themselves. 

Contests and Commission Sales Alike. 

A party of sales executives were discussing Mr. Taylor’s 
dissertation. Said a certain well-known sales manager, a 
gentleman who has possibly staged more successful con-,” 
tests than any other director of salesmen in the country: 
“Mr. Taylor’s article would seem to lead to one conclu- 
sion, namely, that if sales contests are harmful to an ordi- 
nary business, then the commission basis of remuneration 
for salesmen is faulty in itself. 

“Companies whose goods are sold by commission sales- 
men, or by salesmen working on salary and commission 
are, in reality, conducting a sales contest from one end of 
the year to the other. A prize of one commission is of- 
fered for each sale, double the amount of commissions for 
double the amount of sales, etc. All commission salesmen 
are, in consequence, in competition with themselves, and 
with commissions as prizes.” 

The writer of this article agrees with the sales executive 
quoted above, and for the reason that I myself worked as 
a salesman for twenty years on a commission basis. in 
fairness to Mr. Taylor it mtust be concluded, in spite of 
his statement that he has “handled many classes of men 
in many classes of work,” he never could have “handled” 
any men on a commission basis. 


Insurance Salesmen Worked Hard for Trip. 

Fifteen years ago, while a member of a sales organiza- 
tion of one of the oldest and best managed life insurance 
companies, I distinctly recall a “contest” that was staged 
for the benefit of several thousand agents. The prize was 
a trip to the home office. We were to be entertained at 
one of the great New York hotels. The names of all the 
winning agents were to be printed in the official program. 
We were to be permitted actually to meet the president! 
Oh, joy! Do you think the agents of that life insurance 
company didn’t work like the very mischief, in order to 
win that home office excursion? Well, yes. And so far 
as competition was concerned, every last agent was in a 
contest with himself, which, by the way, is the finest kind 
of a sales contest, to my notion. 

incidentally, the term “contest” does not necessarily 
imply a sales effort which will exclude one set of men to 
the disadvantage of another set of men. The ideal contest 
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is one where the only losers are those salesmen who do 
not measure up to their own opportunities. The winners 
are those who attain certain quota requirements, regard- 
less of the performance of other salesmen. Thus, | say 
again, the salesman’s only competition is that salesman’s 
queta, or standard of production. 

The vice-president and general manager of a nationally 
advertised office appliance said to me recently: ‘“Compe- 
tition among salesmen, in which all competitors are striv- 
ing to better their own records, is not a harmful thing 
and should be encouraged. The spur of competition and 
the comparing of one’s record with the actual accomplish- 
ments of other men in the same line of work, furnishes 
an inspiration, which would be entirely lacking in the 
easily satisfied salesman whose own past record is ac- 
cepted as ‘standard,’ and which he never attempts to 
exceed.” 

Contest Plan Has Advantages. 

Here is a man with many years’ experience in sales 
work. I happen to know that he is in large measure 
responsible for the upbuilding of a tremendously big in- 
dustry. I happen to know, also, that sales contests have 
been a telling medium for attaining big results, with this 
concern. And when a man who has built up a sales or- 
ganization from a mere handful of fifty to a nation-wide 
force of over five hundred “vouches” for the sales contest 
idea, | am forced to the conclusion that the plan must 
necessarily have its advantages. 

This gentleman continued, “Invariably the biggest rec- 
ords attained during the year are made during sales con- 
tests, and the publicity given to winners in these cam- 
paigns gives the entire organization an opportunity to see 
what can be accomplished in their line, raising the stand- 
ard and goal of salesman who have any ambition that can 
be aroused by the example of other successful men. 

“Granted that the salesmen will lay their failures to their 
territories, to hard luck, to bad weather and to other 
causes, and granted that some losing salesmen will dis- 
count the records that have been made by the winners, 
the outstanding fact that good records have been made 
under all of the above conditions and in all parts of the 
country, will be a source of inspiration to the average 
salesman and make him inquire of himself whether he has 
really accomplished all that he should. In considering this 
phase of the subject it is assumed that the goal, or quota, 
in any well-conducted contest will be well within the 
reach of a large percentage of the organization, and not 
made so difficult of attainment that only a few exceptional 
men can qualify.” 

Fixing Quotas Not Hard. 


The matter of fixing quotas does not appeal to me as 
such a difficult thing as Mr. Taylor would have us think. 
Quotas, on the contrary, can be calculated with the ut- 
most accuracy by taking a salesman’s past record as a 
basis for individual quotas for*the organization as a whole. 
Such modifications as may be deemed advisable to the 
sales manager, under the circumstances, may readily be 
made. It is not guesswork, and while here and there 
quotas will be unfair to the individual salesman, the aver- 
age is mathematically correct; thus the sales manager can 
so arrange the quotas or goals, in his contest that a sales- 
man will, while conceding that the quota is fair, work to 
attain results that were thought to be well-nigh unattain- 
able, before the quota was placed upon him. The contest 
record, once having been established by the individual 
salesman, becomes a permanent standard, or “record,” 
which the salesman has, in reality, set for himself. 

Mr. Taylor says that contests prompt salesmen to turn 
in an inferior quality of business in order to secure the 
extra credit in the contest. This is undoubtedly true, in 
individual instances. And it is the price the house must 
pay for the increased business secured during the contest. 
But who will say that more than an insignificant percent- 
age of the increased volume of business is undesirable? 
Would the sales manager be willing to forfeit this in- 
creased business for the sake of an occasional undesired 
order? 

“Sales contests break down the morale of a selling 
organization.” It hardly seems fair to take what is un- 
doubtedly a mere incident in many sales campaigns and 
employ it to condemn the plan as a whole. Every firm 
that has conducted sales contests has felt the reaction 
therefrom, and has seen jealousy between the winners and 
the losers; every sales manager conducting sales contests 
has, no doubt, been accused of favoritism. and to that 
extent the morale of the organization has been affected. 
All of these abuses can be entirely avoided, or to a very 
considerable extent avoided, by the terms of the contest. 
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General quotas or goals can be set for a whole organiza- 
tion rather than to employ individual quotas for individual 
salesmen. Terms of the contest may provide, and should 
provide, as a matter of fact, for the elimination of all or- 
ders which do not conform to the standards of the house, 
thus reducing poor quality business to a minimum. 


Unfair Methods Exception. 


“he fact is, in the above connection, that the need for 
criticism regarding methods employed by an occasional 
salesman, who has resorted to unfair eo «fi in a contest, 
is the exception and not the rule. Instances of this kind 
are too rare to discount the value of sales contests to any 
appreciable degree. 

Likewise, the reaction which is experienced after a sales 
contest, is a specific rather than a general condition, for 
where one salesman, through over-exertion, or otherwise, 
rests on his laurels. ten others have proved to themselves 
that they can exceed past records. The best sales records 
on the part of the average salesman date back to a prize 
contest, which pulled him out of old ruts and gave him a 
definite goal to aim at, and started him on the road to bet- 
ter results; obviously, the man who has increased his 
earnings during a selling campaign is rarely again going 
to be fully satisfied with the smaller income to which he 
had been accustomed. 

It is born in most every man to want to be a winner, 
and he is willing, to a greater or less extent, to pay the 
price of winning. To some men the intrinsic value of 
the prize will, in itself, furnish the incentive for conscien- 
tious, vigorous effort that would, otherwise, be lacking. 
To another class of men the honor of winning, the satis- 
faction of having attained the goal which has been set up 
for them, will spur them on to greater efforts; still an- 
other class of men revel in the respect of their associates, 
and the acclaim with which they are received at the close 
of the contest if their names are found among the winners. 

One of the most satisfactory “contests” with which I 
have been connected is one which was recently put on 
here in our own organization. The general manager of 
the company, aiter sticking closely to the job during 
the war, without a vacation of any sort, went on a trip to 
Florida late in February. The sales department decided 
to put on a “surprise” month in honor of this Seaseeare. 


Announcement was made of the “contest” to the mem- 
bers of the sales force. It was pointed out that odie chief 
had been doing a steady grind throughout the period of 


the war, that he had made it possible for the salesmen to 
enjoy a large measure of prosperity during 1918, and now 
that he had gone on a much-needed rest trip it was “up” 
to the sales force to show what they thought of him. 

The contest period was for the four weeks of March. 
We called this special effort “The Surprise March” on 
our friend and executive. The only prize offered was the 
promise that a large and handsomely engraved testimonial 
diploma would be prepared and placed on the G. M.’s 
desk on his return—and that the name of every salesman 
who made his quota and the names of all the general 
agents who made their territorial quotas would be made a 
part of this framed testimonial. 

Do you think that the spirit of “jealousy” entered into 
this contest? Let me assure you that we never have 
had a special sales effort that delivered the goods in a 
more satisfactory manner than did this Complimentary 
Surprise March contest. Each and every man in the or- 
ganization strove as he probably never strove before. 


Legion of Honor Plan. 

Before bringing the article to a close, I feel that a word 
should be spoken on behalf of a certain kind of sales 
contest which has its highest development in such honor- 
ary institutions as Hundred Point Clubs, Legions of Honor 
and the like. These organizations of salesmen most cer- 
tainly are of great benefit. They put salesmanship on 
the highest possible plane. They give the finest incentive 
imaginable to every salesman to “grow up” with the busi- 
ness, to become a part of the institution. 

And these most successful clubs of salesmen represent 
nothing more or less than the contest idea. Societies of 
salesmen de luxe are now a definite part of the sales 
policies of America’s leading businesses. Our own sales 
force has, as one of its most attractive features, a Legion 
of Honor to which every salesman is eligible to mem- 
bership. Degrees are offered to the salesmen as they 
progress from one point of sales production to the next. 
When thirty-three degrees have been attained, the mem- 
bers of the legion automatically become members of the 
Premier Club, which is composed exclusively of “33rd 
Degree Salesmen.” 


Talking 


Did you ever try the doctrine of scientific simplicity in 
selling goods Did you ever, for example, watch what 
happens when a customer approaches one of those Greek 
or Italian banana vendors on the corner? 


“How much are your bananas a half-dozen?” inquires 
the customer The street merchant doesn’t say a thing. 
He just reaches out, selects six bananas, slips them into 
an ever-ready bag, hands them to the customer and re 


marks, laconically, “Twenty cent.” 

That’s salesmanship. That’s scientific simplicity carried 
to the ultimate and made doubly forceful by the very lack 
of argument and comment. He takes it for granted that 
the customer is interested, else he would not have asked 
the price. He doesn’t run the risk of getting into a dis- 
cussion, and he doesn’t hesitate in delivery. Three mo 
tions of the hands, two words and the sale is made 

Be Simple. 

That is one of the reasons that I am always hammering 
home to my salesmen the doctrine of being scientifically 
simple—of saying as little as possible and making every 
word and movement produce results. When you 
get right down to it, the less you say, the more you will 
accomplish, anyhow. 

I remember, a few years ago when the Remington Type- 
writer Company put a premium upon the number of calls 
made by their salesmen, there was one man who thought 
he saw an easy way to make money. He would wander 
rapidly down the street, going into every store and every 
office he came to, opening the door and calling in, “Want 
to buy a Remington typewriter today?” Of course, the 
answer was always in the negative. So he would go on 
to the next place and by nightfall would have a list of 
“calls made” as long as your arm. It got him the money 
from the home office and it did more. In a_ couple of 
months he found that a considerable number of people 
had become interested in the Remington just through his 
very persistence and the fact that he used unusually 
simple methods It wasn’t long before his were 
mounting up rapidly and the course he elected to take 
toward easy money from the home office turned out to be 
a source of real money through sales 


Use Short Words. 

Christ Himself was one of the greatest of salesmen. He 
knew the language of the people. He never used a two 
syllable word when one half as long would serve the pur- 
He spoke—or preached—or sold—in the most con 
cise and definite form imaginable and, when it was neces- 
sary to draw comparisons, He made them with familiar 
objects and couched them in language which could not be 
misunderstood 

It is because of this doctrine of scientific simplicity that 
I always try out my sales plans upon my thirteen-year- 
old daughter. If she can grasp the idea at once, then I’m 
sure that it is all right, but if she says “Daddy, what does 
this mean?” I get to work and revise the whole thing, 
making certain that there isn’t an obscure link in the 
chain of argument. 

Of course one of the principal points in any selling talk 
is the appearance of the object. When we remember 
that that which is seen appeals to no less than twenty- 
three nerve-centers, while that which is heard appeals to 
but one, the advantage in a pleasing appearance—either 
f the individual or the product—is at once anpnarent. But 
too, the argument should be simnle. There should 
not be anv clashing of colors, any conflict of interest. 


every 


sales 


pose 


here, 


Colors for “Mass” and “Class.” 

It has been proved by actual experiment that red and 
yellow ‘are the two colors which invariably attract the 
ittention of persons of a lower order of intelligence. A 
for example, will pick out a package which bears 
either or both of these’ colors as far as he can see it— 
vhile he will pav little attention to the mauve or baby- 
blue labels designed to meet with the approval of more 
fastidious tastes. Hence, when manufacturers or mer- 
chants wish to make a “mass appeal’ with their goods, 
red and yellow should predominate. When they want to 
make a “class appeal,” the emphasis should be laid on 
the more delicate tints—a principle which applies to win- 
dow display and counter arrangement as surely as it does 
to the preparation of the label itself. 
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Death 


by George W. Hopkins, Sales and Advertising Manager 
iophone Company, Before the Poor Richard 
Reprinted from The Retail Public Ledger. 


An Addr SS 
of the Columbia Grat 
Club of Philadelphia 





\gain, whether in selling to the dealer or selling to 
the consumer, a technical knowledge of the goods is an 
excellent asset, provided one knows how to use it. 

The salesmen for our company, for example, are warned 
not to stress the different technical or mechanical points 
in which we believe we excel. The dealer isn’t interested 
in the machinery of the graphophone; he wants to know 
its best points—the lines of approach which may 
be used in disposing of it to the individual purchaser. Of 
course, here and there you will find a dealer who wants 
to know “what makes the wheels go round,” just as occa- 
sionally vou will run across a consumer with a mechan- 
ical mind who likes to investigate the different technical 
points of the machine. But on the whole there are plenty 
of interesting facts in connection with any merchandise 
without going into the details of its machinery or 
manufacture 


selling 


Subordinate Mechanical Details. 
[ am not advocating total ignorance of these points. 
Far trom it. The more a man knows about the goods 
which he is trying to sell the better salesman he is, pro- 
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vided always that he knows enough to mask this knowl- 
edge and bring it forth only when it is necessary. Other- 
wise, he will be in danger of appearing to know it all and 
thus antagonize the customer. 

This is one of the advantages of placing information 
in interesting readable form, a method which is being 
used to splendid advantage by some of the most prom- 
inent manufacturing and retailing firms in the country 
today. But the success of this plan—and, for that matter, 
the success of any plan that includes the retail omy | 
of goods—depends in the last analysis upon the retai 
‘lerk himself. He-is the final link in the chain and the 
inost important one. He must be told the selling points 
of the articles he handles. He must be instructed in the 
best way to attract attention to his goods and induce 
action on the part of the customer. He is a vital essential 
portion of the manufacturer’s selling organization, and 
more producers are daily coming to a realization of the 
fact that their ultimate success is founded upon the coun- 
ter of the retail store and the personality and ability of 
the man or woman behind this counter. 


Wood Veneer for Annouricements. 


wood veneer shaved to paper thickness is 
offered for announcements. It is marketed in cards, 
sheets and envelopes. Three colors are available, brown, 
gray and natural—the latter being a rich cream. 

The new product is made by the Japan Paper Com- 
pany of New York, N. Y 


Japanese 


The total value of foodstuffs shinped from the United 
States in 1918 is estimated at over $2,000,000,000; the aver- 
age before the war was $500,000,000 per year. 
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tabloid we regarded as so good 

we asked permission to reprint 
them. That having been granted, we 
present these sermonettes to our 
readers, believing they will find in 
them both inspiration and entertain- 
ment. 


Friendship and Service. 


T tat following little sermons in 


Friendship without service is an 
impossibility, for a friend has but one 
way of demonstrating his friendship, 
and that is through service. 

Service without friendship is cold, 
impersonal and inclined to be selfish 
and partial to the seller. 

All of the finer things in business 
—the fellowship and good-will—the 
joy of living and accomplishment are 
inseparably bound up in the friend- 
ship and sentiment in business. 

Where friendship is, there service 
will be a pleasure. 

Where service is rendered because 
of friendship, there the business re- 
lationship will be mutually beneficial. 

A friend could not, and would not, 
try to sell you a single penny’s worth 
of goods, did he not conscientiously 
feel they would benefit you. 

Having shown you the goods he 
has to sell and explained their merits 
and application to your needs, he will 
leave it to you to select and buy what 
you feel will be of the greatest bene- 
fit to you. 

A friend from whom you have 
bought will see to it that the goods 
are equal to, or better than, the 
standard and will make deliveries at 
the earliest possible date. 

Did you ever stop to think how 
unnecessary and superfluous a guar- 
antee is where a business deal is made 
between friends, for a friend will not 
countenance even a thought of giving 
anything less than one hundred per 
cent quality, service and satisfaction. 


+ 
Repeats. 
I walked in to make a complaint. 


I walked out with a new shirt and 
two neckties. 

The complaint was about a 50c pair 
of socks. 

The shirt and ties cost me $15.00. 


Aud what’s more, I am glad I made 





I am glad because I 
“Here is 
another pair and I am awfully sorry 
to have caused you this inconveni- 


the complaint. 
found a retailer who said, 


ence.” He seemed pleased to have 
the opportunity to “make good” on 
an unsatisfactory purchase. He made 
me feel I:had done the right thing. 

The fact that I spent enough to 
buy 30 pairs of similar socks only 
demonstrates how human nature re- 
sponds to business sportsmanship. 

Since, as a regular customer, this 
retailer has told me some interesting 
things about sentiment in business. 
Perhaps the most human story is why 
he went in business for himself. 

In his own words: “I was manag- 
ing the men’s furnishing department 
of & Company in Chicago. As 
my department did a large business 
my commissions were quite large. 
Feeling I could afford a piano, I 





.spent $650 for a well known make. 


About three weeks later I complained 
of the action to the man who sold it. 
I was informed that the piano was 
in excellent condition when sold and 
that they could do nothing about it. 

“This man also asked how I han- 
dled complaints in my department. 
His question made me stop short and 
think and for the first time I realized 
the business of the concern for whom 
I was working depended on one time 
salesmanship. I realized that most 
every buyer was a stranger and all 
that saved us was the fact that thou- 
sands of new people passed our store 
each day. 

“The next day I had a heart to 
heart talk with the manager and asked 
for a definite policy favorable to the 
customer. He only laughed and said, 
‘People forget.’ 

“That very night I began laying 
my plans for a business of my own, 
founded on a policy of rendering a 
service people would not forget. Of 
course, the people I bought from had 
to believe as I did and have the same 
faith in me that I have in all my cus- 
tomers. My success is the best dem- 
onstration of the effectiveness of my 
theory.” 

This constructive thinking appealed 
to me and it is only natural to pass 
the thought along. 

+ 
Not Unusual. 


They both went to the same col- 
lege. One studied Business Econom- 
ics, the other studied Human Nature. 
The first based his future on the bi- 
nomial theorem. The second relied 
on the personal equation. Both of 
these men started a retail business in 
the same town. 

As the dominating figure greatly 
influences the policy of any business, 
these men presented an interesting 
contrast in merchandising methods. 

With one store it was a case of 
dollars and cents. Very little credit 
was granted, and then only after the 
customer had given a story of his life 
and four or five references. Each 
clerk had been drilled accordingly. 
Just a go-between to hand out mer- 
chandise and get the money. There 
was a rigid rule against accepting re- 
turned goods that were not satisfac- 
tory. Nothing was bought. Every- 
thing was sold. 

When you first enter the other store 
the atmosphere is so cordial you won- 





| “The dead weight 
of bad habits keeps 
| many men from 
| winning the race 
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for business. 
—Chamberlain. 
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der if by chance you have been there 
before. Your entrance is always ac- 
knowledged by one or more salesmen. 
If all of them are busy, the floor- 
walker makes it a point to ask if you 
are in a special hurry and to offer his 
services. Every salesman is trained 
to let you buy and sells only through 
suggestion. When you do purchase 
you leave with more than your parcel. 
You go out with a strong feeling of 
Satisfaction and a stronger feeling of 
Good Will. 

Even after you go home, if by 
chance you are not quite satisfied 
with what you bought, just tell them. 


They not only take it back—if you 
wish they will send for it. 
And always with the spirit that 
every customer is right. 
sy 
Certainties. 
When John Holt said, “I am going 


into the retail business and I am go- 
ing to make some of these retailers 
sit aip and take notice,” everyone who 
knew him wanted an interest in his 
new venture. 

For they knew John Holt had un- 
usually good business judgment. 
Time and again they had watched 
him turn a failure into success. They 
knew he must have been carefully 
studying the competing stores and 
had eliminated all guess work. 

And that was just what Holt had 
been doing. He had been watching 
the methods of his six competitors 
and had gone over carefully the mer- 
chandise they were selling. 

He found that all six rival concerns 
made the selling of goods their first 
consideration, and that with the sale 
their interest in their customer 
ceased. They were not concerned 
with the quality of their merchandise 
or the satisfaction it gave. Good, bad 
and indifferent were passed over their 
counter without discrimination. 

John Holt decided that the sale of 
something that may or may not give 
good value was an infringement on 
a customer’s good will—and to John 
Holt good will was the assurance 
that business would be coming in the 
next day. , 

This meant that he must sell goods 
of known quality, for the confidence 
instilled in the man who buys an ar- 
ticle of real value is what brings him 
back again and again to the place of 
unquestionable merchandise. 

In less than three months’ time 
Holt was selling certainties and noth- 
ing but certainties. He instructed his 











salesmen that he would throw out any 


lines that failed to make good. His 
salesmen impressed every customer 
with the fact that John Holt sold 


10othing but goods of true merit. 


In eight months’ time Holt’s gross 


business was more than that of any 
two of his competitors. Jecause he 
realized that confidence is the key- 


stone of success in business or social 
relations and justified the purchaser’s 
confidence by the merit of his goods 

he was bound to stand head l 


and 
shoulders above his’ short-sighted 
competitors. 


oa 


Personal Contact. 


\ man may walk along a hard 
pavement. He may have on heavy, 
thick shoes. Many others may walk 
along the same pathway; yet hours 
later a dog can pick up the “scent” 
of the man and follow him until he 
is overtaken. 

What is it a man leaves on a hard 


pavement that the dog can follow? 
There is something invisible, intan- 
gible, which every man leaves’ with 
every other man with whom he 
comes in contact. What is it? Is it 
his appearance, or manner? Is it 
characteristic, or trait, or pe- 
Whatever it is, it affects 
unconsciously, 


some 
culiarity? 
you, consciously or 


favorably or unfavorably, and leaves 
its impress. 
Hundreds of men call upon me; 


take only a minute’s time; oth- 
ers stay for hours. A few of them | 
remember; most of them are merely 
coming and going. 


some 


I remember one poor fellow whose 
appearance was .very much against 
him It happened more than two 
years ago, and he talked with me for 
only a few moments. Yet everything 
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Knowledge 
comes, but 
| Wisdom 
| lingers. 
| 


Tennyson 

















still burns in my 
shouldn’t it? His 
enthusiasm, his 
the soul of 


about him 
But why 
his words, his 
nestness, reflected 
man. 

A man may lose his estate, his 
strength, his health, his pleasing ap- 
pearance; yet the character, the soul, 
of the man is the same; he lost 
nothing of his personality. 


memory 
actions, 
ear- 
the 


has 


There is a peculiar property 
sessed by certain metals which nat- 
urally attracts, or repels. It is called 
“magnetism.” Possibly there is an 
“animal magnetism” and two minds 
meet and strike a common chord. 


pos- 


Some men hold an entire audience 
as if it were spell-bound. Afterwards 
each individual goes his own way 
and takes with him something these 
men have left of their own person- 
ality. 

There are men whose 
alone, will dominate, by inde- 
scribable, unseen force that seems to 
permeate the surrounding atmosphere. 


presence, 
some 


We all realize this force of person- 
ality; but do we properly appreciate 
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its value and influence with the men 
with whom we come in daily contact? 
Do we properly appraise its value? 


Education from Observation. 


What is it? 

What does it do? 

How can I use it? 

In his own mind he asked himself 
these three questions. 

This all happened while standing in 
front of an attractive display window. 
The window lights had been turned 
on automatically by an alarm clock 
attachment which had evidently been 
set for 5:30 o’clock. 

[t occurred,to him that only the 
night before he had been obliged to 
leave a Club banquét to turn on his 
automobile lights. He remembered 
that many nights he had to leave 
ome function to perform this same 
4 | ore. 

Why wasn’t it possible to appl 
this same principle to the dash ms 
en his car and be able to forget about 
the side and tail lights? 

Being a man of quick and decisive 
judgment—the inevitable result of 
constructive self-training — _ this 
thought became concrete and accom- 
plished something worth while. 

It was all the result of mind train- 
ing and being able to make a proper 
analysis. 

One of his biggest assets has been 
his ability to train his mind to file 
worth-while ideals away for future 
use. 

Personal contact with this man 
taught me how to quickly analyze 
and how to memorize. It has shown 
me how to capitalize on things that 
to some men seem insignificant. 

Whether it is a motor truck—an 
advertisement—or an idea—I now 
ask myself— 

What is it? 

What does it do? 

How can I use it? 
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VACATION FANTASY.—From The Chicago Daily News. 
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EDITORIAL 





Great National Reconstruction Problems. 


HE following article on the training and development 
of the great moral forces of this nation was written 
by J. J. Sanders for the readers of Office Appliances, 
and covers matter of vital importance to every citizen. 
Mr. Sanders is and has been for years a consistent advo- 
cate of reform in American penal institutions. He was 
for several years connected with the administration of 
the Arizona State Prison at Florence—an _ institution 
famous throughout the country for the method employed 
in the treatment of prisoners. Mr. Sanders has always 
believed, and has proved his beliéf, that a penitentiary can 
be a place for penitents. He has always consistently 
fought the idea of vengeance in the punishment of crime 
and his plan has been to find a way to put the inmates “on 
the positive instead of the negative road toward the goal 
of life.” In the minds of many people who have followed 
the work of the board in Arizona the state prison has 
become Florence College. To be sure, not all the men 
who entered its walls caught the spirit of the institution, 
nor did all take advantage of the opportunities it pre- 
sented. Some, however, did, and with that number the 
system has proved worthwhile. The plan is rooted in 
education—a subject in which Mr. Sanders has always been 
intensely interested. What he has to say in the following 
article should be of interest to every reader of Office 
Appliances, for what is there presented is the “business” 
of all of us. 

The war is over. Peace has come laden with gigantic 
problems demanding a constructive solution. When 
America entered the war with its naval and military 
forces it cast off its swaddling clothes and became a par- 
ticipant in the doing of big things on a universal scale. 
A pace has been set that must be continued in our every- 
day commercial and industrial life. Big problems arise 
in our national economic life demanding a practical solu- 
tion. Empires of public lands in the arid regions should 
be reclaimed through the offices of the National Reclam- 
ation Service. The oceans of rainfall annually falling in 
the arid belts should be conserved in public reservoirs. 
It is wanton waste to allow these flood waters to flow 
unhindered to the seven seas. Every dollar expended by 
the national government in this conservation work will 
be returned ten fold in farm products and tax revenues. 
The universal cry during the war was for food, food, food. 
The way to get food in plenty is for the nation to reclaim 
its arid and swamp lands. Why should not the American 
Cengress authorize the issuance of several billions of 
dollars of Conservation Bonds to carry on this great 
reclamation work? Congress authorized the issuance of 
billions of dollars in bonds for war purposes, now let it 
authorize an issue of bonds for national conservation 
purposes. The nation at large would greatly profit by 
such an act. 

Large areas of denuded forest lands await reforestation. 
This is a matter of vast national import. We cannot go 
on forever denuding our forests without coming to grief 
at last for lack of timber. Wherever a tree has been felled 
there should be planted two trees to take the place of the 
one destroyed. Well has it been said that the groves 
were God’s first temples. Let America replace every 
spire destroyed in this magnificent temple with two new 
spires in order to insure success in our national reforest- 
ation work. 

Great national highways from East to West, from 
North to South should be completed without delay. A 
veritable checkerboard of concrete roads should be con- 
structed. A national system of highways should be built 
independent of all state highways. As a matter of na- 
tional preparedness for any emergency which might arise, 
this work should be done. Bear in mind the public roads 
of France played an important part in the defeat of the 
Hun. Good concrete roads are now an economic neces- 
sity. Every dollar expended judiciously on public high- 
ways adds increased wealth to the country. 

While all of the above problems are gigantic in their 
dimensions and magnificent in their proportions, a still 
greater problem confronts us with a pressing demand 
for readjustment, the problem of national education. A 
Secretary of Education in the President’s Cabinet is a 
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very urgent necessity. The United States of America 
should have had such an official long, long ago. Con- 
structive education of all of the people of this Republic 
should be the first and last concern of the general govern- 
ment. Education of the masses is the most important 
furction of any human government. Even the bee family 
educates its members to do the work required to maintain 
the hive. Russia is treading the burning marls of hell 
because of the blithering ignorance of the masses. The 
Bolshevist was conceived in the womb of idiocy and 
nurtured in the kindergarten of ignorance. 

Every American child is entitled to a constructive edu- 
cation. By a constructive education I mean an education 
that is thoroughly balanced—an education that construc- 
tively trains all of the forces and faculties of the child, 
physical, moral, and mental. Physical culture exercises 
should aim to develop to the fullest every muscle of the 
human anatomy. Exercises for the development of the 
mental faculties should aim to develop intensive powers of 
concentration, visualization, and imagination. Train the 
child to focus the mind on the work in hand exclusive of 
any and all detracting influences. In intensive powers of 
concentration of the human mind lies the secret of genius. 
Visualization is the throne of memory. When the power 
to see things clearly with the mind’s eye has been mas- 
tered, the art of building a most wonderful memory has 
been acquired. The things we remember are the things 
we know. In the constructive development of the fac-lty 
of imagination, the creative power within man has been 
wisely cultivated. In the constructive development of 
man’s powers of concentration, visualization, and imagina- 
tion, the power to think, the faculty of ideation is being 
trained to function sanely. Can you imagine a thorough 
education of the intellectual faculties without a mastery 
of concentration, visualization, and imagination? If you 
lack this mastery, though you may have passed through 
all colleges and universities you have not a thorough 
mental education at all; you have but a superficial mental 
training in memorizing things. A mental education to 
be worthy of the name must master constructively the 
powers of concentration, visualization, and imagination. 

The child is a national asset. The child of today is the 
citizen of tomorrow. Every school should prepare the 
children entrusted to its care for citizenship. This is the 
intent and purpose of our present school system, but does 
it accomplish this much? Judging from the vast army 
of Americans passing through our penal and reformatory 
institutions annually, I am safe in saying that it does not. 
The total product of the American school system is not 
reckoned altogether in the desirable class. Several years’ 
experience as a prison official has shown me that it was 
not alcohol, drugs, environment, etc., that were at the 
bottom the cause of crime, but the weak, untrained wills 
of the individuals to which an overwhelming percentage 
of human delinquency was due. The human will responds 
to constructive training, even if there is but a feeble spark 
to commence with. Do not blame the home or the church 
for this neglect, but lay the blame where it properly 
belongs at the door of our American school system. 
Other nations are in the same boat. The American school 
should constructively train every force and faculty of the 
American child durifig the school period. Every child 
is entitled to a balanced education of all of its natural 
forces and faculties while attending school. That is what 
a constructive education means. Every child should be 
compelled to attend school until it has mastered all of 
its inherent forces. A child that has mastered its inherent 
forces can easily master the worlds of history, literature, 
mathematics, sciences, in fact everything which it desires 
to know. With the powers of concentration, visualization, 
and imagination developed constructively, plus a construc- 
tively educated will, a child is then equipped to enter the 
battle of life. 

In the training of the moral forces, the human will 
should be educated to guard the mind against all deleter- 
ious and destructive ideas. One of the tenets of the 
Pathfinders of America, an educational organization of 
Detroit, Michigan, is this, viz.: “Thought becomes act. 
act repeated becomes habit, habit forms character, charac- 
ter moulds destiny.” This tenet is in line with exact 
science in this matter. In the light of the above tenet, it 
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is of the most urgent importance to educate the human 
will to consciously and constructively guard the mind 
against the entrance of all destructive thoughts and ideas. 
Education of the human will should be a part of the cur- 
riculum of every American school. Exercises for develop- 
ing the powers of concentration, visualization, and imagin- 
ation constructively should be a part of school work every- 
where. The time is ripe for a national movement in this 
direction. 


<-> 

Commerce Chamber Voices Important 
Principles. 

lz THE May issue of Office Appliances we gave a digest 


National 


f work done by the seventh annual meeting of the 

Chamber of Commerce of the United States at St. 
Louis, April 28 to May 1. All of the work was important, 
but some of it we regard as especially important in view 
of our present industrial situation. We call the attention 
of our readers to the following digest of of the 
principal resolutions. We quote: 

The very essence of civilization is that there be placed 
upon the individual only that degree of restraint which 
shall prevent his encroachment upon the rights of others, 
thus releasing to the utmost individual initiative in every 
proper direction.” 


some 


} 


effectively 


Our form of government most expresses 
nd maintains this principle. Within our basic law exists 
ample provision for such changes as may from time to 
time be necessary to safeguard our people. It is there- 


fore essential that our Government should scrupulously 
refrain from entering any of the fields of transportation, 
communication, industry and commerce, or any phase ot 
business when it can be successfully undertaken and con- 
ducted by private enterprise. Any tendency of Govern- 
ment to enter such fields should be carefully weighed in 
the light of its possible effect upon the very genius of our 
institutions.” 

It was stated that the convention has given serious con- 
sideration to the problems of the railway, merchant ma- 
rine and other subjects. These are to be referred to a 
referendum vote of the Chambers of Commerce of the 
United States. However, the foregoing resolution would 
appear to crystallize to some extent the views of the 
convention on the subject of public ownership of railways. 

Another resolution urged the prompt return to their 
respective owners of the telegraph and telephone proper- 
ties now being operated by the Government. Congress 
is urged to permit any necessary consolidation of com- 
panies or joint utilization of facilities that may be of 
economic advantage and in the public interest. 

The convention urged that Congress create a Federal 
Highway Commission, independent of present depart- 
ments of the Government, to be composed of members 
from the different geographical sections of the country to 
perform all executive functions of the Federal Govern- 
ment pertaining to highways, including those relating to 
existing appropriations in aid of state construction. A 
comprehensive national policy was urged under which 
Federal appropriations for highways will be applied to 
national needs for interstate commerce, agriculture, postal 
delivery, common defense and general welfare. 

It was pointed out that the proper development of the 
nation depends upon the development of our natural re- 
sources, which in turn depend upon adequate transporta- 
tion. It was urged that the Government speedily com- 
plete river improvements already authorized, and that 
Congress provide for a comprehensive system of water- 
ways with co-ordination of service of waterways and 
railways. 

The conservation and development of the waterpower 
of the United States was urged. A referendum has already 
defined the terms of such legislation which was practically 
agreed upon by the previous Congress. The new Congress 
is urged to enact it 

The convention urged the adoption of a national budget 
system. 

The convention asserted its opinion positively that the 
processes of Federal legislation should be kept clear of 
which follow from the use of “rider” legis- 
A referendum vote of this chamber in 1917 urged 
the formal advocacy of an amendment to the Constitution 
purpose of permitting the President to approve or 
disapprove any separate items or provisions contained in 
any appropriation bill. The convention affirmed its pre- 
vious action and urged that Congress take immediate steps 
ted toward such amendment. 


the abuses 


tor the 
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A number of other resolutions were passed, but those 
we have mentioned are the most important from the stand- 
point of national interest 


<-> a ter 
Our Fifteenth Birthday. 


\PPLIANCES is fifteen years old this 
In the life of the growing boy his fifteenth 
birthday is an important milestone. It is important 

not only to the boy, but to his parents, as well, and to 
other members of his family, for fifteen is a very useful 
age. To be sure, it has its handicaps. The suit which 
was bought in the Spring is outgrown before Fall comes 
about. The boy is too big for short trousers and almost 
too young for long ones, and his arms are perpetually 
for his sleeves, for there is no known way of 
with his growth. Yet at fifteen, the boy is 
Convention has not touched him. He is full 
of energy and is unembarrassed when he finds himself a 
trifle untidy He has not yet reached the wonderful age 
of seventeen which Booth Tarkington so pleasantly de- 
scribed In short, at fifteen, the boy is still growing. 

We sometimes feei that Office Appliances is like a a 
of fifteen, and for our part we would like to stay fifteen 
perpetually. Perhaps, like the boy, the layout of our 
magazine may be a bit untidy; but our work is real, nev- 
ertheless. We try. It is our ambition to work for the 
industry; to run its errands, and do its chores. We hope 
to retain the genuineness of fifteen in the magazine. It 
helps to keep the sophistication of forty-odd and over 
somewhat in the background so far as we are personally 
concerned 

We are genuinely grateful for the help we have re- 
ceived. Whatever Office Appliances has done in the past 
or may be able to do in the future is made possible by 
the readers and the advertisers who have so loyally stood 
by us and lent us their aid. 
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O month 


too short 
keeping up 


cenuine 


And now, on our fifteenth birthday, we express the 
resolution to give a better account of ourselves in the 
future than we have in the past. 

<-> 


The Catastrophe in Java. 


AST month the newspapers gave a more or less ex- 
tended account of the tragic eruption of a volcano in 

Java which devastated a large district and caused great 
loss of life Othce Appliances profoundly regrets this 
tragedy and sincerely hopes that none of the people con- 
nected with this industry received injuries. Java seems 
remote, but we know that many firms in this industry 
are represented there by people who are well known not 
only in Java but among office equipment people in the 
United States as well. Our suauae goes out to those 
in distress. 

— o> 


Hawker and Greave. 


E admire the high and youthful courage of Harry 
Vf Hawker and his companion. To be the first to 
fly across the Atlantic would have been a signal 
honor indeed. Theirs was a splendid attempt, splen- 
didly conceived and courageously carried to an almost 
tragic conclusion. Britain is justified in being proud of 
her sons. Had they succeeded ih their bold attempt the 
warmth of their welcome here would hardly have been 
second to the enthusiasm which would have fired the 
hearts of Englishmen, for we, also, dearly love the spirit 
that, boldly contemptuous of danger, does the apparently 
impossible ‘ 
America rejoices that these two brave young men have 
been spared by Providence for further useful labors. 
<-+—> 
Plan Now for the Richmond Convention. 


HE time to make plans to attend the next annual 
a i convention of the National Association of Statoniers 

and Manufacturers is not September 25 nor October 
l—it is now. The convention, to be sure, is in October, 
but those who do not arrange their affairs far enough 
ahead of the event will probably find it very diffifficult to 
do at the last minute. 

This will be the first convention of the Association in 
two years, and it is sure to be the event of paramount im- 
portance to stationers in 1919. Every member should go 
to the convention and non-members should promptly join 
and line up for the event, which is going to be profitable 
from a business viewpoint as well as entertaining and 
educational to everyone who goes. 
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The Mainspring of Present Day Commercial 


Education 


QR NN nseA ste ee AU 


Being an Address by J. N. Kimball, Veteran Teacher, Manager of 
Typewrtting Contests and Consistent Apostle of Efficiency tn the 
Typewriting Art. 


_ Note—The following address was delivered by J. N. Kimball before the Eastern Commercial Teachers’ Associa- 
tion in Springfield, Mass., last month. We have asked the privilege of publishing this address because it shows the 
trend of “vo:ational education,” fresenting the facts without pedagogic embellishments. Every reader of Office Appli- 


ances is interesied in the work of the commercial schools. 


[t is work in the highest degree “practical.” No one in the 


field is in closer touch with this “practical” side than J. N. Kimball. He has devoted most of his life to commercial 
school work and las jor many years been an authority on shorthand and machine typing. For the past twelve years he 
has devoted a great deal of time to typewriter contests which are designed to promote speed and accuracy on the machine. 
Through his work as maneger of these contests, several years for Cfice Appliances and afterwards for the Annual Busi- 
ness Show Company, he lias contributed more than any individual to improving the standard of typewritten work. The 
Boston Herald recently refericd to him as “the man who had superiised contests since John Alden’s time.” 

For a number of years Mr. Kimlall has written the copy for twe tuternational contests. This copy has been in the 
form of clever short stories, many of which have been built around the typewriter and the day’s work in the office, but a 
number of which have been stories of Mr. Kimball's boyhood days in the hills of New England. The stories are clever 
and always inspiring. In the brief address, delivered at Springfield, are some capital thoughts about how the typewriter 


opened the big realm of business to women. 


There may be in your mind an idea that my tifle is far- 
fetched, but I hope to prove to you that it is not and that 
I could have chosen no better. 

Fifty-eight years ago a wee bit of a boy dangled his legs 
from a chair in front of a desk which was much too high 
for him, in a school house on Union street, near Oak, in 
this city of Springfield. He was trying to master the 
rudiments of the three R’s under the tutelage of one 
Charles Barrows and a better man and a better teacher 
never set foot on-the soil of this good old Commonwealth 
of Massachusetts. 

Just fifty years ago today that same boy came out of 
No. 13 Byers street—the street that bounds the United 
States armory on the west—at 8.15 in the morning. He 
had under his arm a library of ten books, each book 
treating of one of the following subjects: Latin, Zoology, 
Astronomy, Natural Philosophy, Chemistry, Physiology, 
Botany, Geometry, English Literature, and a book called 
a Manual of Commerce. That boy was bound for the high 
school which at that time occupied the place where now 
stands the city hall—the building with the knitting-needle 
sticking out of it—on the north side of Court Square. 

He walked, for there were no horse cars and no trolleys. 
There was a sort of omnibus which ran from the hill to 
the depot. It was one of those things on springs which 
wabbled about and made one seasick, and as | did not like 
to be seasick I walked, for I was that boy, and at 9 o’clock 
was seated at my desk and with a class of not more than 
twenty-five I was studying the things I have named. 

English More Expressive than Latin. 

In the language used in our business I “went through” 
those books. I passed an examination in Latin and re- 
member a trifle of it, for instance facilis decensus Averni, 
which they told me meant that to go to hell was easy— 
but I have found the English to be so much more ex- 
pressive that I don’t use my Latin any more. 

Zoology was a fine thing and from it I learned where 
the zebra got his stripes, the ass his bray, the elephant his 
dress-suit case, and the polecat his smell. I liked zoology. 

Astronomy taught me that the moon was not made of 
green cheese as I had been told, and more than that—for 
even at this late day I can go out on a clear winter night 
and if somebody will show me the big dipper I can locate 
the north star three times out of five—which is doing well, 
if I do say it myself. 

In natural philosophy about the only thing which has 
stood by me is the information that if I walk on ice I 
will bump my nose, there being no friction to keep my 
feet where they belong. I know that the Bible says that 
the wicked can stand on slippery places, but I never had 
any luck. 

Of chemistry about all I remember is that “chloride of 
sodium”—when you talk that way—is the stuff which 
makes the ocean taste the way it does. I don’t think of 
anything else in the chemical line that I know. 

Physiology told me how many bones I had, but I never 
used that information to any great extent and do not 
suppose if I should count them now I would know whether 
I have lost any bones since that time or not. 

Botany was a big, thick book, but I ate my way through 
it like a rat through cheese, and I learned to tell the 
difference between a rose and a skunk cabbage—but when 
I look at it now it seems foolish to go through so much 
to learn so little, for there are people whom I know never 
studied botany and yet who can tell that difference just as 
well as I can. 


No Implicit Faith in Geometry. 

Geometry gave me to understand that the shortest 
distance between two points was a straight line, but I have 
been in business since that time and have learned by 
experience that you cannot always trust what you read 
in geometry. 

English literature gave me the foundation of the Eng- 
lish language, which I suppose was a good thing to build 
on, but when I got older I found that [ had to talk Amer- 
icanese, and that the foundation and superstructure do 
not always jibe. 

The manual of commerce was fine, for it told me where 
everything came from—tea from Ceylon, rice from China, 
beer from Milwaukee, coffee from Java and red pepper 
from Hades. I am not quite sure as to this last, but it 
tastes that way, anyhow. And I also ijiearned that turkeys 
did not come from Constantinople, but from Rhode Island, 
and that olive oil was a product of the Cotton Belt. Of 
course all these things are interesting, but they buy no 
ham and eggs, these days. 

It took me four years to swallow all that stuff and right 
here is the first thing I want you to make note of—that 
with all that vast cargo of erudition stowed away in my 
hold, and with shorthand added (for I was one of the only 
three people in this city who could write it) I could not 
get a job in any office. I could do nothing that any busi- 
ness man wanted done, so | had to go out to Ludlow and 
pull the front end of an iron chain for a surveyor, for 
which I received $9 per week and had to “find myself,” as 
the phrase goes, which means that I had to pay my own 


expenses. 
No Field for Girl Graduates. 


In that same class at school were a few girls, nice girls, 
bright girls, capable girls, pretty girls, all loaded with 
the sciences I have named, but at graduation not a single 
one of them was able to earn her own living. There was 
no work in any office that she could do and if there had 
been it would have made no difference, for so far as women 
were concerned the business man’s creed was “no 
thoroughfare.” 

A few weeks ago I passed this building at 9 in the 
morning. It is a big building—I judge it is ten times as 
large as the one I went to and that there are ten times as 
many pupils in it. I stood and watched the boys go in— 
they were mostly girls—and each one carried a little bag 
and a couple of books. I knew what was in the bag—a 
dill pickle and a chocolate eclaire, a mirror and a little pad 
with kalsomine on it—but I wanted to know about those 
books and so I stopped one of those boys and asked her 
the way to the depot and while she told me I got my eye 
on the titles. Each book was as thin as a Coney Island 
sandwich—one was a book on shorthand and the other a 
text in typewriting—that’s all. 

A Tearful Retrospect. 

As I stood and watched her go into the building my 
bitter tears splashed all over the sidewalk. I thought 
how times have changed—how the population of New 
England seems to be running to girls—how little education 
she will have when she graduates—and things like that, but 
it was not that which made me weep. I sobbed because I 
know. that she would have to stay there but two short 
years at the most and would then go out to find a line of 
men waiting for her at the door and ready to grab her 
and pay her from twenty to twenty-five dollars per week. 
It was the difference between that lordly sum and my 
own microscopic nine-per that made me cry, coupled with 
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the fact that if she could but spell the words it would 
not make a cent’s difference in her salary if she thought 
botany” was a breakfast food and “zoology” a new brand 


or tace powder. 
And now what 
derful change in 
It is the typewriter, my friends, the 
spring of commercial education. 
Forty. years ago I rode from 14th street to Fulton street 


is responsible for this great, this won- 
so-called education? The answer is easy. 
typewriter, the main- 


down Broadway in the city of New York. I went in a 
stage and every passenger was a man. I ate my lunch 
at a restaurant on Fulton street—not a woman in the 
place—not a woman on the street at noon time—not a 
woman anywhere—in fact, in most restaurants women 
were not allowed unless accompanied by a male cousin 


or other distant relative. 

Last week L rode from the Bronx to Fulton street in a 
subway train of ten cars stuffed to the limit with humanity. 
Seventy-five per cent of the passengers were girls—not 
old women but bright girls from 16 to 25 years of age 
seven or eight hundred of them. I ate my lunch at the 
same restaurant where I had eaten forty years before, the 
only difference being that it now occupies two or three 
floors instead of one. I say I ate there, but that is a 
mistake—I did not—I tried to do so but I could not get 
in—it was crowded to the doors and so far as I could see 
there was not a man in the place. Maybe they are not 
allowed there now unless accompanied by a female cousin 
or other distant relative—I do not know—but I do know 
that what I have told you is the sober truth. 

Typewriter Emancipated Woman. 

And whence came this immense, this stupendous change 

what is responsible for it? The typewriter, my friends, 
the entering wedge, the greatest boon ever conferred upon 
womanhood. Without it there would not today be a wom- 
an on Broadway below the shopping district, save only the 
ever-present toilers in sweatshops. 

In the city of Benares, India, there stands a gorgeous 
temple and in that temple there is a statue of Krishna, 
the incarnation of the god Vishnu. At stated times women 
from all over India come to that temple to w orship, in fact 
Krishna is what you might call a “woman’s god.” And it 
seems to me that right here in America women could build 
a magnificent temple and in it place upon the altar that 
combination of keys and levers which we call a typewriter, 
the thing that in ten short years broke the shackles which 
bound her to that villainous thing, Convention, for there 
is no example in history that can compare with what the 
typewriter has done for women. And not alone for those 
whose dainty fingers play upon it from morn till night, 
but for all who today are able to find freedom, absolute 
protection and independence from the ills of poverty and 
who are at work in offices as bookkeepers, 
entry clerks, switchboard operators or what not. Had it 
not been for the trail blazed by the typewriter—the road 
opened by that machine—the women who are now engaged 
in commercial affairs would not be there, they could 
not have unlocked the door, nothing else would have done 
it. All the meetings, processions, clubs and oratory of 
the suffragettes that ever existed could not, in the same 
number of years, have bestowed that freedom upon the 
sex that has been handed to it by the typewriter, women’s 
great emancipator. Adding machines, filing machines, ad- 
dressing machines—a thousand and one devices which are 
now of supreme necessity—were born of the seed sown by 
the typewriter and the latter made the introduction of 
women operators logical and easy. 

How many of you ever considered these 
are a good deal like the man who goes to the 
when the reel is half run through and who sees the climax 
—the villain squelched and the heroine triumphant—but 
knows nothing of the beginning of the trouble. You in 
like manner see results but do not give a thought to the 
process through which those results have come to pass 
You are ready to take it all for granted and like Topsy 
think it “growed”—that it never was born, and yet it was, 
just fifty years ago, and for a long time was a puling 
infant unable to stand on its own legs. In 1880 it had just 
begun to make itself felt in certain restricted quarters, so 
restricted that had I addressed you at that time, as it was 
in fact my privilege to talk te a similar body, I could have 
echoed the words of Mike Murphy. 

Keliey’s “Shan-dee-leer.” 

It seems that some time ago there was a certain organi- 
azation in Boston which was presided over by one Mr. 
Kelley, as president. The members were bricklayers, hod- 
Carriers and mortar men, good men and true, and they met 
in a hall for recreation and to transact whatever | 


slavery—all 


things? You 
movies 


usIness 
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before them. They prospered, for all were 
earning good money and paid their dues promptly. One 
evening the president mentioned that as the lighting 
arrangements were poor it might be well to place a chan- 
delier in the center of the hall to give them a better light. 
The question came up for discussion and while it was 
before the house Mike Murphy came in and took his seat. 
Mike was rather deaf and not hearing what was goi 
on he turned to a neighbor and asked what was up, se 
was told: ‘Well, well,” murmured Mike, “is that so?” and 
at the first opportunity he got upon his feet and said: 
“Mr. Prisident, I am wishin’ to say just wan worrd. Ye 
are a good man, Mr. Kelley, and ye can have my money 
and do whatever ye may be afther doin’. 1 hear that ye 
are for gettin’ a shan-dee-leer and ye can have thot same 
for all o’ me, but, sor, it is my opeenion, sor, that deevil a 
mon in this association can play wan o’ thim things.” 
Had I spoken before this association forty years ago I 
could have said the same thing—‘‘deevil a mon in this 
association can play wan o’ thim things.” 

And now for a moment let us get right down to brass 
tacks and see what right I have to call the typewriter the 
mainspring of commercial education. According to the 
strict meaning of the word you are not educators at all, 
you are trainers, not educators, and there is a vast differ- 
ence between training and education. You are to all in- 
tents and purposes running department stores in which 
you offer for sale a definite line of goods which you call 
bookkeeping, shorthand and the like. No pupil is ever 
brought to you with the explicit understanding that you 
are to give that pupil what is known as an “education.” A 
woman comes in with her daughter—does she ask you 
to “educate” that girl? She does not, but she does ask 
vou how long it will take, and how much it will cost, for 
that girl to learn shorthand and typewriting. In other 
words, she comes to you to buy enough of your goods 
to enable that girl to go out and resell them at a profit. 
And if you are as wise as | think you are you know that 
it is not even the shorthand and typewriting that she is 
looking for—what she is after is a job, and in nine cases 
out of ten she will bargain with you for that job the very 
first day she comes into your place. It is a straight 
business proposition all the way through for you are not 
in the business for your health nor for the good of man- 
kind—you are in it for the dollars, just as the girl is, and 
you should not be ashamed to own it. 

Experience Best Teacher. 

And when a man calls you up on the telephone does he 
have much to say about “education”—I mean in the real 
intent of the word? He does not. He says “send me @ 
stenographer” and you do it—if you can. He would do 
exactly the same thing if he wanted a manicurist, or a 
chiropodist, or a window cleaner, or a bootblack, and in 
no case would anything be said about “education” save 
as it has to do with that greatest of all teachers, Experi- 
ence. These are stubborn facts and are the result of a 
growth—of a leaning toward the practical side of things 
and it all had its beginning in the typewriter, which or 
that reason may well be called the mainspring of com- 
mercial education. 

And what I have said of commercial schools is just as 
true of commercial high schools. The four years’ course 
which was ladled into me has been cut, and cut, and cut 
again, until now a pupil can spend one or two years on a 
special subject and with the definite object of getting a jab 
at the end of it. It is the department store over again, 
only here the stock is furnished by the city or state. A 
girl can take a course in typewriting or cooking, or a 
boy can study bookkeeping or play at carpentry, the 
underlying principle is the same—the mastery of a trade 
with the expectation of a job when that trade has been 
mastered. There is a warning in this that all private 
school owners should heed but it does not come within 
the province of my title 


might come 


And why have I picked the typewriter as the main- 
spring, why not shorthand, or arithmetic, or something 
else? Just because it is the thing without which your 


whole machine would stop—take the typewriter from your 
institutions and the wheels would cease to revolyve—not a 
single private commercial school could pay its rent with 
the typewriter thrown out. That may seem like a rather 
hard proposition, but unfortunately it is true, and speakin 
broadly not a single woman, teacher or student, woul 
be in your schools today were it not for the typewriter— 
another embarrassing truth. 
Charity the Greatest. 
Two-thirds of your students leave your schools as sten- 
ographers, which means that they are equipped with some 
Continued on Page 56.) 

















OFFICE APPLIANCES IN GREAT BRITAIN. 


Exclusive Correspondence of “Office Ap- 
pliances.” 


London, May 10th, 1919. 
RITISH business in typewriters and office specialties 
must necessarily reflect the general financial and in- 
dustrial situation. In recent months your corre- 
spondent has not had a particularly attractive story to 
tell about business conditions generally. A great many 
factors have been operating to produce a sort of inertia 
and along with this slackness on the part of capital and 
employers there has been the coming of a growing army 
of unemployed that is now about 1,100,000 strong. Up to 
date not even all the demobilized soldiers who want work 
have been able to get it, and some 350,000 of them figure 
in the above total. 
<--> 
Then we have 100,000 cotton operatives out, and in this 
case owing to the retention of the blockade on the Central 
European powers or what were once the Central European 
powers. These Lanchashire cotton workers are therefore 
out of employment for the nation’s benefit, in the manner 
of speaking, but still they are out of work and the mills 
shut down to a very large extent. 
<-> 
It is true that capital has not perhaps had many incen- 
tives to venture forth of late. There kas been labor un- 
rest and the continuation of a whole mass of war-time 
restrictions, regulations and controls, together with the 
continued imposition of an 80 per cent excess profits duty 
in addition to the ordinary income tax and super tax on 
non-excess profits. 
<---> 
Something of a change, however, is showing in all these 
things. Labor unrest has ceased and the country is at 
peace so far as that is concerned. Practically all the Gov- 
ernment controls and restrictions come off during the 
present month and | do not think there will be more than 
two or three odd ones left in operation after May 3lst. 
Furthermore, in his latest Budget speech on April 30th 
Chancellor of the Exchequer Austen Chamberlain halved 
the excess profits tax, which at 40 per cent will not seem 
so onerous. These various points, together with the clear- 
ing up of the situation on the Continent of Europe, seem 
to be having a reassuring effect upon capital and the 
organizers of industry, and already there seem to be signs 
of a new activity restarting. 


At the same time it must be borne in mind that even 
throughout the period of stagnation there have been bright 
spots. Certain towns that were busy on war work have 
been able to switch round almost entirely on to peace 
work, making good depleted stocks of very much needed 
business and domestic metal goods, for example. This 
has enabled a fair undercurrent of business to keep mov- 
ing even through the generally inert period. 

<> 


That people are not inclined to pay the old high prices 
for articles is certainly clear, although they are being 
compelled to still in quite a number of cases. These are 
cases, however, where need is pressing and a waiting 
policy for lower figures cannot be pursued. There is no 
doubt, for example, that quite a considerable trade in new 
typewriters could be done at the present time if the ma- 
chines were available here and prices were rather lower. 
Some people, of course, tell us that prices for certain 
goods can never go back to their old level and they in- 
stance typewriters amongst these, but then some people 
are always saying something. Verily it is a brave person 
who can prophesy in any of these matters nowadays, espe- 
cially at times when a sudden slump in first one category 














and then another of important articles might easily take 
place, despite all the talk about lower prices being impos- 
sible. The fact is that in business in this country gener- 
ally very great profits have been made over and above all 
higher costs of production. There is scarcely a joint 
stock enterprise which issues a public balance sheet that 
cannot show enormously increased profits for the last two 
or three years over anything known to the company or 
enterprise during any previous period. Many concerns, in 
fact, that were on the verge of bankruptcy before the war 
have now taken up once more a strong and sound financial 
position and all over the country, as a matter of fact, there 
has been a vast amount of money made—again, | say, de- 
spite all higher costs. It is true that working and material 
costs are still rising in cases, but not very largely, so that 
in the end lower prices in a vast number of commodities 
may eventuate owing to better and less wasteful business 
organization and a small margin of net profit. 
<-> 


We have had a sudden recrudescence of complaints 
about alleged Government waste scandals and the Office 
of Works is declared to be principally implicated. This 
department is responsible among other things for the sup- 
ply of furniture and office equipments, stationery, and the 
like, to all the other Government departments. Shortly 
before the armistice large contracts for the supply of dif- 
ferent articles of this kind were placed with different firms 
by the Office of Works. 

<---> 


Not only were the supplies asked for extravagant and 
in excess of probable requirements, but the department 
also omitted to insert in the contracts what is known as 
a “break” clause enabling them to cancel the orders on 
the termination of hostilities. Such a clause had been 
for some time customary in all Government contracts, and 
under its operation the Ministry of Munitions, for instance, 
was able to avoid the expenditure of vast sums. 

<---> 


The Office of Works, not having this safeguard, has 
been obliged to accept delivery since the armistice of 
large supplies of office equipment which are being sent to 
the Disposal Board for sale as rapidly as possible. A 
typical item of the kind is 500,000 card index files. 

<---> 


The general expenditure of this department, over which 
Sir Alfred Mond presides, is one that requires thorough 
investigation by the Select Committee on National Ex- 
penditure. In their estimates just presented a demand 
is made for $1,390,000 for salaries, wages, and allowances 
for this year and $75,000 for traveling expenses, against 
$760,000 and $50,000 respectively for last year. The num- 
ber of officials in the department has increased from 452 


to 509. 
<—e-—> 


W. J. Richardson, J. P., governing director of the Bar- 
Lock Typewriter Company, has been up in the Notting- 
ham district lately looking over the ground with a view to 
building a new typewriter factory in that locality. Ques- 
tioned on the matter, Mr. Richardson said: “After care- 
ful consideration and personally visiting a number of 
towns, I decided upon Nottingham, because it seemed to 
possess in the fullest degree the advantages of central 
position for distribution to our various sales depots 
throughout the United Kingdom, equi-distant from the 
shipping ports of London, Hull, and Liverpool, near to 
Sheffield for steel, to Derby for fine castings, and to local 
collieries for coal. Last, but by no means least, Notting- 
ham is one of the cleanest manufacturing towns in the 
country. Healthy and pleasant surroundings tend not 
only to good health, but also to manufacturing efficiency.” 

“Is it correct that you have purchased ten acres of land 
as a site for the new factory?” 
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Yes, we have secured a good level site overlooking the 
Valley. At present the land is bounded on the 
south by Arnold Road, and on the north by the Great 
Northern Railway, but a new 42-foot road, with a pave- 
ment 9 foot wide is being made upon the west side. When 
completed the factory will adjoin the new road for about 


Trent 


one thousand feet. It is my intention to set the factory 
back from the public road at least 25 feet. The strip of 
land will be turfed and planted with ornamental trees, 


not only for the pleasure of those in our employ, but for 


the benefit of the public.” 
“What, Mr. Richardson, is 
ing in England?” 
“It is simply the completion of a policy I laid down for 
trade, and 


your object in manufactur- 


myself when I first went into the typewriter 
placed the No. 1 model on the market in 1888. In those 
days I was young and optimistic, and believed within a 


few years that the manufacture would be started here. It 
was, however, taken almost as many years as I then 
thought it would take months. The optimism of youth, 
however, is not to be despised. Without the optimistic 
visions of youth very little would ever be accomplished in 
middle or old age. As you are aware, I was the first 
Englishman to start in the typewriter business, and | 
have always handled the business with British capital and 
a British staff. The new factory will also be wholly 
British, and I hope before my working days are over to 
demonstrate that the Bar-Lock staff have the necessary 
knowledge and ability to design and manufacture a British 
typewriter in every way equal, and in some ways superior, 
to any other maker’s machine.” 

‘Are you bringing men from the United States to ini- 
tiate the industry?” 

‘No. Why should I? I have been preparing for this 
development for fifteen years. My eldest son, Donald S. 
Richardson, showed a marked aptitude for chemistry and 
mechanics. He went through both these subjects at 
King’s College, followed up by practical experience at 
Glasgow, and in typewriter factories in the 
On his return to London in 1909, he 
of our ink ribbon factory, and it may be interesting to 
point out that I was the first one in this country to manu- 
facture ink ribbons for typewriters, having started the 
manufacture in 1889. Under my son’s management the 
manufacture of the Barco ink ribbon rapidly progressed.” 

<---> 


Donald Richardson’s attention has not been confined 
to manufacturing ink ribbons. In 1910 he began training 
a staff for the assembling of the Bar-Lock in this country, 
gradually turning from importing completed typewriters 
to importing parts and building the machine in London, 


from that to manufacturing in this country a larger and 
still larger proportion of the total number of parts used 
in the machine 
<--> 
You will understand from the foregoing that we intend 


running the new factory by the help of our experienced 
staff.” 

“How many people do you expect to employ in manu- 
factu ring? 


‘It is rather a difficult question to answer. Experience 
shows us that it is wise to walk before attempting to run, 
and I expect to start with 300 to 400. When the land is 
fully built over we shall have room for about 2,000 working 
one shift a day. The new factory will be under the man- 
agement of my son, who is also one of the directors of 
this company, and he will reside at Nottingham. He has 
carefully arranged the lay-out of the factory, and he has 
a free hand to equip it with the very best and up-to-date 
tools and machinery procurable. All the special tools and 
specially designed machines are’ being manufactured in 
this country.” 

<-+> 

Certainly Mr. Richardson is optimistic in this matter 
of building a British Bar-Lock, but I do not gather that the 
importers of American-made machines are exhibiting any 
tremors. The general view appears to be that, given the 
revival of trade that is expected on the lines indicated fn 
the opening of this article, there would be more type- 
writers wanted than anybody looks like being able to 
make or import here for some time to come. 

<-> 
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although a figure that has yielded the builders very sub- 


stantial profits 
<--> 
Otherwise we only have the excellent Salter typewriter 
as a British-made machine. 


A Message from Poland to Manufacturers. 


Office Appliances recently received a letter dated March 
12 from Krakow. Poland, written by Ludwik Aksmann. 
Mr. Aksmann wishes to present the following proposition 
to American manufacturers of office equipment: He has 
established a central office for American typewritin 
machines, office fittings, office necessities and technica 
novelties. He purposes to undertake the work of organ- 
izing representatives and salesmen on a large scale to 
enable customers to understand the value and usefulness 
of the articles presented. -That they may see and select 
the goods which they require, Mr. Aksmann intends to 
inaugurate permanent exhibitions where only samples of 
American goods will be shown. He believes that present- 


ing a description and an illustration of an article is not 
suliclent The usefulness of ‘goods, especially of office 
machines, can only be demonstrated by the article itself. 
Since correspondence with America requires not only 


weeks but sometimes months, it is desirable that samples 
be available at some central place where customers may 
inspect them. This exhibition which Mr. Aksmann pur- 
poses to inaugurate will be in the nature of a wholesale 
business for the benefit of dealers who themselves wish 
to resell goods, but this will be no bar to the business of 
private persons who, however, will be expected to pur- 
chase their goods from the customers of the exchange. 

Mr. Aksmann has had an experience of twenty years 
in the office equipment branches. He formerly repre- 
sented the Rex Company of Vienna in Poland and is 
familiar with American office machinery and office equip- 
ment. He believes that American manufacturers who 
wish to organize for the purpose of exporting to the new 
countries of central Europe will do well to entrust their 
interests to the care of an intelligent representative who 
possesses a sufficiently wide experience in commerce, than 
to a person who has had little or no experience. The first 
will employ his abilities, his mercantile training and his 
efforts, backed up by an efficient organization. 

He believes that it is a great mistake for American 
manufacturers to entrust their agencies to one living, for 
in Prague, giving him also the rights of an agent 
Hungary, etc. In Poland the agent must be 
a Pole, in Bohemia a Tschek, in Hungary a Hungarian, 
in German countries a German. A Bohemian repre- 
sentative cannot be successful in Poland or in Hungary, 
and vice versa 

Leading American firms should arrange in the greater 
towns of central Europe permanent exhibitions of their 
goods. Thus the public will soon get an idea of what 
America is exporting. This is a matter of great impor- 
tance, Mr. Aksmann believes, to every manufacturer of 
energy who wishes not to be outdone by his competitors. 
American manufacturers ope rating with force and intelli- 
gence cannot be beaten, but to be entirely successful they 
must also consider the question of giving credit to hon- 
orable men 

On account of his long experience in the business in 
Poland, Mr. Aksmann believes that he is in the best pos- 
sible position to obtain proof of the trustworthiness of his 
He desires to get in touch with manufacturers 
typewriters and other office machines and 
furniture, etc., with a view to establishing 
Poland. Mr. Aksmann’s address 
Poland. 


example, 
for Poland, 


customers 

of American 
devices, office 
suitable connections in 
is Szewskastreet 10, Cracow, 


Monroe Calculating Machine’s London Office. 


The Universal Computing Machine Company has re- 
cently opened an office and showroom at 61 Queen Vic- 
toria street, London, England. It is stated that the Lon- 
don headquarters are very attractive and are situated in 
the finest part of the city. The office is in charge of 
E. S. Taylor, who takes up his work with an excellent 
record of salesmans! lip in adding machine lines. Mr. Tay- 
lor will be assisted by his son, an efficient calculating 
machine operator. The company has the agency for Eng- 
land and Wales 

\ recent visitor to the new London office was W. R. 
Cummings, who left the home office in New York not long 

(Continued on Page 70.) 
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Office Appliance Man Comments on European 


Situation 


BDWIVAUDVTOMNVAUUOGRAPOEUL NH A WVANAUAUUU ALU 


ORR E. FELT, who spent several months in Europe, 
D studying conditions as a special investigator for the 

United States Department of Labor, has returned. 
In an interview he told his views of the European situa- 
tion as it affects the office appliance field. As the execu- 
tive head of Felt & Tarrant Manufacturing Company, Chi- 
cago, Mr. Felt has a close insight into the labor situation. 
His words as a skilled observer of the business situation 
as it affects the propect of extending the office appliance 
field abroad are of pertinent interest. 

At present the French have an exceedingly high opinion 
of American products and methods. In this respect they 
give us credit for all that we are entitled to. They are 
going to be much more prone to buy office appliances 
than before the war if we can get them in there. There 
will probably be a permanent embargo on things that 
they can make in France, but things.they don’t make we 
will be able to take in, I am pretty sure, and they will 
be received in a very different spirit than before the war. 


France a Potential Field. 


I think an attempt to market American office appli- 
ances in France is a mighty good gamble. Of course, one 
must take chances. 

The French will attempt to make things they did not 
make before, such as typewriters, etc. They say they are 
going to make them. | told them they couldn’t do it, and 
have good reason for knowing it. 

No doubt the British will try to manufacture typewrit- 
ers on a large scale. One manufacturer in France who is 
now making automobiles, intends to manufacture sewing 
machines, but I feel pretty sure he will make a failure of it. 
I investigated the makes of typewriters in Germany some 
years ago and the Germans admitted frankly that one 
American typewriter outlasts three German typewriters. 
I could see no reason for this, but Germans selling those 
typewriters told me this. The trouble is in the matter 
of labor and design. The labor won’t give it that close, 
careful attention and intense integrity of workmanship 
necessary to make that type of machine cheap enough for 
people to buy and at the same time good enough. 

I don’t know very much about the general situation 
regarding stationery. The Y. M. C. A. in France bought 

ot of forests in Spain, and operated several paper mills 
there to get enough paper for the soldiers’ use. It is 
very scarce and very high priced, but probably for a time 
at least there will be no importation of anything the 
French can make themselves. 

A number of big manufacturers of farm implements in 
America during the war furnished the French with trac- 
tors at moderate prices and to supply these machines sacri- 
ficed American consumers. Just as soon as the armis- 
tice was signed the French Government put an embargo 
on this import and copied the American machines, charg- 
ing twice the price for them. The embargo still stands. 
But in standard types of office machines I think it is a 
good gamble to try the French market. The appreciation 
of American office appliances has greatly changed for the 
better. It is entirely different than before the war. 


President’s Stand Created Prejudice. 


You are, of course, aware that there is now against the 
Americans some little prejudice because of President Wil- 
son standing by the terms of the armistice. France did 
not want to do this. The French wanted to make the 
Germans pay 161,000,000,000 francs, the cost of the war. 
The estimated pensions will amount to 90,000,000,000 
francs, and the destruction of property is placed at 65,- 
000,000,000 francs. The total is 316,000,000,000 francs. Now 
when you subtract the prospective indemnity to be paid 
by Germany, it leaves a total loss to France greater per 
capita than the cost which will rest on the Germans, on 
account of the 65,000,000 population of Germany and the 
present 35,000,000 population of France. Also, we have 
bragged a good bit about what we did in the war; by 
doing so have hurt their feelings, and they don’t think it 
is very much. They admit we actually saved France, but 
at a small cost to us. We did claim that we did some 
things that we did not do. In other words, in talking 
about it, we made comparisons unfavorable to the French. 
I associated wholly with the French for two and one-half 
months, read nothing but French papers and talked only 
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Dorr E. Feit Returns from Study of European Condi- 
tions and Tells of Prospects of Business. 


with French people, so I know pretty well their feelings 
We have hurt their pride. They are nice and polite and 
never offensive in our contact with them, but we hurt 
them in many ways. The French papers made a campaign 
against President Wilson because he insisted on adhering 
to the terms of the armistice in terms of peace offered 
Germany and that, of course, has influenced public opin- 
10n adversely to us. On the other hand, England went in 


four or five years ago, fought hard and didn’t say any- 
thing about it. They stand pretty well now. I don’t think 
it will take many years to overcome that feeling against 


us. They want to like us very much, but the Anglo-Saxon 
and the Latin will never understand each other. 

Mr. Felt gave an interview to a Chicago daily news- 
paper after his return, which is interesting because it 
shows the general conditions he met there. 

Commercial, industrial, political and social conditions 





DORR E. 


FELT. 


in Europe are extremely critical, if not absolutely perilous. 
These conditions, of course, particularly the commercial 
and industrial, are interdependent and mutually reactive. 


Affects All Relations. 


They affect not only the fundamental social order, but 
may affect also the relations of the allied countries to 
ourselves. 

England is in a bad way still, 
recover. The condition of France and 
serious. 

The last two months and a half of my trip I spent in 
France, the previous three months in England. During 
this time I was engaged in a close-up study of conditions, 
mingling with men of all ranks and classes—prime min- 
isters, military men, merchants, shopkeepers, labor lead- 
ers, soldiers and workmen. 

By this discriminate and indiscriminate mingling and 
by reading the foreign press exhaustively I was able to 
collect a mass of data which will be found to be at vari- 
ance with commonly accepted ideas of the situation “over 
there.” 


but she will undoubtedly 
Italy is far more 





French Attitude Has Changed. 

To show you how the situation has changed even in the 
past few months, when I first went to France two and a 
half months ago, if anyone had asked me who was the 
most popular man in France. I should have replied in- 
stantly, “President Wilson.” Today if you should ask me 
who is the most unpopular, I should be obliged to tell 
you, “President Wilson.” 

And Samuel Gompers has run the President 
ond in both popularity and unpopularity. 

(Continued on page 44.) 
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Commerce Scouts a Way for American Trade 


Expansion 


HE following article by Merryle St: 
appeared in a recent issue of the New York Tribune. 


It embodies an interview with the Honorable Bur- 
well S. Cutler, chief of the Bureau of Domes- 
tic Commerce, Washington, D. C 

Even the smallest American exporter has a commercial 
representative pioneering from him in every port of the 
world. In setting out on the great adventure of reaping 
the full benefits of world commerce the trader often un- 
derestimates the aid he can get from agents already on the 
ground in faraway places 

The trade envoys sent out by the Department of Com- 
merce and members of the consular service consider 
themselves promotive workers in behalf of special con- 
cerns, as well as for American industry as a whole. To 
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Stanley Rukeyser 


Foreign and 





HON. B. S. 


CUTLER. 


which are completely aware of their 
expert service performed without 
results that otherwise might be 
prohibitively costly regularly accrue. Ministers of com- 
merce, students of the precise needs and resources of 
peoples of other nations—these governmental officials are 
instructed to do everything they can for American houses 
except actually solicit or receive orders. They are spe- 
cifically authorized to carry catalogues of American firms 
to particular markets and to adjust disputes in which 
manufacturers and exporters from this country are 
parties. 


private enterprises, 
privilege of getting 
charge in foreign lands, 


Work for Practical Men With Vision. 
The ranks of these commissioners of commerce are to 
expand rapidly this year in preparation for the momen- 
tous place that America aspires to take in foreign mar- 
kets. Participating actively in the vast machinery of the 
3ureau of Foreign and Domestic Commerce for accu- 
mulating practical economic information and for making 
endless explorations after trade opportunities, they serve 
as the eyes of American business in foreign countries, 
and Burwell S. Cutler, chief of the bureau, hopes that 
they will also become the vision. A business man him- 
self, Mr. Cutler, who is still president of the Cutler Desk 
Company, of Buffalo, is aiming to weed out routineers 
from the foreign service. He wants scholarly men with 
a practical turn of mind, observers of conditions who can 
sense changes, men of creative impulses to link up Ameri- 
can exporters with foreign markets. 

It is Mr. Cutler’s ambition to weld the foreign depart- 
ment of the bureau into an efficient instrument, practical, 
thorough, directly useful. The aim is to be timely. The 
bureau is watching for new tendencies, and is adjusting 


Government Agents Seek Oui Markets for Individual Firms as 
Well as for Industries in General——Stimulating Imports to Stimu- 
late Exports. 


with them. It has recognized 
position of the United States as a 


its activities in accordance 
the greatly changed 
world power. 

Before the 
exports to 
men in this 
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debtor nation, 


war promoting commerce meant promoting 
government officials—and to most business 
country also. That attitude was perhaps 
ante-bellum days, when America was a 
struggling to reduce her obligations to 
Europe. The United States—and the Bureau of Foreign 
and Domestic Commerce, knowing this, is planning its 
activities in the light of the new conditions—is now a 
creditor nation, which will receive from Europe $500,000,- 
000 a year in interest alone. America, possessing one- 
third of the present gold supply, spurns the prospect of 
more gold. The nation’s most farseeing bankers are in 
every public utterance striving to make the people envis- 
age this complete reversal of conditions, 


To Promote Imports as Well as Exports. 

Exporting goods is only one aspect of the new foreign 
trade problem, which is also concerned with the means a 
which foreign countries will pay their bills. The way out 
of the dilemma of settling balances, according to most 
competent economic observers, is stimulating tremen- 
dously our imports of foreign goods and foreign securities. 

The commerce bureau does not specialize in the ques- 
tion of investments, although it has recently made several 
important studies in that field, The matter of promoting 
imports of commodities, however, is fast becoming a pri- 
mary function. 

“What is the bureau doing to stimulate imports?” Mr. 
Cutler was asked when seen in his office at the capital. 

The bureau chief in replying, outlined an entirely new 
policy of the department. “We are planning definitely to 
promote imports,” he said. “Our decision to do so is one 
of the results of America’s new position as a creditor na- 
tion. We realize that trade must go both ways. We are 
just now through our foreign representatives investigating 
materials abroad that can be marketed in the United States 
—materials that are not now imported to this country on 
a large scale, if at all. We shall publish the results of 
this worldwide survey at about the middle of the year. 

“Among other things we find that the United States can 
buy an almost unlimited amount of vegetable fats and 
oils. We need fine metal alloys and also such things as 
vegetable fibres. Our preliminary studies indicate that 
the United States can buy vast supplies of raw materials 
and develop them at a profit. 

“Within the last year we have been buying from China 
on a large scale dried egg products, which have been 
used in food products in which eggs are required. Dry- 
ing these eggs in simple pans—although few Americans 
know it—is one of China’s most popular industries, 
which many thousands of its people are employed. “The 
United States is now China’s greatest market for this 
product. 

“And by way of further illustration, consider Italy’s 
citrus fruit products, which constitute one of the king- 
dom’s main popular industries. Unless we purchase them 
from her she will be unable to buy from us on a large 
scale. 

“Specific information of this kind, relating to detail in 
every country, we hope to be able to make available to 
American firmis in order that foreign commerce may be 
two sided.” 


Bureau to Make Statistics Speak Intelligently. 

The bureau speaks to men of industry in the language 
of statistics, and it is now planning to modify its tongue. 
The bureau is working out nothing less than a revolution 
in its statistical method. “Commerce and- Navigation of 
the United States” and the “Monthly Summary of 
eign and Domestic Commerce” will soon appear in their 
new form. Instead of merely giving the statistical tabula- 
tions as at present, the bureau has assigned experts to the 
task of interpreting them, of explaining their specific rela- 
tion to individua! industries. Conclusions that may lead 
to the actual exchange of commodities will be drawn in 
the new publications from the raw, undigested statistics, 
which, it is planned, will take on a new meaning. Discus- 
sions will accompany the compilations, and the aim will 

(Continued on Page 39.) 
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. A brief record of men from the field who 
have given Life or Time—which is the stuff 
Life is made of—to the glorious cause which 
23 Old Glory has ever typified 23 




















Sidney Burgoyne, Jr., has returned to Philadelphia after 
strenuous service as a sergeant in the 28th Division. 
7 * + 
Major Erle Kistler, of the Kistler Printing & Stationery 
Company, Denver, Colo., has returned from the battle 


fields of France. 
x * * 


Benjamin F. Wade, who saw service in France, has 
returned to his position with The B. F. Wade & Sons 
Company, Toledo, Ohio. 

* + * 

Wayne Ford, who was recently released from the Navy, 
is back in‘ the bindery of the Irving-Pitt Manufacturing 
Company, Kansas City, Mo. 

a 

Corporal John H. Greim, of the 26th Division, has been 
released from military service. Before enlisting he was 
with the F. S. Webster Company, Boston, Mass. 

* * * 

Arthur Chamberlin, who was discharged from the Army, 
has associated himself with his brother, Ralph, in the 
stationery and book business at Pittsfield, Mass. 

x * * 

Milton Heilbrunn, recently a sergeant of engineers in 
France, has returned. He is now covering the Central 
West for Hauser & Weil, leather goods, New York. 

od * * 

Homer Timmons and Dennis Carey have returned from 
foreign service, to resume their old positions with the 
Irving-Pitt Manufacturing Company, Kansas City, Mc. 

ok OK o* 

Harry Strauss, who was recently released from Arny 
duties, has opened a modern commercial and social s‘a- 
fionery store at 310 George street, New Brunswick, N. J. 

+ os * 

Gene Smith, of Battery E, 129th Field Artillery, has 
elected to stay in France. In civilian life he was an em 
ployee of the Irving-Pitt Manufacturing Company, Kan- 
sas City, Mo. 

* * * 

Lee King, who served in the 140th Infantry, has been 
honorably discharged from the service, and is back at his 
old position with the Irving-Pitt Manufacturing Company, 
Kansas City, Mo. 

* * * 

Harold T. Mintz, who served eighteen months in France 
with the 9lst Division, has returned to the United States. 
He has joined the traveling sales forces of the Thaddeus 
Davids Ink Company, Inc. 

Ed Hardin and Chester Rice have returned to Kansas 
City, Mo., after receiving their release from the Army. 
Their old positions with the Irving-Pitt Manufacturing 
Company are still open for them. 

* *« * 

Clifford McGee has been released from a year’s tour o* 
Army service, about half of which was spent overseas 
He has returned to his old position in the assembling 
department of the Irving-Pitt Manufacturing Companv 
Kansas City, Mo. 


F. D. Malloch, who went abroad with Company M, 
10th regiment, A. E. F., is expected back early this month. 
He was formerly head salesman with Yeo & Lukens, 719 
Walnut street, Philadelphia, Penna. 

. “££. % 

Courtney Wall, who resigned from the Irving-Pitt 
Manufacturing Company, Kansas City, Mo., when he 
entered the military service, has returned from France. 
He spent a year on the battle front. 

k * * 


H. T. White has been discharged from the Navy, after 
serving for eighteen months. Ht has resumed charge of 
his stationery and printing business at 127 South Eleventh 
street, Philadelphia, Penna. 

‘*“ *” * 

Al. Uttall. who served with Base Hospital No. 1 at 
Vichy, France, has returned to civilian life, and is back 
at his old position with H. K. Brewer Company, 306 
Madison avenue, New York. 

k * x 

Emil Bouchert, who was gassed in the battle of the 
Argonne Forest, has returned to this country. He will 
associate himself again with his father in the stationery 
store at 4510 South State street, Chicago. 

. a2 

Friends in Kansas City have heard from Peter Karp, 
who has been in France, indicating that he would return 
to the United States shortly. He was formerly in the 
plating department of the Irving-Pitt Manufacturing Com- 
pany. 

ok * *x 

Roy Goodman, who was connected with the Irving-Pitt 
Manufacturing Company, Kansas City, Mo., before his 
entry into the world conflict, has returned from France. 
He gladdened many by a visit to the plant, looking up old 
friends. 

* * * 

E. W. Twitchell has returned from France, where he 
served with the colors. He has resumed work with Auer 
& Twitchell Company, Philadelphia, manufacturers of 
special roll products and leatherettes. Mr. Twitchell is 
treasurer. 

* * * 

Lieutenant Clarence Gill, of the air service, has returned 
to this country. He wears the Croix de Guerre and wound 
stripes. Previous to his entry into the Army Lieutenant 
Gill was with the Woodward & Tiernan Stationery Com- 
pany, St. Louis, Mo. 

e <8 

W. R. Melton has returned from nine months’ service 
with the A. E. F. in France, and has resumed his old 
position in the advertising department of the Burroughs 
Adding Machine Company. He was a sergeant in Battery 
B, 329th Field Artillery. 

* *' * 

Joseph W. Higgins has left the United States service, 
having been connected with the Supply Division during 
the war. He succeeds G. M. Miller as manager of the 
printing department of Tower Manufacturing Company, 
Inc., 350 Broadway, New York. 

+ * * 

Commander Albert M. Cohen has been made a Chevalier 
of the Legion of Honor, for services in navigating ships 
that transported thousands of sailors abroad. The Cheva- 
lier is a son of Charles J. Cohen, head of the company 
bearing his name, Philadelphia, Penna. 

* oe * 

Normal Hall, who recently received his discharge from 
the military service, has resumed his connection with the 
D. L. Ward Company, Philadelphia, Penna. In May he 
addressed a meeting of the Wardco Club on his exper- 
iences in the battle of the Argonne Forest. 

* * * 

L. E. Hudson, who enlisted from the bindery of the 
Irving-Pitt Manufacturing Company, Kansas City, Mo., is 
back in civilian life. He enlisted in the tank corps, but 
the enemy collapsed before he had a chance to get into 
action and show how a bindery man could sew up the 
Germans. 

x * x 

Ensign T. H. Lethen, of the Chicago office of the Gen- 
eral Fireproofing Company, has been released from the 
Navy. Perspective has given an attractive angle to some 
of the inconveniences and hardships which his Navy duties 
entailed, but even at that, he is more than pleased to be 
back on the old job. 

(Continued on Page 178.) 
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PRESENTING THE IMPORTANT NEWS OF THE MONTH 
WITH AN INTERESTING REPORT OF THE NOTABLE 
ACTIVITIES IN EVERY SECTION OF THE FIELD 


Wholesale Stationers Meet. 


National Association of Wholesalers Holds 





Four Day Convention at McAlpin 
Hotel, New York 
Four days of constructive work characterized the 


Stationers’ Associa- 
McAlpin, 


sessions 


annual convention of the Wholesale 
tion of the United States at the Hotel New 
York, beginning May 19. The business were 
closed the third day, and the fourth day was devoted to 
golf, which is also constructive. A dinner brought the 
session to a close. 

The officers selected to guide the affairs of the 
ciation for the coming year are: William G. Whittemore, 
president (American News Company); Paul J. Wielandy, 
vice president (Blackwell-Wielandy Book & Stationery 
Company); R: P. Andrews, secretary (R. P. 


\sso 


Andrews 
Paper Company); John P. Black, secretary (Marcus W. 
Wolff Company); H. C. Whittemore, corresponding sec- 
retary (American News Company). The executive com- 
mittee comprises J. H. Niedecken, chairman (H. Nied- 
ecken & Company); George L. Davis (Adams, Cushing 
& Foster Company); J. McKinnon. 

The previous session of the Association was held but 
six months ago, when the time of meeting was changed 
to the Spring season. However, the rapid changes of the 
months passed made it an advantage for the wholesalers 
to get together again at this time. The registration rec- 
ords revealed the following among those present: R. P. 
Andrews, R. P. Andrews Paper Company, Washington, 
D. C.; O. P. Merryman, R. P. Andrews Paper Company, 
Washington, D. C.; John P. Black, Marcus W. Wolf Com- 
pany, Baltimore, Md.; Robert M. Griffin, Tower Manu- 
facturing Company, Inc., New York City; Harry Haupt, 
Kimpton, Haupt & Company, New York City; F. A. 
Weeks, F. A. Weeks Manufacturing Company, New York 
City; G. L. Davis, Adams, Cushing & Foster Company, 
Boston, Mass.; J. H. Niedecken, H. Niedecken & Co., Mil- 
waukee, Wis.: A. L. Salomon, A. L. Salomon & Co., New 
York City; R. H. Baxter, Defiance Manufacturing Com- 
pany, New York City; Paul J. Wielandy, Blackwell-Wie- 
landy Book & Stationery Co., St. Louis, Mo.; William G. 
Whittemore, American News Company,*New York City; 


H. C. Whittemore, American News Company, New York 
City; A. C. Bainbridge, Henry Bainbridge & Company, 
New York City; Gustave Fischer, the Gustave Fischer 


Company, Hartford, Conn.; W. A. Buettell, the Buettell 
Brothers Company, Dubuque, Iowa; I. J. Weiman, St. 
Joseph Paper Company, St. Joseph, Mo.; W. H. Weather- 


ford, Chattanooga, Tenn.; M. L. McAdams, Boston, 
Mass.; J. H. Rhode, American News Company, New York 
City; M. Milton Wolf, Baltimore, Md.: I. H. Hirshberg, 
Atlanta, Ga.; C. F. Schwartz, Lincoln, Nebr.; E. H. Ens- 
worth, Toledo, Ohio; H. Forberg, Minneapolis, Minn.; 


F. Junkeman, Cedar Rapids, lowa; Ben Tenkel, Milwau- 
kee, Wis.; P. E. McAuliffe, Burlington, Vt. 

Reports were received from the various officers and 
committees, including those of the president, the corre- 
sponding secretary, the treasurer, and the committees—ex- 
ecutive, blank book, tablet and papeteries, special ink, pen- 
cil, pen, fountain pen, playing card, miscellaneous, foreign 
trade, government contracts, and nominating. 

Further addresses and reports followed during the va- 
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rious business sessions, including “Trade Name,” by Paul 
J. Wielandy; “The Cost of Doing Business;” “The Con- 
dition of the Paper Market at the Present Time and the 
Indications for the Future,” by R. P. Andrews; “Con- 
ditions, Present and Future,” discussed by leading men 
of the industries producing pencils, papeteries, blank books, 
etc. The topic ot pencils was discussed in extended detail 
by Edward E. Huber, of Eberhard Faber. 

On the invitation of the city of St. Louis, the 1920 con- 
vention will be held at St. Louis, the second Monday in 
May. Joining in the invitation were the mayor, the St. 
Louis Retail Stationers’ Association, the Chamber of 
Commerce and the Board of Trade, 

The dinner was held in the Colonial room of the Hotel 
McAlpin, over a hundred gathering at the hospitable table. 
Formal music was dispensed during the dinner. The diners 
themselves took a hand, singing as a body. Those present 
at the dinner included: William G. Whittemore, M. Mc- 
Crodden, J. R. Brundage, H. C. Bainbridge, Jr., M. Leon- 
ard, A. L. Reed, A. W. Williams, G. L. Davis, E. R. Un- 
derwood, J. H. Rhodes, E. F. Huber, Chas. E. Weyand, 
Harry Haupt, Chas. Kimpton, A. C. Bainbridge, A. P. 
Jackson, Benj. Rosenthal, Morris Rosenthal, A. S. Van 
Hise, N. J. Luther, C. S. Cooke, L. E. Williamson, H. C. 
Whittemore, Geo. H. Souther, Jr., William Souther, W. 
C. Whittemore, C. H. Schatzlein, Ed. Holwedel, A. D: 
Conger, Harry Wagoner, J. M. Ready, F. H. Mix, P. H. 
Meyers, Robt. Griffin, Simon Fink, G. V. Tompers, Frank 
A. Weeks, Geo. C. Vogel, F. J. McCarthy, C. C. Shee, N. 
Rauch, J. A. Robinson, A. R. Strauss, W. M. Wolf, Paul 
J. Wielandy, Louis Levy, D. H. Jonas, A. L. Salomon, 
Harry Grodtage, Geo. T. Winne, I. A. Hirshberg, I. J. 
Weinman, C. F. Schwartz, Ed. Bigelow, Chas. C. Walden, 
C. C. Walden, Jr., W. S. Donnelly, G. F. Griffiths, Wm. I. 
Robinson, W. L. Thoma, W. I. Halsey, H. C. Sharp, Gus- 
tave Fischer, Fred R. Allen, F. M. Brown, H. J: Tyndale, 
J. M. Van Alst, W. H. Weatherford, W. W. Corletti, B. A. 
Conolly, Albert E. Johnson, R. H. Baxter, S. Vere Smith, 
E. S. Finch, F. W. Shanning, H. A. Walsh, Chas. J. Grant, 
J. B. Carhart, C. F. Williams, Leo Solinger, Geo. Reindel, 
John Quinton, Mr. Merryman, S. V. Anthony, F. H. Pan- 
coast, C. H. Merckle, J. A. Mackey and J. W. R. Merckle. 


Opens New Branch in Lansing. 


The Gregory, Mayer & Thom Company of Detroit an- 
nounce the opening of a branch store and warehouse 
which will cooperate with their large Detroit plant in 
serving the city of Lansing, Mich. A complete line of 
stationery, furniture and general office supplies will be 
carried in stock. The company’s large facilities for manu- 
facturing special loose leaf forms, blank books, etc., and 
for printing, lithographing and engraving are available at 
Lansing as well as at Detroit. The new store is situated 
in the Downey House block. The manager of the new 
store is Walter C. W. Ludwig and the branch sales man- 
ager is Miles C. Rider. 


Graphaphone Stock Offered to Market. 


An offering of $7,200,000 seven per cent cumulative sink- 
ing fund preferred stock has been presented to the market. 
This issue by the Columbia Graphaphone Company is to 
pay off $1,936,800 first mortgage bonds, to retire ‘six per 
cent notes of $2,200,000 and to supply additional working 
capital. 
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Conference on Surplus Property. 





Business Papers Confer with Government 
on War Surplus. 





A. C. Pearson, president of The Associated Business 
Papers, Inc., New York, recently got together a commit- 
tee to visit Washington, D. C., and hold a frank exchange 
of views with the Director of Sales, Surplus Property 
Division. The committee believed there was much uncer- 
tainty among manufacturers owing to the lack of clear 
and definite information concerning the materials on hand 
and the policy to be pursued by the Government in dis- 
posing of surplus goods. 

The , gcd policies of the War Department in the dis- 

posal of surplus property were enunciated by C. W. Hare, 
Director of Sales, to the committee representing the trade 
and technical papers of the country. 
* Those present were: Mason Britton, chairman, Mc- 
Graw-Hill Company, New York; A. C. Pearson, president, 
The Associated Business Papers, Inc.; V. E. Carroll, 
chairman, The New York Editorial Conference; A. I. 
Findlay, ‘editor, Iron Age, New York; David Beecroft, 
editorial director, The Class Journal Company; Jesse H. 
Neal, executive secretary, The Associated Business Papers, 
Inc., New York. 

In addition to C. W. Hare, there were present from his 
department, E. C. Morse, assistant director of sales; T. R. 
Elcock, chief of the sales promotion section; and L. G. 
Chapin, assistant chief sales promotion section. 

Hare stated that the War Department would dis- 
sien ed its surplus materials by first consulting with the 
various branches of the government to ascertain what, if 
any, could be utilized in regular government work. After 
the government requirements have been satisfied, the 
producers of each particular commodity will be called 
into conference to advise with the Director of Sales as to 
the best method of getting the remaining amount of the 
commodity back into the usual channels of trade. 

If, as has been the case in the disposal of copper, 
sulphur, lead, wool and lumber surplus stocks, the indus- 
try is able to contract with the government to dispose of 
its surplus within a reasonable length of time, paying the 
government the current market prices, it would be the 
policy of the government to make such an arrangement. 

Should both of the methods mentioned fail, the surplus 
property will be offered to the general public through 
auction sales, or by sealed bids, or in any other manner 
which will enable the government to obtain the best 
prices. 

A Sales Promotion Section has been established under 
the supervision of T. R. Elcock, Jr., to collect all informa- 
tion pertaining to the disposition of surplus property and 
to see that appropriate information reaches interested in- 
dustries through the proper trade and technical papers. 


War Department Surplus Furniture and Equipment. 


Office Appliances has received a statement concerning 
the situation with regard to the surplus of furniture and 
office equipment in the War Department, from C. W. 
Hare, Director of Sales, by L. G. Chapin, Assistant to 
the Chief, Sales Promotion Section, Purchase. Storage 
and Traffic Division of the War Department. The state- 
ment is as follows: 

The War Department, in answer to many inquiries 
which it is receiving concerning the distribution of surplus 
office furniture and equipment, announces that it has not 
at present, nor in immediate prospect any stock of office 
supplies to offer in the open market. All furniture and 
office equipment declared surplus by any bureau of the 
War Department is redistributed to other bureaus in 
which a shortage of such material exists, or is disposed 
of to other governmental agencies. 

This policy is pursued not only in the offices of the 
War Department located in Washington, but applies as 
well to those scattered throughout the country. The Di- 
rector of Purchase, Storage and Traffic has issued an 
order to all bureaus, corps, detachments and divisions of 
the Army in the United States to report, through the Zone 
Supply Officers, to the Director of Storage all office 
supplies and equipment available for transfer or sale, and 
has directed that none of the stock so reported shall be 
disposed of except under authorization from the Director 
of Sales. 

Whenever a surplus of furniture or office equipment is 
so reported, the Director of Sales, after determining that 
the War Department has no need for the surplus material, 
then offers it to the other governmental agencies through 
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the General Supplies Committee, the organization by 
which office furnishings are acquired for the Federal de- 
partments and bureaus. 

At present the Government is absorbing all furniture 
and office equipment declared surplus by the Department. 


National Office Appliance Manufacturers Meet. 





Hotel Manhattan, New York, Scene of an 
Interesting Meeting May 8 and 9. 





A regular meeting of the National Association of Office 
Appliance Manufacturers was held in New York City at 
the Hotel Manhattan on Thursday and Friday, May 8th 
and 9th. The meeting was attended by eighteen of the 
twenty-seven members of the association. 

A number of interesting discussions were held. The 
question, “Which is better, small, one-man salesmen’s 
territory or large ones which justify the salesmen employ- 
ing juniors to do the preliminary. work or so-called door- 
to-door canvassing?” was discussed by J. C. Nevins, gen- 
eral sales manager, Felt & Tarrant Manufacturing Com- 
pany, Chicago. “Methods of compensating salesmen, par- 
ticularly those working for sales agents, sometimes re- 
ferred to as juniors,” was the subject discussed by W. C. 
Gookin, sales manager Barrett Adding Machine Company, 
and W. C. Shoup, president, Autographic Register Com- 
pany. The question, “Is It Good Business for Salesmen 
to Handle Two Somewhat Dissimilar Lines for the Same 
House?” was discussed by R. D. Jackson, sales manager, 
Safe Cabinet Company, and A. R. Kneibler, sales manager, 
Baker-Vawter Company. W. C. Dunlap, treasurer and 
sales manager, American Multigraph Company, discussed 
the subject of “Conditional Sales Contracts.” ‘Railroad 
Development and Its Effect on Distribution,” referring 
particularly to quality of service, rates, breakage, freight 
vs. express service for office appliances, etc., was re- 
sponded to by H. K. Gilbert, assistant to the president, 


Oliver Typewriter Company, Chicago. George W. Lee, 
general sales manager, Todd Protectograph Company, 
and G. W. Spahr, general sales manager, Elliott-Fisher 


Company, discussed the question, “Has Sales Resistance 
Increased During the Past Three or Four Months? If 


So, to What Extent and Why?” C. K. Woodbridge, gen- 
eral sales manager, Dictaphone Company, discussed “Prize 
Contests,” replying to the questions, “Do they pay? 


What kind of prizes are best? What are the best meth- 
ods of awarding prizes?” “Suggestions on How to Ex- 
tend the Spirit of Good Fellowship and Co-operation of 
Association Members to Our Men in the Field’ was the 
subject handled by F. E. VanBuskirk, vice-president, Rem- 
ington Typewriter Company. A. Ashburner, foreign 
sales manager, American Multigraph Company, discussed 
the subject, “Present Foreign Conditions as Applied to 
the Office Appliance Industry, Covering Observations of a 
Member Who Has Recently Spent Several Weeks in 
Europe.” 


Boston Stationers Hold Educational Meeting. 





Boston Stationers Hold Meetings Similar 
to Those in Chicago. Report of 
May Meeting. 





Last month the Boston Stationers’ Asociation held one 
of the most successful meetings in the history of the 
organization. The employes of Ward’s furnished the 
entertainment and richly merited the enthusiastic applause 
and commendation they received. This entertainment 
was arranged and directed by Clarence P. Davis. 

The chairman of the committee in charge of the meet- 
ing was H. B. Van Dorn. After John T. Bailey, presi- 
dent of the association, had called the meeting to order, 
he turned it over to Mr. Van Dorn as presiding officer and 
toastmaster. 

The educational part of the meeting fell to Herman 
Price, manager of the pencil department of the Joseph 
Dixon Crucible Company, and to A. J. Pfaff, special rep- 
resentative of the company. Mr. Price’s subject was “The 
Lead Pencil Business; General Observations on Manufac- 
ture and Marketing,” and Mr. Pfaff’s subject was “Selling 
the Consumer.” 

Mr. Price reviewed the processes of manufacture in the 
three separate units of the pencil factory—the lead and 
crayon works, the ruber and brass works and the lead 
pencil factory proper. In developing his theme he called 
attention to the number of steps taken in the processes 
and to the time and effort involved in assembling such 
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various materials in one harmonious whole The only 
conclusion one could reach after listening to Mr. Price’s 


address was that it seems little short of marvelous that 
one is able to purchase lead pencils at the current low 
prices. 

After leaving the purely technical side of the lead pencil 
industry, Mr. Price took up the general phases of sales 
manship, dealing with the subject along broad lines. He 
emphasized the value of salesmanship as a social force, 
not simply as a matter of individual profit-sharing efforts. 
He showed how salesmanship has helped put across the 
great mechanical inventions like the telephone, the sewing 
machine, the automobile, etc. He referred to the sta- 
tionery business as contributing in an important way to 
the educational development as well as the commercial 
advancement of the nation. And he drew the conclusions 
that when a man had such a vision of his value to society 
at large in the work he was doing that it was much easier 
for him to put his whole heart and soul into that work, 
whereby he could accomplish much’ greater things than 
were possible to him otherwise. 

The speaker outlined the progress of salesmanship both 
as a science and an art, and presented the views of 
modern salesmanagers of experience and ability. Mr. 
Price believed that in the development of the salesmen 
of the future a lot of the “hit or miss” or guess work in 
their performances would be much reduced; that a sales- 
man would work along carefully planned lines which would 
take in a knowledge of the subject of character reading 
and a matured art in the application of this knowledge. 

And finally he concluded his discussions by advocating 
acquired skill as against natural skill in selling. He said 
that if business institutions had to depend for the market- 
ing of their goods upon which is called natural selling 
ability, according to the prevalent conception of the 
phrase, most of the merchandise would remain in ware- 
houses. It is upon the salesmanager, who by hard work 
acquires the ability to sell, that we must depend in the 
main for results. Salesmanship is a matter of hard work, 
hard headwork and hard footwork. Perspiration, not in- 
spiration, is at the bottom of most selling success. 

In discussing the subject, “Selling the Consumer,” Mr. 
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Pfaff emphasized the absolute importance of courtesy 
linked with a “nothing-is-too-much-trouble spirit.” He 
showed how confidence in one’s house and in the mer- 
chandise are necessary factors. Loyalty to the house and 
its value to the employes were explained. Mr. Pfaff spoke 
of the helpfulness of close observation of the customer 
and how it suggests many valuable things to the mind in 
dealing with him. He insisted that salesmen must be 
good listeners and be patient with customers. Knowledge 
of merchandise, including uses, prices, etc. so as to 
enable the salesman to serve the customer promptly and 
accurately, is necessary in order to make a satisfactory 
sale that will reflect credit upon the house. He dwelt on 
the importance of cooperation between the inside sales 
force and the outside sales force, the former frequently 
getting information that will be valuable leads for the 
outside force to follow up. He concluded by saying that 
people get out of their work all that they put into it, 
and he recommended the application of the Golden Rule 
of selling—giving the same attention and helpful sugges- 
tion that we ourselves expect when we reverse our posi- 
tions and ourselves become the customers. 

Mr. Pfaff touched upon ways of holding a customer's 
attention at the start of the selling operation. He showed 
methods of selling quality goods to the consumer who 
asked for inferior grades. He went into considerable 
detail to demonstrate a sound argument to use with a 
consumer who has been quoted a lower price by a com- 
petitor. He discussed the subject of selling. a higher’ 
quality article on top of a complaint and gave suggestions’ 
as to how to handle difficult situations of this kind, 

Mr. Pfaff’s talk was instructive and convincing, but only 
its main outlines can be given here. 

The foregoing meeting was the first of a series of: 
educational meetings to be conducted by the Boston 
Stationers’ Association for the purpose of better inform- 
ing the stationers and their salespeople concerning the 
merchandise they sell and interesting them in the princi- 
ples of salesmanship as applied to their different lines of 
merchandise. Mr. Van Dorn and his committee has set 
a high standard of achievement for these meetings. This 
standard we are assured will be consistently maintained. 
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Underwood Employes Receive Split of Profits. 


Announcement of the continuation of the extra com- 
pensation plan for Underwood employes for 1919 reveals 
the extent to which the Underwood Typewriter Company 
has shared profits with its employes. The record of dis- 
bursements to employes follows: 1916, $293,397.57: 1917, 
$327,663.18; 1918, $376,836.58. The total distribution for 
three years is $997,897.33. 

According to the Underwood plan the largess varies 
with the business—big returns when business is good, and 
smaller when business falls off. The distribution is 
twenty per cent of the final net surplus after providing 
for the usual amortization charges, taxes and dividends of 
seven per cent on the preferred stock, and six per cent 
on the common stock. Payment is made in the common 
stock of the company, thus giving the recipients a share 
in the business and in the profits. To be eligible in the 
next distribution, employes must have been continuously 
in the employ of the company for two years or more prior 





MEETING OF LOOSE LEAF MANUFACTURERS, HOTEL 
RIGHT—PAUL A. GOSIGER, J. B. IRVING, JOHN W. 
ROW—C. E. SHEPPARD, C. D. TRUSSELL, H. C. MILLER, 


to January 1, 1920. Employes who leave the company’s 
service on or before April 1, 1920, will not be eligible to 
participate in the i919 profits. Employes are classified 
primarily according to the length of service, and secon- 
darily according to the rate of salary or wages. This 
forms the basis of the distribution of profits. The dis- 
tribution is not in the form of cash, but as common 
stock. 

The profit distribution for 1919 will be made April 1, 
1920, in the common stock of the company, if obtainable, 
or in United States Government bonds, or both. The 
stock of the company is receiving substantial dividends, 
so no extra credits will be allowed by the trustees on the 
stock of the company; but.as an extra inducement for 
the employes to hold the Government bonds, each em- 
ploye who continues to hold and own his bonds on that 
date will be ailotted an extra amount of two per cent. 
Employes are privileged to add to the amounts to their 
credit, and such funds, until invested, will bear interest 
at five per cent. 


APPLIANCES 


OGREN, J. 
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Loose Leaf Association Meets in Chicago. 


The regular meeting of the Loose Leaf Manufacturers 
Association was held at the La Salle hotel on the eigh- 
teenth floor on Monday, June 9th. The meeting was pre- 
sided over by John W. Ogren, the director of the asso- 
ciation. Practically the entire membership was repre- 
sented except W. C. ‘Bardenheuer of the Boorum & 
Pease Company, who was detained on account of the 
death of the company’s president, Mr. E. E. Jackson. 
Those present included Paul A. Gosiger of the Tenacity 
Manufacturing Company, Cincinnati; J. B. Irving of the 
Irving-Pitt Manufacturing Company, Kansas City; H. R. 
McCleary, sales manager, Irving-Pitt Manufacturing 
Company, Kansas City; Joseph M. Towne of the Nationa) 
Blank Book Company, Holyoke, Mass.; C. E. Sheppard 
of the C. E. Sheppard Company, New York City; C. D. 
Trussell of ihe Trussell Manufacturing Company, Pough 
keepsie, N. Y.; H. C. Miller of the Stationers’ Loose Leaf 
Company, New York and Milwaukee; W. T. Wood of 





LA SALLE, CHICAGO, JUNE 9. TOP ROW, LEFT TO 
3] M. TOWNE AND GEORGE S. MANDEVILLE. LOWER 
W. T. WOOD AND H. R. M’CLEARY. 
the Heinn Company, Milwaukee, Wis., and George S. 
Mandeville of the Samuel C. Tatum Company of Cincin- 
nati, O. 

The Loose Leaf Manufacturers’ Association during the 
period of its existence has done good work not only for 
the wholesale and retail trade, but for the consuming 
public as well. It works along the lines of co-operative 
competition and because of its work, many forms and 
processes have been standardized and much waste has 
been eliminated. The association is one of many organi 


zations which are helping to put American business on a 
basis of practical efficiency which will be necessary in the 
coming years. 

Pioneer Stationer Dies. 

Readers will join us in regretting the death of Neri A 
Hanna at Cadiz, O., some weeks ago. Mr. Hanna was 
probably the oldest stationer in the United States, being 
92 years of age when he died. 

A portrait and some particulars 
appear in our July issue. 


of his career will 
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The Arrangement of the Modern Stationery 


Store 


Note.—At the special request of Office Appliances, Mr. 
Vaile has been kind enough to send us the text of his ex- 
cellent address which is reproduced below. This address 
is of a practical character and contains material which 
should be understood by every stationer. We are glad 
to be able to publish it in this issue of Office Appliances. 
Its advice and suggestion are sound and the fruit of ex- 
perience. 


eee 


HE stocks of goods carried in the various stores 
represented in this organization differ in many 
respects, but there are a few general lines to 
which the other lines are added. In discussing 




















the best arrangement of these stocks, I have 
arbitrarily divided my subject under five divisions: Com- 
etal 
E. O. VAILE, JR., ROCK ISLAND 
mercial stationery and office supplies; fine or social sta- 
tionery; books, including periodicals and newspapers; 


school books and school supplies; office furniture and fil- 
ing devices 
\s this Retail 


take up 


Illinois 


shall 


known as the 
Association, I 


organization is 
Booksellers’ and Stationers’ 
the division of “Books” first. 

Leaving for later consideration the preferable location 
of the book department with reference to the other de- 
partments, I find that the average stock of books falls 
quite logically into certain divisions, such as new fiction, 
war books, biography, travel, nature books, books on art 
and music, poetry, boys’ and girls’ books, children’s books, 
Bibles, religious books, popular copyright fiction and war 
hooks, and possibly others. In arranging these various 
divisions for best display, we should always keep in mind 
that certain divisions are capable of greater sales at cer- 
tain seasons and should be brought prominently into the 
display of the book department at such times Nature 
books respond to special displays from March to June; 
books on art and music, poetry and biography during May 
and June at the school commencement season; Bibles and 
religious books during the Lenten time; books on travel 
and touring during the late spring and summer months; 
popular copyrighted as well as new fiction and many of 
the really worth-while lines during the late fall and winter 
months. 

Display tables of various sizes and styles are in common 
use, the particular type best adapted to any one store 
being determined by the space available. In general flat- 
top tables about three feet square have the greatest dis- 
play possibilities. Display tables are preferable to coun- 
ters, as they lend themselves more readily to small special 
four sides may be i 


displays, and all used to advantage. 


An Address by E. O. Vaile, Jr., of Rock Island, Ill., Before the 
Recent Annual Convention of the Illinois Retail Booksellers’ and 
Stationers’ Association at Murphysboro, Iil. 


The space underneath can well be used for surplus stock. 
The tables should be conveniently placed so that custom- 
ers will all sides of them freely. Each display 
table should be located with particular reference to the 
books displayed and the stock of books on related sub- 
jects on the shelves. I assume that it is generally agreed 
that the entire book department should be planned so that 
the customers can get right at the shelves and tables 
without the help of a clerk. Book buyers like to be able 
to take books off from the shelves and look them over. 
Make this easy and you will find your sales wiil be greatly 
stimulated. The three or four shelves nearest to the level 
of the eye should be used ‘for regular stock. The higher 
shelves, when necessary, and the lower shelves can best 
be used for surplus from which the regular shelves may 
be kept filled. 

\s the most frequent calls for definite titles are prob- 
able in new fiction, this section should be given the more 
prominent place in the department. It is in this section 
also that you will find your most rapid turnover. Next 
would ‘come the war books, biography, travel, nature 
books, etc., the particular prominence to be given to each 
section being determined by the kind of community in 
which the store is located. The boys’ and girls’ section 
and the children’s books should be located together for 
selling reasons, if for no others. The best of sales people 
frequently have great difficulty in learning quickly and accu- 
rately from the customer whether the “child” for whom 
the book is wanted is a girl of fifteen or a boy toddler of 
four. These stocks must be so located that when the 
clerk finds that one type of book is too old or too young 
for the child in point, the customer’s attention can be 
moved readily to a nearby section where the type of book 
wanted is shown. Popular copyrights should be given the 
less conspicuous location in most stores. They are like 
sugar in a grocery store, sold at a small price with only a 
moderate margin of profit, and the sales are made largely 
to customers who have come into the store seeking these 
books. Let your customers pass by all the other books 
and displays on the way to the popular copyrights. Occa- 
sionally vou will find that you are actually educating some 
of your customers to the tact that popular copyrights are 
not the only books now published and that better books 
are to be had at higher prices; which reminds me of the 
young lady of foreign extraction who came into our store 
one day and asked to see some good story books. Being 
shown several of the latest titles of new fiction, she looked 
them over and indicated that they were what she was 
looking for. Then she casually asked the price, and on 
being told $1.35, $1.50, $1.60 and $1.75 she appeared very 
much flustered and finally exclaimed, “Why! I didn’t know 
that any books were made that cost that much.” 

As to the best arrangement of the books on the shelves, 
the books should first be grouped by subjects and then 
arranged by authors. If arranged by titles the different 
books by the same author are separated and there is 
danger of missing books entirely because of a slight varia- 
tion in the way the title is stated. Keep the shelves filled 
at all times, the books standing square and true, and the 
wrappers properly in place. A shelf of books of irregular 
heights will present a very proper appearance if the books 
are kept even with the edge of the shelf and standing 
straight, and just tight enough so that they may be re- 
moved easily, yet cannot warp or twist. If any part of 
the shelves must be empty at certain seasons, let it be 
entire shelves or at the ends only of as few as possible. 
Do not permit open spaces to remain between the books. 
It is bad for the books and spoils the appearance of the 
shelf. Books demand much care and attention, but an 
attractive and orderly book department is the most prof- 
itable. 

School books and school supplies in the stores of most 
of us should be attractively displayed in space away from 
the busier sections \lthough these goods are more or 
less active all through the year, the demand for them is 
irregular, being heavier on certain days of the week as 
well as during certain months of the year. We should 
offer every reasonable incentive for the children of our 
local schools to develop the habit of coming to our stores 
for everything they may think of in the way of books and 


pass on 
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stationery. When they grow older and get a job in a 
local hardware store, for instance, they should not come 
back after being sent out to get a circular typewriter 
eraser with the report that they had been to all the 5 and 
10-cent stores and every department store, but could not 
find any. While taking good care of these sales to the 
school children, we must not allow that kind of trade to 
occupy the more prominent and accessible parts of the 
store where we will have displayed goods of larger unit 
value on which the margin of profit is as latge or larger 
than on school supplies. These remarks, of course, do not 
apply to our college and normal school supply stores, nor 
to ovr good friend, Rathgeber. I have always had great 
confidence in the old saying that “It is a poor rule that has 
no exceptions.” But do not let too many of us decide 
that our stores are the exception. The greater number 
of our stores can profitably be handled according to the 
general plans of the more successful stores the country 
over. 

Commercial stationery and office supplies, “everything 
for the office,” as one store slogan expresses it, is in my 
mind the most important as well as the most profitable 
division of the bookselling and stationery business. The 
margins of profit on all the ordinary lines are more nearly 
right and the demand is more nearly uniform throughout 
the year than any of the other divisions. This makes for 
a more rapid turnover of the capital invested, and a rapid 
turnover with a moderate net profit shows larger total 
profits at the close of the year than a slow turnover on a 
large net profit. 

Every well-balanced stock of commercial stationery can 
properly be divided into groups or divisions as follows: 

Blank books. 

Loose-leaf goods. 

Typewriter and ruled papers. 

Typewriter ribbons and carbon paper. 

Steel pens. 

Pencils and penholders. 

Inks and adhesives. 

Rubber goods, bands, erasers, etc. 

Leather goods. 

Tin, steel and wire goods. 

Glassware. 

Rubber stamps, seals, etc. 

Engineers’, architects’ and artists’ supplies. 

Exclusive specialties. 

Miscellaneous goods. 

One of the distinguishing marks of the up-to-date, live 
stationery store is the location and appearance of its 
loose-leaf department. Every business man and woman 
is a prospective customer for loose-leaf goods. Your 
loose-leaf department, therefore, should be given a promi- 
nent position. Much time and study can be profitably 
spent on how best to display these goods in your store. 
The ideal arrangement has not yet been discovered, but 
wonderful progress has been made since loose-loof books 
first came on the market. Where space will permit, we 
should kave a sample of every memo book cover, price 
book cover, ring book, post binder, and current ledger 
in plain sight and so arranged that they can be handled 
with ease and without damage. The different ruled fillers 
and the many loose-leaf forms, whether carried in stock 
or not, should be kept in plain sight and ready for quick 
reference. The regular stock should be conveniently 
placed near or back of the display and so arranged that 
the particular binder or sheet wanted may be located 
quickly and accurately. 

Close by should be found blank books, including memoran- 
dum books, miniatures, counter books, duplicating books, 
receipt books, salesman’s order books, etc. The recent re- 
ductions in the number of styles and thicknesses of blank 
books, one of the direct benefits of recent war conditions, 
has simplified to a marked degree the problem of properly 
showing these books. Arrange the various styles and sizes 
on shelves keeping the surplus stock in a stockroom from 
which the shelves are kept filled as required. Do not 
attempt to carry your entire stock of blank books in your 
blank-book department. Not more than a single package 
can ordinarily be given shelf room, and in some cases 
a single book of each size and ruling is sufficient. It is 
not the number of square feet of display that counts, but 
the number of different styles, sizes, etc., you can suggest 
and show quickly to your customer as the sale proceeds. 
A wide ledge or counter shelf is essential in this depart- 
ment, so that all your suggestions may be laid out with- 
out danger of damage by piling one book on top of 
another. 

Typewriter and ruled papers, typewriter ribbons and 


carbon papers, and rubber erasers and bands naturally 
will be grouped close together, and displayed in various 
ways, depending on the space available. Pencils and pen- 
holders, inks and adhesives and steel pens should also 
be conveniently located with reference to each other. 
Pencils and penholders and steel pens are perhaps best 
displayed on the swinging display racks, the stock being 
kept on the shelves back of the racks in their original 
cartons. Steel pens put up in dozen ktoxes are found to 
be a strong incentive to buyers to get away from the 
five-cent sales, and out of every gross of pens put up in 
dozen boxes at the factory you are assured of getting the 
sale of the full twelve dozen instead of irom ten to twelve 
dozen from the broken gross boxes, depending on how 
many extra have been given out through careless or hur- 
ried counting. 

Glass ware is best shown in display cases under glass, 
but easily accessible to the customer. The display should 
consist of clean, polished samples properly labeled and 
the sample should not be sold except in an emergency. 
Stock in boxes labeled to correspond with the samples 
may be placed close by on shelves from which the items 
can be quickly taken to be wrapped. In the case of many 
kinds of glassware, each article is packed by the manufac- 
turer in separate cartons with descriptive labels and direc- 
tions, and it is much safer to wrap up an original package 
as prepared at the factory than to attempt to properly pro- 
tect an item of glassware without its specially prepared 
container. 

Rubber stamps and kindred goods, tin and steel boxes, 
wire trays and baskets, spindles and the rest of this group 
are most difficult to display attractively and at the same 
time in a convenient arrangement. They are important 
lines, profitable and quite active when given care and 
attention. Small stocks should be kept on shelves in 
suitably labeled boxes, and the surplus kept in the stock- 
room. Of some items, such as cash boxes, waste-baskets 
and similar bulky articles, only a sample should be kept 
on the shelves, goods sold being taken from the reserve 
stock. Of the remaining items of the commercial sta- 
tionery group, leather goods, engineers’, architects’ and 
artists’ supplies, exclusive specialties and miscellaneous 
goods, it is hardly practicable to offer any suggestions, as 
important as these goods certainly are in many of our 
stores. 

And now we come to the really decorative lines, where 
artistic ability and skill play an important part in the 
successful arrangement and display of the department. 
Fine or social stationery will include first and foremost 
the gift and staple papeteries, pound papers, envelopes, 
writing tablets, mourning stationery, etc. The great 
temptation is to over-display this stock and give too much 
shelf space to the regular goods. A complete and full 
stock only is requisite and the department should occupy 
a prominent place in the store, because it lends a very 
rich tone. It is needless to say that these goods should 
be displayed under glass and the shelf stock kept behind 
glass to reduce the loss by soiling to the smallest amount 
possible. Close by the papeteries and forming a part of 
the general effect of the department should be the section 
devoted to greeting cards, place and tally cards, playing 
cards, fountain pens, gold and silver pencils, fine leather 
goods, and brass desk pieces. Display cases should be 
used to show representative items of these lines within 
the limits of the floor space available for this department. 
Only in the larger stores will it be possible to place a 
complete display of the stock carried in display cases. 
The complete assortments must be kept on shelves back 
of the counter display cases properly boxed, labeled and 
arranged so that all the styles of any one line may be 
shown quickly and in an orderly fashion. In this depart- 
ment a counter ledge below the stock shelves is quite 
important, as all cartons and tissue wrappings should be 
kept away from the counter display cases. Greeting cards 
are best shown in sample books arranged in groups such 
as birthday cards, wedding and anniversary cards, com- 
mencement cards, baby cards, mother cards, etc. Each 
sample should be plainly marked with a neat label at the 
side as to price and stock number, and the stock kept in 
shelf boxes of suitable size containing usually ten different 
styles of cards, so arranged as to be quickly and accu- 
rately picked out for rapid selling. This suggestion does 
not apply as definitely to the strictly season greeting cards 
such as Christmas, New Year’s, Valentine and Easter, 
when selling is more or less congested, although many 
of us have used practically this same arrangement with 
very excellent results in large sales and in many compli- 
mentary remarks on the fact that one was certain of get- 
ting only clean cards. Fountain pens and gold and silver 
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iy For the past few months we have been using our advertising space for 
vi a series of circulars describing the conditions in our business, so as to 
Ni give our trade and the user some knowledge of the facts relating to the 
y manutacture of Typewriter Ribbons and Carbon Papers as the result of 
i war conditions. 

v [n this circular we wish to direct particular attention to the present 
N standard of the goods. It is still quite common to refer to “pre-war stand- 
N ards,’ which is somewhat misleading as that would indicate that the top 
yy notch had been reached in the quality of the goods made at that time. We 
i would not like to apply that principle to our own business; in fact, dur- 
NY ing the entire war period, although raw material was very scarce and 


often hard to get, we, nevertheless, continued our experimental work 
with the idea that when normal conditions were fairly well restored, we 
could then avail ourselves of the experience secured in this way and cre- 
ate an even higher standard than previously. We feel that we have been 
very successful in doing this, with the result that the quality of our Type- 
writer Ribbons and Carbon Papers as made today represents a very 
high standard, and our users will derive much benefit from this fact. 


While raw material continues high in price (and as it will for some 
time to come), there is a notable improvement in the quality of this ma- 
terial. Colors of American manufacture are being steadily improved. 
We mention this particularly as pre-war we might say it was a lost in- 
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Ny dustry so far as America was concerned, — this applying particularly to 
Ns the aniline colors used and to many of the fine lakes. America, therefore, 
y has made a notable achievement in the manufacture of nearly all of the 
ui important colors. The same may be said of other raw material which 
\ was formerly imported. This assurance as to the quality of our goods 
i should be most satisfactory to our large stationery trade, and, in turn, 
yy an assurance to the user that in adopting our goods they are securing 
ui the very best quality. We say this with considerable satisfaction. And 
y remember our slogan, “The write from our ribbons and the copies from 
i our carbons are seen the world over,” and in addition 

t We suit every purpose. We fill every requirement. 
| MITTAG & VOLGER, | 

4 9 nc. 

? Principal Office and Factory: PARK RIDGE, N. J., U.S. A. 

y BRANCHES 

yy NEW YORK CHICAGO ST. LOUIS Ae BOSTON 

ui 261 Broadway 295 W. Monroe Street Merchants Laclede Building 88 Broad tag 

t CLEVELAND LONDON SAN FRANCISCO 

326 Erie Building 7 and 8 Dyers Bldg., Holborn, E. C. 35 Montgomery Street 

Ny Agencies All Over the World 

i 

Ny 
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pencils should, of course, be displayed in a special counter 
display case with a full assortment in the case at all times 
The display stock and the reserve stock should be placed 
in a vault or safe over night. Brass goods are a source of 
much discussion as to how to attractively show a reason- 
ably complete assortment of articles within a satisfactory 
space. Some crowding at times is inevitable, but the turn- 
over on such goods is often quite slow, and this fact must 
not be overlooked in allotting the amount of space to be 
used to display these goods. 











Office furniture and filing devices require large floor 
space and should be given a section of the store easily 
accessible from the other departments, but toward the 
rear of the store or on a separate floor. There is ordina- 
rily little use for display cases or counters in this depart 
ment. The smaller articles and boxed goods should be 

y arranged logically on shelves with a convenient ledge 
Hic\W//o) below, the entire section being open to the customers 

Of the other departments often inciuded in our book 
and stationery stores, such as cameras, phonographs, pic 
tures and framing, wall paper, etc., I shall not undertake 
any discussion. The trend of the times is away from any 
departments which are not very closely allied to the basic 
stocks. Excepting where you have some special opportu- 
nities, it is not profitable to make a -epartment store of 
your bmsiness. 





The loose-leaf section of the commercial stationery 
department and the gift and staple papeteries in the fancy 
stationery department should properly be given the most 


commanding positions in your store. The book depart- 

Kk ment should be bright and cheerful with plenty of light, 

but away from the general movement of trade so that the 

browsing book buyer may browse on undisturbed by clerk 


or busy buyer. 


Disabled Typewriters Help Disabled Men. 


The Director of Sales, War Department, Washington, 


Because we gave oul dealers D. C., has approved and is actively seconding a plan first 


the particular sheets which devised by the Red Cross Reconstruction Division and 
‘ y ees similar organizations. This is nothing more nor less 
met with unusual favor does than to take the thousands of disabled typewriters in 


: the hands of the Government—machines that are beyond 
not, and never did, mean that profitable repair—and send them to hospitals throughout 
: the country and schools in typewriter repair, which are 
we meant to stand still. being formed in these hesntiale where disabled sold 
Pm: are educated in the art of self-support. 
lhe war naturally held us back This undertaking was first proved to be successful hy 
the New York branch of the American Red Cross which 
secured a number of disabled typewriters and formed a 
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somewhat, but now we are 


70°91 akino dictine rrece sc st i r rriter repairing in one of the large New 

igain making distinct progress. schoo! in typewri I g it £ lary 

“os : 5 tinct | 5 York hospitals for wounded soldiers. There is a demand 
. ‘ for men trained in this work and the trade is a compara 

We have two new sheets which tively easy one to learn, according to the Red Cross offi 


- rs : cials who consider that they have been very successful 
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best fill two definite require a) Gal eed ARG ‘Ufies teat fais ia the war, whoee 
ments. capacity for work is limited, have found that their dis- 
ability does not interfere with work in this trade and are 
eagerly grasping the opportunity to learn the business 


It is said that soldiers learn the art of typewriter re- 
pairing quickly and it has been found that from two or 
three of the disabled typewriters they can, in some cases, 
assemble usable machines. To projects of this kind which 


Manifold Supplies Company are presented by the Government, the War Department 


has issued the typewriters free and in return has received 
the typewriters that are assembled from the parts of the 
Brooklyn, N. Y. broken ones. 


The typewriters which are used for this work are neces 
sarily ones that are broken or disabled and the Director 
of Sales feels that turning them over to projects of this 
kind is much better than to sell them as junk, their only 
value if otherwise disposed of. 


Bonus Cheers Detroit Stationers’ Workers. 


1 


A new co-operative plan has been worked out by Greg- 
ory, Mayer & Thom, stationers and printers, Detroit, 
Mich., which has engendered a powerful spirit of mutual 
help among the employees. The plan is a stimulus for 
service, and already has shown its effect in the sales 
records. 

The bonus is awarded the employees on a service basis 
The attitude of the firm is that sales increases must rep- 
resent custom inspired by store service, and the goods 
sold in competition with other stationers similar in qual 
ity. The only way the concern can dominate in its field 
is to add service to merchandise values. Service is re 
sponsible for annual sales reaching the two million mark. 






































Commerce Scouts Way for Trade Expansion. 
Continued from Page 29.) 
be to make the data intelligible to manufacturers and ex 
porters throughout the country, not merely to university 











professors of statistics. 
feretofore in a sense the bureau was going its own 
wav and business another. The plan is now to break 
down any suggestion of barriers and organically to join 
the statistics-gathering force with the throbbing engines 
of production and distribution. The bureau in the future 
plans to gather material exclusively for use and present It 
in such form that it can be employed every day as part of 
the workable equipment of traders. 
| have contributed anything to the bureau since | 


came here, in June, 1917,” Mr. Cutier said, after outlining 

the changes that were being made, “it is the idea that 

everything we do must be done for a definite trade pur 

pose The bureau is going to try to be much less arbi- 
; ~ 


trary and be more than before an actual, working part of 
the commercial machinery of the country. 

In determining what business men need to know we 
are helped by letters and personal visits from representa- 
tive persons. We are seeking to grow along lines ot 
service for which a demand has been demonstrated by in- 
juiries to us. Many private corporations and firms are so 
interested in cur work that they regulariy contribute trade 
information gathered by their own staff to us for general 
dissemination. Our chief sources of information, of 
course, are our agents abroad and the men in the consular 
service, who submit reports to us regularly, although 
they are sent out under the direction of the Department 
ot State. We have eleven commercial attachés watching 


out faithfully for American economic interests in the 
principal commercial nations, and the appointment of four 
more has just been authorized. We have twenty-eight 


raveling trade commissioners who specialize in particu 


+ 
lar industries rather than on countries, and we hope to 
have fifty by the end of the year. We are helped greatly Carbon Papers and 
by the contribution out of the President’s special fund of ° . 
$200,000 for the promotion of foreign trade. Typewriter Ribbons 
In expanding our staff our chief problem is finding 
authorities in special fields who are willing to work at the 
low salary offered. Private corporations often make im- 
portant officials in their organizations of our agents, and ‘‘ The line that can’t be matched’”’ 
offer them handsome salaries, with which we are in no 
position to compete. The bureau at Washington and at 
its branches in the large cities employs 113 men, and needs 





200. Congress is allowing us to bring up the force to 
153 The bureau last year cost about $550,000, and we 4 
have asked $1,500,000 for the next fiscal year. The House 


committee favors giving us $930,000.” 
National Service Attracts, Despite Low Pay. , ey ene — a orrade 

Phe discussion of the difficulty of getting men whom the I he re isa I anamMma 21 ade made 
bureau can hold led to an inquiry as to the motives which to best fill everv requirement. 
impel men to take up the work at a comparatively low . 


remuneration Mr. Cutler thought that the prestige of aa i" 
government work and the broad outlook that national he paper, cloth and ingre- 
ser e fosters were the dominant attractions. 


1 ' dients are the best obtainable. 


Mr. Cutler himself has to resist the call of his own 
ness to satisfy his desire to remain with the government 


)USI- 





until he has made the bureau more creative in spirit, more 

practical and more responsive to the needs of men in 
. . 5 ° . j } 
commerce. Mr. Cutler journeyed to Washington as a 


dollar-a-year man for the purpose of arranging a meeting 
among the representatives of all the purchasing offices of 
the government and the representatives of business 


to 


rmulate a uniform contract system for government work 


‘ : ] . ; 

The objective was to get the agents of the two groups Manifold Supplies Company 
together on a friendly basis of co-operation, instead of 
allowing antagonism and conflict to develop. Brooklyn, N. Y. 

\ committee headed by Mr. Cutler formed an interde- 
partmental conference, which studied the question of 
uniform cost accounting intensively. It worked with the 
government bodies charged with buying materials. 

The movement,” Mr. Cutler said, “succeeded, especially 
as it affected the policy of the Shipping Board. It elim- 
inated millions of dollars of potential disputes which other- 
wise would have gone to the Court of Claims, which nev 
ertheless will require a generation to clear its dockets of 


A Rigid Desk Telephone Bracket. | 


\ device has been invented which carries the te 
receiver on two bars which telescope into each other \ 
single casting can be used as a desk pedestal or a wa | 
plate to support the bracket 

Che device is made by the Eureka Blotter Bath Con 
pany of Chicago ‘ 


I 
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The Sensible Way 


Two seconds after placing a letter in the 
Roneo No-Water Copier, it is delivered— 
spotlessly clean—in the tray ready for 
mailing. Iwo seconds! This means not 
only that the Roneo copies thirty letters a 
minute, but that it copies the mail 
much faster than it can be signed. 
It means that of a last-hour mail of 100 
letters, 95% can be copied, enveloped, 
sealed and stamped before the last five 
have been passed upon for signature. 


It means that NO TIME IS LOST when 


the rational course is followed of waiting | 


till the letter is approved and signed before 
taking its copy. 


Do not let your typist waste her time 
handling carbon and second sheets and 
correcting the latter. She may fail to 
make the corrections anyway, and, if she 
does, you have the germ of future trouble 
in an inaccurate record. Far better make 
your copying mechanical. It is a cheaper 
and more sensible procedure. Install a 
Roneo in a central place where all letters 
can be brought for mailing. 


The installation costs little and there is 
money and satisfaction in being thorough. 


Our booklet “Copying Methods’ sent 
free on request. 





os 
There are 20,000 in use 


RONEO COMPANY 


Roneo Building, 117-119 Leonard Street, NEW YORK, N. Y. 











Michigan Concern Increases Capital and Enlarges 
Business. 
The Johnson Office Equipment Company, In 
City Club building, Jackson, Mich., which was or 


ickSONn 


ganized 





about a year ago with a capital stock of $10,000, has just 
increased its capital to $25,000 with $20,000 paid in in cash. 
The company has trebled its floor space since the time oi 
its organization. 

At a recent stockholders’ meeting the officers and direct- 
ors who served last year were re-elected. These include 
\. E. Johnson, president; J. L. Senior, vice-president; C 
E. Kilmer, treasurer, and J. I. Breck, secretary 

A. E. Johnson, the president of the company, for six 
years previous to the organization of his present concern 
represented the F. S. Webster Company covering Michi 
gan, Wisconsin, Missouri and Canada. Following this 
connection he spent two years in the office equipment and 
supply department of the Acorn Press at Jackson. He 
then organized the present Johnson Office Equipment 

A. E. JOHNSON. 
Company, Inc. J. L. Senior, the vice-president of the 
company, is president of the Peninsular Portland Cement 


Company of Jackson; also president of the Kasigan Gas, 
Oil & Power Company of Independence, Kan.; president 
of the Cornell Alumni News and trustee of Cornell Uni 
versity at Ithaca, N. Y. He is likewise a director in sev- 
eral other large concerns throughout the country. C. E 


Kilmer, treasurer of the company, has a large fire insur 
ance agency in Jackson, and J. I. Breck, the secretary, is 
an important real estate owner and insurance man in 


Jackson. 


New Office Furniture House in Los Angeles. 

The Wheeler Index Card Company has formed an or- 
ganization to manufacture and distribute filing 
and filing cabinets. It is composed of L. C. Wheeler and 
C. H. Wheeler. Their office and factory are at 500 East 
Third street, Los Angeles, Calif. 

L. C. Wheeler was for a number of years with the 
man and Erbe Manufacturing Company; later he organ- 
ized the department for the manufacture and sale of card 
index supplies for Jenkins Bros. of Los Angeles. During 
the recent war he served as an officer in the Navy at the 
submarine base at San Pedro, Calif., installing modern 
stockkeeping records, and acting as general 
agent for the station. 

His brother, C. H. Wheeler, has for a number: 
occupied a prominent position with the Wester: 
Company in the accounting department. 


systems 


Yaw 


r¢ hasing 


yf years 
Electri 


Pennsylvania Stationer Buys Business at Oshkosh. 

The Hurn Book Store of Oshkosh, Wis., was recently 
purchased by William C. Gamble, who, for seven years, 
has conducted a similar store at Montrose, Pa. Mr. Gam- 
ble sees a fine future in the Wisconsin city and has made 
plans to install a number of changes in the 
Office Appliances welcomes Mr. Gamble to the 
extends its hearty good wishes. 


business 


West and 
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lime Saving 
J) Makes Lypewriter Value 
= 
— ned 
— a 
Nd ae 
=~ ~ 
HE more time the typewriter saves, the more 
q valuable it becomes. The machine itself is e 
5 but a means to an end—to get mail out more a 
quickly. A typewriter is the transmission for 3 
changing power into traction. There are low and A 
high gears in transmission. 
U _ The Remington Typewriter is the highest geared : 
of any writing machine. It enables the operator to 
transcribe her notes with minimum effort and greatest 
speed. Why? 

i The Remington is the ov/y machine equipped ' 
A with a Self-Starter, or automatic indenting mechanism. : 
The time-saving of this single feature amounts to 
nearly a minute on the average typewritten letter. The 
labor saving is great. In fact, this feature more than 
pays for the machine—in time ‘saved—in a short while. 

J st 
ft But the Self-Starting Remington costs no more 3 
than other typewriters. It contains every time saving 
feature found in other machines, plus the Self-Starter, 
all furnished at the standard price. This means more 
i value for the same money. a 
on io 
Remington I ypewriter Company 

4 INCORPORATED . 
374 BROADWAY NEW YORK 5 














lai (RN IOC ICY O¢ IOC — 








42 OFFICE APPLIANCES lune 








Stores using a complete N. C. R. System 
can give the public good service 





HEN a customer goes into a store and 

sees an up-to-date National Cash Reg- 
ister on the counter, he knows at once that 
he is going to get quick, accurate service. 


If the proprietor of that store is asked why he 
uses a National Cash Register he will reply 
that it is a labor-saving device that helps him 
just the same as labor-saving machinery helps 
the manufacturer, railroad man, farmer, and 
mechanic. 


When a customer makes a purchase in a store 
using an up-to-date National, he can not help 
but notice how quickly the clerks hand out 
parcel and change. He notices how careful 
they are—the smart, modern appearance of 
the store—the good service and prompt atten- 
tion that he gets. 


Customers are also quick to notice the good 
values that such stores are able to offer; the 
accurate printed cash register figures; the 
freedom from disputes; the absence of errors. 


org. 











Without a cash register 


rs, 


Keeping store rec- . _—»s 
ords by hand is as my 
oS\? 


out of date as trav- 

li by t wr > ._ 'Z 

e ing y s age or Ca —~<Z, 

fighting with bows e= 

and arrows. > a<~ a 
a 


With a modern National 


The most progres- 
sive stores all over 
the world are using 
and endorsing 
National Cash 
Registers 


Machine-made records 


Nations Cok Reo OS —- 
ister records are : 
printed and accu- py — Sia hlaaatlng 
rate. ‘They protect : 


Harley & McMahon 
merchant, clerk, and Socal indnendin 


This receipt shows ‘ 
customer. 











Careful, accurate clerks 


An up-to-date 
N. C. R. System is 
a powerful force in 
training clerks to 


be careful, accurate, 


and quick 





N. C. R. quick service 


Cash Register serv- 
ice is the fastest in 
the world. It makes 
shopping quick, 
pleasant, and con- 
venient. 











A modern.N. C. R. System is a business necessity because it 
does so much to increase business and reduce expenses 


The National Cash Register Company, Dayton, Ohio 
Offices in all the principal cities of the world 
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Mitchell Suggests Memorial Hall for Topeka. 


lappy is the town that has a Mitchell to boost it, or 

a man with the Mitchell spirit. Part of this story deals 
with some of his good Kansas and Topeka boosting while 
in Southern California, where boosting is both an art 
and a science, as well as a state of being. Every live 
I its boosters. Every man ought to elect 


town ought to have 
himself a committee of one to learn all about his home 


town and boost it. There are good things being done 
everywhere—things worthy of advertisement. \ good 
boost sometimes brings a new factory or some other 


desirable things, and it never does any harm. The funda- 
mental idea of advertising is to make your goods attrac- 
tive. This is true as well of towns 

Charles L. Mitchell, booster, is 
Co., commercial stationers and printers of Topeka, former 
president of the Chamber of Comerce, and head of the 
membership committee of the National Association of 
Stationers and Manufacturers. He has a dozen other jobs 


secretary of Crane & 


also. In a letter to the State Journal of Topeka he sug- 
gested recently the erection of a monument to Topeka 
soldiers in the form of a big convention hall for com- 
munity conventions and other public meetings. He sug- 
gested that it be named Victory Hall and that it be made 
fireproof and large enough to hold any convention which 
comes to the Kansas capital. 

Mr. Mitchell some weeks ago suffered a painful acci- 


Sumner, N. M., when he was in the act of 
leaving the train. The train jerked suddenly and Mitchell 
was thrown to the platform. An X-ray examination 
showed a bone in his ankle to be broken. Being unable 
to continue his trip, he went to Long Beach, California, 
where he spent some weeks recuperating. He that 
he is now able to walk with a cane, and that it has to be 
some cane to hold up his 231 pounds of avoirdupois. 

fun trying to keep up with these Cali- 


dent at Ft 


Says 


“T have lot of 


fornia boosters you meet in every town,” wrote Mitchell 
to the Topeka State Journal. “They are dredging out a 
harbor here and reclaiming a lot of swamp land, and a 
real estate man was telling me what it would be worth 
[ told him about a poor Irish boy in Topeka by the name 
of Dick Hodgins who dug a ditch all by himself and 


drained Silver Lake and raised $92,000 worth of corn on 
it the first year, and then joined the Topeka and 
plant, and had just sold the farm for 


club 
bought an ice 
$1,000,000. 
“They tell a lot about the philanthropy of Mr. Spreckels, 
and I told them about the Topeka newspaper man who 
left a space of twenty-five feet of the most valuable prop- 
i provide an open court to his downtown 
tell of Mr. Scripps and his string of 
Diego to Chicago. I told ‘em of 
spaper man and his ‘fifty-seven 
advertising director 
needed. SO he 


| opek 1 to 
varbershop. TI 
ne¢ wspapers fron 
our Topeka nev 
ind how he had a1 
show the big chief that he wasn’t 
Kansas farmer Suggesting that he be made 
needed the big private office 
wrote another personal letter to every 
farmer suggesting that they make a senator out of the 

1 they say that if the advertising 
is going to write a letter to every farmer 
they make a presi- 


San 
varieties,’ 
wanted to 


wrote a 
} 


W ho 


etrer to evcry 


they chief’s 


governor, as 
for meetings. H«¢ 
governor, anc director 
an find time he 
United States suggesting that 
dent out of the senator. 


[ told them about another Topeka newspaper man 
who built a beautiful corner building on the corner, and 
who didn’t think the city was getting enough interest on 
its money, so he just started a bank for the city and 
county money, and then he realized that the city needed 
a hotel and he’s building a ten-story hotel now, and it is 
rumored that he is going to build a fireproof theater 
And he decided that Topeka needed real building and 
loan association, so he iust started one. Tell me about 
Spreckels, Hearst and Scripps! 

They have built a million-dollar moving picture thea- 


brag about considerably. I tell them 
its big pipe organ. 


ter here that they 
about our wonderful theater ‘Hip’ and 
Talking about crops, there is one crop they have got us 
a stump on—grapes. Wonder why Jake Mohler 


doesn’t issue a crop report on grapes, and its by-products. 


“But when they get telling about the orchards, I tell 
them about Sardou’s 2,000-acre cherry orchard, and the 
Wellhouse 5,000-acre apple orchard. You know I carry 


a loose leaf memorandum book that Crane & Co. sell 
+h - ¢ : ; : 
others may have it, though I doubt it) and 1] compile 

Jake Mohler’s crop reports and our war records and such 


and have a lot of fun giving these Californians 


things 


data 
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AFTER a day 

eaten up with 
detai Le--take 

it home and work. 
Needs little room. 


CORONA 
The Personal 
Writing Machine 

--see one! 


NA 

| — 

“iad 
ZIN 


There’s scarcely any limit 
to Corona’s adaptability 


















F YOU “own a Corona,” you can typewrite 
| anywhere—at the office, at home, or on the 
road—for you can take Corona with you. 

It weighs but 6 pounds, folds compactly into 
its neat traveling case, and is simple to operate 

-yet it is remarkably sturdy in construction, 
as proved by its army field service. It is not 
surprising, then, that Corona has so quickly 
found big markets among all classes of people. 
Two hundred thousand Coronas are already 


in use, and every day develops new sales 
possibilities. 

Full width, uni al keyboard, two-color reversible 
ribbon, pacer, adjustable paper fingers and margin 


| 


1 ! lease, improved high speed escapement, 
visible writing. Booklets for the asking. 


stops, pap 


re 


CORONA TYPEWRITER Co., INC. 
GROTON, N. Y. 
LONDON OFFICE: 30 OLD Bonp St. 
AGENCIES THROUGHOUT THE WORLD 


CORONA 


The Personal Writing Machine 


fold it wz 
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Business _ stationery 
should be viewed 
as an investment 
rather than an ex- 
pense. 

Proper care and selec- 
tion will make this one 


of your most productive 
investments. 


BERKSHIRE 
TYPEWRITER 


PAPERS 





offer you an unlimited op- 
portunity to express the 
personality of your busi- 
ness in your stationery. 


THE EATON, CRANE & PIKE Co. 
TYPEWRITER PAPER DEPARTMENT 
PITTSFIELD, MASS. 
U.S. A. 





























Comment on European Situation. 
(Continued from Page 28.) 

France feels, too, that the United States has dealt her 
a blow by enacting prohibition and thus cutting off a 
large slice of her national income. Argument in such a 
case as this avails almost nothing. 

There is also a great deal of political and social ani- 
incsity toward us on the part of the Frenchman. He feels, 
and perhaps rightly, that we have not been quite so mod- 
est as we might have been in narrating our share in win- 
ning the war. 

We Came in Rather Late. 

We have been too inclined to overlook our own late 
entry and to dilate upon what we did at the finish. 

No one denies that America won great credit for her- 
self, but some of the tales told over here have been gross- 
ly exaggerated, and those tales have been carried back to 
French ears. 

All this tends to create an outlook which is not alto- 
gether promising, at least for the immediate future, of 
American trade with Europe, and this outlook is still 
further darkened by the almost total paralysis of com 
merce and industry in France today. 

Industry is practically at a standstill. This is due, for 
one reason, to the delay in demobilization. 

Sees No Revolution. 

For the latter many reasons are assigned. One is the 
fear of a revolution. I do not believe this is well founded. 
France, I think, has never been in any real danger of a 
revolution, as Englarid was at the time | was there. 

Another cause may be the desire to have the peace 
treaty safely sioned before the army is discharged or even 
considerably reduced. Just how potent this consideration 
is, | cannot say. 

The fact remains, however, that demobilization has been 
very slow, and has been based upon age and family 
responsibilities, rather than upon industrial grounds 

I did not visit Italy, as I had intended to do, but I am 
reliably informed that conditions there are almost as bad 
as they are in France. 

England’s Situation Is Improving. 

England, as I have said, is improving, though she is 
far from well. When I first arrived there I thought a 
bloody revolution was imminent, and even those highest 
up in the government thought so. It is hoped now, how- 
ever, that Britain’s labor troubles have been staved off, at 
least till next December. 

Much of the labor unrest of Europe has been due to 
the fact that European labor leaders are all politicians, 
playing a political game. Those who advocate Bolshevism 
do so because they think Bolshevism will gain them a 
following. 

Paradoxically enough, Germany appears to be the best 
off of any of the European nations involved in the war. 

Germany Resuming Industry. 

Private reports which have come to me from across the 
Rhine, in contradiction to those brought back by the 
peace conference envoys, indicate that factories are re- 
opening, business is picking up, and things are gradually 
but surely settling back to normal again. 

In order that what I have said about President Wilson 
may not be misconstrued, I wish to state that, while | 
am a life long Republican, have never voted for him, and 
never will, I think he is putting things across over there 
in masterly fashion, despite the opposition both there and 
at home. 

I was surprised to find so much of the latter. I think 
the least we can do is to back our President up. 

Paris Papers Bitter. 

The French journals, such as Le Temps and Le Matin, 
are especially bitter against him, and have, indeed, waged 
a consistent anti-Wilson campaign. 

In spite of all this, nevertheless, the President won four 
big victories at the conference. One was his decision in 
the matter of the league of nations capital. Another was 
his ruling on the Jap race resolution. A third was his 
stand on Fiume. The fourth was his victory on in- 
demnities. 

You’ve got to hand it to a man like that, even if his 
methods do sometimes savor a littie of the old fashioned 
steam roller. 


Bureau of Enemy Trade Absorbs “Intelligence.” 


Effective May 12 the Bureau of War Intelligence was 
merged into the Bureau of Enemy Trade. Recent activi- 
ties of the former will be carried on in the future by the 
Bureau of Enemy Trade. 


~ 
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Sound Asleep | 


Suppose you knew a 


man—a so-called business 


man—who went to sleep in his 
office chair for two or three hours every 
day, while spiders more industrious than 
hespun webs across his desk—what would 
you think of him? 


And yet how could you 


blamehim? Howcould you blame 
him for his slumber if you are using musty 
methods in your business that waste the 
golden minutes just the same as if you 
were asleep yourself? Isitagreater crime 
to go to sleep in your office chair than it 
is to let your selling force fight on without the 
advertising ammunition you should have sent 
ahead of them, but didn’t send—thus wasting 
days and weeks of every salesman’s time? 


You Can’t Buy a Multigraph Unless You Need It 


LPP L L AN ES 








Is it a greater crime 


to go to sleep in your office 


chair than it is to have P atrad fac- 
tory workers wasting timeand losing time 
and working at far less than full efficiency, when 
you could change all that by putting in their 
hands at frequent intervals the proper kind of 
bulletins and house organs? 


Isit any worse to go tosleep 


in your office chair than it is to get 
your printing done by methods that waste 


the time of your department heads and clerks, 
that require the use of messengers and telephoning and 
keep you waiting days for the finished job, when it could 
have been turned out in an AFTERNOON and at a 
FRACTION of the cost, if you’d hada MULTIGRAPH 
at work in your own shop or office? Is it any worse to go 
to sleep for two or three hours every day than it is to pa, 
high prices for your printed matter when a a 
can turn it out for you at from 25 to 75 per cent 

cost? Is itany worse? Then send in the coupon. 




































Bie» MULT/GRAPH 


THE MULTIGRAPH 
1830 E. 40th St., Cleveland, Ohio 





Tell me how the Multigraph saves labor, saves time and cuts costa, 









pe a ee La Ss 
Official Position __ BS aaa 
TEs Multigraph pro- Firm_ 4 maine 
duces real prinur ng anc a 
form typewrt 5 = me 
eg estab: i ~«—« Street Address__ Gare ooncseiaiaeal 


small equipments for any 
size business, Easy pay- 
; - Town 
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EETOR 


Adding 
Subtracting 
Listing 
Machine 
The sectional construction of the JEETOR 


Adding and Subtracting Machine 1s as great 
an invention as the adding machine itself. 














Every part of the |EETOR is immediately accessible. 


The case, paper carriage, hammer section, individual key, type or transfer 
sections—any or all of them—can be removed quickly and easily without 
the use of tools, other than an ordinary pair of pliers. 


A thoro inspection of the entire mechanism can be made in a fraction of the 
time, and at a fraction of the cost, necessary for the performance of a similar 
service where complicated methods of construction are employed. 


DIRECT SUBTRACTION makes it possible to list Debits and Credits on 
the JEETOR, as they occur, and print the net balance without taking the 


customary spacing stroke. 


The JEETOR has greater possibilities, more 
exclusive features, and covers a wider range 
of work than any other device of a similar 
nature. 


We are prepared to establish agencies in a 
number of cities. Correspondence is invited 
with experienced specialty men who are 
qualified to develop and manage territories. 


Teetor Adding Machine Company 


Des Moines, lowa 








ty 
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A Romance of Publicity. 
teing a Story of How Cupid Broke Into the Advertising 
Columns of Office Appliances. 


“You never can tell,” said the owl to the Chipmunk 


as Alice passed through the door in to Wonderland. 


Meaning, no doubt, that when you start something even 
so simple and useful as an advertisement in Office Appli- 
ances you never can tell what the outcome will be. 

When the advertising department of the Barbee Wire 
& lron Works of Chicago persuaded a pretty young lady 
to demonstrate their wire baskets in Office Appliances’ 
advertising pages, they had no thought of playing the 
role of Cupid. But, almost coincident with the appear- 
ance of the picture came letters from young and middle- 
aged bachelors wishing a personal introduction, but the 
lady in the advertisement 1s as modest as she is pretty, 
and however desirable these suitors might be from a 
personal standpoint, she was inclined to regard their 
requests as a little teo far outside the usual social cus- 
toms. One letter came, however, which was entitled to 





THIS PICTURE IS RESPONSIBLE FOR A COMING WEDDING. 


and received an immediate reply. It was written from a 
base hospital in France by a wounded lieutenant, a mem- 
ber of the American Expeditionary Forces, who saw 
the advertisement in a copy of Office Appliances given 
him one day among other periodicals by his nurse. Turn- 
ing its pages he came to the Barbee advertisement and 
instantly recognized the lady in the announcement as a 
former schoolmate. He immediately wrote to her, send- 
ing his letter in care of the advertiser, who, of course, 


forwarded it to the lady. Thus began the correspondence 
which has resulted in the renewal of something better 
than the old friendship. The lieutenant has now recov- 


ered and returned to the United States, and we under- 
stand that wedding bells will ring in the near future. 

[his is a simple narrative of the story told to a repre- 
sentative of Office Appliances by the advertising manager 
of the Barbee Wire & Iron Works. He refused to divulge 
the names of the people most interested, but has been 
able to obtain their permission to publish the story. We, 
of course, condole with the gentlemen who did not suc- 
ceed in obtaining an introduction to the lady, but they 
must one and all concede the fact that competing with 
an old schoolmate who is at the same time a wounded 
officer of the American Expeditionary Forces is a sheer 
impossibility. Office Appliances extends its cordial and 
hearty congratulations and good wishes. 

We believe that this is the first time on record when 
an advertisement in this publication directly resulted in a 
wedding 
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Clipping Government Bond Coupons 


cannot mean any more to your busi- 
ness than clipping out this coupon, 
and returning it to us. 








Typewriter Emporium, 


34-36 W. Lake St., Chicago, Ill. 


Send me at once a copy of your Confidential Price List 
No. 1 to dealers, describing and pricing your Typorium 
Rebuilt Underwoods. 


Name 


WEEPETVTLTT TT TTT) eeeeeecercs 
Street Number .....ccccccsecesssskes anes eueneeen eee eeeee 
Ree ios ne edee coc c cee sees seep ee Mi annans eovcvece 


Loe sn sa cus ce ea = 


Fill out the blanks, mail the coupon, 
and get in touch with a reliable source 
of reliable rebuilts—a gilt edge source 
of steady revenue. 


Typorium Rebuilts 


are stripped to the frame, and worn 
parts are replaced. A new part is in- 
stalled if it shows any sign of wear. 





All type, type bars and important 
bright work are re-nickeled. The 
frames are re-enameled, relettered 
and restriped. The machines look like 
new—and are practically as good as 
when they left the factory. We guar- 
antee the quality as well as the price. 


Judge Typorium Rebuilts by perform- 
ance as well as by appearance. 


Send us the coupon today 
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Commercial Students to Study Stockkeeping. 

Students of Salesmanship from High School of Commerce at 
Springfield, Mass., Study the Systems in | 
in Johnson's Book Store. 

Seventeen students of the advance class of salesman- 
ship of the High School of Commerce at Springfield, 
Mass., were recently shown through the selling depart- 
ment and stockrooms of Johnson’s book store. The two 
classes of reserve stock, the system used in tinding in the 
stockrooms what the customer chooses from sample cases, 
the unit system of classifying goods of one kind together, 
and the conservation of space, all of which form part of 
the system as maintained by William Egan, manager of 
the store, were explained by D. W. Davis, who guided 
the class. 

The students were shown the two types of reserve 
stock—ore of which the goods are small or of few varie- 
ties, kept near the selling stock and convenient to the 
clerk, and the other, which consists of bulky goods, and 
the reserve which is kept in stockrooms. Typewriter 
paper, cards, files and blank books were shown as exam- 
ples of the kind of goods which are kept in special re- 
serve stock sections. Fountain pens of which there are 
from 3,000 to 4,000 of 30 different kinds, made an example 
of a stock that could be kept in the selling case. A series 
of trays back of the clerk contain the entire fountain pen 





stock. 

PATENTS PENDING The system of locating goods which are not in the sell- 
ing stock, it was explained, is such that it keeps the cus- 
tomer waiting the minimum period of time If the 


customer has selected from a box of sample typewriter 


. paper a certain style, the clerk notes the number on the 
| he Ri ht Bower sample and locates the paper in a box bearing the same 
number which is near by. If there is not enough paper in 
the box, the clerk goes to the large stockroom in the 
of the | ele hone basement, where he finds reams of the same paper in 
p boxes with exactly the same number. 

Systematic Stock Keeping. 
AUTOMATIC PAPER- The same system of duplicating goods from the sample 
box or the selling stock in the reserve stock, kept in 
F E E D M EM O P A D stockrooms, holds in all the lines in the store. In the 


case of books, pencils and some of the smaller stock, 
of which there are too many kinds to be stored about the 


This machine is Sate a See on rolls for selling counter, the reserve is kept in the balcony, or, in 
the purpose of readily making memorandums in connec- sae ° we Pe a ‘ ‘ - i : . . a 
tion with the use of the telephone. Two or more copies the case of articles in the blank-book department, in row 
can be made at one time, if desired. It is operated by of shelves which reach from floor to ceiling. The reserve 
placing the hand on the table and depressing until stock of the bulkier articles is stored in special stock- 
stopped, write the line and raise the hand to return to =e | es . ° 1: : < = 
write another line, or write the line and then depress rooms 1n the basement, and in the large stockrooms which 
table, when the paper will be fed forward for the next extend in a tunnel under Market street and through to 
line. Space between lines, three-eighths of an inch. the opposite side of the street. The aisles of shelving space 

. ; c > q > > io 

se, 2 fp ebeuhied. witha cleme te cseure machine to in this room are arranged to let in the light. 
stand of phone. No. 2 has a base and can be placed Throughout the entire arrangement of stock, it was 
in any suitable position on desk, table a and has demonstrated that the unit system of keeping goods of 

" curing i » anent!y i > ace. , ° ; , ® “s “y , . 
ae a | SS ee one kind together is strictly followed. Within the units 

All users of the telephone and more especially the articles are arranged by numbers or alphabetically, so 
following should have one of these machines: Switch- that any article can be found in the minimum of time 
board operators, wholesale grocers and druggists, to by looking for the number which is on the article on the 
record orders sent in over phone Doctors’ clerks will th : hae ie Sees ; | er" , “k 
keep a correct record of his calls by making two copies counter. pace is conse rved in housing the stock, not 
Retail grocers will save time entering phone orders, and only by shelves extending from floor to ceiling, but in the 
will have a check on ali orders sent out by leaving one a aaa a ” 2 os a ; . a a 
copy on the machine. Attorneys can phone to their office large basement stockroom, by A 1 double floor, which in 
from the club, home or court. and their stenographers creases the floor space about 2,000 square feet. ne 
ean take their dictations and have their work out when Tohnson’s Bookstore is one of the most enterprising 
they arrive. Editors of papers. Telegraph operators. aaniieiathias i ° es oa 6 rawe a) : 
Banks, police stations. concerus in Springfield. It is always up to date and is 

a consistent advertiser, using considerable advertising 

Toll switchboard operators should have the No. 2 placed space in the local newspaper of that city. It recently 
securely on top of the cabinet and ask all their customers announced in a four-column advertisement an annual in- 
to write out their own tickets, giving the name of their we ae A Pridew May 2 or 9 MM; Pao 
party, the address and phone number, making two copies, ventory sale from | riday, May 2nd, to Chursday, May oth, 
one for the files and one for the museomnee. Many mis- during which the whole store was combed for items of 
takes and disputes will thus be avoidec The operator . e . eta ¢ x " r aE, ee 
ean attend to her other duties while the customer is value to offer to the customers of the house. rhese item 
making out the ticket. were in part itemized in the advertisement. Another 

smaller advertisement announced an inventory sale of 

No slipping, sliding or constantly adjusting the paper. “Day-( raft” novelties, books, used novels, paper clips, 
No “wait just a minute ‘till I get a sheet of paper.” tovs. etc. 


Paper always ready when you want it. No complicated 
parts requiring attention Will last a lifetime. 


Los Angeles Man Visits East. 


OFFICE SUPPLY DEALERS: Here is an abso- Hayward E. Colby, manager of Barker Brothers’ de- 
lutely new idea in the office appliance field—a ? 7 om ’ ‘ . 
device that offers real service to a large number partment ot ofhce equipment, Los Angeles, California, 
of your customers. We will make you a good recently spent some weeks in the East on an extended 
proposition if you write us today. . trip. He visited the principal centers on business con- 


nected with his company. 

. Mr. Colby entertained optimistic views concerning the 
Automatic Paperfeed MemoPad Co. future of business in Los Angeles and gained many valu- 
7 . canoe able pointers from men of affairs throughout the East. 
Chicago 6953 Union Ave. Illinois In Mr. Colby’s absence from Los Angeles. S. C. Charles, 
assistant manager of Barker Brothers’ office equipment 
department, acted as head of the department. 
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The Dictaphone 
clears your desk hours 
earlier 


A clear desk, a clear conscience, and a week-end of 
needed change and recreation. The greatest help and joy 
to the busy executive is The Dictaphone, because it enables 
him to finish his letter-writing early in the day, giving 
him more time for thinking, planning, and organizing. 

The Dictaphone is always ready to take your letters 
when you are ready to dictate. It helps you to get that 
much needed outside recreation which keeps the body fit 
and the brain clear. 


15-Minute Demonstration 


A fifteen-minute demonstration in your office, on your 
own work, will be given for the asking. Write today. 


i. DIC TAPAVNE 


\, Registered in the U. S. and Foreign Countries 


Dept. 119-F, Woolworth Building, New York City 
Branches Everywhere Write for Booklet, ‘The Man at the Desk’’ 


There is but one Dictaphone, trade-marked “The Dictaphone,” made and merchandised by the Columbia Graphophene Company 
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Adding Machine inn 


Weare opening new territory and making 
some changes in territory now opened. 
Found a few square pegs 
in round holes, which 
must be adjusted. Satisfy 

° Model C 
the long desire and International Visible 


° ° Adding & Listing Machine 
get 17 business for Visibility Simplicity 


Unit Construction 


yourself. We wall Durability Accuracy Speed 














Perfect Service 
beet mented taccest. OS ee * 
Price $250.00 


Model B—International Pay Roll Paying, Pay Roll 
Scheduling, and Visible Adding and Listing Ma- 
chine. Price $700.00. Automatically computes de- 
nominations. Automatically places money in pay 
envelope. Printed list of each operation for check- 


ing purposes. 


DISTRICT OFFICES DISTRICT MANAGERS BRANCH OFFICES 
Detroit, 223 Stevens Bldg. J. B. Johnson Chicago, Ill. 
New York City, 298 Broadway Brown & Rohrer Cincinnati, O. 
Philadelphia, 125 S. 12th St. M. J. Ettinger Buffalo, N. Y. 
Pittsburgh, 3006 Jenkins-Arcade Robert Hay Rochester, N. Y. 
Beston, Mass., 813 Dexter BI. F. R. Adams Tulsa, Okla. 
New Haven, Conn., 902 Chappel St. Clifford E. Smith Los Angeles, Cal. 
Syracuse, N. Y., 501 Gurney BI. W. P. Davis Oakland, Cal. 
San Francisco, 809 Commercial Bldg. Leeds & DeMerritt Daw it. ¥ 
Newark, N. J., 20 Clinton St. W. T. Anderson ; 
Washington, D. C. 1419 G St. N. W. W. I. Plant Indianapolis, Ind. 
C. B. Weikert Sacramento, Cal. 
Toronto, Canada, 44 Adelaide St., West C. H. Lovell Portland, Ore. 
Charleston, W. Va., 813 Kanawha St. C. F. Turnell Minneapolis, Minn. 
Bluefield, W. Va. Reynolds & Thornhill Havana, Cuba 


Some of these Branch Offices wil! be turned into District Offices. Adding Machine Salesmen not qualified as 
District Managers, see our District Sales Manager for positions as Salesmen; must have previous experience. Addi- 
tional Branch Offices to be opened. See our District Manager in your territory. 


For positions as District Sales Managers, communicate at once with the International Money Machine Co., Read 
ing, Pa., attention General Sales Manager. Right man especially wanted for Cleveland, Cincinnati, St. Louis, Atlanta 


and several other cities equally as good. 





SOLAN 


MONEY MACHINE COMPANY 





Reading, Penn. 
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Employes Get Interest in Big Business. 


Plan Inaugurated by Dennison Manufacturing Company of 


Framingham, Vass., Meets Many of Present Day Problems. 





Members of the office appliances trade may be interested 


in a review of the Dennison plan which was adopted by 
the Dennison Manufacturing Company in 191] At this 
time the plan was described in the trade and technical 
magazines, including Office Appliances. In the Chicago 


Tribune of May 15th this plan was again stated by Arthur 
M. Evans, who recalled it because it applied to many 
present day industrial problems. 


The Dennison plan is as follows: This system pays the 
capital invested a fixed dividend. Whatever profits are 
left over are used in giving some of the higher employes 
a stake in the business. About one-sixth of the employes 


participate in the annual cutting of this melon, and they 
control the business, the voting power being in their 
hands. In eight years the scheme has developed into a 
partnership with more than 300 members 

\lthough it is a profit dividing system, it does not 
cover the field usually termed profit sharing. Instead, as 
the company points out, the plan addresses itself “to such 
problems of corporate structure as the abolition of ab- 
sentee control, the most effective method for the distribu- 
tion of surplus earnings, and the gradual knitting into an 
organized entity of the older and more responsible em- 
ployes.” 

Keep Voting Power at Home. 

'n 1911 the Dennison company inaugurated its plan. 
There were two motives—to provide a better means for 
distributing profits in excess of a fair return on capital 
and to make sure the voting power would remain in the 
hands of those intimately acquainted with the business. 
For years the stock had been tending to pass out of the 
hands of men actually connected with the company 

The company has passed the stage where the capital 
invested in it was at greater risk than the normal busi- 

risk,” the management says, “and its financing, there- 
fore, required no more than a normal return to capital. 
Whatever more than this was earned by the organization, 
neither the needs of the concern nor the demands of jus- 
tice required to be distributed to the stockholders as such 

‘On the other hand, two considerations pointed to in- 
creasing danger in the future. First, the constant spec- 
tacle of all fruits of extraordinary efforts on the part of 
the managers, foremen or salesmen, being turned over to 
people who were almost strangers to the company, could 
only result in a progressive weakening of enthusiasm and 
loyalty. Second, the steady increase in the proportion of 
stock held by people unacquainted with the business 
pointed to the time when the voting power must inevitably 
be used for some other purposes besides the permanent 
good of the company.” 

Change Form of Stock. 

So the form of incorporation was changed. The com- 
inon stock was all converted into a first preferred stock 
carrying a fixed cumulative dividend, with preference in 
assets and dividends, but no rights to accretions. 


ness 


\ny profits remaining after these dividends were paid, 
it was provided, should be invested in the business, and 
against them was issued yearly an “industrial partnership” 
stocl This stock was to be distributed among the men 
in the organization responsible for tnaking the profits 
The company, after studying its 2,000 employes, reached 


mclusion that profits in this business depended al- 
most entirely upon sales managers, senior salesmen, de- 
partment heads, foremen and the like. The dividing line 
was xed by pay and service. 

lo participate an employe had to he getting at least 
$1,200 a year and had to have served least seven years 
For men who rose more rapidly, six years’ service sufficed 
if they were drawing $1,500 a year, and five years if they 
were earning $1,800 a year, and so on. These men were 
listed as principal employes and to them the “industrial 
partnership” stock is issued. The shave each participant 
gets ts in proportion to the salary he has received during 
the preceding vear 

\s a safeguard against “absentee control” the plan pro- 
vided that the sole voting power should be given to the 


“industrial partnership” stockholders. As soon as $1,000, 
VOU of this stock had been issued the principal employes 
who hold it assumed sole voting rights, which they are 


to hold continually unless the business falls down and the 
obligations to the “first preferred” stock owners are not 
fulfilled 


tn 
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VICTOR STANDARD 


TYPEWRITER 





“‘The World’s Best Writing Machine” 


Not because of age, name-plate, 
or wealth, but because of superior 
merit, the Victor Standard Type- 
writer occupies its position as the 
best of all visible writing machines. 


In every vital part the Victor is 
not only “as good”’ but better. 


It has the best and most simple 
escapement. 


The best and most easily oper- 
ated variable line spacer. 


The best and only properly 
located back spacer. 

The best and only typebar that 
will give and maintain alignment. 

The only bichrome ribbon mech- 
anism that will not blend colors. 


The best and least tiresome key 
action. 

The machine you will certainly 
buy if merit is the deciding factor. 


Victor Typewriter Company 


General Offices and Factory 
Wyoming and Poplar Avenues 


SCRANTON, PA., U.S. A. 
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“MONOGRAM” 

CARBON PAPER 

and TYPEWRITER 
RIBBONS 


Our Monogram carbon paper in the 
three weights, 7, 5 and 4 lb., represents 
the very best carbon paper that can be 
made. Now, what does “the best” mean? 
The most important from the _ users’ 
standpoint is durability. This grade pos- 
sesses durability to an exceptional de- 
gree. It is non-smutting, therefore leav- 
ing your carbon copies clean, clear and 
distinct. There are so many carbon pa- 
pers on the market that we do not blame 
the dealer for being disinterested as long 
as he has been handling a line which has 
been giving him satisfaction. However, 
by not giving “Monogram” carbon a trial 
you are denying yourself the advantage 
of selling what we will guarantee to be 
the most satisfactory carbon paper made, 
and if you see such a sheet you will ap- 
preciate that your sales are going to in- 
crease considerably. 


Our “Monogram” typewriter ribbons 
represent the highest possible production 
in a typewriter ribbon. On a wear-down 
test with any other ribbon we can show 
to you that we have the right to adver- 
tise and claim that in this ribbon we have 
something which has no competitor, for 
we have convinced ourselves and can also 
convince you that in a competitive wear- 
down there is no other ribbon in its class. 


We offer the dealer an unusually at- 
tractive line and wish you would write 
us for our catalog. We believe we can 
show you the way to make more money 
and build up a better business for you in 
typewriter ribbons and carbon papers, 
and it will be the kind of business that 
sticks. 


NEIDICH PROCESS CO. 
BURLINGTON NEW JERSEY 


It is provided that cash dividends on “industrial partne1 
ship” ‘tock cannot exceed 20 per cent and cannot amount 
to muve than one-half of the net profits after preferred 
dividends are paid. This is to make it certain that if 
profits have been earned new men will receive stock and 
some of the earnings will be put back into the business 
But a cash dividend of at least 5 per cent has to be paid 
on outstandings “industrial partnership” stock before new 
stock can be issued, so that there will be no pyramiding 
of stock on which no cash is realized. . 

Vs How Plan Works Out. 

Since its establishment the results of the industrial 
partnership plan have been: 

Shares dis- No. princi 
tributed. pal employes 


AEP Oe eae ee 15,122 167 
Ore cee = 211 
AS ese ae 12,779 218 
eee eee 228 
NA Gai sisson no vi Heda. ee 260 
See tiie ae 288 
Gb ns ae 30,740 320 
An average cash dividend of 9% per cent has been paid 
on the outstanding “industrial partnership” stock. Ti 


make certain that the holders of this stock shall always 
be the principal employes, the stock is nontransferrable 
and non-assignable, but when the owner leaves its service 
the company must take it up and pay for it at par in 
cash or by the issuance of a second preferred stock. 
“Our principal employes,” the company says, “are a 
self-governing body and get the fruits and pay the pen 
alties of their management. The plan makes impossible 
many of the most insidious dangers of the usual cot 
porate forms, such as absentee ownership and the un 
earned increment, and already has borne fruits of loyalty, 
delight and devotion beyond our hopes.” : 
Champion Typist Sees Big Steps in Typewriting. 
George Hossfeld, holder of the International champiou- 
ship trophy for speed and accuracy in typewriting, re 
cently said at the Boston business show where he gave 
exhibitions of his skill on the typewriter, that the average 
typist of today is equal to the champion of ten years ago. 
and in ten years’ from now the average typist will equal 
the speed of the present day champion. The time is at 
hand when all dictation will be given direct to the ma 
chine. More speed saves time, and time saves money 
Mr. Hossfeld began his typewriter career at Patterson, 
N. J., his home town. He devoted several hours a day to 
hard practice and attributes his success to the fact that he 
has always practiced with the idea that concentration and 
accuracy are the mainspring of success in typewriting. 


Rebuilt Typewriter House Expands. 

The Lincoln Typewriter Company, 298 Broadway, New 
York City, has recently taken the entire floor at the above 
address, this being the sixth time that they have had to 
increase their floor space since the company’s organiza- 
tion a few years ago. The company operates a plant for 
producing rebuilt typewriters of all makes. Their ma 
chines are rebuilt throughout from frame to type. The 
company has recently established a separate export de- 
partment under an expert thoroughly versed in the busi 
ness, and specializes on wholesale and cxport trade. 


Adding Machine Salesmen’s Victory Loan Sales. 
The sales organization of the Federal Adding Machine 
Company of New York City had charge of Victory Way 
during the Victory Loan campaign recently. The dis- 
tricts included 440 yards on one avenue and the sales 
force of the company achieved a record of $5,600,000 of 
Victory notes. In recognition of the remarkable work 
of this organization, a special letter of thanks was written 
to the company by J. W. Hornor, Jr., chairman of the 
Metropolitan Canvass Committee of the Victory Loan. 


Hartford, Conn., Company Takes Larger Quarters. 
Pierce, Inc., for four years at 647 Main street, Hartford, 
Conn., have just taken a long lease of a store at 10 Ford 
street, in that city. They expect to be in their new quar- 
ters about the middle of June, when an appropriate open- 
ing will be held. Pierce, Inc., is agent for a well-known 
line of steel furniture and filing devices manufactured at 
Youngstown, Ohio. They also carry office desks, chairs, 
visible indexes, with a general line of filing supplies. They 
will specialize on all steel office furniture, still more 
strongly in the new quarters than they have in the old. 
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~ | The LIGHTNING 
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: xact Change Delivered Immediately 
a~ 
a The Lightning change maker, made rolls and the pay roll clerk does not 
he in the three models shown above, is a need to touch a coin. The instant the 
time saver for everyone who has any- key is pressed the total change is de- 
thing to do with it. Pressure of the posited in the envelope. 
key releases the coins that are re- _ 
W € 7 : lhe hand model is extremely popu- 
ve quired. They go at once into the hand tyr gS f . 
rm ; f ue lar with banks, grocery and depart- 
; ot the paver, into the envelope, or into . 
ra : ment stores and other places where 
‘or the cup, depending upon the model sabe a Pisa 
= . the teller or cashier prefers to hand 
chosen. 
v the money to the customer. The pay- 
e- res - -¢ ° ¥ . . r 
a lhe pay roll model saves fully fity direct model is used extensively by 
per cent of the time in putting up pay amusement places, restaurants, etc. 
es. 
ay Live Dealers W dE h 
a ive eaiers ante verywnhere 
les z F ee Be 
of This machine offers a well of profits for the office specialty dealer. The 
rk field is practically limitless. Banks, city and county offices, stores, business 
a offices, manufacturing concerns, railroads; in short, anyone who handles a 
fair amount of change is a real live prospect. 
aa Better investigate our proposition. It may offer you an opportunity to 
aa. increase your income. 
ord 
ar- 
en- THE LIGHTNING COIN CHANGER COMPANY 
wn 
_at 34 W. LAKE ST., CHICAGO, ILL. 
irs, 
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The N oisless lypewniter 


100% 
NOISELESS 
























es les Offices Sales Offices 
/ in America: Abroad: 
Australia 
anene Brazil 
Baltimore China 
Boston Denmark 
Buffalo Dutch East 
Chicago Indies 
Cleveland France 
Columbus Great Britain 
Dayton O THE OFFICE APPLIANCE Honolulu 
Denver trade it can now be said with conf- Holland 
Des Moines dence that The Noiseless Typewnter is Italy 
Detroit no longer a theory or a dream but that it sopem 
otrost : Malay States & 
Indianapolis has become a fact. The proof of this Gints Settle. 
Los Angeles statement is to be found in: pater 
Minneapolis . . . New Zealand 
1. An extraordinary expansion of busi- N 
Montreal oaen. oan 
New Orleans ilippine 
Ottawa 2. The adoption of The Noiseless by Islands 
Philadelphia many Companies which possess oe ig 
Pittsburgh national and international standing. nest 
Portland ; , 
ais ween As regards to the establishment of agen- a 
cies those interested should communicate ” 
Seattle . ‘ Switzerland 
che with us before what is left of the more * el 
valuable territory has been allotted. 











The Noiseless | ypewriter Company 


GENERAL SALES OFFICES: 
253 Broadway, New York, N. Y. 


FACTORY: 
Middletown, Conn. 
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March Exports of Carbon Paper and Ribbons. 


United States exports of carbon paper and typewriter 
ribbons by countries, during March, 1919, as reported by 
the Division of Statistics, Department of Commerce: 

Carbon Typewriter 


Countries paper Ribbons. 
Denmark ey .$ 240 $ 1,035 
France beeen 11,738 9.248 
(sreece aia PE On Ol 2,857 2,143 
Iceland and Faroe Islands.. 131 141 
Italy i, < coed eee , 450 1,962 
ee... | eu oe nea seh a 351 2.728 
Spain ee 267 2,413 
Sweden tacit eee 10,543 8,544 
Switzerland es a aaa Bi 960 205 
England .. Se a 5,425 6,176 
British Honduras Sa eels ee 12 1] 
Canada ahaa ie aed 6,850 12,579 
Costa Rica a eters d 112 7 
Guatemala Pepe LS y= - “ab Oe 24 me 
Honduras + ei ee ee 2 83 
gS eee eee so ey 77 40 
Panama PR i hy ep pee 119 166 
Salvador cae Nee oe 7 3 
Mexico ; 5 wise Sakae abi ahaa Re 6,652 1,940 
Newfoundland and Labrador Sam 33 97 
PE nc icc dak eka ee eee a ioskia 20 
Sremdad and Tobaeee..<..ccccccs «cu 66 15 
Cuha ... biggies > i . 4,179 2,754 
Dutch West Indies..........2..0: Sere 3 
| Be 6 a sa begs A es aoe Oa eee 8 
Dominican Republic ........... 278 98 
Argentina OT Ee Ee ee 4,033 
Bolivia. 2% eben ss 598 972 
Pe ee eee Pee eee! 3,855 
CO” ox cas owtun seen See 1,449 
Colombia . RN ow) 78 —_ 209 180 
Ecuador ia ea eT ks 156 121 
a ee ere aes ; 17 
Pe ices Se bod een ate ; 57 328 
i. ee ee Me 105 1,737 
Venezuela ‘od Catena ee — 150 60 
Ae er eee se ee ’ 114 48 
Seeeee RUMOR ok occ see cues raat 2,758 1,946 
Straits Settlements .......... 5 1,074 
Dutch East Indies........... eyte 7,180 3,374 
French East Indies........... eee 209 
ee Pe ae 1,966 52 
Japan ... as 2 eG 6,892 980 
eens es PAGER... sscxe- cures 1,500 13,749 
Australia ... «sau Ria Bhasesl ee 6,304 4.717 
French Oceania Ee i Pen eee, 15 2 
Philippine Islands ......... ear aes 2,247 120 
Ee ns Se 23 49 
British West Africa.......... Sea Sie 129 
Sritisn South Africa............ . a 4,810 
Liberia ... , arr as Ce oP a 54 4 
rorwmruese Airicd .. «< scdess osiviatds a is) eee 
Egypt : 3.500 

Total . wit ve yee ads $90,733 $99 934 


Stationery Pioneer IIl. 


Charles S. Hitchcock, for more than a generation con- 
nected with the house of P. F. Pettibone & Company, 
of Chicago, having retired last summer, is now residing 
at Alva, Lee County, Fla. Mr. Hitchcock has been in 
poor health for the last eight months. 

Mr. Hitchcock’s retirement was made the occasion of 
some interesting talks at a meeting of the Chicago Sta- 
tioners’ Association just before his departure for Florida. 
\n account of the event and a sketch of Mr. Hitchcock’s 
career in the trade were given in the next succeeding issue 
of this magazine. 

His address is given above and we trust that members 
of the trade will write to him occasionally and keep him 
in touch with current events in the field to which he 
gave the best years of his life. 


Blind Banker Operates Typewriter. 


R. C. Blackmer, vice president of the First National 
Bank of Hobart, Hobart, Oklahoma, is blind, yet op- 
erates a typewriter and rides horseback, going every- 
where in the city. 
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“ELLIOTTYPING’ 


Puts"pep’ in 
Every Department 
of your 
Business 


These Pictures Exp/a 
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“or the Fibbos from 
any typewriter an 
insert the Elli 


address card. like 
this 


| 
Stencil an address in 


the center of * 
the address 


File the address card 
in alphabetical 
order in the 
Elliott filing 
tray 


. Then you slide a tray 
of these address cards 
into addressing ma- 

chine, like this j 





Bookkeepers - address Monthly Statements 
Paymaster’ - address Time Cards, Pay Envelopes, Pay Sheets 
Advertising Dept’ - address circulars, Form Letters, ete. 
Shippers - address Tags and Labels 

Sales Managers - address Bulletins and Price Lists 
Treasurer's - address Dividend Cheques and Notices 


Eliott Addressing Systems cost trom b0up, according 
to the number of names on your list - full particulars frm 


The Elliott Company 733. 4132°72: 
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National Combination Type- 
writers Give Double Service 


IN THE 
OFFICE 


They perform as 
well and as speed- 
ily as $100 Ma- 
chines, and attain 
the ideal of per- 
fect, speedy work 





IN THE 
HOME 


The National 
Combination 
Typewriter halves 
the overtime ef- 
fort, and lessens 
the work of keep- 
ing up correspon- 
dence. 





GUARANTEED FOR ONE YEAR 


The National Combination Typewriter 
affords dual service, because in it we have 
condensed the operating qualities of the big 
machines, and made it light enough to carry 
around (weight without case, 9% pounds). 
We have stripped the typewriter of all un- 
essential weight and mechanism—all with- 
out sacrificing durability or workmanship. 
We have reduced typewriter selling to an 
easy, effective Ten-Minute Sales Demon- 
stration Which really sells machines. 


Dealers can add a typewriter department 
to their stocks, and find a profitable line of 
business that brings trade in office supplies 
in addition. 


Write for full details and 
our Dealers Agreement 


For Europe, address 
al! correspondence to 
our European Direc- 
tor of Sales: 
M. Piero Castelli 
della Vinca, 


Quercianella, 
(Liverno) Italy 





National Typewriter Company 


Fond du Lac Wisconsin 





Mainspring of Commercial Education. 


) 


(Continued from Page 2 


(more or less, as may be) English, and with shorthand 
and typewriting—like Faith, Hope and Charity—but the 


greatest of these is Charity. So far as English is con 
cerned the pupils you get come to you fairly well prepared 
—in fact, you may refuse to take them otherwise—and 
when they go to business their work will be the taking 
of dictation which needs little or no editing. Their short- 
hand must be fairly perfect—you will note that I say 
“fairly,” for the notes may be good, medium or poor- 


they may be correct, fairly correct or faked into correct- 
If they manage to “get it all,” as the phrase goes, 
no questions will be asked as to the how of it, in fact, none 
can be asked because the boss knows absolutely nothing 
about shorthand and the marks in a notebook are Greek 
to him—he could not read them if he saw them. But 
there is one thing which he does see and which he does 
read, the machine work; if that is done with speed and 
skill, then your pupil is successful. All the boss asks is 
accuracy in the first place and with it such speed as will 
enable him to catch the 5:30 train for home 
see that not only is the typewriter the 
commercial education, but that it is the 
of the success of your pupils—and 
institutions. 

And now just a word to those of you who have come 
here with the idea that you are but a superfluous cog in 
the school wheel simply because you are “only a teacher: 
of typwriting.” I want to tell you that you are really the 
most important teacher in your school because the results 
gotten by your pupils are those by which he stands o1 
falls on his first day in a business office. If an employer 
hears the tick of the machine and it falls on his ear rapidly 
and smoothly, and if when he gets the resulting letter it is 
well and properly done, it is to you that the praise is due 
but if that ticking falls on his ear like the tolling of a 
funeral bell, then it should and will end in a funeral—your 
own. So you will see that it is up to you to know your 
business for the responsibility is yours, and I want to add 
that the subject you teach is just as intricate, just as 
dificult, just as hard to master as any in your whole 
curriculum. 1 am sorry to see that most text-books in 
typewriting are filled with “instructions to the teacher,” 
and if that means that you need such instructions then you 
are net in your right place. You would do better by taking 
in washing or in some other ladylike occupation. Text- 
books are good because they furnish the proper material 
for practice, but that is all. Not one of the ten books | 
named at the outset of this talk had a page in it with 
“instructions to the teacher,’ for every member of the 
faculty knew his business, and had occasion called for it 
could have taught successfully without a text-book. Re 
member what Garfield said—that with Mark Hopkins o1 
one end of a log as teacher and himself on the other end 
as student, he wished for no better college. That is the 
sort of teacher you should be, not one who keeps ahead of 
the student in the book. 

Typewriter Speeds Office Work. 

The typewriter is essentially a speed machine, its chief 
value lying in the fact that by its aid four times as much 
work can be done as can be done in any other way in 
the same time. There are not clerks enough in this city 
to do the work which would be required were the type- 
writer to be eliminated for one day from every office. But 
it has possibilities that many of you have not even 
dreamed of, you have only scratched the surface and it is 
your duty to dig out those possibilities. Ten years ago the 
machine was regarded as merely the tail of the sten 
ographic dog and even now there is far too much of that 
idea in our schools, but 1 am glad to note that the tail 
is beginning to wag the dog a little. I am aware that 
you have done much—you have raised the requirements 
for graduation almost 100 per cent and that means that 
you have also raised the efficiency of the machine in busi 
ness offices at least 100 per cent and you should be proud 
of it, but it is not enough. You have taken the husk oft 
the cocoanut, but you have neither cracked the shell nor 
got at the meat, and I beg that you will take that thought 
home with you and ponder over it. 

I have been lucky enough to have opportunities to see 
and to know of the things I have been talking about and 
believe I thoroughly understand conditions as they exist 
in every part of this broad land. I could keep on indefi- 
nitely, but I am not going to do so and will close, only 
saying finally that I thank you very much indeed, because 
while I have been standing here you have sat so quietly 
in your seats and have not got up and thrown things at me 


ness. 


So you will 
mainspring of 
very foundation 
therefore of your 
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THE VICTOR 


Adding and Calculating Machine 





“Efficiency 
Within the 
Reach of All.”’ 





The VICTOR ADDING AND CALCULATING MACHINE meets all the requirements of the 


most exacting and at a price heretofore thought impossible for a standard machine, the design and 


quality of the VICTOR. 


The VICTOR is standard in every respect. Has the full bank flexible keyboard which retains 
the numbers set as a visible check against error. All ciphers are handled automatically. Each key has 


its complement number in small type making subtraction and division as simple as addition and 
multiplication. 


The VICTOR is light and portable, weighs only 14 lbs., and is the classiest appearing machine on 
the market. 


VICTOR ADDING MACHINE CO. 


817-825 W. Washington Blvd., Chicago, U. S. A. 


P. S.---This is a wonderful opportunity for reliable dealers and specialty men. We are desirous of establishing high-class representatives in every 
part of the country. We solicit your inquiry. 
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A New Adding Machine. 
One of the newer devices to be placed on the market 
has just been perfected by a Chicago concern. It is 
an adding and calculating machine known as the Victor. 


The Victor machine is the accomplishment of nearly 
twenty years of diligent experimentation by its designer, 
Oliver D. Johantgen, who several years ago conceived the 
idea of a standard adding and calculating machine which 
would be at once simple in construction, but compact and 
easy to operate. There are less than four hundred work- 
ing parts in this machine and all parts are interchange- 
able, making economical quantity production possible. 

The flexible keyboard retains the numbers set as a 
visible check against possible errors. Should the wrong 
number be depressed, it can be instantly corrected before 
the number are added. The correction is made by de- 
pressing the right key. Depressing any key automatically 
restores any other key in the same vertical column. All 
ciphers are handled automatically. The complement 
figures for subtraction are placed on the keys in small 
figures. 

The machine is cleared by one pull of the handle when 
the clear key is depressed. By the use of the repeat key, 
multiplication and division are accomplished. The Victor 
adding machine is neat in appearance, weighs less than 
fifteen pounds and is 12”x8”x5” over all. 

The machine is made by the Victor Adding Machine 
Company of Chicago. This company, although young, is 
well organized and equipped for quantity production. 






THE 


Telephone Number File. 

Among new things to come upon the market recently 
is a telephone list which fastens to the standard of the 
desk telephone on which the names and telephone num- 
bers most used are noted. It operates on the card index 
principle by means of which any concern listed can be 
located conveniently. 

The device :s manufactured by the Meilicke Calculator 
Company of Chicago. 


Desk Nameplate Which Is Easily Changed. 

Willson’s gummed paper letters have been applied in 
a novel manner by the Tablet & Ticket Company, of Chi 
cago. The letters are placed on a black background, and 
the name may be changed when desired. The name plate 
is covered with beveled plate glass, mounted on a triangular 
block, which places the nameplate on an angle which 
enables one easily to read it. 

Device for Binding Books. 

The Acco” book binder is a device which is said to em- 
body a new principle in construction. It is a heavy cloth 
cover with curved back having all the appearance of a 
bound book. A stout cord is attached to the back and 
fastened to the straddle of the first article to be bound, 
snapped over the bottom catch, then passed through the 
second pamphlet or magazine, this time being fastened at 
the top, and so on with each article, alternating top and 
bottom. Circulars, pamphlets, catalogues or magazines 
may be kept temporarily or permanentiy bound by means 
of this binder. The device is made by the American Clip 
Company of Long Island City, New York, N. \ 


A Vertical Desk File. 


One of the newer things which is now first presented is 
a vertical desk file which occupies the same space as a 
letter basket and is provided with divisions which allow 
classification of the contents under four heads 

This file is made by the American Manufacturing 
cern of Falconer, N. Y. 
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Nl | vi i ALMA Hi 
Grist! Are your messages 
to the world as speedily 
printed as they should ber A mes- 
bring some 


sage from you to us may 


surprising thoughts on this important 
Send it now. #@% From out of 


subject. 

the whirling wheels of this small utterer 
of well-printed sheets comes the great vol- 
ume of the world’s grist of letters, forms, 
plans, designs, etc. All are microscopically ac- 


curate duplicates of their originals. But the fact that 
the Mimeograph will deliver thousands of duplicate 


letters within the hour of dictation establishes its su- 
premacy in the world of action. It is an hour-saver— 
as it is a dollar-saver. Your message—for booklet ““T” 
—now! A. B. Dick Company, Chicago—and New York. 
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With ROYAL Jnbuilt Card Devices 
the Typist Can Write ona Postage Stamp 





The three inbuilt card devices of the 
“Royal”—the Overhead Card Holder, Sta- 
tionary Center Scale, and Twin Aligning 
Scales—assure the neatest and most exact 
typing on the smallest cards, envelopes, 
labels. And the typist can do this as quickly 
and easily as she handles correspondence. 

















i ‘Compare ) 


an the Work” ‘ 







“Royal” construction enables the typist to 
feed and guide any form of material simply, 
swiftly. “Royal” ribbon spool guards do 
away with the soiling of the fingers in re- 
placing ribbons; “Royal” geared carriage 
tracks insure perpetually perfect alignment. 


ROYAL TYPEWRITER COMPANY, |Inc. 
Royal Typewriter Building, 364-366 Broadway, N. Y. 


Branches and Agencies the World Over 


Chief European Office, 75 Queen Victoria Street, London, E. C. 
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Typewriter Shock-Absorber. 


rT 


Che illustration 


shows a new shock-absorber for type- 
writing machines, consisting of a double vacuum cushion 
for the feet of the writing machine. This rubber cup 
absorbs the vibration of the typewriter when in use, the 
vacuum at the bottom serving to hold the machine in 


position and preventing the repeated return of the car- 
ifting the machine 


iage froin sh Since most of the latest 





RUBBER VACUUM SHOCK ABSORBER 


types of typewriter desks do not require that the machine 
be fastened down because it remains always in a hori- 
zontal position, the new shock-absorber is adapted to the 
service for which it is designed without the use of clamp- 
ing devices 

[These shock-absorbers are 


Chicago, Ill. 


made by H. E. Nielson of 


A File for tne Office Desk. 


The Time Saving Desk System 
new device for the desk. 


File is the name of a 
It is made of steel, is sectional 
nd was patented March 25th, 1919. Jt is manufactured 
by Ross-Gould of St. Louis and was invented by Herbert 


©. Ross. The illustration shows the general appearance 


of this file. The leaves are made of cold rolled steel 
32/100 of an inch thick. The dimensions are 11” wide by 
714” high inside. The file may be made to include any 


number of partitions according to the requirements of the 
user. Four rubber ball feet at the bottom, one on either 
corner, prevent the file from marring the desk or table on 
which it is placed. At either end the partitions are braced 
by triangular steel pieces which not only add to the 
strength of the file, but improve its appearance. The 








TIME 


SAVING DESK SYSTEM FILE. 


basic unit consists of three compartments, additional sec- 
tions being available as required. Each partition is built 
after the manner of an inverted “T.” At either end of the 
base, slotted holes are punched to accommodate wing 
nuts and bolts, which attach the base to the correspond- 
ing base of the next section. The space between the par- 
titions is variable from 1” to 134”. This variation is ac- 
omplished by loosening the wing nuts at either end, 
drawing out the partition to the end of the slotted holes, 
then tightening the nuts. No tools are n¢ cessary to set up 
or adjust this file 

Index card holders are provided at either end of each 
compartment, so that no matter how the file is placed, the 
contents of each compartment are readily observed. 
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The ADCO A Flexion 


Expansion Binder 


The Stationer’s Supremacy 

in Loose Leaf Systems and 

Devices is Dependent Upon 
Individual Effort 


The first practical improvement in 
loose leaf binders in 20 years. The 
old three-piece back ledgers have gone 
into the discard. The Adco-flexion 
Expansion Binder is the improvement 
you have been looking for: 


Mechanically Perfect 


The mechanism of the ‘“Adco-Flexion’’ 
embodies new principles in steel con- 
struction with small minimum and 
large maximum expansion. The chain 
posts, anovel idea, are entirely hidden— 
are adapted to limitless contraction 
and expansion and have high tensile 
strength. The “Adco-Flexion” has 
very few parts—nothing to get out of 
order. Practically indestructible. 
Fully covered by patents. 


MR. DEALER HOOK UP WITH 
THIS WONDERFUL INVENTION. 
GET TO YOUR CUSTOMER FIRST. 





ADCO “‘A”’ FLEXION EXPANSION 
BINDER binds a few leaves or a thou- 
sand. The binder of highest efficiency. 











“ADC” Division 
ACCOUNTING DEVICES COMPANY 


564-570 West Monroe Street 
CHICAGO, U.S.A. 
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No Other Typewriter Can 
Write as Beautiful Copy 


as the 


Multiplex Hammond 











‘‘Writing Machine”’ 


Two things you are en- 
titled to when you buy a 
typewriter are uwniform- 
ity of type impression 
and perfect align- 
ment. 


MULTIPLEX HAMMOND*S 
| pear tt changeable ype 
Many styles, many languages 
Two types or | anguages always in the machine 


change 


Many styles of type and many languages 


LATEST MODELS 


To Meet the Demands of Every Dealer 


Regular Multiplex: Meets the special re- 
quirements of executives, authors, clergy- 
men, physicians, druggists, professors and 
students. 


Mathematical: Writes all the characters 
required for Mathematics. All other type 
shuttles usable on this model. 


Reversible: For writing Oriental as well 
as Occidental languages; from right to left, 
or from left to right. 


Variable Type Spacing: The only type- 
writer made having variable type spacing. 
Condenses typewriting from % to 4 space 
usually occupied for loose-leaf manual 
sheets, index cards, records, etc. 


Multiplex Copywriter: Variable spacing 
model for writing advertising copy. All 
sizes of type from 6 point to 24 point, “Dis- 
play” type, with spacing to suit each. 


Portable—Condensed—Aluminum 
for the traveller and home, weighing but 
11 pounds. Carrying case included. Has 
full capacity of regular Multiplex. 


DEALERS IN TYPEWRITERS 


No Dealer can meet all demands without Multiplex 
Hammond because of its many exclusive features. 
It cannot interfere with any other make of ma- 
chine which may be handled. 


Let us send you free our interesting booklet, fully 
describing the unique features of this extraordi- 


nary machine. Write your name, address and 
occupation on margin of this page and mail to 


Hammond Typewriter Co. 
69th St. at East River New York, N. Y. 


REPRESENTATIVES FOR THE BRITISH ISLES 


The Hammond Typewriter Company, Ltd. 
75 Queen Victoria St., London, England 


























A New Check Sorting Device. 


or the use of the banker, a combination check and 
deposit slip sorter has been devised. The new article 
comprises a steel tray with a guide rod for index cards 
near the top. The rod is offset slightly, allowing space 
at the right for the checks and space for deposit slips at 
the left. The ends are pivoted so as to swing upward, 
making possible the removal of checks from any one 
division, or the entire contents of the tray. Swinging 
the ends upward as described exposes the ends of the 
checks or deposit slips, which can be grasped by the hand 





THE SAFEGUARD SPEED CHECK SORTER 


and removed quickly. The standard index is alphabetical 
with special guides for accounts that run heavily If 
desired, an index scheduled to suit special requirements 
can be supplied. The tray is finished in olive green with 
a padded bottom to prevent marring the desk. Its over 


all dimensions are four inches high, eight inches wide and 


sixteen inches long. The illustration shows how the 
checks can be removed for posting. 
The device is made by the LeFebure Ledger Co., ot 


Cedar Rapids, lowa. 


Banschbach Ledger Posting Device. 
Edward A. Banschbach, 6111 Winthrop avenue, Chi 
cago, has been granted a patent on a ledger posting 
device which is to be made on a commercial basis in a 
short time. The inventor claims that the device possesses 
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END SECTION OF BANSCHBACH LEDGER POSTING 
DEVICE. 

advantages essential to the successful operation of a 
machine posting system. The sheets are automatically 
sub-divided, and when the sub-dividers are extended the 
sheets are supported at an angle correct for easy rete 
ence. When closed the sheets are firmly held, pressed 
flat. When the sub-dividers are released the sheets open 
up like a book and are in a position advantageous for 
fingering. 


A New Idea in Note Paper. 


A novel idea in note paper is called the Trifold note 
This paper is folded three times, making a six-page note 
sheet. The folds are so arranged that paper need not 
be raised from the desk when writing, and it is easy for 
the reader to follow the sequence of the pages. The 
new paper is boxed with twenty-four notes and an equal 
quantity of envelopes. 

It is manufactured by Marcus Ward, Inc., Long Island 
City, N. Y 
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OMAT-IC GUIDE 


WHEN MULTIPLIER 8.5) 
APPEARS HERE-WITH 
PRODUCT — THE OPERATION 
iS PROVED ABSOLUTELY 


‘alel°h°laent 


CORK! 





Printed Proof 


The Barrett Portable, Model 12, is the only real calculating 
machine that automatically furnishes a. printed proof of its work— 
proof that remains after the machine is cleared. 





Every claim ever made for calculating machine usefulness is over- 
shadowed by this preponderant Barrett feature—printed proof. 
Because the printed proof eliminates the last remote chance of incor- 
rect operation. 


Office Appliance Dealers and Sales Agents with facilities for 
handling a thoroughly high-grade proposition ought to get in touch 
with us at once. Some territory still open. When writing tell us 
something about your organization, etc. 




















La BARRETT Portatil, Modelo 12, es la tinica maquina legitima de 
calcular que da automaticamente una prueba impresa de su trabajo— prueba 
que queda después que vaciada la maquina. 





paren Los Comerciantes en utensilios de escritorio y Agentes 
Vendedores con facilidades para trabajar una proposicién de 

5a clase del todo superior, deben ponerse en comunicacién con 
VSMAEN rh nosotros inmediatamente. Queda abierto aun algun territorio. 


DIALS Al escribirnos digannos algo acerca de su organ‘zacién, etc. 





RIGHT 
HAND CONTROL 
ALL OPERATING 


| ORE \o ea pal BARRETT ADDING MACHINE COMPANY 


coe PHILADELPHIA, U.S.A. 


| 
| 
| Bauetl 


ee LIGHT 
HANOLE PULL 


yee PORTABLE 


(WEIGHS ONLY 24 LBS.) 


Calculating Machine 


ee 7. 





es 













Ot OFFICE APPLIANCES 

















Statement, Ledger and Proof-Sheet 


at One Operation, with 
Elliott-Fisher System 


Statements go out on the first. There is 
no delay over a trial balance. The bookkeep- 
ing department is always up to date in its 
work, because Elliott-Fisher Machines write 
the customer’s statement, post and balance 
the ledger, and make the Proof Sheet at one 
operation. 


The Flat Writing Surface does it 


The Proof Sheet is a journal of all trans- 
actions showing the exact status of every 
account active on the day in question, giving 
auditor, credit man or treasurer a bird’s-eye 
view of the day’s business. 

Elliott-Fisher Machines handle loose-leaf 
and card systems and bound volumes with 
equal facility; they take forms of all sizes and 
thicknesses, give perfect registration on all 
carbon copies, manifold up to twenty copies. 
There is an Elliott-Fisher Machine for every 
purpose of accounting, billing, bookkeeping 
and recording, for every kind of business— 
retailer, jobber, manufacturer, public service, 
insurance, bank. 

Thousands of firms have found Elliott- 
Fisher a modern necessity. Give us a chance 
to convince you that it belongs in your office. 


ELLIOTT-FISHER CO., Harrisburg, Pa. 


lliott-Fisher Machines 


ACCOUNTING, BOOKKEEPING, 
BILLING AND BOOK RECORDING 
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Two New Inventions. 

\n innovation in chair cushions is known as the De 
Luxe. The bottom as well as the top of this cushion is 
made of brown billiard felt. It is welted with a one-inch 
strip of the same material, well sewed and tufted. Carded 
wool is used as a filling to prevent any tendency toward 
yacking and becoming hard. 

[his cushion is made by Geo. E. Fox & Company of 
hicago, Ill. 

Another device made by the same concern is a folding 
desk pad made with two wings which fold over the pad 





FOX DE LUXE ALL FELT CHAIR CUSHION 


and make it possible for the user to cover his papers, etc.. 
when a visitor calls while he is engaged in confidential 
work. The wings conceal the papers which are being 
worked upon. The same feature enables one to work in a 
draft, as one wing can be closed down on the papers and 
half of the pad used as a working space. When the 
wings are open, the pad measures twenty-four and a half 
inches high and forty-eight and a half inches long. Folded 
the length is twenty-four and a quarter inches. The work- 
ing surface is arranged like any blotter pad with black 








FOX FOLDING DESK PAD 


imitation or genuine leather corners, according to the 
grade of pad. The bottom is covered with felt and the 
outside of the pad with imitation or genuine leather. 
When f lded, the desk pad has the appearance of a closed 
book. There is sufficient expansion at the hinges of the 
wings to allow for concealing a large number of papers 


Desk Pad and Telephone Index and Pad. 


Che illustrations shown herewith present likenesses of 


two interesting new devices. One is a daily reminder 
for the desk at the office or at the home. It is 
n ade from one piece of cold rolled steel Used pads can 
be removed and new pads ‘put in place instantly. This 
daily reminder is finished in brass, nickel or enamel. as 
desired. The makers offer one thousand dollars in cash 
tor a sound, practical idea which they can incorporate and 


nake this daily reminder simpler and better. 

lhe other device is known as the Telefo-Desk. It is 
described as a private secretary and office tickler. It pro- 
vides a calendar, an index for telephone numbers, a daily 
reminder pad, and a pad for telephone calls and memo- 
randa Chere is also a spindle in the back for filing mes- 







































VENUS 


ARTISTS EVER POINTED 
PENCILS NO.8%9 


ARTISTS RETOUCHING 
LEADS NO.8%2 


ANY constant users of 

the matchless VENUS 
Drawing and Writing Pencils 
prefer them in the Everpoint- 
ed form—a delight to artists 
and photographers. 


16 degrees, from 5B to 9H, 
with a correspondingly mark- 
ed holder for each degree. A 
great convenience toa business 
man who knows the degree he 
wants and uses it continually. 


Venus Pocket Pencil 
No. 839 


VEST pocket edition of 

the above, made with HB 

leads only. Especially handy 

or any man or 

woman who always 
carries a pencil. 















Write for full in- 
formation regard- 
ing this attractive 


VENUS line. 











\ American Lead Pencil Co, 
220 Fifth Ave., New York 
and Clapton, London, Eng. 
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Are You Getting 
Your Share? 


ee 


**Kill the Key Glare”’ 


Do you want to realize on an excep- 
tional opportunity to increase your 
list of satisfied customers and add to 
your profit in business? 


If this interests you let us tell you 
about 


International Rubber 
Speed Keys 


The Perfect Typewriter Key 


They kill the glare and remove eye strain. 
Prevent finger slipping, increasing speed 
and accuracy. Eliminate bruised fingers 
and broken nails. Reduce vibration and aid 
in many other ways. 


Every person who uses a typewriter needs 
this wonderful help. 


Made for both single and double keyboard 
machines; also for Comptometer Adding 
Machines and Burroughs Listing Machines. 
Anyone can attach them. 


Will wear for years. 
Write for dealer’s proposition and 


printed matter. You will find it 
a big money-maker. 


International Manufacturing Co. 


now owned and operated by 


Munson Supply Co. 


23 City Hall Place New York City, U.S. A. 











sages, awaiting the return of the owner to his office. The 
device is provided with rubber pads on its feet to hold it 
steady and prevent scratching the surface of the desk. It 
has a pen and pencil holder and the scratch pad contains 





THE DAILY REMINDER 


one hundred leaves for messages, notes or figures. The 
Telefo-Desk is also made of one piece of cold rolled steel 
hese devices are put up in separate cartons suitable fo: 
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THE TELEFO-DESK. 


mailing. They are made by the Telefo-Desk Company of 
Chicago, Illinois. 
A New Cuspidor. 
A new steel cuspidor has been designed, known as No 
90. The design is shown by the illustration. The line is 





NEW STEEL CUSPIDOR 


made by the Ireland & Matthews Manufacturing Company 
of Detroit, Mich. It is of solid construction and pleasing 
appearance. 


A Line of Felt Seat Pads. 


Felt seat pads made of all wool felt in maroon, green 
and brown with genuine leather straps have been pro 
vided by one of the companies in this field. The pads are 
made under the trade-mark “Economy,” by the Economy 
Seat Company, Chicago, III. 


A New Fountain Pen. 

The “Magic” fountain pen is the name of a new device 
which has recently been put on the market. In this pen 
no ink is used, neither are ink tablets \ special sub- 
stance is placed between the feed and the pen point. This 
substance, it is stated, does not dissolve, although when 
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Ball Bearings 
in the 
Right Place 


The L. C. Smith & Bros. typewriter has 
ball bearings in the typebar joints, in 
the carriage, and in the segment-—where 
there is the greatest amount of motion. 





The 
teel 


These ball bearings are not only placed 
where they will do the most good, but 
they are the best hardened steel bearings 
that it 1s possible to make. 


sip tl 


For the operator this means a saving of 
strength and nerves. 


ne 1s 


For the business man it means a typewriter 
that will wear longer and do more work. 


Booklet free on request. 3 
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L. C. Smith & Bros. Typewriter Co. 


Factory and Home Office 
SYRACUSE, N. Y. 


Branches in All Principal Cities 
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€@ The ACCO Folder @ 


It is impossible to misplace or lose a letter from the Acco Folder 
regardless of how frequently or carelessly the files are referred to. 





Errors in filing slow down and hamper The Acco Folder is inexpensive because it 
executive action. A lost or misplaced paper can be used over and over; it is the only 
sometimes means a heavy loss of time and folder in which papers are bound in book- 
money. form, and from which contents can be removed 


The Acco Folder is positive insurance against intact securely held together with the Acco Fast- 
loss or misplacement of correspondence because ener. Acco filed letters are not held by the prongs 
papers cannot be wrongly replaced after being of the folder, but are bound in place by the washer 
once filed in an Acco Folder. Every paper is of the Acco Fastener. 
chronologically bound in its original place. Valu- 
able filing space is saved by the papers being held 


compactly. Security of papers helps security of business. 








AMERICAN CLIP COMPANY 
ves 
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Acco Folder in use, open. Contents safe; convenient and 


Acco Folder in use, closed. Note book- 
quick reference. 


like appearance. 
Acco Folders are made of heavy red pressboard in stock sizes to fit all 


standard filing cabinets; also furnished with any cut of tab without 
extra charge. Each Acco Folder is complete with one Acco Fastener. 


CIRCULAR UPON REQUEST 


€(() THE AMERICAN CLIP COMPANY €(() 


Beebe Ave. and William St., L. I. C. 
NEW YORK, N. Y. 
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dipped in water the chemical yields a black fluid 
claimed that one charge of the chemical will last ; 1 
and one dip into water will afford enough ink material to 


write a two-page letter. 





This product is manufactured by the New York Foun- 


tain Pen Company of New York City. 


Automatic Paper Feed Memo Pad. 


A telephone memorandum pad has been designed 
attach to a desk telephone, as shown in the illustration, 
or to be mounted on a base, so that it can be fastened in 
any desired position. Provision is made for automatically 
advancing the paper as each line is written, the 





AUTOMATIC PAPER FEED MEMO PAD. (Patents pending.) 
of the hand accomplishing this object. The mechanism 
always presents fresh paper as the record is made line 
ling If desired, two or more copies can be made 

time 


lhe device is made by the Automatic Paper Feed Memo 


Pad Company of Chicago, III. 
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The ACCO Fastener 


p—— with the Prong Shield Washer —— 





indispensable for binding 
any number, any size, and 
any kind of papers securely 
and permanently or temporarily. 


It fits flat and is a perfect, in- 
expensive loose leaf transfer. 











Made in all sizes to fil all 
standard gauges of punching. 


The Prong Shield Washer is fur- 
nished only with the Acco Fastener. 
The Prong Shield Washer makes this 
type of fastener practicable, because it 
allows the prongs to bend inwardly over 
the washer and to be fastened, which 
prevents fastener from being forced 
open. Its effectiveness, simplicity and 
neatness make it the only practical 
fastener for any kind of a file. 








The ACCO FASTENER binds thin tissue pa- 
per as tightly as heavy bond or ledger, and a 
narrow sheet is held on one prong as securely 
as when two prongs are used. It fits perfectly 
flat on papers and takes up no room in files. 
Sheets are easily added or removed from any 
part « f the ACCO. 


Samples and Circular on request. 





Our new Catalog No. 419 
is now ready for distribution 
to the trade. 





American Clip Company 


Beebe Ave. & William St NEW YORK, N. Y. 














LC. “(i U.S. A. 


"Rawe saat 





70 OFFICE 











nnouncing 
The Largest National Ad- 


vertising Campaign ever 
Conducted by a Typewriter 
Ribbon and Carbon Paper 
Manufacturer. 











Beginning June 28 there will appear 
in The Saturday Evening Post a series 
of full page advertisements on the 
famous Ault & Wiborg Typewriter 
Ribbon—of Silk—and the complete 
line of quality carbon papers made by 


this old, established house. 


There will be furnished to every Ault 
& Wiborg dealer a line of sales helps 
including newspaper electros ready for 
insertion, movie slides, window and 
display cards, with which to connect 
his store with this sales campaign. 


We suggest to dealers not now hand- 
ling this quality line of ribbons and 
carbons that they place an order now 
and prepare to get their share of the 
profitable business in their community, 
which this campaign will create for 
a live dealer. 


C Othe AULT & 
WIBORG Company 


CINCINNATI, OHIO, U.S.A 
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Other Lands—(Continued from Page 27.) 


ago for England and the Continent. On landing at Liver- 
pool, Mr. Cummings went directly to the new office of 
the company. He will remain in London and travel 
throughout the rest of England for some little time, study- 
ing business conditions in that country before proceeding 
to the Scandinavian countries. 


British Free Traders Organize for Greater Power. 

A recent meeting of the British Free Trade Union in 
London is looked upon as a post-war revival of the Free 
Trade Union as a fighting force in the politics of Great 
Britain. The American Chamber of Commerce in Lon- 
don points out that the movement for imperial prefer- 
ence is gaining ground steadily and that the Free Traders 
are organizing definitely to oppose it. 

Colonial preference, the Free Traders feel, would mean 
the imposition of tariffs against Britain’s Allies and those 
neutrals with whom it is in the best interests of Great 
sritain to get into close relationship. Protests are pre- 
dicted from the Continental European countries whose 
goods would be subject to a tariff tax for the first time 
in the modern history of England. Another Free Trade 
principle is of course the immediate removal of govern- 
mental control of trade and industry which they charac- 
terize as “benevolent but benumbing despotism.” 


No Restrictions on British Typewriter Imports. 

Confirmation of newspaper reports that typewriters 
may be imported freely into Great Britian under general 
license is contained in W. T. B. R. No. 750. Restrictions 
have been removed from typewriters and parts thereof; 
and rubber manufactures, other than tires, except boots 
and shoes and stationery articles, 

A stereotyped form of warning appears in the War 
Trade Board notification: In making this announcement 
the War Trade Board wish to call attention to the fact 
that it is not in a position to speak authoritatively on 
foreign import restrictions, but is merely transmitting 
the above information for the convenience of those on the 
War Trade Board’s. mailing list. Inquiries with regard 
to foreign import regulations should be addressed to the 
Division of Foreign Tariffs, Bureau of Foreign and Do- 
mestic Commerce, Department of Commerce, Washington, 
D. C., as that bureau endeavors to keep informed on the 
import regulations of foreign governments. 


British Pencil Import Rations Continued. 

Revisions of British import regulations transmitted by 
Consul-General Robert P. Skinner, London, printed in 
Commerce Reports, included a statement indicating that 
importations of pencils are to be continued as in the 
past. War time regulations specified that the importa- 
tions of pencils should be restricted to fifty per cent of 
the importations for 1916. 





Australian Requirements on Packing Material. 


Shipments to Australia should be made in clear boxes, 
as the Australian government is apprehensive that boxing 
materials showing the presence of boring insects may 
help to introduce destructive boring insects into that coun- 
try. Boxers should use lumber which does not show the 
burrows and workings of wood-boring insects. 


British Stationery Firm Buys Munitions Works. 


Commerce Reports states that the British stationery 
manufacturing concern of E. S. and A. Robinson, Bristol 
has purchased at public auction the national munitions 
factory in St. Philip Marsh, Bristol. The consideration 
was $89,000. 


Typewriter Imports Into Mozambique. 


Imports of typewriters into the province of Mozambique, 
Portuguese South Africa, during 1917 were Total im- 
ports, 89 machines, $5,052; from the United States, 81 
machines, $4,378. 


South African Stationery Imports. 
Recent importations of stationery goods and books into 


the South African Union were as follows: (1917) $3,469,- 
000; (1918) $5,306,000. 
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Faultless Turning Post Posting Ledger 


“THE PREMIER MACHINE POSTING LEDGER” 





1. 4 thoroughly well built Post- B , j a 
ttom : 
ing Ledger Device Bound Rus- . a mete plate uncer 
oval turning posts raises sheets 
sia or Pigskin back and corners, eel ie : 
: ; CUT 5 vhen in vertical position to clear 
Corduroy sides, occupies mini- 
: milled posts so entire body of 
mum vault space Ratchet ' aa 
sheets n » move one - 
Bracket Stand adjustable de , 205 ‘3 ry: . 7 a 
eration to normal position, 





tachable and compact 








2. Adjustable Ratchets inserted 

Oval milled posts turned to re 

lease heets—Ledger expanded 6 Ledger covers held in verti- 
CUT 2 ready for posting Accounts all cal position. Oval turning posts 

held on right hand side by milled CUT turned to lock sheets in binder— 

posts which engage the sheets ompression applied with key. 

and prevent them from slippine 

ample working spaceé 

3. Part of accounts posted 5 

Posted accounts moved to left- Front Ratchet Bracket re- 

hand side and offset to indicate moved and Checking Bracket in- 

a change valance le« - 7 ; 

a chan in | ul an : Mi i turn serted. Ledger is now in easy 
CUT 3 ing posts prevent accounts slip 

ping to center or sagging—Ver- CUT 7 position for examination of ac- 

- al sty - Pre ef eliminates a counts—Oval posts turned to lock 

ong reach for the sheet and in- " . . an 

creases speed in posting—Extend- sheets in binder which are also 

ed covers protect offset sheets locked by compression. 

{ Posting completed All ac- 

counts have been moved to left- 8 With Checking Bracket in- 

hand side and are held in posi- serted in front to prevent Ledger 

CUT 4 tion by the milled turning posts tipping forward. Front cover of 
Ratchet brackets are adjustable, ledger can be lowered to the 


desk which gives easy access to 


which allows ledger covers to be 
entire contents of Ledger. 





placed at desired angle 















































. Faultless 
Turning Post DA NW) \AA 
\ Machine Posting i) i/) ' 


























$ Ls, \ \ Ledger 


























































































































= 
—— 
j 
| ‘ele. 


























No Other Machine Bookkeeping 
Ledgers Have These Features: 


No. 1—DETACHABLE RATCHET BRACKET STAND—instead of cumbersome wood stand. Adjust- 


able to any angle. Sheets within easy reach—increased speed 
No. 2 NON-SLIP POSTS—special milling engages sheets and prevents slipping to center or sagging. 
No. 3—TURNING POSTS—oval shape and turning feature holds sheets secure! when ledger is un- 
el locked. 


DESCRIPTIVE CIRCULARS AND AGENCY PROPOSITION ON REQUEST 


STATIONERS LOOSE LEAF COMPANY 


25-27 South Market St. 346 Broadway 203 B 
CHICAGO MILWAUKEE NEW YORE, 
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Good Morning, Mr. Stationer 





Our Sales distribution of any commodity is a rather 
S les more important element to the dealers than most 

a of them think. An organization with a staff of 
Department salesmen that reaches out and covers effectively 


every part of the country renders exceptional ser- 
vice to the dealers handling the product of such an 
organization. A hard-working, enthusiastic, spir- 
ited staff of traveling salesmen is a force that is 
working all the time for the consumption of their 
product. Everywhere they go the gospel of their 
product is carried, not only to dealers alone, but 
also to consumers—your customers. 


A large and active sales force is an animated adver- 
tising campaign, its members can’t help boosting 
the goods they sell; on the train, in the hotel, on 
the street, they are consistent and persistent dis- 
seminators of sales arguments for their product. 


The Thaddeus Davids Ink Company believes so 
thoroughly in this policy that we now have one of 
the largest sales forces in the trade. Our repre- 
sentatives go everywhere, carrying the message of 
Davids’ Inks and Adhesives. At all times of the 
year there is an active force constantly at work 
talking, boosting, selling, advertising Davids’ 
products. 


We recently have added a new member to our sales 
staff: Harold T. Mintz, a young man typical of 
the Davids’ forces. Young, energetic, and imbued 
with the spirit of enthusiasm for the products he 
is selling, he will be a live factor in aiding every 


This ts No. 10 of a 

2. tee narlaye Ma gecamee dealer he calls on in his Western territory to sell 
on merchandising’ service ; , 2 - 

by Thaddeus Davids Ink more Davids’ Quality Products. 

Co.,* Ine. ia ” 








THADDEUS DAVIDS INK COMPANY, Inc. 


95 Vandam Street, NEW YORK 
CHICAGO J. W. R. MERCKLE, President TORONTO 
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Argentine a Fertile Field for Office Appliances. 


Robert S. Barrett, commercial attache with the United 
States consulate at Buenos Aires, Argentina, spent sev- 
eral days in conference with Chicago business men, dis- 
cussing the export situation. Speaking specifically of 
the office appliance and stationery fields, Mr. Barrett com- 
mented on the splendid possibilities for American manu- 
facturers. The office appliance field is well represented 
in Argentina, and finds a receptive audience. The busi- 
ness men of the Argentine Republic are progressive and 
keen to adopt labor-saving machinery in order to get the 
highest efficiency in their office operations. 

Mr. Barrett takes the stand that doing business with the 
Argentine is like doing business with merchants and job- 
bers of the United States. Except for the distance be- 
tween seller and buyer, the conditions are quite similar. 
Facilities for securing credit ratings are not so well 
developed as in this country. The matter of credits would 
not be serious to Americans who follow Mr. Barrett’s sug- 
gestion—deal with jobbers. Much of the difficulty experi- 
enced in dealing with export trade is traceable to dealing 
with individuals, handling small orders with the attendant 
detail. There are many responsible jobbers and im- 
port houses in the Argentine who will give the American 
manufacturer a good distribution. The jobbers and im- 
porters are able to borrow money at a low rate as money 
is cheap in the Argentine, and pay cash on receipt of the 
goods. 

Export Difficulties a Myth. 

The mystery of difficulties in dealing with a distant cus- 
tomer seems to have been fostered by exporters in this 
country who had command of a large part of the ship- 
ping trade, and wished to preserve their monopoly by 
dissuading newcomers from entering the export field. 

Americans should educate South Americans into using 
American products, which have demonstrated their suit- 
ability and service in the practice of the United States. 
Adapting their output to meet the ideals of the users in 
those countries may be following the line of least resist- 
ance, but involves profitless changes in designs which soon 
make a manufacturer’s line unwieldy. There has been a 
great improvement in American boxing and _ shipping 
methods in recent years, and charges against our practice 
are based on occasional instances. They do not represent 
the methods of experienced shippers. 

Argentine Bought $105,000,000 in 1918. 

Business conditions in Argentina at present are unset- 
tled, owing chiefly to labor troubles, but crops have been 
good recently, and as soon as the temporary accumulation 
of stocks is off the market Argentina will buy more Amer- 
ican goods. The war has placed American exporters in a 
position to hold successfully a new and increasing level of 
trade with Argentina. As far as banking facilities are 
concerned, we are well equipped to handle a very substan- 
tial Argentine commerce. Merchandise worth more than 
$105,000,000 was exported from the United States to 
\rgentina in 1918. This represented more than one-third 
of America’s total sales in South America last year. 

We are well represented in the Argentine now, and our 
branches there are doing business as well as did the 
English, German or French at any time. 

There is no reason why a manufacturer here should 
grant long credits to unknown buyers in toreign coun- 
tries. Let our manufacturers sell to distributing houses 
abroad, and let those houses grant the long credits. 

Cash Demand Reasonable. 

That is the basis on which the famous long credits of 
the European nations was carried on. A solvent reliable 
firm in a foreign country should be as willing to pay cash 
as one in this country. 

\merica should unquestionably seek to maintain her 
principle of quantity production at low prices and not 
dabble in smail orders of goods in various styles. 

To maintain this, we will at first have to do a lot of 
educational work, but it will pay in the long run. 

European manufacturers have been noted for accepting 
small orders at low profits, while we would not. They 
only did so because they did not operate on the principle 
of quantity production, which is by far the best and will 
win eventually. 

U. S. Goods Preferred. 

South Americans are by no means slow to appreciate 
superiority of goods, and already they prefer our products 
to those of Europe in many lines. 

Our goods arrive down there in as good condition as 
do those from across the water. The traditional poor 
packing of American goods is a thing of the past. 
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Dealers Have a Ready-Made 
Market for Meilicke 
Active Phone Lists 


The small office specialties bulk up large in 
the stationery field. The turnover is rapid, 
and profits show up well. Sales are readily 
made,as Meilicke 
Active Phone 
Lists fill a real 
need, and the de- 
vices demon- 
strate them- 
selves. 








Desk Style 





Meilicke Detachable Active Phone Lists snap on the in- 
strument, requiring no bolts or screws. The index cards 
are offset, so that the tabs are easily fingered, and the 
selection of the card desired is practically automatic. 
Meilicke Detachable Phone Lists, price.........+sse. $1.50 


With Celluloid Tabs ..ssicssocccisenpssenneeeanea 


Meilicke Active Phone Lists, 
Desk Style, are supported in a 





“Style L 


Style R 


metal standard, which is black te harmonize with the 
telephone Rubber feet prevent marring the desk. Will 
last a lifetime. The index cards 
are loose leaf, linen lined. Refer 
to cards secured by tipping index 
tabs. The index cards close auto- 
matically when reference is fin- 
ished. Tabs are protected against 
soiling. 

Style R, for switchboard operators, 
classifies 1,400 names; has 35-di- 
vision index; cards are 5%x5. In- 
dex tabs are celluloid covered. 


PPIGO occ kdeastcctesns eee $5.00 
Style L, capacity 1,735 names, 
EFice 16s cose clvecetnanenee 3.715 





Style F, 
Style F BTiC® .0.cvins itp iaeeiweaee 
' Vith Celluloid Tabs, price, 3.76 
Discounts to Dealers 


A display of Meilicke Active Phone Lists in the store or 
window not only makes a store look progressive, but 
makes a merry ring on the cash register. 


Me.ilicke. Calculator Company 


Dept. O-6 350 N. Clark St. 
Chicago, Illinois 
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The Question of Pricing Catalogues. 

Discussing a Fam liar Subject, Prompted 

by a Letter in Cur May Issue. From 
National Association News. 

First of all, let us make a distinction between a cata- 
logue and a price list, with the understanding that a cat- 
alogue is a publication setting forth goods to be sold, in 
which is given quite full descriptions, and generally illus- 
trations of the goods; so that the buyer can see exactly 
what he is buying, almost as well as if he had the article 
in hand. 

Some manufacturers publish catalogues, some publish 
price lists, and some publish both; and the question is, 
is it best to print the prices in a catalogue, under any 
circumstances? 

Of course, there are two sides to this question; and 
some good retail merchants say “yes,” and some say 
“no.” They give their reasons; and, with all due respect 
to these reasons, we will venture our opinion, with our 
reasons, merely as a contribution to this mooted question. 

“Office Appliances,” a trade paper that is a welcome 
visitor to our office every month, has, in its May issue, 
on page 82, some answers to this question; and we take 
the liberty to quote one of them in particular, for two 
reasons; first, because we want to correct the writer; and, 
second, because we desire to thank him for his approval 


of the work of the National Catalogue Commission. 


Prefers Prices Separately. 

Mr. Sanford, president of the George A. Mullin Com- 
pany, Cedar Rapids, lowa, says: “We feel strongly that 
loose leaf catalogues would be better issued without 
prices; but that recommended resale prices should be bul- 
letined from time to time in separate price lists. The 
work of the National Catalogue Commission (in co-oper- 
ation with the manufacturers) has proved of absolutely 
incalculable value in establishing proper standards for 
resale prices. No single dealer could possibly work prices 
out so carefully for himself. I hope the good work will 
continue along the lines that have proven so useful.” 

We want, first, to correct Mr. Sanford, in his state- 
ment that the National Catalogue Commission works with 
the co-operation of the manufacturers; for such is not a 
fact, and if it did, the Federal Trade Commission would 
not be agreeable to the plan at all. The National Catalogue 
Commission has only this to do with the manufacturers; 
it informs the manufacturers that it intends to prepare 
and publish recommended resale prices on their goods, 
and requests the latest price lists, showing the net prices 
to dealers, upon which its recommended resale prices are 
invariably based. The manufacturers are not asked for 
any suggestions, and they have never offered any, except 
in a few cases after the publication of the recommenda- 
tions, when it may be that the National Catalogue Com- 
mission misunderstood the net costs to dealers. in which 
event it was glad to be corrected; or. perhaps the manu- 
facturers may not altogether agree with the recommenda- 
tions published; but their objections are of no avail, and 
the recommendations have never been changed to suit the 
manufacturers. In other words, the National Catalogue 
Commission considers itself a committee of retail station- 


ers to prepare recommended resale prices for themselves 
and their fellow retailers, taking into consideration: (1) 
the cost of the goods; (2) the cost of doing business; 
(3) what would be a reasonable and fair profit on the 
goods when sold to the public in small and in large quan- 
tities; (4) how slew or how fast the goods sell; and what 
effort is required to sell them. The judgment of th« 
manuiacturers is entirely eliminated, and would be elim- 
inated even if the Federal Trade Commission did not 
object to it; and for good and sufficient reasons that ought 
to be apparent. At the same time, the recommendations 
of the National Catalogue Commission are, as a rule, 
acceptable to most of the manufacturers of any note, for 
the very simple reason that they know that resale prices 
that are fair and right to the retail merchants and the 
buyers of the goods, as well, are the only prices that 
should prevail. 
Commends National Catalogue Commission. 

Mr. Sanford strikes the nail on the head when he says 

“No single dealer could possibly work prices out so care- 
fully for himself,” referring, of course, to the prices pre- 
pared by the National Catalogue Commission. And Mr. 
Gades, of Crane & Company, Topeka, Kan., says: “When 
dealers establish their own selling prices, it is utterly 
impossible to overcome the difference that is bound to 
exist on exactly the same commodity in two different 
stores. This has a tendency to create distrust in the mind 
of the purchaser, etc.” And others give expression to 
the same thought. 

There is absolutely no doubt but that some one should 
furnish the dealers with recommended resale prices, both 
on small and on iarge quantities; and the principal objec 
tion to the recommended prices published by manufac 
turers, is that they furnish prices only on a single item, 
as a rule, leaving the dealers groping in the dark with 
regard to larger quantities; and, in the dark they fre 
quently cut each other’s throats on these large sales, and 
iose all (and more) than they make on the smaller sales. 

But there are other objections, as we see it, to having 
the resale prices published in the catalogues. Permit us 
to enumerate: 

Reasons for Separate Resale Prices. 

1. A carefully prepared and illustrated catalogue costs 
too much time and money to print in it prices that may 
be out of date before the ink is dry; and, at best, will 
out of date soon. 

2. There is no room in a catalogue for anything but 
prices on single items; and, as stated above, it is worse 
than folly to print these prices, even if correct, and leave 
the salesman in the dark as to what is right and fair in 
the matter of larger sales. 

3. A good salesman will use a catalogue to “talk up 
the goods” and then, after he knows what quantity is 
wanted, he speaks the price, which more often sounds 
better than it would look in print—especially in these 
days of high prices. 

4. Catalogues with prices in them that are sure to get 
out of date, when distributed to customers; can only be 
a menace, liable to cause confusion and misunderstand- 
ings, and with no sure way to recall them. 


A catalogue with printed prices for single items, 
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Take a Look at This Machine 
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Automatic, 
Alignment 


: ) Stationary 
of Type 


Numeral 
) Wheel Shaft 


Accessibility / 


See footnote) \ 
Totals Without ) 

Extra Stroke 
of Handle 


Ball Bearing ) 
Spring 
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EXCLUSIVE FEATURES 





The Federal Visible adding-listing machine embodies all the worth- 
while features of every other standard machine of similar type, and 
in addition the exclusive features indicated above in red ink. 


It also has natural visibilitv-inter- 
changeable carriage and interchange- 





ACCESSIBILITY able key-board. 

In less than thirty seconds with- 30,000 of these Federal “A” Machines 
out the use of a tool, the are now being manufactured for us, 
carriage, case and keyboard of under our patents, by the COLT’S 
he enieet e e e PATENT FIRE ARMS CO., of Hart- 
moved, the mechanism tilted and ford, Conn., for delivery in 1919 and 
access had from all sides to 1920, ‘ 

every part of the machine. It 

requires a skilled mechanic to Send for descriptive circular (20) of 
dissemble any other make of this visible adding machine, together 
adding machine. with testimonial letters from promi- 








nent users. 


FEDERAL ADDING MACHINE CORP. 


50 EAST 42nd STREET - - - - - NEW,YORK, U.S. A. 
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Keyed to the 
I Right “Touch 

had 
i Every typist has an j 
= individual touch, and A U 

the keys of the writing / 

machine should offer the | 
i exact resistance called for 's 5 
t by that touch—no more, \ q , 
5 no less. = =) { 

The touch of the 
hee had 
> Monarch : 
O O 
O : O 
O O 
{ ypewrl fcr Ff 
o/ 
is instantly adjustable to the touch of any 

: typist—one turn of a screw does it. In a = 


twinkling the machine is keyed to the right 


— touch—just as though it had been built specially ' 
for that operator. 
This is the reason that all its operators swear 
5 by the Monarch—and no wonder—for the adjust- a 
i able touch enables them to do a bigger and ‘ 
\ better day’s work with the absolute minimum 4 
= 


of fatigue. 








The Monarch Typewriter Co., Ltd. 


165 Queen Victoria Street London, E. C., England 0 
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subject to a discount for quantities, usually causes the 
buyer to think he should have some sort of a discount 
on a single item. 

Chere are other reasons which have been frequently 
and ably stated, which we will not repeat; but it there 
were no other reasons than those stated above, we would 
not favor printing prices in real catalogues, under any 
conditions. 

lf our position be correct, then it follows, that resale 
prices should be printed in a supplement to the catalogue, 
commonly called a price list, with meager descriptions of 
the goods, and with prices for single items and for various 
quantities. They could be inexpensive, and easily and 
cheaply reprinted, as occasion demands—always dated, 
and with the statement that the prices can be changed at 
any time without notice, and a new price list issued. 

Association’s Viewpoint Covers Field. 

Therefore, it appears to us that the only remaining 
question is, Who should prepare these resale prices? It 
the manufacturers are not members of our Association 
and desire to prepare and publish their own recommended 
resale prices, they have a right to do so; and it might 
be that most of them would be fairly well considered, and 
reasonable recommendations would be made, but not 
necessarily so. Some manufacturers would not think the 
retailer entitled to as much profit as he ought to get, and 
some might think he ought to have more profit than the 
retailer would care to charge. We think, as a rule, the 
manufacturer would err on the side of giving the retailer 
too small a profit, so that his line would be priced, at 
attractive prices to buyers—perhaps on a lower level than 
a competitor, and this would be perfectly natural, as self- 
interest, generally, rules in business. And we mean no 
reflection on any manufacturer. 

So then, would it not be best to have these resale price 
recommendations come from a committee of retailers? 
We think so, and that committee is already in existence 
in the body known as the “National Catalogue Commis- 
sion” of our association, and we will presume to say that 
such recommendations would be more nearly right than 
any that could be prepared by each manufacturer for his 
goods, or by each retailer for all the goods he handles. 
We will be pardoned if we say that we think the great 
body of retailers all over the country have hit upon the 
right idea in creating the National Catalogue Commission 
and prescribing its functions; and, to make its work com- 
plete, all retailers should belong to our association and 
use the recommendations prepared and published by the 
National Catalogue Commission, and all manufacturers 
should belong to our association, and request the National 
Catalogue Commission to prepare for publication, either 
by themselves, or in Association News (or both), recom- 
mended resale prices on single items and quantities, on the 
goods of their manufacture w. LD. F 


New Members Join National Association. 

Smith & Stearns, 203 South State street, Chicago, IIl.; 
Clem H. Clemens Company, 17 North La Salle street, 
Chicago, Ill.; Nebraska School Supply House, 1126 Q 
street, Lincoln, Neb.; Work-Organizer Specialties Com- 
pany, 87 Jefferson avenue, Detroit, Mich.; Western Tablet 
Company, St. Joseph, Mo.; the Woodrow Company, 726 
Main street, Cincinnati, Ohio; White & Leonard, Main and 
St. Peters streets, Salisbury, Md.; Vance K. Miller, 114 
Poydras street, Dallas, Tex.; Frank & Co., 150 Nassau 
street, New York City; Walbut Manufacturing Company, 
230 Fifth avenue, New York City; Gerbrick Paper Com- 
pany, Neenah, Wis.; Lefax, Inc., Ninth and Sansom 
streets, Philadelphia, Pa.; George S. Cowper, Inc., 39 Falls 
street, Niagara Falls, N. Y.; Bachmann News Company, 
155 Ellicott street, Buffalo, N. Y.; Gregg-Simpson Com- 
pany, 1601 Commerce street, Dallas, Tex.; the Augustine 
Company, Grand Island, Neb.; Evans Book Store, Potts- 
town, Pa.; Castle Printing Company, 519 Spring street, 
New Albany, Ind.; S. F. Dyson & Bro., 420 King street, 
Alexandria, Va.; Uncle Sam Products Corporation, 239 
Fourth avenue, New York City; Ralph Halperin, 239 
Fourth avenue, New York City; Fuller Blue Print & Sup- 
ply Company, 216 South Adams street, Peoria, II. 

The following firms and individuals are credited with 
securing these new members: Eberhard Faber (2), W. D. 
Pittman (6), W. G. Stringer (2), Sam Hargreaves (1), C. 
H. Everly, Office. Appliances (1), R. H. Baxter (1), G. W. 
Norris, of National Office Supply Company, Zion City, 
Ill. (1), C. M. Conger, Irving-Pitt Manufacturing Com- 
pany (1) H. C. Weiler (1), Oscar J. Besser (1), Member- 
ship Committee (2), Geo. E. Eaton, Carter’s Ink Com- 
pany (1), E. L. Weiser, Irving-Pitt Company (1), Inter- 
national Stationery Company (2). 






























































Saves the first cost over and over again. 
Its essential quality is strength, an abso- 
lute necessity in a ledger paper inserted 
and removed from a bookkeeping ma- 
chine times without number. Only the 
most durable, firm grade of ledger stock, 
such as TYPOCOUNT, will withstand 
this wear. The erasing qualities are su- 
perb, and the color a pleasing, restful 
buff. 





TYPOCOUNT will prove a_ business 
builder for every dealer who recom- 
mends it, its absolute dependability re- 
taining the most discriminating custom. 
Typocount is produced in a mill where 
quality has ever been first. Scientific 
tests long ago established the’ high 
standards since maintained. A com- 
plete set of B-W samples are valuable 
creators of new business. 


Send for them today. 


Byron Weston Company 


Dalton, Massachusetts 31 —< 
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THE MuTUAL LIFE INSURANCE COMPANY OF NEw YorK 
NASGAU CEDAR LIBERTY AND WILLIAM STREETS 


W. W. Srtvenson 
Comores 


NEW YORK 
ow. & Seren 
Gewmena, Avorres 
*. C. Otnnme 
*. 8. Pavieee 
averree 
May 22, 1919, 


Dear Mr, Fellows: 


Our Addressograph saves the time of about 
35 clerks. 


It has paid for itself many times over -— 
besides giving a much better finished 
product than under our old system of 
writing receipts and notices by type- 
writer or pen, 


We use approximately 900,000 plates - one 
for each policy. - 


No changes in our record keepi methods 


were necessary to enjoy Addressograph 
advantages. 


Very truly yours, 


MeL sdernnel 


General Auditor 


Mr. R.N.Fellows, 
740 Bawy. N.¥.0. 









¥ numees. 
383 ,4i7 





ARLAND MO eTTS STs une 
+ not ae tag 





One of Several Models: 


Entirely automatic! Feeds and 
imprints names and other data, type- 
writer style, on forms as shown above. 
Prints name impression once, twice, or 
more times as desired. Speed 126 im- 
pressions in a minute—7,500 an hour. 
Prints from Card Index plates quickly 
made by any clerk. 


Alddressoofa 


TRADE MARK 








PRINTS FROM TYPE 





Chicago 


”) Effects Big 
; 


| Savings! 


N every office—names, 
dates, symbols, addresses, 
etc., must be written. 

Pen or typewriter is the slowest, 
most inaccurate and costly way. The 


fastest, neatest and only errorproof 
method is the Addressograph. 


Don’t say your requirements 
are too limited or too great ‘til you 
have actually investigated a hand, 
foot, or motor Addressograph. 







New York 


Se 
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Office Furniture 


SECTION 


containing articles by dealers on 
conducting the Office Fumiture De- 
partment; a digest of previous articles; 
views of manufacturers on conditions 
and prospects, and other matter 
appropriate to the subject of the 
Department. 
























SOME OF THE TITLES ARE 








Psychology of Office Furniture— Advertising and the Spirit of the 
By Edward I. Wade. Store—By Joseph M. Byck. 
A Little Journey to a Desk Fac- Conditions in the Of fice Chair 
tory—By H. W. Martin: Industry. 
A Story About Steel Furniture The Situation in Wooden 
By Bowen Dreigh Filing Devices. 
Establishing a Policy for Conduct- The Outlook for Steel 
ing Business—By E. H. Sell. Furniture. 
Manufacturing Outlook with Regard A Paragraphic Digest of Previous 
to Office Desks. Articles. 
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A Few Suggestions on the Psychology of Good 


Office Furniture 


ERHAPS you were raised in the country, per- 
haps in the beautiful Blue Ridge Mountains and, 
after many years, have revisited your old home. 

You tramp once more the mountain paths that your 
boyhood days knew. You note many strange faces 
among the trees, a new generation of hemlocks, beech, 
white and red oaks, long-leaf pine, dog-wood and 
chestnut. The old sycamore still stands—some folk 
called it “buttonwood”—and the tight-skinned hickory, 
hard by the willow that you robbed of many a tender 
sprig to fashion your shrill whistle. You ramble about 
the old homestead. There's hesitation in your step, 
fearful lest time has shattered the images you have so 
long nursed. The log house—built by your pioneer 
forbears—still stands, with two-story frame annex 

built by the strangers who succeeded to your inherit 
ance. You mentally resent as a sacrilege this grafting 
of the new upon the old. You feel there can be no 
concord in a union of May and December. You fol- 
low the winding path to the spring at the bottom of 
the hill. There it is in all its bubbling, crystal purity, 
the silver sands on its clean floor dancing to harmonies 
too fine and subtle for the human ear. Pan is piping 
Three great oaks spread their arms 
They were old and sturdy 


his softest notes. 
over this sweet sanctuary. 
of limb when you were a boy, grudgingly paying 
tribute to the tax-gathering years. In place of the 
big, wholesome, generous gourd, bobbing about on the 
restless surface, a battered tin cup sits on the ledge. 
“Another desecration,” you murmur, as you cup your 
hands to drink. 


The Little Red School House. 


You turn your footsteps in the direction of the 
little red school house, about a mile by the short-cut 
You part the mesh of bushes, 
Finally you 


through the woods. 
looking eagerly for a trace of the path. 
locate it and thread your way cautiously, for it is 
vague in places, and strong young saplings that do not 
know your generation reach out their hands tc stay 
You reach the clearing. Something tugs 
The old school house is 


your steps. 
hard at your heart-strings. 
still there—red no more—done to a dingy brown by 
You enter the door 
and throw open the shutters. You glance hurriedly, 
anxiously around. Ah, there it is, the third desk on 
You rush over to it, and place your hand 
on it affectionately, almost reverently. There are 
your initials—your trademark. You follow with 
your finger the rude carving, and feel almost uncon- 
It isn’t there—you wipe 


the wind, the sun and the rain. 


your right. 


sciously for your jack-knife. 
a blur from your eyes. 
From Out of the Past. 
It is mid June. The holidays make you safe from 


prying eyes. You squeeze into the seat. It is not 


Discusses the 


In Which Edward I. Wade 


Subject from a New Angle. 


easy for time has added much to your girth and height, 


and you find your knees very much in the way. You 
are back at school again and this is your desk. How 
busy memory has gotten, ransacking the dim corner 
where recollections of the past are stored. Many in- 


cidents packed away in the quiet depths of the cedar 
chest are brought to light, faded but still redolent of 
“What is it about a desk that 
“Why does a life 


less mass of wood and iron abide in such affectionate 


the freshness of spring. 
stirs the heart?” you ask yourself. 
regard?” Then you begin to understand, for the first 
time perhaps, that a desk has a soul, breathed :nto it 
by love. It is something more than wood, or iron, o1 
steel—it is a sentient being. If a soul, why not a 
voice? If a voice, why not power, expression, char 
acter ? 
The Language of Desks. 

You are alone with your thoughts. It is but natural 
that you should ramble back a bit over your past that 
has had to do with desks. You were a salesman once, 
before you laid away enough to venture in business 


for yourself. You have had much to do with men 
who sat at desks, and you remember how eloquently 
desks talked. 


on entering a business house, the style, arrangement, 
furniture 


It had been a habit of yours to note, 


character of office and appliances—the 


cheery encouragement they voiced or the note of 
warning. You had developed a sixth sense so acutely 
that at a glance you could count the pulse-beats of 
business—whether slow or fast. If the desks were 
quarter-oak, bright and smart in the varnish-dress, 
polished in their manners, if the related office ap- 
pliances were trim, neat, up-to-date, if there was 
method and order in the arrangement, your spirits 
rose to the occasion, your step was elastic, and there 
was a note of optimism in your voice when you asked 
that your card be taken to the boss. It was logical 
you should picture him a well-groomed, keen, alert 
man of business, facing a modernly fashioned desk 
in a modernly equipped office, ready to listen to any 
find all as 


You enter and 


Then you understand that truth 


proposition with merit. 
you had pictured it. 
is a cardinal virtue with desks; that office equipment 
is an infallible barometer of business. 
Co-operating in Efficiency. 
There is something else that you observe—you can't 
miss it with that sixth sense—something that presses 
hard upon your consciousness. It is the brisk, snappy, 
business-like air that pervades the whole organization 
The clerks handle themselves in a quick, decisive way, 
their every movement indicative of a_ self-respect, 
dignity and pride that is finely reassuring. Then you 
understand that the soul of office equipment is one 
comes home to that 


its environment. It you 


with 
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there is an indefinable air of authority about neat, 
up-to-date, wholesome office equipment that com- 
mands a high standard of efficiency. The morale is 
perfect. How could it be otherwise when the tools 
with which the work is done are so keen-edged, finely 
tempered and shining? 

The Voice of Pessimism. 

You recall. other places you have visited in your 
salesmanship rounds, and make mental comparison. 
Some of them are still doing a precarious business, 
some have passed into bankruptcy courts. The min- 
ute you entered your practiced eye deciphered the 
handwriting on the wall. The office equipment is old, 
tarnished, shabby—the methods of doing business 
antiquated. One swift, comprehensive glance and a 
damper falls upon your spirits. You feel the tang, 
buoyancy, and enthusiasm that give a fine edge to 
salesmanship oozing at every pore. Pep forsakes your 
step. You get no word of encouragement from the 
shabby old desks, cluttered with rubbish. The files 
have come down from another generation, and you 
search in vain for those labor-saving devices that are 
the very corner-stone of modern business efficiency 
You note the clerks perform their duties in a perfunc- 
tory, half-hearted way; that there is much talking and 
laughing—a deplorable lack of snap, order, decision. 
You bend your ear to catch the voice of your mentor. 
The story the desks tell is heavy with foreboding. 
You picture the boss a morose, grouchy individual, as 
shabby as his surroundings, with a hard luck story al- 
ways on the tip-end of his tongue. You swear to 
yourself you'll extend him no credit until you get 
his rating in Bradstreet, even if you are able to make 
him realize that Rip Van Winkle was not a good 
business man; that modern methods require modern 
equipment; that the old order of things passed with 
the dodo, and that to dodge the fellow with a red 
flag and big bell one must keep step to the music. You 
find your worst fears confirmed. A rusty, musty, 
dusty old man facing a rusty, musty, dusty old desk, 
littered and battered. Files of ancient vintage, smeary 
ink-wells, smudgy blotters, corroded pens—a glorious 
symphony in B(usiness) Flat. In your inner ear you 
catch the auctioneer’s voice tolling off “One, two, 
three—sold” to a dealer in old junk. 

Power in Office Equipment. 


These experiences of your past come back to you 
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with singular vividness now, and you cannot repress a 
feeling of elation that your own business home lacks 
nothing in the way of modern office equipment that 
will add to efficiency. You begin to understand as 
never before the psychological power of environment. 
Call office equipment inanimate you who lack the di- 
vine vision of imagination, think of it in terms of 
wood and iron and steel, divest it of art, beauty and 
sentiment, and you do so at your peril if you are in 
business to stay. It has a definite message, a power- 
ful mission, an appreciable uplift. It must be given a 
voice in your affairs if you aim at morale and high 
efficiency. It insinuates its soul into an organization, 
a vital leaven leavening the whole mass. If. that soul- 
force is fine, clean, progressive and aggressive you 
will find great comfort in the entries on your ledger. 
lf narrow, mean, reactionary and shabby—lacking in 
class and cogency—you will buy more red ink than 
is good for a business that hopes to stand on its legs. 
As “apparel oft proclaims the man,” office equipment, 
or dress, if you prefer, always proclaims, trumpet- 
tongued, the character of a business. The more you 
ponder on this, the more inclined you will be to accept 
this conclusion as being far from maudlin sentiment- 
ality. You will appraise it a clearly defined, tangible 
force, one that intimately concerns you, one that you 
must heed if you would know success. 


Knew No Other Tongue. 

Now you understand why that queer little desk in 
a country school house, with its stubby legs and rough, 
unpolished face tangled you up in a skein of memories 
of the long ago. It was shot through and through with 
the soul of childhood. Many a well-thumbed blue- 
back speller had been in its custody, many a pair of 
red-topped boots had been thrust under its body. It 
had been enriched by your boyhood associations with 
it, had held as a sacred trust precious memories of a 
rosy-cheeked, bare-foot lad, with a frank morning 
face and a merry whistle, ready to return them to 
you with the bloom of springtime upon them when you 
should again chance that way. 

Yes, cool, cautious, calculating man of business, 
desks have a soul, and their soul is a reflex of your 
own. They have a voice, and that voice proclaims to 
the world in tones not to be misunderstood your place 
in the ranks of business, your standard of efficiency 
in the conduct of your affairs. 
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Sectional Bookcases and Record Cabinets 





N the homes where books and music 

are, you will find GLoBpe-WEeEr- 
NICKE SECTIONAL BOOKCASES and 
Guope-WERNICKE Dtsc’_ REcOoRD 
CABINETS. 


These charming pieces of furniture 
combine beauty of line and finish with 
unusual fitness for the work they 
must perform. 


GLoBE-WERNICKE SECTIONAL 
BooKCASES grow as your book col- 
lection grows—you need never have 
more or fewer sections than you have 


books with which to fill them. 


They are fitted with easy opening, 
noiseless closing, roller bearing, indi- 
vidual glass doors that never stick or 


bind. 


Our new CATALOG No. 1298 tells all 
about the GLope-WeRNICKE SECTIONAL 
Bookcases and has a special Interior 
Decoration section that every home 
maker should read. Write for it and 
we will send it gladly. 


New York 


t 
{ 








Chicago 


LOBE-WERNICKE _§ Szc- 

TIONAL Disc Recorp Cas- 
INETS may be combined with GLoBE- 
WERNICKE SECTIONAL BookcasEs if 
desired. 


The sections fit together interchange- 
ably. All makes of disc records may 
be filed within these cabinets, of 
course, and each vertical slot is num- 
bered for convenience in indexing. 


Furnished with plain or leaded glass 
doors like the bookcases. Ask for CAT- 
ALOG No. 301 for full information. 


HIS shows the Gtose-W 
NICKE Brown Disc Rae 
CABINET—the most wonderful ¢ 
invented. It hands you the record 


want. And between times the! 


ords are filed flat, under pressure 
prevent warping and consequent W 


on the record from the up and do 
motion of the phonograph arm wi 


playing. 

Beautifully made and finished, with prot 
for the phonograph at the top, it make 
$25 or $50 machine more than the equa 
a $100 or $150 model Sold by all Gi 
Wernicke Agencies and many phonogt 
dealers. WRITE US FOR CATAI 
No. 303 for full information. 


| She Globe =We rnicke Co. CINCINNATI 


Agencies in over 2000 Cities. Branch Stores: 


Philadelphia St. Louis 


Boston 


Washington, D. C. 
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LOBE-WERNICKE, 
ator of Sectional Filing Cab- 
inets, dominates the office equipment 
field. GLoBE-WERNICKE FILEs have 


origin- 


a Known Value that not only insures 
their resale price and lessens the an- 
nual depreciation write-off on your 
books, but exert an enormous prestige 
influence on business visitors and your 


embraces value, durability and service. 


ry) 


_ Filing 


render his customers maximum service—the 


these 
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Cabinet 


O the left we illustrate one of 
Ee the GLoBE-WERNICKE STEEL 
Upricut Letter Fives. Above, we 
illustrate one of the STEEL Horizon- 


TAL FILEs as arranged for letters, in- 
dex cards and documents. 


The sections are standardized and 
interchangeable. In the (GLoBE- 
WERNICKE catalog there is illustrated 
a filing device to meet every con- 


own staft as well. They cost no more ceivable filing requirement. Write 

than the ordinary kind. for it today. 
‘ Business efficiency demands standardized methods and standardized equipment Globe-Wernicke Filing Equipment is 
completely standardized—and offers sections to meet every business need. f{ Each Globe-Wernicke unit combines maxi- 
pe efficiency with maximum durability. {§ The that is completely equipped with Globe-Wernicke Devices has ea 
olved one important problem of business efficiency. {The dealer who sells Globe-Wernicke Filing Equipment is therefore T 


kind of service that brings repeat orders and makes per- Busnew 
{ The quality of a product depends upon the character of the company 
to three things Globe-Wernicke has excelled for fifty years, due 
» the character of the men who operate the great Globe-Wernicke business. Correspondence invited. 


that produces it. 





s of Wood or Steel 





HIS is the GLoBE STEEL 
SaFE. It is fire resistant 
and theft proof, being made 
of steel throughout and fitted 
with a Yale lock. Its interior 
is arranged on the Globe-Wer- 
nicke Unit System in any com- 
bination to suit your particular 
needs. 


For private papers, record books, im- 
portant documents, letters and con- 
tracts, it offers triple protection against 
theft, fire and prying eyes. 


Our new EFFICIENCY CAT- 
ALOG No. 8116 gives full details of 
all GtLope-WERNICKE Equipment. 
Write for it today and receive a copy 
of “FILING AND FINDING 
PAPERS,” the book that opened the 
eyes of American business executives 
to the possibilities of scientific office 
management. 
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Why Antiques 
are Popular 





You don't care about antiques just 
because of their antiquity; it is not 
worn surfaces or aged finish that 
counts— it is the fact that the piece 
of workmanship is of such durable 
construction that it has served and 
survived, and of such beautiful and 
artistic design that it escaped con- 
signment to the scrap heap. 


The manufacture of 


CONRADES CHAIRS 


| 
| The Old Reliable Line 








is conducted on the principles which 
gave the antique its durability and 
permanence—its design. But, above 
these features we hold the chair 
essential feature, that of comfort. 
A man will do double work if he 
| is comfortably seated, better and 
| with less fatigue. If a chair is not 
comfortable, however, it is utterly 
worthless. 


ii|| Dealers find the Old Reliable Line 
a builder of business and a profit- 
able merchandise. Your enquiry 
will receive prompt and courteous 
attention. 
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1942 N. Second Street St. Louis, Mo. 
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| CONRADES MFG. COMPANY 
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A Little Journey toa Modern Desk 


Factory 


HEN the reporter started out on his little 


journey to one of the places where office 


desks are created, he had in the eye of his 
mind a picture of rows on rows of benches with in- 
dustrious workmen seated and standing thereat. He 
heard the shriek of the planers and the rasp of the 
saws and the blows of the hammers and mallets, but 
none of these things did he actually see except the 
industrious workmen. He expected to see experts and 


saw them, but of a somewhat different kind, for no 
an office desk. As 


other calling where large numbers of identical goods 


one man makes in almost everv 


are turned out, the office desk industry is highly 


specialized. All of the different processes, and there 
are many, are done by machinery, and the machines 


We see 


oak four-square fed endwise into a machine; we hear 


are wonderful, indeed. a rough piece of 
the knives whirling at the rate of 7,000 revolutions per 
minute and out comes the piece at the other end 
shaped and fashioned so that it fits with almost micro- 
meter precision into the place for which it was de- 
signed. But let no one, because of this vision of efh- 
cient machinery, imagine that the making of office 
desks is less than an expensive process. Floor upon 
floor of complicated, highly efficient and ingenious 
machinery with expert operators cannot be assembled 
for a song, nor are operating costs any small figure, 
because the cost of production including the labor 
cost is, as a matter of fact, the principal item in this as 
well as in other lines of manufacture. 

To give a very general idea of the numerous proc- 
esses, let us follow through a piece of lumber from the 
rough timber to the finished desk. This must be done 


in the briefest and sketchiest fashion because a de- 
scription of all the processes would involve something 
as large as a book in itself. 
Raw oak lumber should be six months old before it 
is placed in the dry kiln. One inch oak requires in a 
modern kiln night and day drying for sixteen days at 
130 degrees to prepare the oak 


Were this wood 


a temperature of 
for the body or frame of the desk. 
not thoroughly kiln-dried as described, it would check, 
crack, warp or twist. 

\fter the stock is dried it goes to the stock sawyer 
who has in mind the various lengths and widths of 
stock necessary to complete his cutting stock bill, 
hence he cuts the stock to the best advantage from the 
lumber, and it is important that he do so, for an in- 
experienced stock sawyer can waste much good lum- 
ber by not knowing the widths and lengths, or he 
can prove a great saving to his company by cutting 
each piece to the best advantage. 

\fter the stock sawyer has finished the various parts 
placed in his hands, they go to the trim-saw which 


Saws and 


Visits a Place Where, Amid Whirling 
Planers, Office Desks Are 


Reporier 
Keen and 
Formed and Put Together. 


Wherein the 
Screeching 


shapes the sides and trims off irregularities, making the 
sides true and straight. After leaving the trim-saw, the 
various widths and lengths of stock separate. some 
going from the trim-saw to the joiners, thence to the 
gluer, thence to the planer and thence finally to the 
tennon machine. 

Other parts leave the trim-saw and go direct to 
the sticker. Such parts are the rails, frame stock, 
curtain rods, ete. * 

The various solid woods thus made are placed in 
the hands of the gluers, who glue the frame stock to- 
gether and set in the panels, to which sides the 
drawer runners are attached, then the two sides are 
joined by a box panel in the back and the drawer 
rail is placed, thus completing the skeleton of the 
pedestal. 

The drawers are then fitted into the pedestal, com- 
pleting it. After this the two pedestals are joined 
by supporting rails and the fastening of the writing 
hed to the pedestal completes the flat top desk which 
is set up “in the white.” : 

\arious factories differ as to the handling of the 
desks after the pedestals have been made. Some as- 
semble the goods completely as described ; others make 
the pedestals separately, and in either case whether in 
the knock-down or the set-up form, the goods are sent 
in the white to the finishing room where they are 
carefully dusted. Then commences the finishing op- 
eration. First the pores of the wood are filled with 
a suitable filler, then dried and. stained. After drying 
and staining a “first coater” is applied, dried and 
sanded. (Sandpapered.) Then varnish is applied and 
before each succeeding coat is put on, the one pre- 
ceding it must be thoroughly dry. After the de- 
sired number of coats have been applied and thorough- 
ly dried, the desk is then rubbed and goes next to the 
trimming room where the hardware is placed’in the 
desk, when it is then ready for packing and shipping. 

This, of course, is a very brief outline of the vari- 
ous processes, but serves to show that building a desk 
is not done at small expense, and that the desk is 
likely to be worth what the dealer charges for it. 

There is but little purely handwork in the construc- 
tion of a When the various parts reach the 
stage where they are to be smoothed, they are put in 
what is called a sanding machine which is really a 
sandpapering machine having three revolving drums, 
one of which is covered with coarse, another with 
medium and the third with fine sandpaper. An endless 
bed having upon its upper surface numerous rubber 
cups, revolves opposite to the drums and on this bed the 
pieces of wood are fed, coming in contact with the 
sand paper and being carried through, coming out 
at the final stage perfectly smooth and ready for the 


desk. 
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THE FILE YOU Shee Pacemaker is going like a 
CAN SELL AT f bahay, The price gave it 


a flying start. Quality backed it up. 
$ Van Dorn dealers are cashing in 
heavily on the Pacemaker. These 
dealer helps are speeding the good 


work. 


Plus Freight 
Let your customers and prospective 


customers know about the Pacemaker. Get them to) Mi 
come in and inspect it. Once they look it over and 

learn the price it's a sure sale because the Pacemaker 

is built to fitall pocketbooks and mostneeds. In ap- 
pearance it matches up to any standard. It’s the new 

Van Dorn Lubricated Bearing that cuts the high 

price out of steel filing. 


We can ship today, and supply you with the am- 
munition illustrated on the opposite page. Get in 
your order now! 


Pacemaker Prices 


4 Drawer Letter File List $48.00, Less full discount 
4 Drawer Letter File (with lock) ‘* 55.00, “ 

4 Drawer Cap File “© 56.00, 

4 Drawer Cap File (with lock) ‘** 63.00, 


The Van Dorn Iron Works Co. 


Established 1865—Cleveland 


Olive green baked enamel finish; bronze trim- . 2 : ey 
mings; positive compressor; each drawer travels New York Office and Disp!ay Rooms, 318 Broadway 
on 4 lubricated bearings. 


lan Dorr | 





June, 
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Newspaper electros. Size Mailing Card. Size 5}”"x9”. 3 colors. Ready for Pocket Booklet. Size folded 5{”x7”. 2 colors, 

n ap- peat nae ee * Mong imprinting your name and address. Ready for imprinting your name, address and price, 
new 


count 











_ STEEL FILING CABINETS 








Price Card. 2 colors. Size 
62’x13i”. Ready for you te 
letter in your local price. 


Poster Hangers. Size 11"x25” 3Colors 


acemaker 


4 Drawer Letter File 
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| Buying €> Selling 
| vs. Stock-keeping 


You are in business to render service, to make 
friends of your customers and money for your- 
self 





| and that can’t be done by merely keeping 

stock. You must be able to replenish your stock 
| quickly. The merchandise must have such fea- 
| tures as will give it country-wide popularity. 





No, 2000% 


That is the situation’ which 


The Masters Line of Office Chairs 


was designed to meet. The graceful, distinctive 
designs, roomy comfort—the work of Mr. Vin- 
cent A. Taylor and Mr. Abner L. Shattuck, the 
designers—the strong construction and artistic 
| carving, resulting from honest, painstaking 
workmanship combine to make the Masters 
Line lead in prestige and popularity. ‘The 
Taylor Rotary Chair Iron, invented and per- 
fected especially for use in the Masters Line, is 
typical of its leadership in modern ideas. 








No, 2010'% 


Factory facilities have been augmented so 
that prompt deliveries are assured. 

Dealers: Be Masters in yeur field; couple up 
with the Masters Line. We still have some ter- 
ritory not covered and it may be yours—-write 











No, 2020% 


today. 


Bedford Ohio 





Export Department: Chipman Limited, 10 Bridge St., New York 


Cable Address: Chipmunk 
BRANCHES: Sydney, Australia; Melbourne, Australia; Perth, 
Australia; Wellington, New Zealand; London, England; Havana, 
Cuba; Buenos Aires, Argentina; Santiago, Chile. 


The Taylor Chair Company 
| 
| 























No, 2070% 
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next process. Another sandpapering machine oper- 


ates by means of beit and a block or plunger which 


presses the sandpaper against the surface to be 


smoothed. When it comes to sandpapering pedestals 
where perfectly straight edges must be preserved next 
to curves, hand operation is necessary and this must 
be expert work because the novice would spoil the 
straight edges. Sometimes the parts are of solid con- 
struction. Again, they are made up of smaller pieces 
of wood, tongued and grooved and glued together, 
corner to corner. Then again the legs are made of two 
or more pieces glued together, which is in effect a 
solid piece. 

The reporter was somewhat surprised to learn that 
the process of building flat top and roll top desks is 
very much alike in its general characteristics. In 
building a roll top desk, allowance must be made for 
the curtain to roll down behind, the interior of the 
desk. 


back. 


Roll top desks are built with a solid panel 
Flat top desks frequently are open at the back 
each of the two divisions or 
In flat top desks the 


device which locks the drawers is operated by the 


with panels only in 
sections which uphold the bed. 
center drawer beneath the writing bed. In the roll 
top desk, the locking device is operated by raising and 
lowering the curtain. 

In constructing the curtains for roll top desks, there 
are differences of practice. Some manufacturers fit 
each slat to the one next to it by tonguing and groov- 
ing the edges, the curtain being backed by canvas. 
Others simply place the slats together closely and glue 
on the canvas firmly to the back, without fitting the 
pieces of wood together. Both processes produce a 
flexible curtain. 

Here are a few other interesting little points that 
the reporter learned. Varnish should dry from the 
inside out. Therefore when the outside of the varnish 
is thoroughly dry and hard, one may know that the 
varnish is in the same condition throughout. One 
coat of varnish must not be superimposed upon an- 
other until the first coat is thoroughly hard. It 1s 
customary to sandpaper each coat of varnish after it 
The last 


coat is usually dried and then rubbed with pumice 


dries before the succeeding coat is put on, 


stone and rottenstone, very little of the latter being 


used in most cases. 


The pumice stone whitens the 


must be 


surface of the varnish and this white dust 





APPLIANCES 89 


washed oft either with water or oil in the final finish- 
ing. 
Did 


sometimes preferable to solid wood? 


you ever know, kind reader, that veneer is 
Well, it is. In 
the first place, good wood is now just scarce enough to 
make veneering an economical process, and when the 
work is properly done the resulting piece is perfectly 
of veneer most of us have a 
vision of strips of equal thickness of about a sixteenth 
of an inch or an eighth of an inch all superimposed, 
one upon the other, the grain running in the same di- 
rection. This is not the way it is done. A good 
veneer is made of a moderately thick piece of well 
dried wood on which is glued a piece of a different 
kind of wood, the grain running crosswise of the 
first piece. On top of this is glued a still thinner piece 
with the grain running in the same direction as the 
first. Four-ply 
veneer would have a thin piece glued to the op- 
posite side of the first piece with grain running cross- 
wise while a five-ply veneer would have a thin strip 
glued on the opposite side with the grain running in 
the same direction as the center piece. Good veneer 
It should be so 
made that the grain of both outer strips runs in the 
same direction, otherwise it is likely to check or warp. 
\ five-ply built-up top made in this manner is well 
nigh indestructible. A thin veneer for the top gives 
a better surface for the finisher to work upon, per- 
mitting of quarter sawed oak effects. 


durable. In thinking 


This would be a three-ply veneer. 


is either three, five or seven-ply. 


A smooth 
straight grained log is selected, placed in a machine 
It is then cut through 
the center lengthwise into halves and turned and cut 
Then thin slices are cut from the 
outer surface to the center, clear around the ninety 
degree periphery like infinitely small spokes in a 
wheel, but as long as may be desired according to the 
This treatment produces a 
fine grain or figure which is known as quarter-sawed. 


Quarter sawing is done as follows. 
and turned until it is round. 


again into quarters. 


length of the log treated. 


When you see genuine mahogany lumber in the 
rough or planed and smoothed and placed in a desk 
before it is finished, you do not recognize it as mahog- 
any. Not until it is finished does it take the rich 
mahogany color and show the beautiful figures char- 


acteristic of this wood. 
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In Keeping With the Advance of 
Modern Business 


Sanitary Flat Top Desk 





OFFICE DESKS 


Mechanical Perfection 


Elegance of Appearance 


Life Time Durability 
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Bookkeeper’s Desk 


Sanitary Roll Top Desk 


There are about fifteen Let us send you a cata- 
types of Security Steel 
Desks that will pile up 
your sales sheets. 


logue and tell you more 


about them. 


Salesman’s Desk 


STEEL EQUIPMENT CORPORATION 
AVENEL, NEW JERSEY 


Makers of the Full Line of Security Steel Office Equipment 
and Security Supplies 


Cc “are EL g New York Branch: 25 West 45th Street (STE! 
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Importanée of Good Furniture; Its Handling 


and Display 


HIS is an era of 


(,00d.”’ 


prosperity—"business Is 
To compete in the strenuous race for 


desks, 


chairs and other private and general office equipment, 


business, a man’s office furniture- files, 
must radiate prosperity, express solidity and help in- 
crease employes’ efficiency. 

Substantial office furniture, nicely constructed and 
of good quality will do this very thing. By its ap- 
pearance, the properly furnished office will impress 
favorably visitors and possible customers. 

Progressive business men realize now more than 
ever before, there is a whole lot about sitting down to 
a good modern desk,—it helps one to do better work 
and more of it. There is more to better furnished of- 


fices than just nicely finished pieces of wood work. 





JOS. M. BYCK 


Office equipment of the better kind tends to create a 
desire on the part of the worker to be efficient and 
enthusiastic and every one knows the man who is ef- 
ficient and enthusiastic creates better and bigger busi- 
ness 

The wide awake office appliance dealer who fully 
appreciates all this, has taken an important first step 
in the successful building up of his office furniture de- 
“Better 
full 


partment. He should go into the matter of 


Furnished Offices” with his salesforce—create a 
discussion and see that an opportunity is never over- 
looked to impress the,furniture prospect or buyer, that 
good office equipment is an asset to any office and will 
result either in direct or indirect better business. 


m,- So O.A; 
paper advertising the best of all publicity mediums to 


Byck Company has found news 
inform the general public they stock a cormmplete and 


up-to-date assortment of office furniture. Many of 
our advertisements invite the prospect to visit special 
displays placing him under no obligation to puchase. 


By Joseph M. Byck of M. S. and D. A. Byck 
Company, Savannah, Ga. 


We are also firm believers in direct by mail adver: 
tising and have a very carefully selected list of names 
and addresses of the best firms in the city. Litera- 
ture describing and illustrating office furniture and 
equipment is mailed at frequent intervals—not to the 
concern itself but to some head individual connected 
with the concern. 

A considerable portion of this advertising matter, 
prepared at great expense to the manufacturer, is fur- 
nished free of all cost to the dealer, and the office 
equipment merchant who does not use this matter 
properly is overlooking an important opportunity to 
present his merchandise attractively and convinc- 
ingly to his possible buyers. 

\Miany leading manufacturers are always glad to co- 
operate in any reasonable way with the dealer who 
uses advertising matter judiciously. We furnish such 
concerns with portions of our mailing list and the ad- 
vertising matter is mailed direct. Not only do these 
concerns furnish the printed matter, attend to the ad- 
dressing and mailing,—in some instances they even 
stand the cost of postage. 

This sort of circularizing together with that done 
locally is surely bound to create a favorable impres- 
sion on the office furniture prospect. 

The writer has visited many stationery-office equip- 
ment stores in different parts of the country, endeav- 
oring to obtain the good ideas and suggestions of the 
other fellow In the stationery 
department of some of these concerns I note a com- 
plete lack of reference of any kind appertaining to 
that it is carried in stock and dis- 


for our own business. 


office furniture 
played in some other department. 

A special space in our establishment is devoted ex- 
clusively to the displaying of office furniture, but we 
also display in the stationery department a desk or 
two, with chair, or a stack of sectional bookcases, or 
filing cabinets or a safe-cabinet. In addition attrac- 
tively painted signs direct attention to the furniture 
department. The little display is changed frequently, 
the intent being to suggest to the passing customer of 
office supplies—that office furniture is also sold. The 
dealer will do well to remember that no matter how 
much advertising of office furniture he presents to 
the public, there are some who will never recall the 
stationery store as maintaining such a line. 

Goods well displayed are half sold and this applies 
particularly to office furniture. We have tried many 
methods of display and from a noticeable increase in 
sales have found the best plan is to divide the floor 
space with partitions and fit them up as attractive 
offices. 

Some dealers may think this expensive but for a 
nominal expenditure, partitions of beaver board, di- 
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vided with moulding strips may be had and this method 
of display is to us an important factor in producing 
quicker and better sales. 

We have several model offices, 
clusively to sectional bookcases 


a room devoted ex- 
and another for the 
safe-cabinet. 

Our salesmen tell us these rooms help wonderfully 
in making sales,—the partition effect enabling them 
to obtain the customer's undivided attention and to 
hold it,—no detraction from the subject in hand to 
other equipment or to other buyers who may happen 
to be in the department at the same time. 

A plate glass desk pad and inkstand or letter tray 
is displayed on several of our desks; these articles 
quite often suggest other items in the stationery de- 
partment. 

We find it does not pay to stack one or more tables 
on top of another or to jam desks so close together 
that they cannot be moved or easily examined. Bet- 
ter less stock but displayed properly than too many 
pieces so crowded together the customer can get no 
proper conception of the article. 

Office furniture frequently needs the attention of 
a competent repair man—the desk drawers may stick 
or the furniture’need repairing or polishing. 

If the department is of any size it is best to have 
a man for this sort of work exclusively. (This 1s but 
one of the many “overheads” in this department and 
the dealer should bear this fact in mind when adding 
profits to his cost.) 

In many cases furniture arrives in a damaged con- 
dition due to rough handling while in transit. 
right then and there 


\s soon 
as this damage is discovered, 
Nothing is more disconcert- 
ing to the take 
furniture department and find some desk with a lock 


is the time to repair it. 


salesman than to a customer to the 


APPL 
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that does not work properly, or a desk drawer that 
cannot be pulled easily or some minor damage to the 


desk that should have been repaired previously 


It is good policy to sacrifice a portion of the reg- 
ular selling price on any furniture that is damaged, 
in any event,—move it. Damaged office furniture de 
tracts from the selling possibilities of materia! that 
is in good condition. 

The department to be run on a proper basis should 


held 


have a responsible man at the head who shall be 
accountable for sales, the upkeep of stock, et 

Salesmen to be successful should know what the) 
are selling—what the article is and what it will do 
for the purchaser. 

lor instance, if a safe-cabinet is being demon- 
strated, the 
closing if he will forget for the time being the profit 
of dollars talk 


and explain what service the 


salesman will be far more successful in 


and cents in the transaction, quality 


cabinet will render to 


the customer, if it is ever put to a test in a fire 


Business will go to this sort of salesman, the qual- 
ity of whose merchandise and service has been most 
indelibly impressed on the customer’s mind. “He 
profits most who serves best’—for after all, profit is 


simply a by-product of service. 


Progressive dealers pass along the trade papers they 


subscribe to, to those of their employes who show 2 
willingness to study and learn. 
The good salesman must first of all be il to his 


Let him note 
self 


naturally 


house and efficient in his salesmanship. 
the manner of approach to the prospect and be 
confident but not self-conceited. If he isn’t 


self-confident, let him by careful study acquire it. 


Confidence, diligence and determination produce 


ficiency. 


Furniture Concerns Lead in Poster Advertising 


TIAILUNUIE 
OSTER advertising is not an impossibility for 
the retail stationer and office equipment man. 
The cost of space, based on circulation, is low. 
“Circulation” is the number 
poster board, or the number of people who ride on a 
Posters and car cards can be obtained 


of people who pass a 


street car line. 
from several manufacturers in the office equipment 
field. colors, they make an impressive dis- 
play. Many 
been accomplished by exclusive poster or car card 


Done in 
successful advertising campaigns have 
campaigns, but as a rule they are accessories to a na- 
tional campaign based on newspaper, magazine and 
class advertising. 

One of the advantages of a car card campaign is 
that in most cases the circulation is restricted to the 
field that the dealer can cover. 


newspapers 


In moderate and large 


sized cities the cannot always be used 


for Office Equipment Houses 


; 


The Retailer Can Use Posters and ( Cards to 
Good Advantage, and Ofttimes More Effectively 
Than Newspaper Space. 


profitably, for the charge for circulation is based on 


the entire distribution of the newspaper, while the 


average merchant in a local center cannot well expect 
to draw trade from all over the city, or deliver profit 
ably if he does bring the trade to his office equipment 


The 
the concern which has the 


store. car card or poster can be restricted. 


Usually advertising con 
cession for a city’s street car advertising will sell space 
for all lines, or for that line which traverses the ter- 
ritory that the office outfitter can serve profitably. The 
can be placed within a practicable radius of 


This 


is of greatest value 


pe ysters 


the store. feature of outdoor and car display 


to the stationer who cannot hope 
for city-wide trade. 


Thus far we have noted three manufacturers in 


the office equipment field who are prepared to co-oper- 


ate with their dealers. They supply car cards in 
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eArt Metal 
Counter-height’ 
Steel files 
















MEMBER of the Art 
Metal line which is 
rapidly gaining in favor be- 
cause of its space saving 
possibilities. 








Many offices are replacing 
old wooden or brass railings 
with this convenient and 
useful counter. 


And Art Metal agents are 
profiting thereby. 


Art Metal Counter - height 
Files are being advertised 
in full page space in leading 
magazines this month. 


It pays to be the Art Metal 
agent in your city. 


















Lf it doesn’t bear 
this trade-mark 
ilisn'’t Art Metal 







Art Metat Construction Co. 
JAMESTOWN, . . . NEW YORK 


Branch offices and agents in 
all principal! cities. 


rt N\atal 


JAMESTOWN - NY | 
( World’ s largest | makers of steel office furnit 
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The ‘Satellite’ | ypewriter Stand 
‘Keeps Up Efficiency All Day Long 


Incorrect working position of the typewriter 
tries the nerves and muscles of the operator, 
and saps vitality. A “Satellite” properly ad- 
justed brings the typewriter to a comfortable 
working height, and conserves energy. It cor- 
rects the disadvantages of the ordinary type- 
writer desk or table, as the adjustable feature 
of the “Satellite” adapts the working position 


to any stature. 











Model 2X 
In a crowded office the “Satellite” is 
particularly appreciated, as it is com- , 
pact, and saves floor space. 
l, 


It is fully portable, and the typewriter 
can be moved from desk to desk as 

. . . . T 
desired, rolling easily and quietly on 


the “Satellite” stand. n 

Ss 
The typewriter is supported rigidly, m= 
and lacks the “sounding board” effect i 


of a typewriter desk. Ona “Satellite” 
the typewriter is most nearly noiseless. : 





ta 
Often in copying from large, thick oe 
books, it is desired to operate the type- lu 
writer at a different level than on reg \ 
e « . q 
ular work. A few turns of the adiust 
ing hand wheel brings the “Satellite” ne 
to any level. ne 
rt ce % ° ’* rT . . . - 1 } 
The “Satellite” Typewriter Stand is capable of oe 
. . ° . se! 
saving at least 100 minutes in an eight-hour a 
day, because of the ease with which correct < 
working height can be obtained. To attain this sta 
result with a desk would necessitate a special cal 
a . { 
desk for every operator, built to secure the cor- : 
° ae ady\ 
rect working position. , 
aus 
rai 


Adjustable Table Co. “ip 


Grand Rapids, Mich. mor 


pari 


305 Mt. Vernon Street ine 











Write us that we may show you what the T 

“Satellite” has done for others. sele 

in if 

Model 2R & oa 
LIS] 














For Autographic Registers 
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colors, with a blank space for the dealer's name and 
address. These advertising accessories are furnished 
free, the dealer in most cases attending to the im- 
printing of his address, as well as paying the mod- 
erate charge for the space in the cars. All he need 
do is to supply the necessary number of the cards, 
and the change of cards is attended to on- schedule by 
the advertising concern’s force. Car cards are now 
being furnished by the Yawman and Erbe Manufac- 
turing Company, Rochester, N. Y.; Thaddeus Davids 
Ink Company, New York; Globe-Wernicke Company, 
Cincinnati, Ohio. In addition to their utility as car 
cards, the displays furnished are effective as window 
cards. 

The most conspicuous example of national adver- 
tisers who furnish posters to their dealers is the L. E. 
Waterman Company. The poster which appeared at 
the time of the armistice was very timely, and cleverly 
linked the event with fountain pens. It is understood 
that a poster in commemoration of the signing of the 
treaty of peace will be ready to “spring” the instant 
the important document is signed. It is easy to im- 
agine that a number of the delegates to the peace con- 
ference will affix their signatures with a certain well- 
known fountain pen. 

Dealers can readily improvise street car cards, even 
though they do not operate a print shop. Decalco- 
mania transfers are furnished by many manufacturers, 
showing their trade marks. If made for the outside 
of the glass, the transfers can be applied to a hard 
cardboard, the dealer’s name and address inserted, and 
the car card is ready. If the transfer is made to at- 
tach to the inside of the window, it can be used as a 
car card by transferring to a sheet of transparent cel- 
luloid, and backed with a sheet of white paper when 
displayed in the street car. The number of such cards 
needed is not large in the average city, as but one is 
needed for each street car in service. 

The stationer whose requirements for car cards do 
not require many cards might even make them up him- 
self. A brief message boldly written in a legible 
script will get attention if a good black or red crayon 
is used. An incidental note on the card might even 
state what make of crayon was used in writing the 
card, and would bring in calls for that crayon. 

One of the chief advantages of street car and poster 
advertising is the feasibility of using color. Merchan- 
dise may be shown in its natural colors, and the whole 
rainbow drawn upon to make the displays attractive 
and of high attention value. This field of advertising 
is widening, and it may be expected that more and 
more advertisers in the office equipment field will pre- 
pare themselves to supply car cards of high advertis- 
ing value to their dealers. 

The office equipment store that carries a well- 
selected stock is almost certain to do the best business 
in its field. The buying public naturally goes where 
it Can examine a varied and large stock, and places its 
business where spot delivery is a feature. 















Next 

Month is 
Transfer 
Time — 


Are You 
Prepared? 


As usual your customers will expect you 
to have Steel Transfer Cases in stock 
when they want them. 


Unquestionably there will be a greater 
demand this year than ever before. 


You want Satisfied Customers. 
Then sell them————— 


Aurora 
Steel 
Transfer 
Cases 


Rigid 
Strong 
Durable 
Practical 
Adaptable 
Accessible 
Convenient 
Economical 
Inexpensive 


They last a business 
lifetime without re- 
pairs and are unaffected by climatic changes. 
No matter how heavily the drawers are loaded, 
or how high the cases are stacked, the drawers 
operate smoothly and easily. They give max- 
imum filing capacity and occupy minimum 
space. And naturally we can sell them for less 
money than others as we concentrate on just 
three items: 


Transfer Cases, Uprights and Card Cabinets 


Write for illustrations, descriptions and iatest prices 






> Ay 
AURORA, ILL. U.S.A. 








NEW YORK SALESROOM: 368 BROADWAY 
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Tell the Rest 
Auto Desk Tray Sets 


The greatest desk con- 
venience ever brought out. 
Just the thing for tempo- 
rary filing and distributing. 
In sets two to six trays 
high, letter and cap size. 


Auto Desk Files 


No. 1 size for moderate 
requirements and No. 2 of 
larger size. Very practical 
for follow-up purposes and 
daily attention filing mat- 
ter. The automatic expan- 
sion an essential feature to 
speed up the work. Suit- 
able for standard letter and 
cap size equipment or Auto 
Follow-Up Systems. 


Auto Upright Cabinets 
A high grade line in quar- 
tered oak and mahogany 
* and fitted with steel Auto- 
matically Expanding File 
Drawers. Guaranteed su- 
pericr to anything similar 
on the market. Made in 
three and four drawer cab- 
inets, letter and cap sizes. 
A beautiful wood cabinet 
with all the advantages ot 
steel files. 


Auto Desk Companion 

A cabinet that has more 
friends than any on the mar- 
ket and one should be at 
every desk to facilitate the 
handling of daily routine 
matter, as a handy file for 
quotations, purchases fo!- 
low-up, special and private 
correspondence. Letter and 
cap sizes. Thousands of 
them are in use working 
overtime. 


O. K. Sectional Book Cases 


Originally a bousehold ar- 
ticle but indispensable in 
modern offices for books 
and storage purposes, sub- 
stantially made with many 
exclusive improvements. 


Auto Sectional Cabinets 


Five distinct lines from 
one to three letter drawers 
in width, intermembering 
with a large variety of other 
filing and card index sec- 
tions. Arrangements suit- 
able for any line of business. 


Auto Filing Desks 

A very substantial high 
grade desk adapted for Au- 
tomatic File Drawers and 
other Filing Devices. In an 
Auto Utility Desk wasteful, 
useless junk drawers are re- 
placed with useful filing de- 
vices selected for a useful 
purpose. A handsome desk 
and the pride of the office 
wherever you see It. 


UIOMATIC 
j Wood Steel File Drawers 


; Des The only file drawer ever 
Ante Utiity x made with drop front and 


automatically expanding 
feature. It opens and closes 
like a book, adds 25% to 
capacity and renders 100% 
better service than is possi 
ble with any rigid front file 
Cut shows a 23-inch Auto- 
matic Drawer expanded to 
30 inches measured at the 
top. Body of steel running 
on improved 10-roller pro- 
gressive extension slides. 


UTOMAT ic Filing Appliances 


are good enough to be sent anywhere on 30 days’ free trial at our risk of all 
expense, direct from factory to user and can be handled by dealers on that 
basis. They have stood that test for fifteen years and are better now than 
they ever were. Used by many of the largest concerns, universities and 
colleges. 

Special attention given to inquiries and orders from consumers direct. 












Aute Desk Tray Set 






No. 1 Auto Desk File 


No. 2 Auto Desk File 


Auto Upright 
Cabinet 





Auto Desk Companion 


st 





OK Sectional 
Book Case 







Auto Sectional 
Cabinet 


Auto File Drawer 


Write for catalog showing complete line. 


The Automatic File & Index Co. 


143-159 Pearl Street - - GREEN BAY, WIS. 








Office Furniture Strictly a Specialty 
Business eT ae Se 


i Company, Minneat Minn. 

HEN you speak of an office furniture depart- 

] ment with reference to an institution such as 
ours, you must single it out as being more 

than a unit of various departments which go to make 
up our institution. An office furniture department 
cannot be maintained successfully in the same way as 
any other merchandising department, for the reason 
that it is strictly a specialty business and a business 
all by itself. 

In the first place, an office furniture department to 
run successfully must carry besides desks and chairs 
a complete line of filing cabinets, filing cabinet sup- 
plies and safes. All these combined lines require some 
judgment in their selection and purchase, but the great 
problem after all is in the turnover of the stock. 

This class of merchandise does not sell by the usual 
methods of store advertising and merchandising. 

Success in the office furniture business lies alto- 
gether with the selling organization. This organiza 
tion must have a thorough knowledge of office sys 
tematizing besides the knowledge of the merchandise 
They must be capable of soliciting orders and of pre- 
senting their claims for due consideration along expert 
lines. 

Salesmen who can fulfill these requirements are 
hard to secure, so it lies with the-manager to meet 
this emergency by extending and developing its or- 
ganization along special lines. 

Of course, it is very essential to use plenty of news 
paper space and to have an attractive window as well 
as store in general, but unless one has a capable sell 
ing organization every sale made falls short of what 
that sale should have been. 

Service is a strong factor in the establishment of a 
prosperous office furniture business. Service is the 
selection of proper merchandise as well as service in 
its delivery. 

We find it pays us well to have a used or exchange 
department of office furniture. 

“Make your office attractive” is our slogan, and to 
carry this out we must be in a position to take ovet 
such pieces of office furniture as are nondescript and 
place them at a proper price. 


Keep Office Furniture in Show Windows. 

Often the office furniture department of a commer- 
cial stationery store is located on the second floor. Its 
extensive stocks are out of sight from the street, and 
many may not get into the store to learn that on the 
floor above there is a complete stock of office equip- 
ment. Let one of the show windows be the index 
of the contents of the second floor. Many stationers 
with two or more show windows maintain a constant 
display of office furniture in one of them, so that the 
passer-by may never have a chance to forget that the 
second floor is filled to capacity with furniture 
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The Popular Sellers 




















From every phase of business; from 
every office where letters are written 
and records kept comes a continuous, 
insistent demand for good, moderately 
priced steel filing equipment. 


A reasonable stock of such equipment should 
be carried by every stationer, because prompt 
deliveries are demanded, and such goods sell read- 
ily even in the smaller cities. 


The Berger line affords just the goods to meet the 
demand. 


Prices are right and big reserve stocks of these items at all 
branches insure prompt delivery. 


The “654” 4-Drawer Letter File 


Substantially built solid steel walls, roller suspension, handsome in ap 
I 

pearance, well made and practical inevery respect, each four-drawer 
file is a unit, ready for use without additional end walls or other expense. 












One and Two Drawer Card Files 


These are supplied in the three standard card sizes 5x3, 6x4 and 8x5. Where 

cases are to be stacked, corner pieces are supplied without additional charge. 

Berger solid wall steel card index cases answer every purpose, yet are very 
reasonable in cost. 


Berger Steel Transfer Units 


Strong, tight, practically indestructible, these steel transfer units store old 
correspondence and other papers safely and last indefinitely. Many buy- 
ers use them for filing catalogs and photographs or similar materials. 
The field for these uniis is so wide, that every dealer should carry a 
few in stock constantly. 

Write your nearest Berger Branch today for quotations, literature and 
other information on these popular and practical products. 


The Berger Mfg. Co., Canton, Ohio 


Branches: Bost ew York Philadelphia Chicago St. Louis Minneapolis 
Sar Fi ancisco 


Export Dept.: 516-524 W. 25th St., New York City, U?S. A. 











STEEL FILING CASES -LOCKERS-BINS AND SHELVING 
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When it comes to supplying Filing 
Cabinets of the **B-M’’ Standard to 


Your Customers— 


There is never any question of results; never a 
word but praise and appreciation of their con- 
venience, service and appearance. 


In every business community there is a demand for filing 
cabinet equipment that reflects quality and refinement 
of appearance—that is built as fine furniture should be built—that 
harmonizes in shade and finish with the other furnishings of the 
high-class office—and satisfies every demand for utility and service 

























Z as well as for richness and quality. 
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Filing, Ei uipment 


is the embodiment of these essential qualities and 
character. It is everything that modern, up-to- 
the-minute filing equipment should beso far as utility and 
practical service are concerned, with the added advantage 


ia i's 


of representing the master woodworkers’ best efforts in 


producing beauty of design, permanence of construction 


i 


and excellence of finish. 


i] 


“B-M” Filing Equipment is the Quality Standard 
by which the better class of office equipment is 
judged. No line you could possibly offer to business or 


Abii hii 







il 


professional men affords a greater array of styles or 
combinations. For, no matter what the filing require- 
ments of your customers are, there is a “B-M” Cabinet, = 
built in sections, made purposely for them always ade- 
quate, always in harmony and good taste. 





There is a style, finish or capacity suited to the individual 
needs of any business and the size or character of any office. 
Complete Catalogs picturing and describing Browne-Morse 

Quality Filing Equipment and Supplies will be sent to any inter- 

ested Office Supply Dealer upon request. Address: 


BROWNE-MORSE COMPANY 


Makers of Quality Card Index and Vertical File Supplies 
16 McKinney Avenue Muskegon, Michigan 


BRANCHES 
343 Broadway, New York City 905 Liberty Ave., Pittsburgh 109 N. Frederick St., Baltimore 193 E. Jefferson Ave., Detroit 
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Getting and Holding the Better Office 


Furniture Trade 


E who would succeed in the office furniture 
business should, in the first place, map out an 
established policy for locating new business 
We find that firms, who have increased their capitali- 
zation or are contemplating changes in their business, 
new enterprises, changes of firms, changes oi ad- 
dresses and the like are always prospective custom- 
ers for an office equipment dealer. To obtain this 
information we subscribe for several daily legal papers 
giving us much information in this direction 
We are always in constant touch with the Chamber 
of Commerce of our city and get much advance in- 
formation in this way. Our salesmen are very care- 
ful to make the acquaintance of elevator operators and 
managers of the various office and public buildings 
and very often we get direct tips from this source 





E. H. SELL. 


which are turned into orders. Upon getting such in- 
formation as we think of value we send a salesman 
direct to the parties so that he may investigate and 
find out whether the prospect will be in the market 
for our goods. Usually this is a prospect which we 
feel like keeping after and this name goes into our 
prospect list and is assigned to a certain salesman. 
These prospects are gone over each week at a meet- 
ing of all the store salesmen and managers and a re- 
port is given on each one. These weekly meetings 
are very beneficial to ourselves and salesmen, as mat- 
ters of importance are constantly coming up in the 
business which must be met if one wishes to success- 
fully compete. The only way we think this can be 
done is by getting together in these regular meetings 
and discussing the various topics which come up. We 
consult our prospects list first and if the salesman is 
not making progress with a prospect which we had 


By E. H. Sell of Columbus, Ohio. 


previously turned over to him, it is given to another 
if, in our judgment, it could be better handled. We 
find that this is an excellent plan and keeps our sales- 
men constantly after a prospect as long as there is 
any hope left. We oftentimes find that salesmen can 
offer suggestions to one another which materially as- 
sist them in closing up business. 

We also find that it is a very good thing to watch 
the building permits as a considerable portion of our 
business is in installing bank and office partitions, fix- 
tures, etc. These building permits give advanced in- 
formation which is very necessary for this class of 


prospects. 
Advice to Customers. 


As far as advising our customers as to the amount 
and kind of equipment to install, we think this is a 
matter which requires considerable judgment on the 
part of the salesman. Some customers will resent 
suggestions from a dealer while others are glad to get 
any information they can. We are always very care- 
ful to advise our customers of our ability to take care 
of them in installing systems and offering suggestions. 

I think the successful office equipment man of to- 
day is a man who can render better service than his 
competitor. By that | mean when a customer comes 
in your store he should leave with the impression that 
you can take better care of him than the other fellow. 
If you can leave this impression with him you have 
a very good chance of getting his order. 

Arrangement of Stock. 

These impressions are gained in various ways: in 
the first place your stock should be attractively dis- 
played in suites to show the manner in which these 
articles will look in his own office, to carry a stock of 
sufficient size so that you can take care of his needs, 
and to handle articles that are not usually found else- 
where, merchandise that does not sell every day often- 
times lends a certain dignity to the principal articles 
displayed. An intelligent display of your goods in 
comparison with the methods which your customer is 
now employing has a very great tendency to secure 
new business. 

When a customer comes into our store he often 
comes with the idea of seeing how cheap an article he 
can purchase. We think it should be the salesman’s 
idea to not only show this customer the cheap article 
but to show him the better article as well, and call his 
attention to the very slight difference in cost between 
the very cheap and the very good furniture. 

We think that by selling a man good dependable 
furniture makes him a better customer. The price of 
an article is soon forgotten, but the quality and the 


































The Famous “Fourteen 
Points” as Applied to 
Camco Steel Transfer Cases 


These Cases Protect Your Transfer 
Papers Against Fire, Water, Vermin 
and Dust 





Point 1—Each case is an independent unit and 
requires no top or base and these units will 
stack with any number of units of same size. 

Point 2—The drawers have low-cut sides same as 
regular letter files. 

Point 3—Drawers have grooved bottoms to accom- 
modate guides. 

Point 4—Compressors and rods may be applied te 
all drawers at a small! additional cost. 

Point 5—Drawers ride on an improved anti-fric- 
tion slide and open and close easily even when 
fully loaded, 


Point 6-—Cameco transfers are strongly constructed 
of good material and electrically welded 


Point 7—Cameo transfers may be quickly stacked 
or unstacked having an automatic interlocking 
feature requiring no adjustment after units are 
stacked. They cannot tip over when heavily 
loaded or roughly handled. 


Point 8—Cameo transfers offer great flexibility of 
arrangement They may be built-up in any way 
desired and stacked as high as the ceiling. 

Point 9—These cases will not sag under heavy load. 

Point 10—Stops on al! drawers prevents them from 
being pulled out of case. 

Point 11—Cameo transfers have a little more ca- 
pacity than our regular standard files. 

Point 12—Cameco transfer cases will not burn, 
warp or become damaged by vermin. 


Point 13—These cases protect your papers against 
fire. water and dust, and there is nothing about 
them to wear out or become unsightly, 

Point 14—Cameo transfer cases are equipped with 
regular label holder; handle welded on the front 
and ball handle on the back of each drawer 
They are made in all standard sizes and also 
for various oversize sheets They are priced 
right and shipment can be made promptly. 


THE CANTON 
ART METAL COMPANY 


Filing Devices, Safes, Desks, Tables, Lockers, 
Shelving, in Steel 


Plant No. 2 CANTON, OHIO 
New York Office: 200 Fifth Ave. 
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service of the better article remain in mind for a long 
time. The customer will long remember where he 
purchased this article and when he wants other goeds 


he usually knows where to go. 
The Used Furniture Problem. 


Within the last few years nearly every business 
concern has prospered to a greater or less degree and 
many men who were forced to retain their old furn 
ture now since they have been prosperous decide that 
the old furniture is not good enough for them. We 
find that we are selling a better grade of furniture 
than ever before. Many times the disposal of old 
furniture comes up and we always aim to accept the 
old furniture at a stated price in part payment for 
the new. For the handling of this second hand furni- 
ture we have provided a department in our warehouse 
where this old furniture is repaired and put in salable 
condition and we nearly always realize a profit on its 
sale, in fact this department has become very popular 
as well as remunerative. 

There are so many possibilities in the matter of 
increasing the scope of the office furniture business 
in finding new uses for cabinets, safes, etc., that we 
would say that this lies entirely with the ability of 
the salesman. There are so many things which can 
be suggested by a salesman, who is up to date, that 
will secure for him constant business and at the same 
time the thankful appreciation of his customer if he 
goes into an office and finds something which he thinks 
is lacking to suggest to his customer some device 
which in his opinion greatly facilitates his work. 

As in all other lines the successful office supply 
salesman should have a thorough knowledge of not 
only his own goods, but also of those of his com 
petitor and I would say that the successful office out 
fitter of today is a man who has an organization com 
posed of intelligent, ambitious salesmen 


Leads for New Business. 


Leads for new business come from a variety of 
sources to the office furniture dealer. In the big 
cities he can frequently win the friendships of build- 
ing managers. These men arrange leases of new 
tenants, and also know where old tenants are moving. 
Most changes of location involve some new equip 
ment. 


clude the purchase of a new outfit throughout. The 


Sometimes a change to a new building will in 


building manager is in touch with these changes 
sufficiently in advance so that if he gives his tips to 
the furniture man, the latter can get in on the deal 
early enough to have a lead on competitors. In cities 
and towns without skyscrapers information concern 
ing removals can often be secured from real estate 
agents, owners and draymen. There are possibilities 
for the sale of office furniture in most removals, and 
the successful dealer maintains his lines of communi- 


cation in all directions. 
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Unquestionably—Steel Filing Devices 


il When a purchaser thinks of Filing Devices, the paramount thought is built 
Hy of steel unquestionably. As a working proposition Canton Art Metal Quality 
} Steel Filing Devices afford the convenience, ease and quietness of operation 


that make for service and efficiency so essential. In the emergency of fire 





. Canton Art Metal, Quality Steel Filing Devices and Furniture 


bring every resource of modern fire protection to the defense of the valuable 
contents of the files. They are non-inflammable, fire resisting, dust proof and 

| y weather proof. The drawers never stick, sag or warp. Double channel roller 

rE. suspension, easy working and positive locking follow block and full standard 

| capacity. They will never grow old nor lose their original beautiful appear- 
ance, and will last a life time—a long, busy, life time. 





Profitable and Exclusive Agency Contracts—Ready Now 


py We have some very desirable territory still open in sections where the line 

M4 =o can be made to yield very satisfying returns to live, responsible dealers. We 

a have in this connection ,an extra feature that is new and very desirable. We 
give you complete co-operation and absolute protection. Catalogs and par- 
ticulars on request. 


4 THE CANTON ART METAL COMPANY 


ll Plant No. 2 New York Office: 200 Fifth Avenue CANTON, OHIO 


Send us your plans and specifications for special built work for Banks, Court 
Houses, City Halls, etc. No matter how large or how small, we'll gladly quote you. 
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The Safein the Home (== 


Men who safeguard their fortunes by the 
use of safes, see the wisdom of safeguard- 
ing the valuables in the homes as well as _ | 
those in their business. 
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The installation of the Cary Safe in the home 
affords the utmost feeling of security. It is 
a safe investment. And, like the investment 
in the Cary Safe for the office, its practica- 
bility becomes the more apparent as years 
prove its security—often in actual test. 
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The Cary Safe, built proof against theft and 
fire, hasmaintaineda name synonymous with 
security. It is a safe of uniform strength 
throughout—the best possible protection 
for your Liberty Bonds, deeds, insurance 
policies, stock certificates and other valua- 
ble papers. Write for particulars on our 


Home Safe. | : 


Dealers: The prestige of an old establish- | 
ment is behind the Cary Safe. There is an [§ 
unusual demand just now for Cary Safes | 
a mighty profitable line for stationers, furni- | ; 

































ture houses and dealers of other kindred lines. 


CARY SAFE CO. 


Buffalo, U. S.A. 
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CARY SAFES 


“The Safe Investment 
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A Few Points About the Making of Steel 


Furniture 


HE material out of which steel furniture is made 
ii is what is known as the best mild steel, cold 

rolled, pickled, double annealed and _ patent 
leveled free from rust, scale and buckle. The plates 
used on all exposed parts are of that particular special 
grade made for the purposes of steel furniture manu- 
facture and known as metallic furniture stock The 
framing parts of the work are built up of rolled or 
formed shapes of mild steel. 

Perhaps before we proceed further a definition of 
some of the terms used would make the thought 
clearer. The term mild steel means a steel which con- 
tains little carbon; therefore one which is not brittle. 
It is obvious that a brittle steel could not be success- 
fully rolled, cut and shaped for the purposes of steel 
furniture manufacture. Therefore the steel must be 
what is called mild or ductile. 

The cold rolling process is reasonably familiar to 
most people. It means that the steel is rolled into 
sheets while it is cold, instead of being rolled at a red 
hot temperature. 


The pickling of steel 


By Bowen Dreigh. In which Some of the Highlights of 


Steel Furniture Manufacture Are Discussed. 


various parts to be welded together to form the filing 
cabinet, desk or whatever is to be manufactured of it. 
After shearing it, it is again rolled to remove the burr 
and to take out any waves or irregularities in the 
surface. The parts are then formed and shaped in 
presses and through rotary dies, and the component 
case parts are assembled and welded together. Man- 
ufacturers of steel furniture use both the electric 
spot welding process and the acetylene gas welding 
process. 

The presses and dies are, of course, each arranged 
to make a distinct and separate part of the filing cabi- 
net, so that when an order goes through there will 
be so many pieces of this section and a corresponding 
number of pieces of each of the other sections form- 
ing the cabinet, when the different pieces may then 
be taken and assembled and welded together. After 
this welding the frame-work of the cabinet is prac- 
tically a solid piece of metal. 

After the building or erection processes have been 
completed, all the steel 
parts are thoroughly 
cleaned preparatory to 
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all surface imperfec- 
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workable. 
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TLE, SUCCESS OF PERSEVERANCE 
THE, PLEASURE OF WORKING- 
THE DIGNITY OF SIMPLICITY 


oil and dirt, followed by 
a coat of mineral filler 
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x which is well baked on. 
FS After baking, the filler 
tS ; 

| is thoroughly rubbed 
i. down to a smooth sur- 
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face known as an oven 
surface, and is coated 


The term patent lev- 
eled means that the steel! 
is rolled smooth ; that all 
waves or irregularities 
have been ironed out 
and the surface is per- 
fectly plane. 

After the steel is 
treated and has gone 
through the foregoing 
processes it is sheared 
by immense cutting ma- 
chines to conform to the 
different sizes of the 


THE, VORTH OF CHARACTER 
THE, POWER OF KINDNESS 
THE, INFLUENCE, OF EXAMPLE, 
THE, OBLIGATION OF DUTY 
THE, WISDOM OF ECONOMY 
THE, VIRTUB OF PATIENCE 
THE, JOY OF ORIGINATING- 
THE, PROFIT OF EXPERIENCE 
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—Copy and design by The Manhattan Engraving Company 
of New York, N. Y 


with the best baking 
Japan enamel and baked 
at a temperature of 
from 150 to 350 de- 
grees, as may be re- 
quired to give the best 
results. The work is 
rubbed down smooth be- 
tween bakings and the 
final finish on’ exposed 
surfaces is hand-rubbed 
in pumice stone and 
water to the required 
finish. 
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‘ apr nnene nn aoe Selva aon 
i The steel filing drawers and other pieces which 
r have by this time been equipped with hardware, fol- 





lower blocks, locking devices, etc., are now assembled 
into the case work, whose erection is described above, 


and these devices being die-made should fit all open- 


Wir B k { ings in the case itself without forcing or the use of 
the assembler’s hammer. 


The grained finishes are applied in the same manner 
as the plain finishes up to the point referred to in 

Waste Baskets the foregoing paragraph, when the necessary ground 

color coats are applied and hand grained, after which 

Letter Trays the piece is varnished. Between each base prime or 
“Built-U ry) Tr grain coat the material is baked, sandpapered and 

p ays rubbed, so that when the final result appears on the 
floor the piece is hardly to be distinguished so far 
as the eye is concerned from a highly finished piece 
of oak or mahogany. 

The fact that these finishes are baked on makes 
them exceedingly durable—proof against the hand of 
time, if not against the wrath of God. A well made 
and well finished piece of steel furniture is practically 
indestructible. 

The creation of the steel furniture industry is one 
of the romances of business. The industry began in 
a small way about thirty-five years ago, and today it 
is one of the most important of the metal working 
industries in the United States. The man who sells 
steel furniture pursues an honorable calling and he 
should dignify it by all the knowledge that he can 
obtain concerning his product. This he should confine 
within practical limits, of course, because a knowl- 
edge of steel is a highly technical matter. Chemists 
and foundrymen spend their lives experimenting to 
learn more of the qualities and the possibilities of 
steel. To their faithful and untiring work we are 
indebted for much of what we call modern civiliza- 
tion and progress. The ‘steel which forms the shell 
that is fired from the 14-inch gun, and the steel that 





the shell meets as it strikes the side of the battleship 
are quite different in quality. And different, indeed, 


Looking for the Trade Mark : : 
from both of these is the steel a man purchases when 


he buys a steel office file, desk or table. Indeed, differ- 


The Barbee trade mark is the guar- : 
ent kinds of steel must be incorporated in the same 


antee of satisfaction to the user. ; 
cabinet, desk or table, for we must have a certain 


quality of steel for the framework which supports the 
ee eR eae SOY WZ weight and a certain other quality for the sheets 
Ki " ® LS “> which surround the different drawers and form 
wy Y ely the base, top and sides. Furthermore, sometimes the 
a2 Ba ie x) 


yy SUK KX KK) ROS 
4 he e , we wr 
iM ett acral coreroece 


drawers run on ball bearings, and for the balls of the 


bearings we have a hard steel instead of a soft steel 





The steel that forms the rods on which the follower 
blocks run is entirely different from that which forms 


BARBEE WIRE & IRON WORKS the front of the drawer or from the plate which forms 


174 North Dearborn Street its sides. Indeed, the customer should understand 
CHICAGO 


that the fabrication of a steel filing cabinet is a labo 
which involves high technical skill and the use of a 








variety of materials, all coming under the general term 





“steel,” but being different in their characteristics a 


cording to the uses of the several pieces of steel 
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Broaden Your Lines 


NV ORE and more the stationer is called upon for constructive suggestions 
4 on office practice. He sells service, instead of merely handing merchan- 
dise over the counter. Service demands not only familiarity with supplies and 
devices commonly used, but also familiarity with the refine- 
ments of office equipment. 












Chicago Glass Desk Pad 





UR lines are ac- 
“tive sellers, and 
quickly earn the 
space devoted to 
them in the win- 
dows and in _ the 
store. Write for 
printed matter. 


; . Chicago Glass 
prices and discounts 


Desk Top 











ANY a business has grown from a kitchen table, or a packing box for an 

office, to an elaborately furnished, handsome office, equipped with mod- 
ern labor-saving devices of all kinds. In your own town there may be a num- 
ber of glass desk tops in use. There must be many more desks which are not 
provided with these modern, sanitary, luxurious necessities. Make a canvass 
of the offices, and solicit the Glass Desk Top business. There is good money 
in sales, and every transaction satisfies the customer. 


4 


Chicago Glass Are made from selected plate glass, cut accurately to the size of the 
Desk Tops desks they are to fit. All edges are polished and ground. They pro- 
tect the desk, are casily kept clean, and make an ideal working surface. 


For roll top and small flat top desks, we make the Chicago Glass Chi o Glass 
Desk Pad. Stocked in sizes 18x24 and 20x36 inches. The space Desk Pads 


under the glass is popular for the filing of active memos. 


CHICAGO MIRROR & ART GLASS CO. 


Established 1890 
217 No. Clinton St., Chicago, III. 
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Office Furniture Selling Suggestions 


g 
abloid 
AULUILIUUNAL ANN {I} Hil It 

The psychology of office furniture is a selling sugges- 
tion. The application of this psychology will make more 
sales and better sales. There is a demand fer everything 
that makes for efficiency and better surroundings. He 
who can meet this demand for products which will be- 
come a co-operative part in the great adventure is the 
m2n who is chosen of success. 

a 

Countless men who went from bench, store or office 
have had contact with the most modern furniture equip- 
ment during their army service. They are sold on fur- 
niture designed to raise office efficiency, and many of 
them will be in a position to buy the best types of such 
equipment when they return to their old, or better jobs. 
The alert dealer in office furniture and equipment will 
see to it that these potential prospects are made familiar 
with his line. 

a 

The modern conception of a business office is a cheery, 
comfortable interior that bespeaks hospitality and eif- 
cieucy. It creates an atmosphere of service and affabil- 
ity that soon reforms the surly or tactless employe, and 
brings him in tune with the spirit of the business. So 
the dealer in office furniture can do a large part of creat- 
ing favorable impressions on visitors, and producing an 
efficiency that evolves from convenient and artistic sur- 


roundings. 


Know your goods. A successful office furniture sales- 
man rates matter before form, and considers as secondary 
matters of display and arrangement. Knowledge of func- 
tion is supreme. Of course, good arrangement and skilled 
display are important. But—if the line is limited, or the 
space restricted—a keen and practical knowledge of what 
and how the various items of the line are used to get the 
greatest efficiency dominates the stock, and impresses the 
customer. 


a 


An effective plan to adopt in the furniture department 
is to place a desk and equipment catalogue in one of the 
upper drawers of each piece of furniture on display. Then 
if the price cannot be recalled from memory, or if it is 
desired to use a catalogue illustration to explain some of 
the concealed features of construction, the information is 
at hand. It is not necessary to desert the prospective cus- 
tomer to get a catalogue from the office file. 


Envelope stuffers are depended on by one dealer to 
keep the office furniture line in the minds of customers. 
The manufacturers are always pleased to supply these 
with the dealer’s imprint, and they are carried with the 
average letter, bill or statement without additional cost 
for postage. 


+ 


Prestige and profit combine in the sale of office furni- 
ture. It is a clean business and creates a respect on the 
part of the customer which is not engendered by the 
commonplaces of the stationary business. 


Keeping of stock records of office furniture is an im- 
portant matter. Often the 8x5 card index works out to 
best advantage, as it affords the space necessary for a 
complete record and allows the use of distinctive colors 
so that a glance at the cards shows the finish. Varying 
index cuts indicate whether the card represents desks, 


Being the Essence of Suggestions for the Office Furniture 


Dealer Selected from Previous Articles on the Subject. 


tables, chairs, filing devices and transfers, safes or mis 
cellaneous and accessory furniture. 
+ 

Displaying office furniture in different office suites is at 
effective way to help a buyer visualize how an office will 
look. Displays can be arranged for different styles of 
finish, purpose or price. Besides suggesting to the pros- 
pect how the furniture will look in his office, a practical 
display will aid in selling a complete office equipment 
rather than the chair or desk which he had in mind whet 
he entered the store. Many a dealer has been content to 
sell a single desk when a little deft salesmanship would 
have made the deal include an entirely new outfit for 
the office. 

sy 

Keeping the display pieces of an office furniture stock 
clean and neat is a task which mounts high if the dealer 
does not attend to it regularly. Some one man should 
be responsible to see that the stock is thoroughly dusted 
each morning, the floor clean, and all glassware carefully 


wiped free of finger marks and grime. If scratches or 
| 


more important damage have occurred, the pieces shoul 
be replaced with new stock and the trouble rectified 
Visit a busy executive and note how he supplements the 
janitor’s dusting with a dust rag. This the executive may 
do several times a day if it is dusty outside. He expects 
to find the same neatness in your store when he looks 
over samples with a view to buying. 
sa 
Deliveries by one office furniture dealer are made fro 
stock in the original package. This protects the pieces 
from injury or damage on the way to the customer. A 
man is sent to set up the furniture if necessary and to 
wipe it off so the desk or other items are ready to us¢ 
Then he cleans up the remains of the packing and eve! 
has the wagon call for it in case the customer has no way 
of disposing of crates, boxes, burlap or excelsior. 
a 
Furniture exhibitions and demonstrations are effective 
means of keeping the dealer’s stock and facilities before 
the public. Carefully prepared mailing lists can be used 
to announce the exhibition and attract visitors Fre 
quently manufacturers of lines carried by the dealer can 
assign a competent demonstrator to show the operation 
and advantages of the device. One dealer insists that 
the exhibition should not include any effort to sell. Vis- 
itors will leave their cards, or sign the register, and the 
dealer can follow up the leads after the exhibition is over 
+ 
Opinions differ as to the desirability of newspaper ad 
vertising of office furniture. One man in a moderate-sized 
city claims that he knows all the possible buyers of office 
equipment and keeps his prospects alive by sending them 
catalogues, folders, booklets, etc., at regular intervals 
Another, in a place so large that it is impossible to know 
all the prospective buyers of office furniture, gets 
satisfactory results from the newspapers, using large 
space. The selection of the advertising medium should be 
solved by the dealer with special reference to his local 
conditions. But there should be some form of exploita 
tion for the furniture department, as buyers will forge 
the dealer unless he rerninds:him of the business regularly 
+ . 
A sale of new equipment is not complete until it is in 
satisfactory service and repaying the investment. So on 


+ 
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“1220 Line” Side Panelled 
Filing Cabinets 


Will meet the most exacting requirements of any business or pro- 
fessional office in construction, appearance and utility. The Letter 
and Cap widths are made two, three and four drawers high. The 
Invoice width made‘only in the five drawer height. Fronts and tops 
are five-ply veneer. The sides and back are hand- 
somely panelled. Drawers are dust-protected, 
equipped with quickly adjusted, auto-locking fol- 
low blocks, have capacity for 5,000 papers and roll 
easily without friction or 
binding on double roller 
bearing supports which 
hold drawer in horizontal 
position when withdrawn 
from cabinet. Kach 
drawer has removable rod 
for locking-in eyeletted 
guides. Trimmed with 
brass label holders and 
pulls. Any number of 
sections may be set side 
by side to form a complete 
filing unit. This can be 
accomplished with cabi- 
nets having the panelled 
sides or expense can be 
saved by purchasing the 
No. 1220 No. 1223 No. 1222 files without panelled 

On 4" Leg Base No. 1227 On 12" Leg Base No. 1221 On 12" Leg Base No. 1221 sides. A 12-inch Leg Base 
Letter Width Letter Width Letter Width placed under a two drawer 
cabinet raises it to the height of a three drawer file and the three drawer to the height of a 
four drawer, with perfect alignment at the top. Cabinets are sold without Leg Bases unless 
otherwise specified. Assorted filing drawers make possible a cabinet arrangement that will 
meet your special filing requirements. Furnished in Golden or Natural Oak or Mahogany Finish. 


ffs Flat Top Desks with Filing Drawers 


Made from best grade, kiln dried Plain Oak with five-ply veneered Quartered Oak Tops, furnished regular in 
Golden, Natural and Weathered finishes or of Birch in Mahogany finish. Drawers roll on indestructible roller 
bearings, and are removable but cannot fall out accidentally. Back panels to close space between pedestals or 
full width back and end panels furnished when desired. Having correspondence, cancelled checks, record cards, 
etc., properly filed, and within easy reach without leaving chair, appeals to any busy business man or woman. 
Catalog illustrates many standard designs, but other drawer arrangements can be supplied as specified. 











No. SS8— Left Side Cap Width,'has slide shelf, drawer D4 for 4x6 No. 555--Left Side Letter Width, has slide shelf, two smal! storage 
cards, drawer F4 for storage and drawer A4 for legal blank vertical drawers F and large storage drawerfG. Drawer between pedestal 
filing. Drawer between pedestals. Right Side Letter Width, has slide shelf, Drawer C for 3x5 cards, 
Right Side Cap Width, has slide shelf, two L4 legal blank drawer com- small storage drawer F and drawer A for vertical correspondence or 
partments and drawer H4 for filing folded legal blanks. Height 30 catalog filing. Height 30 inches. Five-ply veneered 54 by 30 inch 
inches. Five-ply veneered 60 by 30inch top. Back panel not included top. Back panel not included unless specified for which there is an 
unless specified for which there is an extra charge. Desk legs extra charge. Desk legs equipped with metal sliders. 


equipped with metal sliders. 


The Yes Manufacturing Co. 


New Y Iffice i i i Chicago Dis 
How Yeot: Otter 162 Union Street, Monroe, Michigan, U.S. A. s11-515 3 Wabash Ave 
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etd “421” Line Files 
Are the Recognized Standard 


Among Low-Priced Filing 
Cabinets 





Letter, Legal Cap, In- 
voice, Card Index, 
Check, |Document, 
Voucher, Legal Blank 
and Other Sizes 





No.421 





A FILE FOR EVERY PURPOSE 


Variety, Compactness and Economy are the special advantages of this line. There are ten 
kinds of drawers for filing almost any size business papers, cards, etc. Your choice of these files 
may be arranged in one cabinet to meet most any need. They are compact, handy, accessible. 
No apace is wasted and economy is effected through the elimination of superfluous parts. 

» Each frame-joint is inter-locked, glued and held § 
with two screws. Drawers are dust-protected 
and roll on hard indestructible Roller Bearings. 
The superior wear-resisting qualities of these 
files have been demonstrated by many years of 
practical, daily use in all parts of the world. 


Get ¥/z@ Catalog 
Attractive discounts make "#2 Lines" favorites 
with dealers, everywhere. 


You buy #2 Files reasonably—so you can sell them 
reasonably—at a liberal profit 


The fees Manufacturing Co. 


162 Union Street Monroe, Michigan 
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New York Office—368 Broadway. Made also in Canada by The Knechtel 
Furniture Co., Ltd., Hanover, Ontario 
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Compact and Horizontal 


The ff Manufacturing Co. 


162 Union Street 
Monroe, Michigan, U.S. A. 


Filing Sections 


meet the demand for various filing necessities in the 
office of executives and department heads, where per- 
haps the floor space is limited. 


The Compact Filing Sections 

are made 18 inches wide and in 15 and 24 inch depths. Great 
est filing capacity in smallest space. Sections are interlocked 
by an ingenious and invisible device which is strong and ac- 
curately fitted. Thirty kinds of sections enables one to arrange 
a stack that will provide filing space for almost any standard 
size business papers and record cards. They are inexpensive 
considering their excellent workmanship, durable construction 
and handsome finish. The large drawer fronts are 5-ply veneer. 
Sections align with the Horizontal Line but do not intermember 
with them. Made in solid, seasoned Quartered Oak and Birch 
Mahogany. An attractive line of files. 


The Horizontal Sections 

are the result of demand for filing sections to intermember with 
Yi Receding Door Bookcases. Made in 28 styles, capacities 
and sizes to meet almost every business or professional office 
requirement. Thirty-four (34) inches wide and 15 and 24 inch 
depths. The "Compact Sections" align with these longer 
sections thus utilizing almost any available space. Beautifully 
figured Quartered Oak in eight stock finishes, also Mahog 
any Finish. Let us tell you more about them—Get Gen- 
eral Catalog. 


Receding Door Sectional 
Bookcases 


Are ideal book storage equipment for school, office and home. 
The sectional construction provides a method for taking care of 
future requirements. You can start with one section, top 
and base and add 
other sections as 
needs demand. 


Made of very best grade of Plain and Quartered Oak and Birch 
Mahogany. Operation of the receding doors is controlled by a 
patented Equalizer which allows it to travel only straight forward 
and back in the recess above the book space. This equalizer also 
provides the method by which the doors can be instantly removed 
and replaced. The dust shield and the correctly fitted door com- 
bine to make these sections air cushioned without the use of felt 
strips. Raise the door as high as it will go—drop it. The glass 
will not break—the door will not slam. Only one hand necessary 
to operate the door. Both Plain and Quartered Oak furnished in 
any standard finish; the Birch in the beautiful Mahogany. One 
stack on your floor for display purposes will aid in securing orders. 








Illustration shows how #@@# Receding Door Book sections are 
shipped Knocked Down. Quickly and easily set up without tools 
of any kind. 
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dealer makes it a point to call on the customer shortly 
after delivery and find out how the customer is getting 
along. It often happens that a filing system is new to 
the buyer and a few suggestions by the dealer or salesman 
before the file is put to use will insure the correct em- 
ployment of the device. Such calls frequently avoid dis- 
satisfaction, as the user may not think to refer his 
troubles to the dealer but cherishes a grudge which may 
be expressed in caustic comment about the dealer’s stock 
to others. “Kicks” to the dealer are easy to iron out 
compared with the difficulty of neutralizing the effect of 
“knocks. 
9 

If the reader ever bought an automobile he will recall 
how his investment was increased substantially by the 
“extras” he bought. A desk sale leads to “extras,” when 
properly handled. Glass desk pads or blotter pads, desk 
trays, card index boxes or trays, ink wells, pens and pen- 
cils, diaries, chair pads, book rests—the list draws upon 
every department of the store. A goodly list of extras 
can be sold, all of them useful, and more or less neces- 
sary. «And the advantage to the dealer is that his items 
have practical utility—which cannot always be said of 
the extras which are unloaded on the new owner of a 
motor car. 

a 

\n intimate technical knowledge of the construction 
of a desk or other piece of office furniture is often help- 
ful. Of course, with the buyer untrained in the details 


of the manufacture of wood, the salesman must be ele- 


mental. If he is in contact with a man who knows about 
veneers and built up construction his conversation can 
well become technical, thus arousing the confidence of 
the man who knows wood and its fabrication into furni- 
ture material. 
ew 

Reserve stocks of furniture should not be stored in 
damp basements of warehouses. Prolonged exposure to 
dampness may cause the drawers to stick, and possibly 
have a tendency to warp the panels. Extremes of heat 
are also bad, for even the best quality of wood furniture 
cannot stand continued exposure to great heat. 

+ 

An office furniture stock has a tendency to draw to 
the store the more substantial and reliable business man 
of the city. In many a business the manager does not 
concern himself with the stationery purchases. That 
is delegated to a subordinate. But when furniture is be- 
ing considered the “old man” is almost invariably con- 
sulted by the purchasing agent, for he had ideas about 
style and finish that he insists on having carried out. 
Once a dealer induces a man of authority to visit his 
store he has the opportunity of insuring the future supply 
and stationery business of the concern. 


Many modern dwellings are provided with a den for 
the man of the house—a nook where he can have a desk 
and other equipment. Here he can take his overflow 
work at night, or secure seclusion against office inter- 
ruptions when he is wrestling with big problems. In 
many cases the domestic furniture dealer sells the equip- 
ment of the der, because the owner of the new house 
does not realize that his office at home needs efficient 
furniture just as his business office requires it. Dens do 
not always include desks and other office equipment, but 
the possibilities of sales in this direction are worth keep- 
ing in mind 

sw 

With so many of the large manufacturers of office 
equipment advertising to the consumer in national pub- 
lications, it is well for the dealer to push those goods 
under the names of the manufacturers, and to display the 
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The “Economy” 
All-Wool 
Felt Seat Pad 


Made in four sizes, 
of maroon, green 
and rich brown felt, 
with geauine leather 
straps. 








The Personal Equation 


counts in every office. Everyone knows how 
difficult it is to maintain personality when 
clothing acquires that distressing shine due 


to wood and cane seats. 


The “Economy” 













Cushion 
Made in 15 in. and 
18 i! s1Zes soft, re- 
silient padding 
-diges welted all 
around green or 
brown felt top— 
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“‘Economy’’ Pads and Cushions 


defer the clothes shine, as felt causes no 
friction. Clothes continue looking well, and 
a neat personality remains so. 


. 
“Economy” Pads and Cushions add comfort 
and clothing insurance. There is a big mar- 
ket for them in every city. Stock “Economy” 
Products, and command the Pad and Cushion 
business of your city. 





AMPLES of ‘“Economy’”’ Pads and 
Cushions sent on approval at Our 
Expense co Responsible Dealers. 





Economy Seat Company 


3132-36 So. Canal St. CHICAGO, U. S. A. 
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manufacturers’ window cards and transfers. If a 
pect, the business men reading this consumer advertis- 
ing are well sold on the goods before they take steps 
to buy. So the knowledge that he can get the equipment 
locally is very gratifying, for most men prefer to make 
their consequential purchases through a man they know 
than doing business with a dealer in a nearby town. 
+ 

The profit earned in the sale of office furniture is gen- 
erous enough to permit of special attention to develop- 
ing future business. Build up a mailing list. It is gen- 
étally easy enough to select the names of purchasers of 
furniture from the books, but while many call, too few 
In other words, keep a record of the names and 
shown Office 


pros- 


choose. 
addresses of all men who inquire and are 
Keep your eyes open when someone buys of 
Get all these names on a list, classified if 
Then when manufac- 


furniture. 
a competitor. 
possible by the lines of 
turers whose lines are handled send a lot of new book- 
lets or other advertising matter, the mailing list serves 


business. 


for much of this matter. 
+ 


The United States is so big that office furniture styles 


as an outlet 


in vozue in one section of the country are not so highly 
esteemed in another. A given finish and wood is favored 
in one place, while another section of the country favors 
something different. The office furniture industry is for- 
tunate that the demands for distinctive types are not so 
varied as in the case of other lines, like agricultural ma- 
It takes several hundred styles of plows, for 
demands of farmers 
True, they have as 


chinery. 
instance, to satisfy the individual 
located within the United States. 
a consideration various types of soils, but the office fur- 
niture dealer has to cater to various types of minds which 
are often more complicated than varied soils. It is ob- 
vious that the stationer should conform to the preferences 
of his section for style and finish, rather than trying to 
wean buyers away from their favorites, and try to sell 
them a style that he prefers. 

+ 

Office equipment makes a strong demand for supplies 
of various types, and the dealer is missing an oppor- 
tunity for future business if he does not follow up furni- 
ture sales for the,supply business that is due him. It 
requires but little work to organize a follow up form to 
call on or telephone customers at appropriate intervals, 
and get their orders for supplies. 

+ 

Dealers and salesmen are so close to their work, and 
so familiar with the purposes of the office equipment 
they handle that they may credit the general public with 
the same knowledge of office furniture and other devices. 
This is rarely the case, however, and it is well for the 
window trimmer to have signs to accompany the dif- 
ferent pieces in the window, briefly explaining their pur- 
pose. Many a man on the street, who might be inter- 
ested in a filing olttfit, for instance, would buy if it were 
not necessary to expose his ignorance by asking ques- 
tions within the store. The signs give him a general 
acquaintance with the purpose, and enable him to feel 
more at ease when he asks the salesman for additional 
information. 

* 

An effective window display of desks showed a roll 
top desk, a flat top desk, a typewriter desk, the comple- 
ment of chairs, and a vertical file comprising the equip- 
ment of the average small office. A window card stated 
“This Outfit $250.” The window did not sell any $250 


outfits, but it guided the man on the street in showing 
the cost of a representative office, and led to sales of 
more expensive equipment. 


APPLIANCES 





June, 1919. 

In selling typewriter desks it is well for the salesman 
to know the dimensions of all the different makes of type- 
that he can 
of carriage can be accommodated. 

sy 

The stationer who includes in his stocks a complete 

line of office furniture and equipment has a decided ad- 


writers, so inform the customer what size 


vantage when an opportunity comes to fit out a new 
office. The buyer deals with a single house, and there 
is but one responsibility in filling the entire order. Har- 


mony of style and finish are readily secured. lf the stocks 
are complete it is rare that the average order for office 
equipment cannot be filled without shorts of any kind. 
This enables the dealer to make quick delivery when re- 
quired, and the new office 
plete, and everything co-ordinated for the best operating 
results. 


starts with everything com- 


+ 
In establishing a new office furniture department the 


dealer- may go slow, if he has not the experience of a 
It may develop that his is a 
“flat top town,” or a “roll top town.” If his initial stock 
is divided between flat and rol! tops, he 


stock which will be hard to move. 


local house to guide him. 


1 


will naye some 
A visit to representa- 
tive offices in the city before buying stock will show the 
dealer the general trend, not only as regards the type of 
furniture, but also the finishes preferred, and the com 
pleteness of the equinment generally installed. Of course, 
if there has been no one in the office furniture business 
previously, the dealer will have no precedent to guide 
him, and will have to do his own pioneering 
3 

The consensus of opinion among retail office furniture 
dealers line of 

This 


diversified 


seem to favor the selection of one good 
desks and chairs, and a good line of filing devices 
does not tie up so much money as a more 
range of makes, and also permits filling reorders from 
stock. Otherwise 
desks, etc., singly, with a great increase over the cost 
of furniture in car lots, due to the 
charges on an individual shipment. 


+ 


Prompt delivery counts more in the sale of office furni- 


reorders may necessitate ordering 


freight and cartage 


ture than practically anything else in the stationery line. 
As a rule the need for new equipment is felt long before 
any taken toward buying. When 
desk, wanted “on the 
jump” and the dealer who has the goods in stock can 


steps are action is 


taken, the new chairs, etc., are 


generally close the business. One dealer makes the point 
that it is suicidal to promise immediate delivery from stock 
where he knows that the wagon is busy, and cannot pick 
Under conditions it is 


up the load until morning. such 


better to get an extension of time until morning. Being 

frank in advance is easier, and more pleasing to the cus 

tomer, than a yard of explanations 

promise of immediate delivery could not be kept. 
+ 


cheap office furniture seem to be in the 


showing why the 


Buyers of 
minority, even though they do appear to be the largest 
part of the office furniture Medium 
equipment is the bulk of the office furniture business in 


High quality has a market, depending 


customers. price 
the average town. 
on the character of the business done in a city, but it is 
best to concentrate on medium-priced items. will 
move The high priced 
profit that the dealer can generally have the order shipped 


They 
easiest. numbers tring such a 
special, and absorb the excess freight and cartage charges. 
Sa 

Commercial stationers who have not been successful in 
the sale of office furniture can generally trace their fail- 
ure to the lack of study of office conditions. It is neces 
sary to know how their goods are used, particularly as 
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Desks 


\ | “They Express Success. 









\ : - Advertisement appearing in the 
ait’ Literary Digest, June 28, 1919. 


Why the Cutler Franchise Is an 
Asset to the Dealer 


Your customers judge you by two standards: 

1. The character of goods you sell. 

2. The character of service you render. 
The merchant who secures the franchise for Cutler Desks gains a valuable 
asset because of the known character of Cutler Desks and the reputation of 
the house behind them. 
Cutler sales co-operation helps him to render an improved service to his 
customers. 
The Cutler franchise means increased sales not only on desks but on all lines 
to the merchant who will co-operate and take full advantage of Cutler 
selling aids. 
Cutler national advertising is creating nation-wide demand for Cutler desks 
and the dealer who lets the people in his town know he is the Cutler represen- 
tative can make every Cutler advertisement bring him new customers. 
The Cutler franchise expresses the success of the dealer who has it. 
We will be glad to send full details of the Cutler franchise to dealers in terri- 
tories where we are not now represented. Write us for particulars. 


CUTLER DESK COMPANY 


20-64 Churchill Street Buffalo, New York 
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SERVICE— QUALITY 
~ LOW PRICES 


STATIONERS FIND IT 


PROFITABLE 


TO LOOK FOR THIS TRADE MARK 





REG. U. 8. PAT. OFF. 


POPULAR FROM COAST To COAST 


SEND FOR OUR PRICE LIST No. 24, 
COVERING CARDS, GUIDES, FOLDERS 
AND ALL FILING SUPPLIES. 


IT PAYS OTHERS 
IT WILL PAY YOU 
NOTE 


Every index card, guide and folder cut absolutely 
accurate. 





Every ruled card ruled absolutely to register. 


Folders do not split or crack—put them to the 
hardest test and see for yourself. 


WE guarantee our goods. 








OUTSELL (BI((0) EXCEL 








REG. U. 8 PAT. OFF. 


WALTER B. PEABODY 
MIDDLE WEST REPRESENTATIVE 


CHARLES E. DAVIS 
EMPIRE BLDG., SEATTLE, WASH., PACIFIC COAST REPRESENTATIVE 


V. I. MARTIN 
412 PALACE BLDG.. MINNEAPOLIS. MINN. 
REPRESENTATIVE FOR MINNESOTA, NORTH AND SOUTH DAKOTA, 
JOWA AND WISCONSIN (EXCEPTION OF RACINE AND MILWAUKEE, 
MINNEAPOLIS AND ST. PAUL) 
GEORGE H. PEABODY 
149 CHURCH STREET, NEW YORK CITY, SOUTHERN REPRESENTATIVE 
AND TRAVELING REPRESENTATIVE FOR MIDDLE WEST 


BOSTON INDEX CARD COMPANY 
113-115 PURCHASE STREET 
50 HARTFORD STREET 


BOSTON, MASSACHUSETTS 





regards filing equipment, so that the salesman can act in 
an advisory capacity to the buyer, and select or devise 
a system that will handle the work to best advantage 


If the office equipment salesman has given the buyer 
the best advice at his command, and the buyer then makes 


his own selection, the dealer’s responsibility is ended. 
The dealer acts as an expert, assuming that his knowl- 
edge of the subject is comprehensive and greater than 
that of the customer. If the customer acts on his own 
initiative, and the equipment does not work out as ex- 
pected, the dealer is surely not responsible for the mis- 
take. Of course, the dealer will do everything in his 
power to adapt the equipment to the customer’s needs, 
but in his heart the customer will realize that the error 
in selection was his. 
*k 

An indication of the acceptance of steel office 
by ‘the owners of office buildings is demonstrated in the 
case of a bank building in the central west. When the 
office building was erected, no provision was made for 
vaults for the use of tenants. 
If a tenant needs vault capacity the building fur- 


cabinets 


The omission was inten- 
tional. 
nishes a well-known cabinet safe as a part of the build- 
ing equipment. 
Sy 

Co-operation with a telephone system contract agent 
enabled a furniture salesman to get advance information 
of prospective sales that was helpful. The two exchanged 


tips, in this way extending mutual assistance. A daily 
letter dispatched in the morning, gave a list of all pros- 
pective changes of address, and new concerns about to 
open offices. 
+ 
A dealer who recognizes the many advantages of show- 


ing furniture in office arrangement, but who lacks the 
space, has worked out a plan which answers quite well. 
When he makes an appointment with a prospect to look 
over office furniture, he clears a space on his floor, and 
arranges desks, chairs, files and accessory furniture in a 
space approximately the size of the office to be equipped 
Such an arrangement enables the prospect to visualize the 
new office, with the furniture in place, and is usually suc- 
cessful in landing the business. In one case the dealer 
was disappointed by the man for whose benefit the office 
was arranged. Another man did see it, and bought a 
larger bill than was anticipated from the man who didn't 
show up. 
*k 

The dealer should keep his brains alert and plan reg- 
ularly to work out new schemes to make the office furni 
ture stock move. If he tries with all his intelligence, 
even though he makes some mistakes, he will make prog- 
ress. If he does not try or will not use his intelligence 
he will make a series of blunders which may ultimately 
end in failure. 


Figured on a departmental basis, the office furniture 
business of one commercial stationer has not shown 
enough profit to justify the amount of time and labor 
devoted to it. The furniture department has proven an 
excellent “feeder” for the general stationery line, and 
in this manner has justified its existence. Thus it is a 
valuable adjunct to the store. 

+ 

The commercial stationer who is the first in his city 
to establish a complete and up-to-date office furniture 
department has the lead, and should be able to keep that 
lead even though his competitors finally see the light, and 
make an effort to gain the ground lost while the pioneer 
The first in the field has a 


was establishing himself. 
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Englewood Desks Sell 


On Their Assurance of Office Efficiency 


Just use common sense when There is a power in the ac- 
tual, practical, every-day use- 
fulness of this reasonably- 


you stock up on office desks. 
The logical line for the dealer 
who has a market for medium- priced desk which satisfies the 
priced, substantial, durable buyer—and makes the dealer’s 
desks is Englewood Desks. re-order a constant quality. 








Shall we send our catalog? 


Englewood Desk Company, Chicago, Ill. 


58th and Lowe Avenue 
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U- Need- Me De Luxe All- Felt Cushions 


Comfortable Sturdy Long Lived 
A cushion plus all the good points of a chair pad. 


LIVE seller, that pays its way in the stationery and office equip- 
ment store. Every desk worker a possible user—business comes 


practically without solicitation. 


U-Need-Me De Luxe All-Felt Cushions are filled with resilient, carded 


wool. They will not pack or wear down, but 


No. 2000 AA........ 17x19, no straps. 

No. 200A... 163x183, no straps. retain their elasticity indefinitely. The top 
No. 2000B ........ 15x17, no straps. and bottom are covered with extra fine brown 
No. 2000€ ....... 13)x147, 3 straps. billiard felt, with a one-inch welt of the same 


ie 200 D + im Gemmeter, straps. terial. Well tufted and carefully sewed. 


Write for catalog and prices of our full line. They are all clean, 
quick-moving merchandise. 


Geo. E. Fox & Co. 


33 West Kinzie Street Chicago, U. S. A. 
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virtual monopoly of the office equipment business, and ing frequent changes of window displays into the stock 
a very strong call on commercial stationery items and it is found effective in many cases. A dealer in gen- 

+ eral merchandise is reported to ascribe a great deal of 


Among the benefits of attending dealers’ furniture ex- 


hibitions is the opportunity of meeting dealers from all 


ove! the country-——men who are meeting similat 


conditions. Che 


and 


opportunity for the mutual interchange 


of ideas, solutions of business problems looms up 


large as an important element of the furniture exhibi- 


tions. Then too, there is the opportunity of seeing how 


the office furniture dealers of the exhibition city handle 


a day at an exhibition 


readily 


their business. One cannot spend 


without acquiring a sheaf of good ideas that can 


business at home 


+ 


dealer 


be applied to the 


makes a 
stock 


\ successful eastern sharp distinction 


between the arrangement of displays, and office 


| he 


desks, chairs, filing cabinets and other accessories, brought 


office suites are‘ naturally an assemblage oi 


suites. 


together to show how an office of a certain style and 
finish will appear. In his stock the goods are classified 
verv rigidly; all desks are grouped together, then the 
chairs, etc. The thought is that a man wants to see the 
assembled appearance of the office he plans. When it 


comes to buying it is good merchandising policy to keep 


ind concentrated on one thing at a time, and not to 
ler his mind with a variety of things. 
allowances on old ofhce furniture in selling 


Making 


new outfits presents its problems, just as they appear to 
Every line has this prob- 


Che 


is to be too gen 


the dealer in office machinery. 
lem, but afflicted 
temptation when making a goodly sal 


erous in allowing 


some are more than others. 


the values on the old desks, filing cases, 


et The salesman should have a good idea of the market 


value of the old furniture, as well as a conception ol 


what it will cost to freshen it up for re-sale. It must 
also be figured that the old furniture may be in stock a 
long time before a buyer is found. It may eat its head 
off on the floor before being sold. 
na 
in disposing of second hand furniture and other ofhce 


equipment one dealer has found that the demand exceeds 


his supply, which was formerly confined to furniture 


taken in on allowance when new furniture is purchased 


The demand for used equipment among his clientele is so 
great that he finds it necessary to attend sales of used 
oftice equipment occasioned by concerns going out ol 


business. Many of his customers have formed a habit 


of notifying this dealer what they will néed in the way 


of second hand furniture, and a waiting list of consider- 


able importance has grown up. This list is always in 
mind when the dealer is at auction sales, and he fre- 
quently has opportunities to buy for the waiting list. 


Advice regarding the class of office furniture to be car- 


ried by a store varies—as is usual with requests for ad- 
vice directed into different quarters. 
a high class trade, urges that the new dealer put in high 


Another finds that will sell to his 


One man, who has 


nothing 

Most 
trate on moderate priced merchandise, which appears to 
Really, this is a matter for 


priced lines. 


trade except the cheapest goods. dealers concen- 


the average demand. 


Satisty 


the stationer who is entering the furniture business to 


decide for himself. A among the offices in 


office 


day spent 


his vicinity will show the character of equipment 
has been bought in the past. 


+ 


There is a growing tendency for dealers to break away 


which 


from the habit of keeping the arrangement of their stocks 
Now 
partments about regularly. 

is effective. 


and then a dealer tells how he shifts de- 


It gives an air of novelty to 


uniform. 


This plan is merely carry- 


which 


the store 


the increase in his business to the fact that every three 
months he has his store decorated, and frequently changes 
the location of remodeling the shelving, and in 
other ways trying to make the store look different. How- 
ever, it would seem to require a tremendous increase in 
business to justify the muss and delay of redecorating four 
tinies a 


stocks, 


year. 
So 

Specially-finished desks are to be avoided, according to 
the experience of a dealer who has had considerable ex- 
perience with this requirement. He makes mention of 
the difficulty of getting an exact match, and has found 
that sometimes the discrepancy was enough that he had 
the new, specially-finished desk refused, and had to turn 
it back into stock. It was an unsalable shade, and finally 
had to be sold several years later as a second hand desk, 
with His practice is to add 
to the regular price when it be- 


considerable loss in profit. 


twenty-five per cent 


comes necessary to fill an order for a desk in a special 
finish. 
} 
One of the chief reasons why the sale of office furni- 
ture and equipment has passed from the general furni- 
ture stores to the commercial stationer is that the latter 


is better able to help the customer in putting desks and 
filing The stationer is in closer touch 
with office devices and methods, and can frequently sug- 
gest to his customer the best°arrahgements to secure the 


efficiency. 


devices into use. 


hichest 


The floor of a furniture display should have a good 
and the desks and other stock should be dusted 
carefully every day. If a piece of furniture is accidentally 
should be remedied at once, as 
otherwise it is liable to be forgotten, and not discovered 
until the customer sees it, and either rejects the piece or 
| allowance because the furniture is not fac- 


covering, 


scratched, the defect 


demands an 

tory-perfect. 
Ss 

\ line of argument which was effective, and closed a 

sale a salesman handling metal files. 

He showed how one office could save a space thirty-one 

feet by six an expensive building by replacing 


was advanced by 


feet in 


wooden filing cabinets with steel. The sale involved 169 
sections of steel vertical files. 
+ 

Renewal orders can be made to yield a considerable 

share of the office furniture business transacted. Too 


salesmen are so keen on getting orders for the 
an office that they ignore the 
chances for selling furniture to replace that worn out or 
While the aggregate business in this direction 
may not bulk large in the day’s work, the annual volume 
is not to be 


many 
complete equipment of 


obsolete. 


ignored. 
+ 

It is important that everyone connected with an ofhee 
furniture store or department contribute to the prospect 
list. A convenient record. On it 
should be shown the name and address of the prospect, 
when purchases are* to be made, what 
furnished the furniture now installed, and other 
pertinent facts. The prospect list should be gone over 
regularly, each prospect being a definite assignment for 
the salesman to whom the name is entrusted. Informa- 
tion about prospective business is floating in the air, and 
is often overlooked because there is no recognized place 
to file the information. When properly carded the name 
becomes a valuable asset, and should be ¢ultivated sys- 
tematically until business results. 


card index forms a 
the man to see, 


dealer 
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Practical 
Utility © 





them. 


No. 225 


there are Illinois Desks to suit 
quirement. 


Have you seen our new catalog? 
a copy. 


Rockford, Illinois 








They fit into an office organization like 
skilled workers, or up-to-date labor-saving 
machinery. Illinois Desks make for office 
efficiency because they are well planned, and 
designed to fit the human beings who use 





Whatever the character of an office, regard- 
less of the physical build of the employees, 


Illinois School Furniture Co. 





Sell 
Illinois 


Desks 


every re- 


Send for 
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Salesmen’s conferences are regularly held by progres- 
sive oftice equipment houses, during which ideas are in- 
terchanged. Often the representative of a concern from 
which the house secures some of its supplies is present 
to explain the selling points of his product. It often 
happens that at a conference, when a salesman mentions 
a prospect on which he is working, one of the others 
may have inside information about a successful approach, 
or he knows someone who can influence the sale and 
make it easier for the representative on the job to get 
close to. These sales conferences have another angle; 
they show the different salesmen that there is a com- 
munity of interest, and eliminate some of the petty jeal 
ousies which have a tendency to interfere with team 
work by the selling force. 

+ 

Personality is a good thint for the office furniture sales- 
man to study—the personality of his prospects. ‘lime 
may be saved in the approach if the salesman has studied 
his prospect—assuming that the man himself is to use 
the desk and chair which are to be bought—and deduces 
whether a flat top or a roll top is needed. Then the 
chair—if the man is portly he will need a stout, roomy 
and extra comfortable chair. Maybe one is waiting in 
stock for such a physique, and the portly man will be 
pleased to learn of this fact. He has probably heard 
some tactless salesman say in the past: “Oh, no, there 
isn't chair big enough for you in town. We'll have to 
send away for one.” This might flatter some, but not 
many portly men. 

* 

Often the office furniture department of a commercial 
stationery store is located on the second floor. Its exten- 
sive stocks are out of sight from the street, and many 
may not get into the store to learn that on the floor 
above there is a complete stock of office equipment. Let 
one of the show windows be the index of the contents of 
the second floor. Many stationers with two or more 
show windows maintain a constant display of office fur- 
niture in one of them, so that the passer-by may never 
have a chance to forget that the second flocr is filled to 
capacity with furniture. Some stores have a furniture 
window every other week, and on the alternate week it 
clude in the general display the sign of one of the manu- 
facturers whose furniture they handle. 

a 

Unique methods have been evolved by different office 
furniture salesmen to meet the competition of other 
stores, when the salesman senses that the prospect is 
shopping, and has had quotations elsewhere. One sales- 
man finds that if a man has had a quotation, and wishes 
to compare prices he will call for a file, for instance, of 
the same capacity as that he priced. The salesman can 
tactfully suggest that—in case the prospect calls for a 
four-drawer file—a three-drawer will answer the pur- 
pose, and then demonstrate his three-drawer equipment, 
showing its points of superiority. This shows that the 
salesman is handling the proposition from an efficiency 
standpoint, and also serves to wean the prospect away 
from the competitive outfit he saw first. 

Local events may be aptly “cartooned” in the office 
furniture window if the trimmer is alert to his opportuni- 
ties. The trimmer of one window rose to the occasion 
bright and early after a night fire had done considerable 
damage to a store in the same block. He secured a piece 
of charred wood, and put it in the foreground of a win- 
dow display of steel furniture. He prepared a sign which 
read, “From the Fire—Notice it’s Wood—Our Metal 
Furniture Won’t Burn.” The window attracted consid- 
erable attention because of its ingenuity and timeliness 
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GF Allsteel Economy Unit File 


ERE’S the file you’ve been wanting to sell in the many places 
t where stacks of vertical files are not needed. 

It’s the one-man business file, especially for the man who handles his 
own filing, yet there is no limit to its possible growth. Start with 
one section, a base and a top. Add more sections, one above the other, 
if needed. 


Progressive roller suspension, every joint welded, handsome olive 
green enamel finish, baked on. 


There’s a wonderful sales opportunity in this GF Allsteel Economy 
Unit File. The price is right. Why not write us today for terms? 


™= GENERAL Fl om *. 


YOUNGSTOWN, OH nc 


NEW YORK - BOSTON — CHICAGO — WASHINGTON — ATLANTA — SEATTLE 








y y wy uy YseMjji Yd yyy ll Ly 
manor nt napennnnettiee antl” eaead aes "senna oe ~ttlditiir 
es WY y Uy Np ti yi pry Uy Ws 
YM MM MW@7J0. Yu MMM” WY wifi yy, WU. Uy “YY MY vv UMM”"“WMMY Jw” Wi 








120 


OFFICE APPLIANCES 














Imperial «1990” 


~POPULAR 





Combination No. 1 


*1000" LINE SECTIONALS 
MEANS SECTIONS 
FOR EVERY 
BUSINESS USE. 





Combination No. 4 


1000" LINE SECTIONS ARE 
16” WIDE BY 21” DEEP 
THEY WILL INTERLOCK 

AND STACK UP 
WITH ONE ANOTHER, 


THESE SECTIONS HAVE BEEN DESIGNED AND FINISHED 
TO MATCH MODERN OFFICE FURNITURE 
Made in Quarter-sawed Oak or Birch Mahogany with Cast Brass Trimmings 





Combination No. 2 


HERE ARE SIXTEEN DIFFERENT SECTIONS 


No. 1000 Top Height 2 Inches 
No, 1001 Sanitary Base ; Shing 
Z An 19 


No. 1003 2-Drawer. 3’x5” oe 
No. 1005 2- “ 4°x6” 

. i * 
No. 1007 2- “ 5”x8” and Doc. 


No. 1008 Letter Vertical 
No. 1009 Cap Vertical 
3, 


awer Document 


Lega 
$ 2- “ Check and Doc. 
No. 1013 Cupboard-Sectiona! 
No. 1014 3-Drawer Storage 


WWW Www www Ww 





Combination No. 6 


/mperial [Methods Co 
FILING FILING | 


CABINETS SUPPLIES 


B26 WEST MADISON STREET CABO ~ WLINOIS 

















Line Sectionals 





Combination No. 3 


THESE SECTIONS STACKED 
HAVE APPEARANCE 
OF BEING 
A SOLID CABINET 





Combination No. 5 


WITH 1000" LINE YOUR 
CUSTOMER CAN ALWAYS GET 
THE ACTUAL FILING SPACE 
REQUIRED—NO MORE 
HE BUYS ANOTHER SECTION 
WHEN NEEDED 
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Present Conditions in the Office Chair 


Industry 


FFICE APPLIANCES recently wrote to manufac- 
turers of othce chairs for expressions of opinions 
with regard to the situation as it now exists in that de- 


partment of the office furniture industry. Two replies 


thus far have been received to our request for informa- 
ticn; one from the Conrades Mfg. Company, of St. 
Mo., and the other from the Nichols & Stone Company 


of Gardner, Both of 


Louis, 


Mass these letters are terse, but 


interesting, and we 


The 


war has had 


present their substance herewith. 
Conrades Manufacturing Company says that the 
a tendency to create higher prices. It has 
placed the office chair industry, however, upon a very firm 
basis. While we have, they say been restricted in our 
manufacturing it has been for the betterment of the en- 


tire industry. A reduction in the number of 


patterns to 
be made; the kirds of woods to be used etc., has helped 
to put this business on a plane where manufacturers have 
tried individually to keep it, but did not succeed. 
Government purchases in the chair line have been large. 
The product has gone abroad, into many of the depart- 
ments of the Government, here, which 


required many 


chairs during the war. Many of these must necessarily 
have gone into departments and branches of the service 
that will 


tinued 


become permanent institutions requiring con- 


supplie s. disbanded 


back 


stock for future use or be put upon the market for resale. 


Other departments must be 


and the furniture used will either find its way into 
When such goods are resold, the company dos s not be- 
lieve that it They state 
that they this, but that 


in no case has it seriously interfered with regular sales. 


will greatly affect conditions. 


have had some experience with 

The present condition as to raw materials is such as to 
cause manufacturers to purchase somewhat in advance. 
Prices are very firm and in most instances are advancing 
gradually. For a time there were some slight reductions, 
but since purchasing became general throughout the coun- 
try, prices have shown an upward tendency. In fact, at 
the present time most of the product is higher than it 
was six or cight months ago. 

The labor situation is one which may cause some con- 
cern. Efficient help is not easily gotten. There is al- 
ways a tendency on the part of the employee to demand 
higher wages. 
able to get 


want the 


The usual claim is that the workmen were 


good wages in the war industries and they 


same wages now. Ordinary labor is not easy 


to get, but it is a sort of transient proposition. It seems 
to be that difficulties 


gradually overcome by the advancing and 


generally indicated labor will be 
standardizing 
of wages which will probably assist somewhat in getting 
out goods promptly and efficiently. 

The company states that transportation problems have 
convinced them principally of the fact that they have had 
their own troubles, but really the only complaints they 
have had to make is in the matter of damages. The num- 


they have been obliged to file is a 


It appears that goods are not arriving at their 
This 


very 


claims which 


problem. 


ber of 


condition as 
fault of the 


when the 


destinations in as good formerly. 


seems to be the handling. This is a 


vexing problem customer relies upon having 


delivery of goods so that he can fill his orders. The serv- 


ice from St. Louis is very good and from this point the 


company states that it has little or no trouble in making 


delivery. 


The demand office chairs just now points to in- 


1: 


creased business, for apparently the Government has dis- 


An Expression of Opinion from Three of the Leading Office 


Chair Manufacturers in the United States with Regard to the 
Conditions Now Prevailing in That Industry. 


posed of all its surplus furniture, or at least the greater 
portion of it. This has not had a tendency to hurt the 
market, and if present indications continue the company 
will look forward to a better year. They do not look 
forward to any factory extensions, feeling that their pres- 
ent equipment and floor space can be so utilized as to 
turn out a better volume of business than heretofore pro- 
viding the labor situation does: not change. It is possible 
that more help will be needed, and if so, it will be put on. 
That is the only extension which is contemplated. 

Prices are very firm and at the present time the com- 
pany is getting out a new price list which is now in the 
hands of the printers, calling for an increase of from ten 
This is due to many of 
the causes mentioned above, resulting in conditions which 
can only be taken care of by an advance in prices, 

The Nichols & Stone Company of Gardner, Mass., said 
increased their office chair busi- 
ness; that Government purchases at the present time have 
dropped out and that they are relying wholly on the regu- 
lar trade. Raw materials seem to be increasing in cost 
and labor will be higher as Gardner is to work on a nine- 
hour a day basis, whereas they have been working on a 
ten-hour basis 

Transportation facilities are good, at least so far as 
Massachusetts manufacturers are concerned. 


to fifteen per cent to the dealer. 


that the war materially 


The demand for office chairs is not so great as hereto- 
fore and the company at present plan no factory exten- 
[It expects, however, that prices on 
the whole will be somewhat higher than heretofore. 

Office Appliances believes that the foregoing expres- 
sions of opinions coming as they do from manufacturers 
of office chairs who are well known throughout the coun- 
try will be of general interest to the trade. Only by un- 
derstanding conditions as they exist from the viewpoint 
of the manufacturer can dealers be in a position to buy 
The views expressed here and elsewhere 
in this department are frankly as well as intelligently and 
sincerely given, and their value will be evident. 


sions for this year. 


intelligently. 


A Review of the Office Chair Industry. 
(From S. Karpen & Bros.) 

Present conditions, as they affect the office chair in- 
dustry, present quite a contrast to those prevailing before 
the recent war and during the war. Throughout the war 
period the makers of office chairs, while suffering with 
because of restriction of output, 
blockades, and labor troubles, nevertheless had as one of 
their biggest customers Uncle Sam, who, needing office 
chairs for the various military and semi-military depart- 
ments of the Government as well as for the auxiliary or- 
ganizations, the Y. M. C. A., Red Cross and K. C., or- 
dered chairs by the thousand for his war workers in uni- 
form and for the civilian office workers. Washington, D. 
C., received desks and chairs by the trainload, and the 
result was that the decline in business, which certainly 
would have affected the makers of office furniture, was 
mitigated largely by Government purchases. This condi- 
tion, which helped the manufacturers at a 
critical has its drawbacks as it has led hundreds 
of buyers who otherwise would have purchased new desks 
and chairs to anticipate a probable wholesale auction sale 
on the part of the Government, and for this reason it is 
been quite as active as 





other lines of industry 


however, 


stage, 


surmised that buying has not 

















HERE'S an air of distinction 
about Dan-Dee Waste Bas- 


kets which commands universal 
attention. Where quality is of 
greater importance than a differ- 
ence of a few cents in cost, the 
Dan-Dee is always accorded pref- 
erence over others. 


Pleasingly ornamental in design 
and finish; fireproof, durable and 
sanitary in construction. 





Waste Baskets 


are made in two styles in Round, 
three in Square, and a choice of 
finishes to harmonize with any sur- 
rounding’. 


Dealers find the profit on Dan-Dee 
Waste Baskets as noteworthy as 
the quality. Write for prices and 
discounts. 


MANUFACTURED BY 


ERIE ART METAL COMPANY 


ERIE, PA. 
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might otherwise have been the case. However, a normal 
amount of business is coming in, and except for those 
manufacturers who depend entirely on their office fur 
niture output, the furniture trade in general is so occu- 
pied in trying to meet the unprecedented demand fot 
household furniture that the slight falling off in office 
furniture business is rather welcomed in some quarters 


until trade in general gets around to a more normal! 


con- 
dition. 
Raw Materials. 

While restrictions have been removed from the pur- 
chase of raw materials, and any class of material can now 
be obtained for manufacturing purposes, prices have in 
creased on many of its items, necessitating a correspond- 
ing increase in the cost of the article from manufacturer 
to dealer. Oak lumber, for instance, has advanced $11.00 
a thousand feet; shellac has advanced, as has also leather 
and sundry other items entering into the manufacture of 
chairs, and while steel has dropped a little in price the 
decrease does not offset to any extent the increase on 
other items. 

Labor. 

Skilled labor, including such workers as cabinet makers 
and upholsterers, continues scarce, and hundreds of men 
who either entered the national service or were enticed 
to eastern cities by the promise of big wages in muni 
tions plants have not yet returned. Unskilled labor is 
fairly plentiful, but this class cannot be used to any great 


+ 


extent in the more exacting operations of the factories 
Transportation. 

There is no trouble in shipping goods at present, as 
all blockades and congestion were eliminated when the 
war ceased, and shipments go forward without interrup 
tion, 

Extension of Factories. 

Our plant is adding 60,000 additional feet of floor space 
to take care of increased demand and relieve congestion 
caused by unprecedented increase in business. We be- 
lieve that factory extensions to buildings and new build- 
ings are being erected in many towns because of increases 
in business. 

An increase of ten per cent has recently been made to 
office chair prices necessitated by the constantly mount- 
ing scale of wages and raw materials. It is not improb- 
able that other increases will be added. Merchandise in 
nearly every line has gone up in price due to the same 
factors that have led to increases in our line. The sim- 
ple fact is that workmen cannot be hired at former wages, 
materials cannot be purchased at the old rates and money 
has depreciated, making it absolutely necessary for manu- 
facturers to protect themselves if they intend to stay in 


business. 


Cessation of Building Affects the Trade. 

The high cost of building materials of all kinds, the 
exorbitant demands of labor and reconstruction condi 
tions generally have caused a cessation in building oper 
ations that has reacted on the office furniture and chai 
business. New buildings call for new furniture and there 
has been no new building to speak of in the last year or 
two. In the line of household furniture this condition 
does not affect the public so much because furniture is 
bought for new or old houses whenever it is needed. We 
anticipate and predict a big demand for office furniture 
of all kinds within the next few months, when the era of 
rebuilding again sets in. Until that time many prospec- 
tive buyers will doubtless get along with what they have. 

Thirty per cent of unfilled war contract claims have 
been paid. 
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“mayvie” How Can 
I Sell 
More 


Folders? 












By selling better selling folders. Here are 
two easy but sure ways to keep folders from 
keeping on your shelves: 
First, sell “MAYVILLE” FOLDERS. 
Because they have name-value, they sell better. 
You can prove this. Place a pile of “MAY- 
VILLE” FOLDERS beside a pile of unnamed fold- 
ers. Your customer will pick out “MAYVILLE” nine 
times out of ten because of the “MAYVILLE” name and 
the mark of the girl at the cabinet. 
>econd, keep “MAYVILLE” FOLDERS prominently dis- 
played. A displayed folder sells many times faster than a folder 
hidden on a shelf. Show “MAYVILLE” FOLDERS both on your 
counters and in your windows. Your profits will increase and continue 
to increase. 
Don’t stock up and keep; stock up and sell. Don’t sell folders; sell “MAYVILLE” FOLD- 
ERS. Make your stock move. Realize frequent turn-overs. Put your folder selling on a 
more profitable basis. 
“MAYVILLE” FOLDERS are made of uniform size, and will not break in the fold or curl 
at the edges. They are customer holders and good-will builders. 
Three shades: Natural, blue, salmon. Two sizes: legal and letter—medium or heavy weight. 


Send for samples and prices. Attach the coupon to your business letterhead and have us send you a 
copy of the page “MAYVILLE” advertisement that appears in the March issue of “SYSTEM,” the 
magazine of Business. It is an attractive advertisement that you can use as a silent salesman to help 


you sell more “MAYVILLE” FOLDERS. 


Geo. W. Millar & Co. “- 


284-290 Lafayette Street NEW YORK wo SS 
Also makers of standard quality ‘““MAYVILLE”’ 











° “Sie ° ° wy ae SY 
Die Wiping Paper, Adding Machine Rolls and Ss oe 
‘““MAYVILLE”’ Treated Tympan and Offset Papers. y VM Soe 
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KARPEN 
Chair Traditions 





























are the basis of that high quality which 
we guard so jealously. Our business has 
the years to justify honored tradition; 
and with those years comes a virility that 
expresses itself in saleable designs and 
modern selling methods. 


When a dealer advertises that he sells 
Karpen Chairs he commands a respect 
that does not go with ‘‘a line of chairs.” 


Let Karpen Chairs help build up your 


chair business. 


The Karpen Chair catalog will suggest 
how you can raise your entire stock in 
the estimation of the buying public. 
Write for the catalog. 


S. Karpen & Brothers 


Designers and Manufacturers 
CHICAGO MICHIGAN CITY NEW YORK 

















The Market in Steel Filing Devices 
Brief Review of Market Condi- 
tions from the Standpoint of the 
Manufacturer. 


ELIEVING that a correct first-hand knowledge of 
B market conditions in important lines is of the utmost 

value to the dealer, not only asa buyer, but asa seller 
likewise, Office Appliances presents the following well- 
considered views from several of the leading makers of 
steel filing devices: 

The sales manager of one of the oldest and most prom- 
inent concerns in the industry says that there is no ques- 
tion but what the war caused an abnormal demand for 
filing equipment, and all companies naturally took on 
whatever war work they could get which was of a nature 
suitable to their working conditions. These government 
purchases, however, the orders being cancelled or ter- 
minated, resulted in a good many undesirable but unavoid- 
able situations, and it is reasonable to believe that the 
equipment used in certain government work will cause 
the creation of new branches of work in the metal fur 
niture industry as well as in many others. 

Gradually these Government contracts are being cleaned 
up and today a very small portion of the work being 
turned out is of that nature, whereas prior to the signing 
of the armistice practically every firm was on 100% war 
basis. 

There has been, of course, a reduction in the price of 
steel, but this is naturally not being felt in the cost as 
yet by those firms who stock sheets in large quantities. 
There have been price fluctuations both ways in other 
products of a minor nature used in the construction of 
steel cabinets. Labor has not been reduced, and no re- 
duction is expected, and this regardless of the fact that 
men are plentiful. 

Transportation conditions are a great deal easier, but 
trouble is still experienced in securing proper cars for 
carload shipments. While deliveries are not normal, 
there is little complaint with regard to the time taken 
by the transportation companies in the handling of 
products. 

Following the signing of the armistice the demand for 
steel equipment had a fall-off which seemed to affect some 
companies differently than others, perhaps due to their 
methods of selling and the way they distributed their 
products. The demand seems steady and a fair increase 
is being experienced, the curve of sales being upward, 
allowing a pleasing view of the future. 

Factories not having been enlarged just prior to the 
war are being extended in a number of instances. Just 
what the purpose is, is as yet unannounced. These addi- 
tions may indicate branching out into new kindred lines 
or there may be an anticipation of rapid increases in the 
call for the staple product. 

Prices have been reduced from 15% to 20%, and in 
making this reduction the possibility of steel being further 
reduced within the year was anticipated, and it is there- 
fore felt that any changes in prices will be upwards; and 
it would not be surprising if an advance were made in the 
near future. 

\. B. Clarke, president of The Canton Art Metal Com- 
pany of Canton, O., believes that the war has influenced 
the use of steel cabinets favorably. The people have | 
come more and more accustomed to the desirability of 
using steel filing cabinets, and while, of course, before 


e- 


there was a discrepancy in the prices between steel and 


wood, people have become accustomed to the higher prices 
of steel. so that rather than the higher prices tending to 
make the difference smaller, it has influenced a good 
many people to pay the difference for the steel cabinet. 
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In Your City 


OFFICE ¢ 


TRADE MARK ‘ REGISTERED 


MUTSCHLER BROTHERS co. NAPPANEE.IND..U.5.A 


eae a Se Ce As well as all over the country, magazine 
uit in’ 9 <ommmeetibie: readers are associating “Samson” with 
sive line for Office, tables, strong tables—our product. People 
Directors’ and Factory are asking office furniture men _ for 


se I; >] aK at is 2 Gy rT. 9 
use. Made mn oak and Samson Tables,’ and are pleased as at 


meeting an old friend to see a window ex- 
hibit of “Samson” Tables. 


mahogany, sizes 26x40 
to 48x144. They have 
a real sales appeal— 
de aetess6 eae Our consumer advertising has given iden- 
struction; taper - mi- ‘ = a 

ri a a tity to “Samson” tables, and inspired many 


Ss 


ter-joint box 
“Inter-lock Rein- to buy them at once. 


forced” tops. 
Why not get the table business of your city. 


“Samson” tables are built for office and 
factory; they have a wide market, and an 























No. 327—-Oak or Mahogany 
Sizes in 48” to 144” lengths 





easy consumer acceptance. With them you can 
control the quality trade. 


Justify your claims for carrying a complete line of office furniture 
by stocking and displaying “Samson” Tables. You w ill find the 
table business an important part of your year’s turnover. 


Write for the complete Dealer Proposition. 


Mutschler Brothers Company, Nappanee, Ind.,U.S. A. 


‘‘Makers of Good Tables Since 1896’’ 
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EVERYTHING in Filing Supplies 








Vertical File Folders 


Only one of 587 items of the Oden. line of 


Filing Supplies. The best stationers of New York 
handle this line exclusively. Shall we tell you why? 


Reed. Gid(o. 


541 Pearl Street, New York, N. Y. 
Philadelphia Office: 939 Drexel Building 





J 





























































































Roll Top Desk 
Flat Top Desks 
Standing Desks 


Typewriter Cabinets 
Office Tables 





Variety of Designs 
Quality 


Service 


0. C. S. Olsen Co., 2521 Moffat St., Chicago 
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Improved 


i 
Accessories 


Made Good for 
Uncle Sam 


Over 200,000 “UNIQ” Im- 
proved Shannen Files are 
in use in the U. S. Army. 
They were chosen as 
standard because of their, 
extreme durability and 
positive lock construc- 
tion which keeps the 
arches and posts in line. 
“UNIQ” Vulcanized Fi- 
bre Waste Baskets are 
made according to U. 
8S. Navy standard spec- 
ifications, and are 
fitted with solid wood 
bottoms to prevent them tipping 
over easily as do baskets with 
fibre bottoms. 

We have supplied the Navy with 
over 35,000 “UNIQ” fibre waste 
baskets this year. The Navy is 
a most particular customer—al- 
ways insists on having the BEST. 
Try out our office accessories and 
learn why the Government has 
made them standard. 

AGENTS AND DEALERS: 
Our enormous output enables us 
to quote bottom prices. Ask for 
particulars, 


The C. Spiro Mfg. Co. 


68-70-72 East 131st St , N.Y. City, U.S. A. 





Transfer Time 








Transfer time is here and soon you will have 
calls for large numbers of transfer cases. You can 
make an attractive profit for yourself and completely 
satisfy your trade by selling the 


Bentson Steel Transfer Case 


which is roomy, compact and rigid, and sells at just 
a moderate price. The units can be stacked to any 


desired height. 
Bentson Card Cabinets 


meet with a ready sale. A strong point is their 
durability and, like the transfer case, the price is 


moderate. 


















Aurora 23 Ill. 
New York Re 4 

Mr. Harry H x 

13th St., Brook VN. ¥ 
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The Bentson Mfg. Co. 
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Second. Government purchases, of course, have kept 
the factories very busy, owing to the great demand for 
steel cabinets in all departments of the Government, where 
thev are now being generally used. 

“The releases have not as yet affected the industry as 
far as this company can observe. 

Third. Raw materials are in some cases much easier 
to obtain: in fact, the special items, which generally were 
discontinued during the war insofar as they were used in 
the manufacture of filing cases, are the only things there 
is any trouble in getting. 

The price of labor, of course, has advanced considerably, 
but at the present time labor is more efficient than for- 
merly, so that the cost per unit is perhaps not much 
higher than it was before the war. 

“Transportation,” says Mr. Clarke, “is very, very poor, 
and will in our opinion be very poor until the railroads 
get back to their rightful owners. 

“The demand today, we believe, is better than the pre 
war demand. The inforniation which we have would in- 
dicate that there are as many units being sold now as 
last year. 

“At the present time we are contemplating moving from 
a rented building to our own building, which, while it will 
not give us much more floor space, will be much more 
economically arranged, and will give us bigger returns. 

“Prices, we believe, will advance within the next thirty 
or ninety days.” 

G. H. Thomas of the Equipment Division of The Berger 
Manufacturing Company, Canton, O., covering the situa- 
tion in a general way, says: 

“It is our opinion that on the whole the filing equip- 
ment industry has been benefited by the war, for the rea- 
son that a large number of orders were placed by the 
various Government departments during the period of 
the war, which made it necessary for manufacturers to 
standardize operations in order to get a maximum pro- 
duction with the fewest possible number of skilled work- 
men. 

“Owing to Government restrictions, the greater part of 
our output was delivered to Government departments and 
to some of the more essential industries. 

“It has come to our attention that immediately after 
the signing of the armistice a certain amount of filing 
equipment was re-sold by the Government, but we do not 
believe that the amount disposed of has interfered to any 
great extent with the regular channels of distribution. 

“With regard to the present condition of the industry, 
we would say that to the best of our knowledge all man- 
ufacturers have a good supply of raw materials on hand 
with which to fabricate their products. There also ap- 
pears to be a plentiful supply of skilled labor which is re- 
ceiving a very high rate of wages. Transportation con- 
ditions have improved considerably since the signing of 
the armistice. 

“The demand for filing cases at the present time is not 
nearly so great as during the war period, although there 
are indications that a considerable amount of commercial 
business will be placed in the near future. 

“Within the past few weeks there has been a substantial 
reduction in the list prices of stock designs of steel filing 
cases. This reduction is hardly justified by the present 
cost of raw materials or the price of labor. The principal 
reason for the reduction was to stimulate the sale of steel 
filing cases. How long the present reduced prices will 
remain in effect will depend entirely upon the price of 
steel and the cost of fabricating.” 

O. A. Wilkerson, general manager of the Steel Equip- 
ment Corporation, Avenel, N. J., says that when the armis- 
tice was signed they naturally felt that there would be a 
considerable falling off in orders. They also heard a 
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As strong and rigid 
as a heavy table, 
yet fully and easily 
portable. 






No. 3 
Combination 
Typewriter 
Stand 


IDEAL TUBULAR 


Made in a wide variety of styles, for sup- 
porting practically any kind of office ma- 
chine. A crank raises the castors off the 


floor, and permits the rigid legs to take 
the load. Mount a typewriter, a duplicating machine, @ 
roller copier, an envelope sealer, an adding machine or @& 
card index cabinet on an Ideal Tubular Stand, and it can be 
rolled to any position, lowered to operating position and used. 


FOWLER - MANSON - SHERMAN CYCLE MFG. CO. 


1445-1455 W. AUSTIN AVE., CHICAGO 











Where 
Else Can 
You Find 
Such 
Utility? 





Netethat the adjust- 
able shelves are lead- 
ed with miscellaceous 
articles. 


Here is a steel cabinet of unmatched storage facilities. 
And its price is no more than a four drawer filing case. 


Most cabinets and vertical filing cases accommodate let- 
ters, and little else. The adjustable shelving of the 
steel cabinet shown here, enables it to care for stationery, 
books, catalogs, transfer files and articles of miscellane- 
ous sizes. You can “build” its interior to suit yourself. 
Shelf adjustment based on 1-in. centers. Shelves can 
be divided into pigeon holes by vertical partitions spaced 
on 2-in. centers. 


TERRELL’S EQUIPMENT CO. 


Hilton Street 
GRAND RAPIDS, MICH. 
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Chairs 
from Stock 


By limiting our production to 
certain well-received lines, we 
are enabled to concentrate on 
quantity manufacture and to 
carry a large stock of all num- 
bers for prompt shipment. 





Nichols & Stone 
Office Chairs 


are popular in price, and char- 
acterized by good workman- 
ship. 


Rodded factory chairs and stools 
interest many production man- 
agers. Ask for particulars. 


Ser.d for our general catalog 


Nichols & Stone Company 


Gardner, Mass. 























great deal about vast quantities of filing cabinets that 
would be thrown on the market by the Government. 

“Mr. Vanderlip, in his address the other day, acknowl! 
edged that his views expressed some time ago of cond: 
tions as they would be after the war were most inade 
quate. The view that we took of the situation last No 
vember, on filing cabinet business, was worse than inade 
quate,’ continued Mr. Wilkerson. 

“Our business this year is even larger than it was last 
vear and, further. we are selling Government departments 
filing cabinets. 

“At the present time we have no material problems of 
consequence and the labor situation is rounding into fine 
shape. There is a certain amount of unrest, but nothing 
like what we expected. We are having very little trouble 
with transportation. 

“Things look so good to us that we are putting up a 
large two-story factory building to match in with the 
main building of our plant. The contract for this work 
has already been let, so you can see we are very op 
timistic about the future.” 

And finally, we present the views of the Watson Man 
ufacturing Company of Jamestown, N. Y., speaking 
through Guy Chase, manager of stock sales, who says: 

“The war affected us to a very small extent, due largely 
to the fact that we had desirable connections at Washing 
ton, New York, Chicago and some of the other big cen 
ters where the Government purchasers were concentrated 
and we were enabled in this manner to keep in touch with 
the Government requirements, which were excessively 
heavy for our line of manufacture. Our private business, 
of course, dropped off to practically nothing. At the time 
the armistice was signed we were running better than 
85% on work which was considered of A-1 importance by 
the Priorities Board. 

“The present outlook for the industry from our view 
point is’ a very rosy one indeed. Raw materials are, so 
far as brass and bronze are concerned, down to bed rock 
and there is a considerable over-production on hand in 
the country. The steel situation, of course, is not so defi 
nitely settled, yet we believe things are working them 
selves along very nicely despite the fact that the railroads 
could not agree with the Price Fixing Board. Labor is 
in demand, yet there is no trouble in securing competent 
mechanics at a legitimate wage. 

“Transportation is improving both on our raw mate 
rials and our finished product. It has reached the stage 
where we depend to a great extent upon our deliveries 
although the manufacturers in Jamestown have always 
been handicapped by having only one railroad outlet. 

“Business has shown a good steady growth for about 
four years and we have come to the stage where it is go 
ing to be necessary to materially increase our factory 
space in the very near future. This is largely provided 
for, as foundations for a building about twice the size of 
our present plant were put in a couple of years ago in 
connection with a railroad elevation bordering on our 
plant. 

“Prices are being reduced commensurate with the cut 
in the cost of our materials and even below that so far 
as steel is concerned, as we have anticipated a consider 
able further reduction in the steel market. 

“The metal industries in Jamestown went on a 48-hour 
a week hasis effective in March which, of course, has in- 
creased labor costs on our work. 

“Taking the situation all in all, we cannot see how the 
country is going to miss the wave of prosperity which 
seems rapidly spreading; in fact, we think we are about 
to see the most prosperous times the nation has ever had 
and we are ready and willing to do our share to help 


” 


them along 
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Caution says: 


“WHAT WILL YOUR CUSTOMER 
THINK OF YOU ON THE DAY AFTER?” 


Will he be eternally grateful to you for saving his priceless business records 
from the flames? Or will he hold you responsible for their destruction? 


Every concern accumulates many valuable records. They represent 
years of thought and effort. On them is based the entire conduct of the 
business from day to day. Seldom can they be replaced or duplicated. 


is You—the Office Appliance Dealer—determine the safety of these records. In 
nt accepting your recommendation, the buyer assumes that the container you sell will 
give reliable protection on the day of the fire. If it fails he will instinctively place the 


| J THE SAFE-CABINET 


“‘The World’s Safest Safe’’ 





e Under the severe fire tests of The Underwriters’ 
Laboratories, THE SAFE-CABINET was awarded 
their new and highest endorsement, securing both Class 
“A” and Class “B” labels. It also has an enviable record 
for protection in actual fires. 


Make a thorough investigation of THE SAFE-CAB- 
INET. Then you will be assured in your own mind of 
what you offer your customers. The makers have a 
dealer proposition that you are certain to favor. 


THE SAFE-CABINET COMPANY 


Originators and Sole Manufacturers of 


THE SAFE-CABINET 
140 Green Street Marietta, Ohio 
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The Easiest Way to Sell 
Filing Equipment 


gale! it easier to simply say ‘‘Shaw- 
Walker’’—and point to your entire 
stock of steel files, wood files and filing 
supplies 









“Built Like a 
Skyscraper” 



















Than to stop before each item 

and explain a reason for carry- 

ing that particular item? 
Isn’t it easier to talk about a 
line of goods whose name and 
whose famous selling argu- 
ment are already stamped on 
your customer’s mind? 





Isn’t it a saving of ti7me, as 

well as a builder of prestige? 
The Shaw-Walker line through 
its consistent high quality - 
backed and explained by popu- 
lar advertising—places the filing 
equipment dealer who handles it in 
an impregnable position. It gives 
dignity to his store. It brings him 
sales that are easy to make. It gives 
him good profits. And it saves the 
delays, extra freightage and bookkeep- 
ing required in dealing with a number 
of different manufacterers of filing 
merchandise. 








TRADE MARK 





Shaw-Walker dealers made money last 


year. They will make more this year. 
And more and more each succeeding 
year. If you would like. to make 
money along with them, write us for 
full information about the line. 


THE SHAW-WALKER COMPANY 
Factory and Home Office: Muskegon, Michigan 


New York, Chicago, Washington, St. Louis, Detroit, 
New Orleans, Pittsburgh, Minneapolis, London 














SHAW-WALKER 


STEEL LETTER FILES 














Everything in Filing Equipment 
Complete Lines in Steel 
Wood and Supplies 
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Conditions 


in Production of Filing Devices 
in Wood | 


Presenting the Views of Two 
Leading Manufacturers Regarding 
Present Situation and Outlook. 


HE fundamental condition of prosperity which af- 
fects the steel furniture industry has its counterpart 
in the wood furniture industry. Both industries are 


The Macey 


Company of Grand Rapids, Mich., whose views are pre- 


experiencing a lively demand for goods. 


sented first, manufactures both wood and steel filing de- 


vices, and we believe the opinions expressed by P. R. 
Miller, manager of the Macey advertising department, re- 
flect conditions in both lines as this company finds them. 
to make 


If our impression is in error, we shall be glad 


correction. Mr. Miller says that the views he expresses 
with regard to the filing cabinet industry are intended to 
set forth existing conditions only as they affect the com- 
pany individually. Their situation, he says, may or may 
not be similar to that of other large manufacturers. 


Mr. Miller 


“Everyone 


continues: 
that the 
demand unequaled in the history of the office furniture 


knows war created an immediate 


industry. Much of this went to the Government, while the 
balance, all that could possibly be manufactured, was con- 
sumed by the commercial trade. 

“Since the armistice was signed there has been but lit 
tle let up in the demand for office equipment. Since Jan- 


Much 
parts of the 


uary 1 orders have steadily increased. of this has 


been mail order business from all country. 


This is always encouraging to the manufacturer, as it in- 
dicates a firm and substantial national condition. Insofar 
as volume is concerned, war records have already been 
basis. 


equaled on a peace 


“Government purchases on filing equipment contracts 
have kept fairly steady. possibly more so than on other 


Many 


such purchases in view of the probable redistribution of 


commodities. looked for a marked cessation in 


all classes of equipment. No doubt other classes of fur- 


niture have been more easily released, but filing equip- 


ment, overfowing, had to continue to house its contents 


and as many new and augmented departments will be kept 
current for some time to come, it looks as though the 
Government will continue to need added filing capacity 


“With 


shown no signs of weakening. The small reduction in the 


few exceptions the raw material market has 


basic price of steel has, as far as the manufacturer of 
steel furniture is concerned, been greatly offset by the 
increased labor cost in the rolling mills. Cabinet hardware 
has held steady, as have glass and finishing materials. 


Lumber prices have taken a decided jump. Paper stocks 


have remained more or less steady with the exception of 


manilas, which have been reduced slightly. 


“The labor situation has run contrary to all signs. Few, 
if any, would have predicted even two months ago that 


there Would be any serious shortage in face of the re- 


turning man power from Europe. It is a fact, however, 
that labor, skilled labor especially, is very scarce. Added 
to this is a very material increase in labor costs. 
“Transportation, while not entirely normal, has shown 
a year ago. still oc- 
casional difficulty in procuring cars for some points. Ex- 


much improvement over There is 

press shipments have hardly reached their normal sched- 

ule. 
“The 


brisk, due 


general demand for office furniture continues 
no doubt to the readjustment to peace busi- 
ness, the conversion of so many new factories created 
by war, to peace products, and the completion of accumu- 
lated 


porarily held up by war activities and resulting manu- 


orders for normal commercial requirements tem- 


facturing restrictions. 
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Ravenswood 


Glass Desk Pads 
Widen Your Sales Field 





Ravenswood Glass Desk Pad 


Highly-polished plate glass mounted on a base of 
heavy, well-scasoned board. The glass is retained in 
place by four ornamental, brushed brass corners. Look 
for the finger hole (patented) which makes it easy 
to insert or remove memos under the glass. Furnished 
with felt backs as an extra. 


You can sell them to practi- 
cally every user of office sup- 
plies. If you handle desks, 
you should be able to sell a 
desk pad with every 
desk. Thus you have a chance 
to sell an auxiliary that brings 
a good profit. 


Look for the 
Finger Hole 


glass 


Ravenswood Glass Desk Pads 
have a finger hole (patented) 
located in the front edge. The 
finger hole makes it easy to 
raise the glass without injury 
to finger nails, in order to slip 
memos under it—exclusive to 
our product. 


Get our printed matter, and 
prepare to carry these quick 
sellers. 


Ravenswood Office Specialties Co. 


Originators of Glass Desk Pads 
1800-2 Newport Avenue CHICAGO 


We also Manufacture Rosco Glass Desk Pads 
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One competitive safe manufacturer himself called the Fox Studio fire “the 
supreme fire-test,”” even fora SAFE. “Y and E” Fire-wall cabinets are 
not safes, but only cabinets built on the safe principle. “Our scenarios 
were absolutely untouched by either the intense heat or water,”’ says the letter. 


“Due to Your Double- 
Walled Asbestos-Lined 
Steel Files—” 


It isn’t the steel that makes a steel safe safe. It’s 
the asbestos and the dead-ar chambers enclosed 
between the outer and inner steel walls. Steel 
without insulation seems only to intensify the 
heat, because of its heat-conductivity. 
It is this safe principle of construction which 
makes “‘Y and E” Fire-wall Filing Cabinets 
many times as protective as the ordinary steel file. 
(Fire-wall construction is an exclusive feature of 
“Y and E”’ Cabinets.) 
And the surprising thing is that ‘““Y and E”’ Fire- 
yall costs no more. 
System Service is given with every nstallation. 
Ask for new booklets, ‘‘The only Cabinets that are built like 
Safes,” and ‘Vertical Filing Methods down to date.”’ Free 
on request. 


Mee. Co. 


Rochester, New York. One store in each city. 


4000 **Y and E”’ Products 


FIRE-WALL CABINETS FILING SUPPLIES BLUEPRINT FILES 
EFFICIENCY DESKS CARD SYSTEMS STEEL SHELVING 
WOOD CABINETS RECORD FILING SAFES SHANNON ARCH FILES 
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BE GUIDED BY THIS FOUNDATION 
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MAAN ERT 


Y 
E 99 


REG U.S PAT. OFF. 


QUALITY 


An honest product, of quality 
truthfully represented, 








HONOR 
STRENGTH 


A responsible and substantial 


financial standing 


Ww 
E” 


REG. U.S. PAT. OFF. 








SERVICE 


A recognized reputation for 
conducting business in 
prompt and efficient manner. 


“ 


NEW YORK, U.S.A. 


e. 


REG U.S PAT. OFF, 


Announcing to the Trade that “Y and E” has rejoined 
the Rice Leaders of the World Association 


What our Membership means to ‘‘Y and E’’ Agents and Dealers 


Opportunity will be afforded for “Y 
and E” agents and dealers to link up 
and benefit individually from the As- 
sociation’s continuous prestige-build- 
ing, sales-creating campaign and 
through exhibits and co-operation 
that will be furnished. 


The _ Association’s announcements 
which will appear in the newspapers 
of the leading cities will directly bene- 
fit “Y and E” representatives, both in 
the cities and in the surrounding ter- 
ritory. 

In their local advertising, “Y and E” 
agents and dealers may feature the 
fact that they sell the products of a 





member of the Rice Leaders of the 
World Association. 


The privilege of displaying the em- 
blem shown above secures for “Y and 
E” agents and dealers the favorable 
regard of all people who have gained 
confidence in the products of any 
other member of the Association. 


This emblem will bring new custom- 
ers. It’s a means of gaining consumer 
interest, obtainable in no other way. 
It is an identifying mark of products 
that are easy sellers, that stay sold, 
and for which there is a steadily in- 
creasing demand. 


YAWMAN4DFRBE MFG.(©. 


Rochester, New York. 


In Canada: The Office Specialty Mfg. Co., Newmarket, Ont. 
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THIS DESK PAD LABEL IS 


OUR GUARANTEE 


AGAINST WARPING 





IT ALSO MEANS—QUALITY IN 
MATERIALS anpD WORKMANSHIP 


INAWORD—SATISFACTION 
IF THE PADS DON’T MAKE GOOD 


WE WILL 


THIS GOES SPECIALTIES 


FOR ALL 





Leather Cornered Desk Pads 
—Flexible and Stiff — Sixty 
Styles 





New Patented CLIP Glass 
Desk Pads—Flexible— Moire 
Covered 





Stiff Back Felt Covered Glass 
Desk Pads 


Both Styles, Made in Two Sizes — 
18x24 and 24x36 





Cloth Covered Card Index 
Cabinets—All Sizes 





Striped Wood and Tarboard 
Board Clips—All Sizes 





Adjustable Desk Pad 
Corners 








Wealso have facilities for turning out quantity jobs 
on Spcial Binders and Leather Goods 


L. SAINBERG 


65-67 W. Houston St., New York City 
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“Continued increase in demand has forced us to ex- 
tend our manufacturing facilities. We are at the present 
time adding about fifty thousand square feet, which will 
bring our total capacity to about two hundred and fifty 
thousand square feet, devoted exclusively to the manu- 
facture of office furniture and equipment. 

“The recent bearing of prices on filing equipment has 
in our estimation been instituted more for competitive 
reasons than from present costs of production. We ven- 
ture the opinion that the future will see upward rather 
than downward revisions.” 

The Automatic File & Index Company of Green Bay, 
Wis., manufactures sectional filing cabinets, filing 
devices, etc., in wood. F. L. G. Straubel, president of the 
company, doubts whether war conditions have had much 
to do with the increased demand for his company’s prod- 
ucts. Mr. Straubel says: 

“During the war only a small proportion of our busi- 
ness has been direct with Government offices, but the 
general demand has been increasing every year, in fact, 
to such an extent that we are unable to accept all that 
is being offered, and in many cases have lost orders after 
we have held them 30 or 60 days, unable to ship more 
promptly. 

“In the construction of our filing cabinets we use a 
combination of wood and steel and, of course, steel is 
considerably lower than it was a year ago, but is still 
more than 100% higher than it was before the war. Labor 
has advanced just about 100% and in this locality there is 
really no scarcity, although everybody seems to be well 
employed. Transportation is 30 to 40% higher, which, of 
course, applies to the entire country. 

“During the past seven or eight years we have been 
adding to our facilities as our means would warrant, but 
this year we got to the end of making extensions, and 
are now building a large new factory which will be of 
reinforced concrete and fireproof throughout. The new 
location is about one mile south within the city where we 
are now, and the plant will be completely finished before 
we undertake to move the contents of our old plant, so 
that we anticipate there will be very little delay in our 
regular output. 

“Prices have been advancing regularly in proportion 
to the cost of production or nearly so, but it seems now 
that a reduction will have to be made in order to fall into 
line with those manufacturers who have already reduced 
prices. We see no reason for making any reduction, as 
advances have recently been made in lumber, veneered 
panels, and a number of other items entering into the 
manufacture of our product.” 


Mahogany Furniture for Commercial Attaches. 


In April we published a report of partial lettings by 
the Department of Commerce for furniture equipment of 
commercial attaches in foreign countries. Special interest 
attached to the first installations, as the type of equipment 
furnished the commercial attaches’ offices abroad will 
probably set the standard of the American furniture pur- 
chased in the future by residents of foreign lands in 
which the new furniture is installed. Mahogany furniture 
is being supplied. The awards for desks and tables were 
made to the Globe-Wernicke Company, Cincinnati, Ohio. 





E. K. Prichett, who is well known in the office furniture 
Industry and who resides at Grand Rapids, Mich., the cen- 
ter of much of the furniture activities of the Middle West, 
called recently on the Mead & Wheeler Company and 
other friends in Chicago. 
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Bentley -Gerwig Desks Win on Price and Quality 


WE deliver high 


values and as- 
sured utility with 
every Bentley-Gerwig 


Desk. 


Our quality is 
dependable and 


EALERS find 

Bentley-Gerwig 
Desks good sellers 
and quick “re- 
peaters.”’ Write for 
particulars about 
the entire line. 
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The Strength Behind The 
Pillars Since 1859 
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| ALL DIEBOLD FEATURES OF 


STRENGTH IN SAFE 
CONSTRUCTION 


are applied to the 


DIEBOLD FILING SAFE 


For information write 


Diebold Safe & Lock Co. 


CANTON, OHIO 
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Extremely 
Popular 
With 
Office 
Furniture 
Dealers 


Made as fine as 
the best kiln- 
dried hardwoods 
and skilled work- 
manship can make 
them. 


Write for 
Catalog 


| THE J. DORNETTE & BRO. CO. 


OFFICE APPLIANCES June 


Our Latest Sanitary 























The Furnas Line 














The Stationery Supply 
Cabinet is just as essential a 
piece of Office Furniture as the 
Desk, Chair or File. 


Order a sample for your floor. 
Show it to your customer. 
His office needs it. 


-Prices guaranteed. 


Furnas Office Furniture Co., Inc. 
Indianapolis, Ind. 
Chicago Display - 511-515 Wabash Ave. 
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The Situation in the Office Desk Industry 


Prominent Cincinnait Manufac- 
turer Presents Interesting Views. 


ERHAPS no desk manufacturer in this country is 

more thoroughly in touch with conditions in the of- 

fice desk industry than John Dornette, Jr., of the 
J. Dornette & Bro. Company of Cincinnati, O., and we 
are especially glad, therefore, to present his views on the 
present situation in that industry. Mr. Dornette has cov- 
ered the subject in the following letter candidly and thor- 
oughly, yet at the same time with terseness of expres- 
sion. He says: 

“During the first two years of the war, desk manufac- 
turers who were fortunate in having export business were 
comfortably busy, while in the last two years, especially 
when the United States entered the war, all office furni- 
ture manufacturers operated at full capacity and to the 
limit at which it was possible to obtain help. It was un- 
necessary to seek business in the manufacture of war 
material, because office desks were in equal demand by 
the Government as compared to any other war necessity. 

“Purchases were made by the War and Navy, as well 
as Ordnance Department of our Government, for large 
quantities of office desks, and in every instance these 
goods were wanted quickly, because the erection of tem- 
porary buildings at Washington as well as at all canton- 
ments and depots were pushed to completion as quickly 
as possible, and when completed the equipment must be 
on hand for immediate use. Preparations were made in 
anticipation of the war being continued for a longer time 
than it really was, consequently there was a large over- 
supply of office desks when the armistice was signed. 

“Immediately after the armistice, an executive order 
was issued at Washington whereby all desks, tables, 
chairs, typewriters, stationery, etc., were placed in charge 
of the Treasury Department, and further providing that 
all requisitions thereafter for articles listed be made for 
stock held by the Treasury Department until this surplus 
stock was exhausted. 

“There was nothing decided upon as to disposition of 
surplus stock of desks at other points, and it is my opin- 
ion, if surplus stocks still exist, that the Government will 
dispose of them as quickly as possible, which will bring 
the desk industry into its normal channel. 

“From all reports, every factory in the office desk man- 

ufacturing industry is busy, working full time and ca- 
pacity to the extent of help available. 
“(a) Raw materials. There is a scarcity of material, 
particularly in plain and quartered white oak, and the 
available stock will not cover 75% of the requirements 
for the present year. While other lumber is more readily 
procured, there is a tendency to an advance in all lumber, 
due to limited quantity and the large demand by manu- 
facturers in all lines of furniture. The same applies to 
veneers, while hardware, glue, varnish, etc., are more 
readily obtained than during the war. 

“(b) Labor. Labor still continues as scarce as during the 
war. This, however, is more evident in the larger cities. 
In localities where factories supplied other war material 
a large amount of labor is returning to their former em- 
pleyment in woodworking plants, but in most instances 
at advanced wages, in keeping with present high costs of 
living. 

“(c) Transportation. Shipping conditions are more fa- 
vorable in every way. Cars are more plentiful and de- 
liveries are being made more satisfactory every day. Im- 
provements followed when shipments of war material de- 
creased, and until such time as restrictions are modified 
by European countries, in pcrmitting American made 









ECONOMY 
of 
FLOOR SPACE 




















The St. Johns Stack Method of 
display is modern business effi- 
ciency concentrated and applied 
to your own store. It shows four 
or five tables effectively in the 
floor space occupied by one, and 
gives the customers an adequate 
idea of comparative sizes of a 
larger size than called for. The 
display legs are furnished free 


with your first order. 


Write for 1919 catalog now 
ready for distribution 


ST. JOHNS TABLE COMPANY 


Cadillac - ~ Michigan 
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2 Principles of Office 
Protection are Based 


on MEX Construction 


When an efficiency engineer 
writes specifications for new 
office equipment he uncon- 
sciously specifies Meilink Safes. 
Their construction is based on 
fifty years of Safe construction, 
plus a keen conception of the 
value of convenient arrange- 
ment in the filing appliances. 
Meilink sets the pace. 





Strength Protection Insulation 
against falls afforded by not subject 
and crushing heavy doors, to change 
stresses. bolt and lock. in heat. 

Underwriters’ The Master 
Label Model 
Assures reliability Is specified exclu- 

under sively for Govern- 
severe conditions. ment work. 


Burglar Insurance Underwriters’ Associa-— 


tion accords Meilink Safes the lowest risks, 
considers them among the best risks as 
fireproof safes. 


We are ready to talk agency contracts with 
alert dealers in productive territory. 


The Meilink Mfg. Co. 


Toledo, Ohio 
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1. . . . 
goods to enter their countries and ships to carry mer- 


chandise are available, improved service will continue 
“(d) Demand. From very recent reports I am _ in 
formed that all office desks plants are comfortably busy 
and working to capacity with only a limited force, and 
when export business can again be followed it will bring 


the industry to a very busy point, if sufficient help can be 


secured. All office desk manufacturers report that all 
drafted or enlisted men are being placed in their former 
positions, and preference is shown to a soldier in all 
cases of employment by the industry. 

“(e) Factory Extensions. In a number of instances ad 
ditions were made to factories during the war, and in 
one or two cases additions are now being made to ac 
commodate increased demand. If it were a positive set 
tled fact that the cost of building will not decrease in 
several years, additions to plants would be the program 
of several manufacturers. Insufficient help to operate 
these additions is also a factor of uneasiness. 

“(f) Prices. Prices on material and labor have not 
changed in the past four months, even though numerous 
changes in material and labor were recently made. From 
present indications, prices wil! not be reduced; but should 
further changes in material, principally lumber, be made, 
and also a further advance in labor take place, there will 
be no other aiternative than to make further advances in 
prices i 


Battleship Takes Big Quantity of Steel Furniture. 


The Van Dorn Iron Works Company, Cleveland, ‘ 


hio, 
states that they have in their factory seventy-five per cent 
complete, the steel furniture equipment of the battleship 
Tennessee which was launched on May Ist at the Brook 
lvn Navy Yards. The contract amounted to over one 
hundred thousand dollars, and has been in the company’s 
factory during the past year. Three car loads are now in 
Brooklyr and the balance is to be shipped. 


New Macey Catalogues. 


Several new catalogues are being distributed to the 
trade by the Macey Company, Grand Rapids, Mich. They 


1 


are excellent examples of the printer's art, and the ar 


rangement shows great skill in catalogue building No 
CL 219 is devoted to safes, filing supplies, office desks and 
sectional book cases. Both steel and wood construction 
are featured, and complete specifications are given No 


DL 219 displays the Macey line of desks, both office and 
typewriter. Both of the foregoing catalogues are printed 
in color, and show the various finishes available 


Chair Prices Withdrawn. 


Under date of May 22nd the Milwaukee Chair Company 
announced that owing to the extraordinary cost of mate 
rials and labor, they have found it necessary to withdraw all 
price quotations and price lists pending the issuance of 
the new list. The announcement continues and gives the 
particulars of certain advances in the lines made necessary 
owing to the conditions noted. 


Steel Furniture Salesman Leaves for Brazil. 


On April 11th A. H. Gilbert left for Brazil in the inter- 
ests of the Van Dorn Iron Works Company, Metallic 
Furniture department, of Cleveland, Ohio, to establish 
agencies for the company in that country. Ir. Gilbert 
lived for fourteen years in Rio de Janeiro, Santos and Sao 
Paulo. He knows the people and is familiar with the lan- 


guage and the customs. 
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IN DE ALL the folder without a bulge 


Like a book | 
TNDEXALL The Old Style 


Rika Folders 























Indexall Folders Do Not Bulge The Antiquated Folders Bulge 

Be up-to-date—use MODERN e quip- They collect dust, and are awkward 

ment. Don’t have old-fashi ioned and inefficient. Relics of the past, 

folders around; use eflicient, time- they should be relegated to the waste 

saving, clean INDEX \LL. basket. 

Re-Equip with INDEXALLS: 

ALWAYS INDEX CARDS “= 
teen Da GUIDE CARDS osnieaee 
NDE AALL PRESS BOARD METAL TIPS — 


CELLULOID TIPS 
The Folder with the Box Score 
eek better service, dependable merchandise, right prices and quick shipments, WRITE NOW to 


HOGE MANUFACTURING COMPANY 


45 John Street, New York City 


If you s 


























9 te 
ae 




















Sell Certainty with Imperial Desks 


There is certainty of the customer’s satisfaction—certainty of all possible re- 
peat orders—when vou sell Imperial Desks. 


Imperial Desks are compact, yet roomy. ture, and durability of finish. Look deeply 
They are l: lious lines. We , : : ; 

ey are laid out on harmonious into Imperial Quality, for that is what 
stake our reputation on the integrity of “ : 
materials, honesty and skill of manufac- helps the dealer sell Imperial Desks. 


Catalog No. 17 will answer your inquiries. 


Export Office: Imperial Desk Company Rear ete 


25 Whitehall Street 
New York City Evansville, Ind. 
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Of fice Chairs Exclusively | 


Milwaukee Fine Chairs 


Designed and built by an organization which concentrates 
on office chair manufacture. We have an intimate insight 
into the ideals which office men cherish in their chairs— 
attractive appearance and comfort. Milwaukee Chairs 





meet these ideals. 


To exacting chair purchasers the Milwaukee Chair Com- 
pany trade mark is a guarantee of the integrity of ma- 
terials, artistic design, and true comfort in use. We guard 
the reputation of our trade mark by careful inspection of 
Milwaukee Chairs at all steps in manufacture. 


Correspondence Invited 


MILWAUKEE CHAIR CO. 


Milwaukee Chicago New York Seattle 


en an 5 tn erg aA A 


The National Desk Company 
of Herkimer, N. Y., are still 
making Office Desks of all 
Kinds, and Office [ables 
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(Continued from Page 15.) 


the metal cups which are drawn out into the proper size 
for being tipped on to lead pencils. 

He concluded his remarks with a strong appeal to sales- 
men to know their goods. Me illustrated his point by a 
statement concerning the amount of carbon paper sold in 
Chicago and the small amount relatively which is sold 
through stationery stores, principally because stationery 
salesmen as a class do not understand how to sell carbon 
paper; do not know how it is made, nor the different 
grades which are used for special purposes. He brought 
out forcibly the point that the salesman must persevere it 
he is to succeed. He must never say die. 

At the conclusion of Mr. William’s remarks three 
cheers were heartily given him. 

The concluding address of the evening was made by 
H. L. Fogelman. This was the last of Mr. Fogelman’s 
series of talks to the association. His first lecture was en- 
titled, “The Fundamentals of Successful Selling.” His 
second was “The Salesman—Party of the First Part,’ the 
third, “The Customer—Party of the Second Part,” and 
his next subject was “The Goods to Be Sold,” and his 
final subject discussed at this meeting was the “Psychol- 
ogy of the Sales.” Mr. Fogelman is an eminent authority 
on business topics and is a lecturer of singular force. In 
the introductory to his talk he outlined the science of sell- 
ing, declaring that the art of selling cannot be taught, 
but that the science of selling must be mastered either 
consciously or unconsciously before the salesman can suc- 
ceed. Salesmanship is direct by definite law. It is a real- 
ity which is controlled by definite, perfectly understand- 
able principles, the violation of which courts failure. Suc- 
cess in selling as in other things depends upon knowl- 
edge, feeling and bodily health. Other things being equal, 
the most successful stores are those which put the great- 
est man power behind the counter not the most men, but 
the men who are best equipped. 


Meeting of Wednesday, June 4th. 


Owing to alterations which were being made in the Ad- 
vertising Club’s premises on Madison street the final 
salesmanship meeting of the Chicago Stationers’ Associa- 
tion was held at the Hamilton Club on Dearborn street 
in the ninth floor dining-room. A white screen was placed 
at the south end of the hall, while the pictures for the 
lecturer were projected from the opposite end. At the 
conclusion of the dinner, chairman John W. Ogren made 
a brief speech in which he outlined the purposes of the 
salesmanship meetings and introduced Col. E. A. Havers, 
who, under the auspices of the L. E. Waterman Company, 
presented a most interesting illustrated lecture on the 
evolution of the pen, a story of the advancement of civi- 
lization and industry. This lecture was illustrated with 
colored lantern slides and motion pictures. 

The lecture required about an hour and a half in its de- 
livery. Therefore we can give here merely a synopsis of 
the principal points. The history of man upon this planet 
is many times older than Biblical records would lead us 
to suppose. The discoveries of the last seventy-five years 
in geology have convinced scholars that man has lived 
on this planet not less than five hundred thousand years. 
There is no reason to suppose, the lecturer stated, that 
these men were glorified apes, but it is likely they were 
men not essentially different from ourselves, except in 
the knowledge of certain natural forces and in certain at- 
tributes which are the fruit of modern education and 
invention. It was but vesterday, as time goes, when the 
ape-like beings who first inhabited Europe were suddenly 
displaced and driven off by human beings—a people who 
even in the earliest times exhibited characteristics of high 
intelligence and capacity for development. 

Geologists state that it was about fifty thousand years 
ago when men who inhabited what is now southern Eu- 
rope drew pictures of mammoths, stags, and other ani- 
mals, even of men and women themselves on the walls of 
caves, using sharp flints and in some cases colored pig 
ments. 

_Col. Havers showed photographs of the walls of an- 
cient Babylon, portions of which have been unearthed by 
excavators. Figures of animals, and men in bas-relief on 
the walls are clearly evident. The ancient cuneiform writ- 
ings were shown on tablets of clay with a likeness ‘of the 
Hoffman tablet of 5000 B. C., thrown upon the screen. 
We saw love letters written in the days of Abraham. We 
learned also the women in industry is nothing new, for 
in the days of the ancients, women clerks kept the books 
of their employers on tablets of clay. and transcribed 
letters and documents. These were signed by the em- 
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Adapt or Adopt 


Adapt a makeshift as a type- 
writer desk and you make a 
single sale. Adopt 





as your standard for typewriter 
tables and you assure yourself the 
future business of your satisfied 
customers. ‘ 


The Uh! Steel Typewriter Table- 
Cabinet is constructed of steel; de- 
sign is graceful and affords strength; 
the frame is small and compact, yet 
offers large working surface; easily 
moved about on smoothly-running 
casters; practically free from need 
cf repairs. All stationery supplies 
are kept neat and clean, and placed 
within easy reach. There is no need 
of looking or hunting for supplies 
below the writing bed, as every- — 
thing is ‘‘open and above board.” 


The Uh! Line includes Stands for } 
all Office Devices, large reference 
books, letter or card files, catalogs, 
etc.; factory and office chairs, stools 
for adding machines, standing desks 
and factory purposes. 


Send for the Uhl Catalogue, and ff 
see how well our line fits every 
angle of your business. 





The Toledo Metal Furniture Company 


1206 Hastings Street 
Toledo, Ohio 
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Efficiency Card Index Cabinets 
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afford maximum capacity from floor space occu- 
pied, and conduce to quick reference and accu- 


rate filing. 


We make single trays and drawers, 


and batteries of upright units big enough to list 
all the buyers of the Victory Loan securities. 


Efficiency Steel Office Equipment combines 


the lasting qualities of steel with the 
utility conceived by the master designer. 





? 


Drawer Card Case—200 Line 


Our standard designs and combinations answer 
the requirements of the average card index sys- 
tem. We undertake special work to meet un- 
usual conditions. 


Write for Catalog No. 106, which shows our complete line 


of card index filing cabinets, as well as Steel Office 


Furniture and 


Watson 


Filing Cabinets 


Manufacturing Company 


Jamestown New York 
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ployer with his seal thus giving authenticity to the docu- 
ments. 

Parts of the ruins of Pompeii were shown on the screen 
and the lecturer described the finding of a pen of bronze, 
identical in shape and appearance with some of the pens 
of the present day, even to the split point. The pen is 
in the museum at Naples. Next we saw the Chinese Man- 
darin with his clerk, the latter seated on the floor inscrib- 
ing names with a brush in a book. The stylus of the an- 
cients, the brush of China and the pen of quill and steel 
and gold of western civilization have all been used for 
every purpose and every record affecting the destiny of 
man, from the signing of the death warrant to the writing 
of the sentimental notes. With a quill Elizabeth signed 
the warrant for the execution of Mary, Queen of Scots. 
With a quill Shakespeare wrote his immortal plays, fash- 
ioning his pens with a knife ever after known as the pen 
knife. We saw the likeness of Cardinal Richelieu in the 
gorgeous rooms of the Cardinalate and recalled his fa- 
mous saying, “The pen is mightier than the sword.” We 
saw Milton, the poet and political philosopher, with his 
quill pen giving power to the principles for which Crom 
well fought. Next on the screen appeared the signers of 
the Declaration of Independence, with Benjamin Frank 
lin seated at the table, having just inscribed his name at 
the bottom of that historic document. Next we saw Lin- 
coin surrounded by his cabinet at the moment when he 
signed the Emancipation Proclamation, and we learned 
that although the quill pen appears in the inkwell in the 
picture, the Proclamation was actually signed by a steel 
pen. 

The steel pen was invented, we learned, by an English 
man in the year 1780. We were next told of the inven 
tion of the fountain pen in 1830—an instrument which for 
many years was something more than unsatisfactory. We 
were shown the birthplace of L. E. Waterman and lis- 
tened to the account of his early life on the farm, his 
education and his initial struggles in the business world. 
We learned how as a solicitor for an insurance concern 
Waterman was about to land a big contract He had 
prepared himself with one of the fountain pens of that 
day and having gotten his prospect to the point of sign- 
ing, he produced his fountain pen, when the usual hap 
pened. The ink spurted out and ran all over the docu- 
ment and the sale was lost. Waterman then set about 
the improvement of the fountain pen, with results which 
we already know. We saw the first factory of the Water 
man Pen Company, and the development of its successors 
to the present large and modern plant. We noted the 
company’s building in New York known as the “pen cor- 
ner,” all of these places and incidents being described with 
lively and dramatic effect. 

Next we went to Bolivia and beheld the natives tap 
ping the rubber trees and carrying the sap to the fires 
where the rubber is formed into biscuits on long poles, 
later being cut apart and shipped to New Yorl Then 
we were taken to the factory at Seymour, Connecticut, 
where we saw the halves of the rubber biscuits fed through 
a powerful macerating machine, coming out in long strips 
or sheets which were subsequently fed between rollers and 
smoothed into what appeared to be blankets of rubber. 
We saw the vulcanizing process whereby the sulphur and 
the rubber are mixed together. We saw the forming of 
the pen barrels; noted the hardening process in the ovens 
and saw the turners with their lathes shaping and polish- 
ing the rubber barrels of the pens. We saw the va- 
rious parts fitted, until the rubber and self-feeding parts 
of the pen were all complete ready for the gold nib 

Next we visited the factory where gold pens are made 
We saw the gold bricks melted and cast into bars. We 


saw the bars rolled into sheets and measured with the 


finest micrometers and then cut into pen blanks and 
shaped pen-wise. From a small bottle a workman poured 
out upon a cloth several thousand dollars’ worth of 
iridium and then with a magnifying glass and a small 
steel instrument, selected the particles of iridium to be 
placed in the notched points of the pen to give the point 
the requisite hardness. We saw the pen shaped, the 
points slit; we saw the gold polished and colored for va 
rious people require gold pens of different colors, such 
as old gold, Roman gold, etc.; we saw how the waste 
gold is reclaimed and were astonished to learn that from 
the wash water of the workmen, the sweepings of the 
factory and the ashes formed by burning the outer cloth- 
ine of the workers, about one hundred thousand dollars’ 
worth of gold is recovered in a year. 

Next we were taken to the ink factory where we saw 
the bottles filled by machinery. We learned that it is 
easy for the expert to do all these tasks, but exceedingly 
difficult for the novice. 
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New Wabash Catalog Will Show Many New Lines 





New Wabash Cabinet 


Catalog Now on Press 


You will appreciate the simple, yet com- 
prehensive manner in which the Wabash lines are 
illustrated and priced. 


Ask for list of improvements and changes---NOW]! 


ete". "The Wabash Cabinet Co. “ws 


tions 








r- reign co —“ 1 * fies Main Salesrooms, Executive Offices ing Cabinets, Sys- 
“yp a ‘lus ae rr and Factories: tems and Supplies 
“ponable. dealers, Established 1883 WABASH, IND. for Fiting Cabinets. 
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Associate Endurance with Winnebago 


We have perpetuated the virtues of those original Americans— 
the Winnebago Indians—in our name. The original Winnebagos 
led the neighboring tribes in industry, skill and endurance. 
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So we contrive shape and finish Winnebago Desks and Tables so 
as to enhance the industry and skill of user, and the material and 
workmanship as a guarantee of endurance. Send for our catalog. 


Winnebago Furniture Manufacturing Company 
Fond du Lac, Wis., U.S. A. 
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Business on staple lines won't be so easy to get when 
the thermometer hits 97° and the interest is all in 
soda fountains and other temperature reducers. 
But, then is the time 
that good specialties— 
the kind that conserve 
pep and perspiration, 
that help you keep your 
- work up while your part- 
ner is at the seashore on 
his ‘vacation—will sell well 
and bring in a good profit. 





Stationery Tray, for stenographer’s 
desk drawer. | ma 





Plan your hot weather campaign 
now. Get our new catalog of labor 
saving office specialties, put in a 
stock and arrange for a little series 
of displays. You'll get results. Desk Reminder, made in 


2 sizes, oak or mahogany 


MANUFACTURING COMPANY 
Cash Tray and Coin Till, for inside of 101-107 N. Marshall Street 
desk drawer PHILADELPHIA, PA. 


Desk Pending File. 

















gee MEN seeking office efficiency often ignore details, and 


seek only results. To such you can assure not only all the 


elements of office efficiency but a per- 
manence of good appearance inherent in WRIGHT DESKS 


Wright Desk Company 3 Rockford, Il. 
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Mechanical Slaves. 


When old Egypt was young, when the pyramids were 
new construction, and when no one had thought to ask 
the riddle of the sphynx, the Egyptian gentleman never 


used to hold anything when a slave was handy by, and a | 


slave was always present somewhere thereabouts. 

Today we have with us many mechanical slaves. 
have what corresponds to mechanical horses and even 
mechanical birds. We have mechanical writing devices 
and machines which mechanically add, subtract or multi- 
ply and divide. In short, we have mechanical 
which work without pay for almost every purpose for 
which we wish the slave to answer. We have a mechan- 
ical slave which repeats our voice after we have talked 
to it. We have a mechanical slave which carries 
voice over the wire, long, long distances away and repeats 
our words to a listener at the other end of the wire. Like 


APPLIANCE 


We | 


slaves | 


our | 


the Egyptian gentleman of old, we do not have to hold | 


the telephone receiver in our hand any more. 
to do is to pull it forward, pick up the earpiece, place it 
to our ears and listen. A mechanical slave known as the 
Sperry arm for holding telephones takes care of the 
weight and is always on hand whenever we want it. 
works without pay, is pushed back out of the way when 
not in use and in all ways performs the function of a per- 
fectly safe, tractable and convenient slave. It enables one 
to talk and save a lot of time, and that is something which 
the Egyptian gentleman did not care very much about 
saving. This mechanical slave, while it is always within 
reach, is brought to the correct talking position by a 
slight pull and returns to its out-of-tte-way nook by a 
little push. The phone and the cord are always on the 
desk where they are out of the way and do not disturb 
one’s work. Furthermore, one hand is always free for 
writing. The Universal arm is adjustable to any height 
or reach, bringing the telephone to whatever position is 
desired to accommodate tall or short people, or people 
sitting or standing. It automatically retains all its posi- 
tions. 


Typewriting Trade Marks. 


Representatives of the Yawman and Erbe Manufac- 
turing Company are furnished characters showing the 
company’s trade mark, which can be fitted to typewriters, 
substituting the trade mark for a character which is not 
used in the dealer’s correspondence. This use of special 
characters is growing, and enables the correspondent to 


show the trade mark in his letters. 


Mexico Getting German Typewriters. 


\ report from H. H. Garver, who represents the Chi- 
cago Association in Mexico, states that he saw a ship- 
ment of German typewriters that had just arrived “in 
some mysterious manner.” Other German goods are also 
being received in Mexico, according to Mr. Garver’s re- 
port. 

3ritish, French and Japanese commercial travelers are 
arriving in Mexico, and offering credit liberally. 


Address Wanted. 


The Office Equipment Company, Inc., 417 Locust street, 
Des Moines, Iowa, desires to find Underwood typewriter 
Model 5, No. 531307, also one Todd check writer No. 
461933. These machines were rented to one C, Garrett 
of Des Moines about the middle of April. They tell fis 
that Mr. Garrett seems to have left the vicinity and no 
trace of the machines can be found. Readers are re- 
quested to send word to the Office Equipment Company, 
Inc., in case either of these machines, or C. Garrett, are 
located. 


Newspaper Mailer Concern Bankrupt. 


The Cox Multi-Mailer Company, 825 West Washington 
street, Chicago, has filed a voluntary petition in bank- 
ruptcy. A newspaper mailing device was developed and 
marketed. The liabilities are listed at $204,934 and assets 
at $90,327. The latter consists of stock in trade, $42,827; 
machinery, $34,901; and cash on hand, $50.00. The prin- 
cipal creditor is Victor F. Lawson, publisher of the Chi- 
cago Daily News, who lists $148,050. Delavan Smith, of 
Lake Forest, president of the company, lists $37,800 as 
money loaned the concern. 


All we have | 


It | 
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Stands for Quality 


CARD INDEX AND 
VERTICAL FILE SUPPLIES 











Wake Up to the Value 


of advertising your business by purchasing supplies with your busi- 
ness card printed upon them. See cut above. 


That does not mean when you order quantities but it means eny 
smail order. It also means every guide or folder in each set, either 
blank or printed. 


That’s the way we help build up 
the business for our dealers. 
Every live dealer will realize the value of having 
ecard on all supplies when we state— 
THAT we make no charge for this privilege— 


THAT your customer will know where to go for another quantity 
of supplies by referring to supplies already in use— 


THAT you are not advertising the manufacturer’s trademark instead 
of your own business— 


THAT a competitor cannot take your business from you should you 
make a change to some other source, saving you the thousands of 
dollars and effort it may have cost you to build this business up— 


THAT yot should consider it a privilege to investigate by writing 
us for further information as to how we can be of great help to 
you in building up your business. 

WE manufacture a full line of cards, guides and folders of every 
description, size, color and quality. 


WE ALSO MANUFACTURE A FULL LINE OF 


WOOD FILING CABINETS 


CONSISTING OF H 
VERTICAL LETTER FILES 
SECTIONAL FILING DEVICES 
SOLID CARD INDEX CABINETS 
CHECK FILE CABINETS 
MERCANTILE REPORT FILES 
AND ALL THE SMALL CARD TRAYS 
WHICH MAKE UP A COMPLETE LINE 


HIS business 





We will be pleased to send you Catalogues with 


‘act upon request. 


Wagemaker Company 


GRAND RAPIDS, MICH., U. S. A. 


prices and samples of our pi 
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Acquaint Yourself 


With Our Line of 


“ADVANCE” 


FILING CASES 
and SPECIALTIES 


In order to know 
what our line is 
order our sample 
assortment of good sellers specially se- 
lected so that you may have one each of 
many numbers and also a small stock to 
sellfrom. Write us about this assortment. 





Catalogue sent on request 





A DVANG 









of 
PLAIN AND FANCY 
PAPER BOXES 





Pine St. at 21st, St. Louis, U. S. A. 


In replying kindly mention this ad. 
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“Tt has rubber 


corners” 


NOTHING 
FALLS 
THROUGH 


The Victor is made to keep the dirt 
inside. Hold it up to the light— 
not a crack, perforation, or any kind 














of an opening can be seen. The sides 
and bottom are of solid steel and 
tightly welded together. No dirt or 
scraps can work cut of a Victor on 
to the floor. Victors ‘“‘dress 
up” an office; they keep it 
neat and tidy in 
appearance. 













Metal Office Furniture Co. 
GRAND RAPIDS, MICHIGAN 




















O, Thou Enchantress—June! 

The following verses came to Office Appliances signed 
J. W. M. Now this gentleman is the poet laureate of the 
office appliances industry. We suspect that the poem 
published on page 157 of the May issue and signed 
“Anon” was written by the same pen. However, here is 


J. W. M.’s ode to the Enchantress: 


I stole from the noisy town—at noon, 
And entered the realm of charming June, 
Who rules her court as a fairy sprite, 
Filling the world with fond delight; 
Gilding with gold the daffodils, 
Canopying o’er the woodside hills 

That have waited long for a vested right. 
But Oh! for the hedges, in sun and shade, 
When the blessed lilacs are on parade! 


() sorceress great, enrapt, elate 
The poets sing of thy fair estate! 
Crowning thee queen of the vernal days! 
Enchantress, thou of the sylvan ways! 

—J. W. M. 


The Biggest Order. 

Sixteen years ago when E. E. Blankemeyer started out 
as a salesman for the Weis Manufacturing Company he 
sold among his first orders one to E. Y. Horder of Chi- 
cago. Now at nearly the close of his sixteenth year with 
the Weis company Mr. Blankemeyer has just completed 
for Horder’s Stationery Stores an order which he declares 
puts the “max” in the climax of his selling performance 
This last order was for eleven cars of goods, nearly a 
train-load. He says that this is the largest order ever 
received by the Weis Manufacturing Company. It includes 
the complete line and will be available for exhibition to 
interested people on the opening of the new store in the 
near future. 

New Line of Steel Filing Cabinets. 

A new line of steel filing cabinets known as the Econ- 
omy line, the most recent addition to the products of the 
Steel Equipment Company of Avenel, N. J., also known 
as the “700” line, has been placed on the market. The 
features of the line include sanitary leg base and file 
drawer and a finished top. One drawer, or four or five, 
may be added to the stack by lifting off the finishing top, 
locking additional drawers in place and replacing the top 
These stacks are equipped with the same mechanical de- 
vices that characterize all the files of the line, such as 
the ten roller bearing suspension, the single action side 
locking compressor, etc. They are finished in green, ma- 
hogany or oak and are made in letter and legal sizes 


A New Unit File in Steel. 


A line of files for the one-man business has been de- 
signed and built of steel. The initial investment consists 
of a base, top and a single filing unit. As need for filing 
space increases, more units may be added. The line at 
present includes base, top and cap and letter-size files 
Later the line will be extended to a ledger sheet size file 
with caster base 

These files are made by the General Fireproofing Com 
pany of Youngstown, Ohio. 


Letters That Pulled. 


It’s a good story, even though it is hard to believe that 
a stenographer could bat 100 per cent on using carbon 
paper upside down. But be that as it may, a California 
stenographer is said to have written a hundred letters 
with the carbon up. To save the work she suggested to 
her employer that the letters be sent out with an admoni- 
tion to “Put this up before the mirror and read.” The 
results are said to have been double those ordinarily 
secured. 


Burroughs Men Survey Europe. 

A survey of foreign marketing conditions is being made 
for the Burroughs Adding Machine Company by F. H. 
Dodge, director of sales, and W. L. Hoagland, manager 
of the foreign department. They recently left for Eu- 
rope, and will spend about two months traveling in Great 
Britain, Italy, Paris, Switzerland, Holland and Belgium. 





Chicago Bowling Season Closed. 
Bowling teams from the various stationery houses of 
Chicago have closed the season’s sport. The Stevens- 
Maloney hurlers won two cups during the season. 
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MR. DEALER: 


No matter in what part of the United States you are 
located, YOU can sell “SECURITY’’ SAFE DEPOSIT 
BOXES to the Banks in your territory. 








The above illustrates only one of our many stock units ready ior 
mmediate shipment. Built with heavy 4” steel plate doors. Several 
different finishes to match present equipment. 


ASK THE BANKSIN YOUROWN TOWN ABOUT SAFE DEPOSI ! 
BOXES—THEN WRITE FOR DEALER PROPOSITION 


7 ARSHA 4 


— STEEL EQUIPMENT 
CLEVELAND 





OHIO 
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When Business Outgrows 
Office Equipment 


chances of selling Diemer Cloth 
Covered Boxes to the growing concern. Business 
expands faster than the equipment, and _ these 
Diemer Boxes are used for filing records and stor- 
ing supplies. They are readily arranged to meet 
any plan of filing or storing. 


There are many 


er 








Diemer Cloth Covered Boxes 


are well made, to give long s2rvice. The contents 
are easily accessible and are kept free from dust. 
are quick profits and speedy turnover in 


Write for booklet covering our 
, Vertical Files 


There 
Diemer products. 
compiete ane = Boxes, Envelopes 
and Pocket Folders, etc. 


JOHN F. DIEMER COMPANY 


107-109 Lafayette St. NEW YORK 
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MORE PROFIT TO YOU— 
SELL “MULBERRY BRAND” 


INDEX CARDS 


FULLY GUARANTEED PURE WHITE 
FULL WEIGHT HORIZONTAL RULED 


We sell by mail only and employ no 
salesmen; hence — 


These Unbeatable Prices 


3x5  70c per 1000 banded and hoxed 
4x6 $1.05 per 1000 banded and boxed 
5x8 $2.00 per 1000 banded and boxed 


We accept orders for 25,000 or more, 
which may be assorted as desired, at 
these prices. For handling orders 
less than 25,000, we charge ten per 


cent additional. 


HANO-WEINKRANTZ CO., INC. 
133 Mulberry Street New York, N. Y. 


Manufacturers of Index Cards, Second Sheets, 
Folders, Guides, Loose Leaf Sheets, Binders, 
Manifolding Forms, Stock and Special Sizes. 
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The Artistic Taste finds complete satis- 
faction in the beautiful, attractive 


pieces of office furniture which make up 


STOW-DAVIS 
Matched Suites 





No. 1860F 


Each suite has a full complement of pieces: 
desks, tables, chairs, costumer, basket, stand, 
ete. The furniture is attractively orna- 
mented and finished, The Stow-Davis method 
of following a style throughout a complete 
furniture equipment produces in an office 
that very desirable first impression of har- 
mony and strength. An exclusive feature 
is in the directors’ room furniture, where 
directors’ tables and chairs are really dis- 
tinctive in style and carving, yet matching 
perfectly. 


Our catalog will give you a good idea of 
the line. We'll send it by return mail if 
you are interested. 


Stow & Davis Furniture Company 
80 Front Avenue Grand Rapids, Michigan 


Salesroom: 4th floor, Blodgett Building 
Open the year arow 
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and— 


| OFFICE SPECIALTY SALESMEN WANTED 


if you are successfully selling high grade Office Machinery, 


If you desire to add materially to your profits by representing a house which manu- 
factures a Mailing Machine that is in a class by itself with practically no competition, 
a machine which js now in use in thousands of America’s biggest offices, write us 
immediately, telling in detail the lines you are now selling and the territory in which 


you are working. 

This is a man sized proposition and worthy of the serious consideration of the best 
men in the field. 

All replies will be held in strict confidence. 


THE BIRCHER COMPANY, Inc., ROCHESTER, N. Y. 











Every Feature of This Table 


Is a Real Selling Point 


Here is an all steel table so simple in con- 
struction, so obviously useful and practical 
that it is quickly recognized wherever dis- 
played, as a genuinely good buy. One of 
its startling features is its low price. 


Folds Quickly or Stands Rigid 


Combines absolute rigidity, when in use, 
with a quick “fold-up” feature which makes 
this table one of the handiest and most in- 
dispensable pieces of furniture in an office. 


Write for our catalogue and mention No. 16 


PREMIER BED COMPANY 


Mishawaka Indiana 














Pat. Oct. 24,1916. 


3x3x1} in.—No. 5 








COUNTERSUNK ROTARY COVER FLUSH WITH 
TOP SURFACE OF THE INKSTAND 


Entirely New Idea 


Swings Easily to One Side to 
Open Dip Cup. 

Has All Other Features of the 
Popular GEM Line. 








CUSHMAN & DENISON MFG. CO. : 240-242 West 23rd St., NEW YORK c 
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Philadelphia Stationers to Avoid Glut. 


In an effort to keep the stationery stocks accumulated 
by the Emergency Fleet Corporation from being dumped 
on the local market, the Philadelphia Stationers’ Associa- 
tion is trying to work out a plan whereby the stocks will 
be absorbed by the trade. In this manner the materials 
can be released gradually through the usual channels, and 
not dumped helter skelter on the market, to disorganize 
the trade for an extended period. 


Monroe Victory Parade Had Its Own Band. 


In the promotion of the Victory Liberty Bond sales in 
Orange, N. J., the Monroe Calculating Machine Company 
representatives followed their own band. Volunteers have 
trained, been uniformed, and made a creditable showing 
in the procession. The Monroe float in the parade was 
composed of three “V’s,” surrounded by fair maidens. 


Important Specialty Deal. 


The name of the Barrett Changer Company of Chicago 
has been changed to the Lightning Coin Changer Com- 
pany. The business has been purchased by the Typewriter 
Emporium, which will conduct the affairs of the company 
under the new name, continuing the manufacture of the 
Lightning change-maker. 

The company will make one model of the machine only. 
Its operation is very simple and by pressing only one key 
any amount from one cent to one dollar is instantly 
deposited in a convenient cup where it is scooped up by 
the patron. This cup is especially designed so that the 





LATEST 


MODEL 


LIGHTNING CHANGE MAKER. 


patron can pick up any amount of change even with a 
gloved hand, thus eliminating the undesirable feature of 
attempting to pick up half a dozen or more coins from a 
flat surface. The machine is simple in operation and in 
construction. It is finished in black enamel with nickel 
trimmings. The keys are large and are finished with inlaid 
figures. They are made of composition rubber and are 
cupped to prevent chipping or cracking the finger nails. 





Index Card Shows Simplicity of Bank System. 


To illustrate the ease with which a savings account can 
be opened at the First Trust and Savings Bank, Chicago, 
the institution shows in its display ads one of the identi- 
fication cards which savings depositors sign. The card 
serves to give point to the statement: “It is easy to open 
a savings account. All that you have to do is to place 
your signature on a card similar to the one shown above, 
answer the questions which are asked for future identifi- 
cation, and fill out a deposit slip.” The idea is worked 
out to show intending depositors that there is no red tape 
to the operation of opening an account. 


New Wholesale House at Savannah. 


concern, the United Fixture and Paper 
has organized to conduct a wholesale and retail 
business in addition to their trade in paper 
paper, twines and woodenware. 





_A Savannah 
Company, 
stationery 
bags, 
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3000 
Dealers Prefer 


POI 


BECAUSE 

quickly. 
% BECAUSE national advertising is con- 
stantly keeping up consumer demand. 


BECAUSE it identifies the dealer as a 
factor in his market. 


it is well known and moves 


SCC 
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BECAUSE it is Standardized. 
E BECAUSE it offers a wider range of 
: selection. 

BECAUSE of the great impertance of 


procuring so many different kinds of 
office furniture from one responsible 
source. 


PALTV AE EET UL 


BECAUSE the Macey Company is noted 
for its policy of fair dealing. 
BECAUSE the Macey 


spires confidence. 


Wiel 


trade mark in- 


HEE Ee 


All Macey wood furniture is built of 
laminated stock. Macey steel filing 
equipment is manufactured by the 
oxy-acetylene fusion process com- 
bined with electric spot welding. All 
this in the most modern plants in the 
world’s greatest furniture city means 
a better product at a lower cost. 
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MON 

















The Macey line consists of 
filing cabinets in both wood 
and steel, steel safes, filing 
supplies, office desks, and 
sectional bookcases. Sepa- 
rate catalogs of all lines 
are issued. These are 
mailed on request. 

Where we are open to rep- 
resentation our agency 
proposition will mean much 
to dealers with real mer- 
chandising vision. 


The Macey Coa 


GRAND RAPIDS, MICHIGAN 


Made in Canada by the 


> Canada Furniture Manufacturers, Ltd. 
Woodstock Ontario 


The MACEY Line. 
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SIMONSON 


Patented Metal Tip Guides 


For Vertical Letter Files, Card 


Systems and Check Files, Are 





FREE Samples Sent on Request. 


R. A. SIMONSON & CO. 
122 8. Michigan Ave. CHICAGO 


Indestructible 


None genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 


Discounts to Dealers. 








Prices and full information on request. 


Goodline Manufacturing Company 
368 BROADWAY, NEW YORK 


That 
Magic Tip 


Goodline “Metal 
Tip” Guides outlast 
any other Press Board 
Guides on the mar- 
ket. The Metal Tip 
reinforces the guide 
immediately below 
the printed tabs. All 
liability to crack and 
tear is removed. 
Nothing like it! 
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Cleth Covered Cabinets 





L HOFFMAN 







45 Lafayette Street 
New York, N. Y. 





Decument Cabinets 
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Catalogue 
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Letter and Legal Cabinets 














PEERLESS WIRE GOODS CO. 


20 East Jackson Blvd. 








Complete Line 
of Wire Baskets 


Waste paper baskets, wire 
or tin bottom. Space bas- 
kets, 1-2-3-4-5-6 spaces. 
Mail and envelope baskets. 
Special baskets made to 
order. Prompt attention on 
all orders. 


Write for catalog and price 
list O. 


CHICAGO, ILL. 








New York Stationers to Hold Outing June 26th. 


At a meeting held on June 3rd by representatives of 
the principal stationers’ asociations of New York, it was 
decided to hold an outing similar to the one held last year 
and combining the Stationers Association of New York, 
The Stationers and Publishers Board of Trade and the 
New York Stationers Golf Association. The outing will 
be held on June 26th at Gedney Farms, N. Y. All persons 
connected with the stationery trade are invited and the 
committee wishes it understod that the invitation most 
specifically includes the ladies. Tickets exclusive of 
transportation will be five dollars per person, entitling 
each individual to participation in all the events including 
an elaborate dinner to be served promptly at seven 
oclock. Athletic events, cards and dancing will be 
features of the day and those who desire to do so may 
play golf and tennis. 

Arrangements are being completed to have special 
trolley cars meet the 11:45 a. m. train from Grand Central 
Station on its arrival and also to meet the train leaving 
at 12:48 on the Boston & Westchester railroad. The 
latter starts from 133rd street, adjoining the Third ave- 
nue elevated station. It is suggested that only one way 
tickets be purchased by those using trains. 

The meeting of the executive committee referred to 
above was a luncheon at the Drug Club. It was presided 
over by Edward Gash, Mr. Hall acting as secretary, with 
Harry Shipmen assistant. The following committees were 
appointed: Golf, R. J. Brundage, chairman; athletic 
events, C. H. Everly, chairman, Harry Shipman, A. L. 
Kugel, Mr. Tardy and J. M. Campbell; baseball, Messrs. 
Tilton, Hall, Garbaden, Rogers and Charles Brewer; 
prizes, Messrs. Hill, Ward, Whittemore and O’Connell; 
card parties, Messrs. Henry Frank, Clarence Smith; 
dancing, Edward Hollwedel; badges, A. B. Abrams; 
dinner, Messrs. Gash and Rogers; reception committee, 
A. B. Abrams, chairman, J. T. Hill and Charles Kimpton. 

A large number of prizes will be given for the winners 
of the athletic events and also for the winning players in 
the card games. The badges and programs for the event 
will he donated by Geyer’s Stationer. 

A meeting of the various committes was held Thursday, 
June 12th, at the Drug Club. 


The Step Ahead. 

Leslie’s Illustrated Weekly Newspaper of New York has 
established an industrial institution advertising service 
under the direction of Felix Orman. This service purposes 
to render a constructive and original cooperation with 
business enterprises and their advertising agents in the 
presentation of advertising reviews and articles interpret- 
ing the big and vital facts of American business to the 
\merican public. In their announcement, Leslie's states 
that industrial adjustment, stabilization and education con- 
stitute by far the most important problem in American 
life todav, and that if reports of Governmental depart- 
ments, commercial bodies and investigators in all parts 
of ‘the country are to be relied upon, our greatest national 
need lies in the following matters: 

ln advertising the character of business institutions: 

In spreading intelligent understanding of the facts of 
business; 

In interpreting to the public the public service of busi- 
ness: 

In harmonizing industrial enterprise; 

In humanizing business and bettering its social organiza- 
tion; 

In building prestige and creating good will for and con- 
fidence in industrial enterprise; 

In educating labor and spreading content and interest 
among workers; 

In constructively combating radicalism and supplanting 
unsound economic theories with a rational business philos- 
ophy. 


Underwood Dividends in Victory Loan. 


An extra dividend of $5.00 a share was declared by the 
Underwood Typewriter Company, payable in Victory 
loan notes. This was additional to the regular quarterly 
dividend of $2.00 a share. 


L. V. Estes, Incorporated, industrial engineers and ac- 
countants, for a number of years located in the McCor- 
mick building, have removed their offices to the Century 
building, 202 South State street, Chicago, Illinois, where 
they occupy the entire fifteenth floor. 
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EFFICIENCY=$$$$$$$$ 


Without a Sperry Arm holding your 
j—in easy reach 
\—out of the way 
you have not attained the highest 
pinnacle in office efficiency. 





desk phone always 





, It takes only an instant for an operator to turn from 
If true in your case—every desk clerical work on the unbroken surface of 


phone in town is your prospect. *2 in 1” CLEMCO 


“ - to work on the typewriter separated by the Clemco Rall 
It must be a Sperry to be the best. Bearing All Steel Mechanism in the pedestal. The ma- 


‘‘Guaranteed for five years. chine never interferes with the work on the desk and the 
p oe desk top does not in any way interfere with the machine. 
Write today for dealers’ discounts. Write now for complete information 


. The Clemetsen 


Address Dept. 37. AN 
KELLOGG SWITCHBOARD & SUPPLY CO. ILE MIC® _ ee 
ournoy Stree 


CHICAGO : Chicago, II 
Exclusive Generali Distributors Trade Mark , 
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See a Trade Mark Sketch Free 


and understand how easy it is to make your sales 
of equipment and furniture act as a perpetual 
reminder of the house which furnished them. 


ingly durable and strong. The E b STANLEY 
: NEMCO mbossed Metal Name Plates 


. > ¢ rantages of . ‘ ‘ 
pomsesss (peace aaa wy 2g are made of metal, in attractive colors. We 
the solid steel baskets at a much lower price. make them any desired shape. Stanley Embossed 









Handsomely Enameled 
ALL STEEL Waste Baskets 


T HE NEMCO Expanded Metal Waste 






| Basket is the most attractive waste 
| basket obtainable. It won't rust or 
get shabby looking. And it is exceed- 


























Sufficiently hand Metal Name Plates are distinctive, yet do not 
some for tae fin mar the appearance of a finely-finished desk or 
est office. Strong machine. 
enough for The name plates are made up in two weights metal. 
factory use The thin type is gummed on the back and will adhere 
Stocked bv permanently to wood, metal, glass or other material. 
he be a They can be made with tack holes as well if desired. 
the best Sta- The heavier name plates do not have the gummed back 


feature, but have holes punched for brads. The appear- 
ance of both plates is the same. 
Write us for samples, and your idea of what copy should 
be used in the sketch which we are prepared to submit 
to you without cost or obligation. 


THE STANLEY MFG. CO. 
O. S. Dept., Dayton, Ohio 


tioners, dept. 
stores, etc. 
Get our descrip- 
tive circularand 
prices quick. " NY 

OO 
Northwestern AY i 
ExpandedMetal Co. my 
963 Old Colony Bldg. 
©HICAG 
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Comfort 


Cook “Quality”’ Spring 
Back Typewriter Chairs 
are made to give the 
highest degree of com- 
fort. The seat is care- 
fully shaped and the back 
is adjustable to a posi- 
tion so as to properly 


TTT 


LL! 





support the back of the 
user. They are not espe- 
cially adapted to loung- 
ing, but are especially 
suited for those who 
have work to do and 
want it done quickly. 
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These chairs are used 
throughout the country 
and in the numerous 
cities abroad. Thereason 
for their wide sale is 
found in their merit. 





Handle this line and 
watch your profit grow. 
A Catalog will be mailed 
upon request. 


C. A. COOK CO. 


MANUFACTURERS 
16-28 Osborne Street 
Cambridge, Mass. 
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Vertical Desk Files 


Gives you the filing space of 
four ordinary wire baskets or 
trays, yet only takes up the space 


of one. Eliminates the use of 
paper weights; prevents scrutiny 
.of letters by persons who should 
not see them; keeps vour desk 
clean; sections can be used for 
price lists and catalogs as well 
as correspondence. When 
through with the day’s business 
set the file in your desk drawer 
and lock and in the morning 
everything will be as vou left it. 
Handy for magazines and news- 
papers in the home. 

Base made of light and dark 
striped wood, hard maple panels, 
natural colored wax finish, cellu- 
loid covered slide both edges for 
names of compartments. 
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Packed each in corrugated car- 
ton ready for mailing by dealer. 

Order sample on approval, and 
tell us how many descriptive let- 
ter inserts you can use. 


NEW CATALOG 
Picturing and describing one, two. 
and three cent plain edge, and five and 
ten cent brass edge school rulers, and 
a full tine of high class office rulers. 
WRITE FOR COPY. 


American Manufacturing 
Concern 


Falconer (near Jamestown), N. Y., U.S. A. 


Established 1807 
Operated by Falconer Family since 1836 
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Bet? SA ee —yps sk é 
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af You'd | 
/ buy it 
yourself 


You'd take it in a minute, because 
you know what a real honest-to- 
gocdness hasket it is. 





And so will any shrewd business man 
if you'll only put a VUL-COT up 


to him. 


VUL-COT siskcrs 
GUARANTEED 5 YEARS 


are built for office duty. They are 
guaranteed to come through in O.K. 
condition, five years of the hardest 
kind of service. They are strong, 
light, smooth, sanitary and at- 
tractive. 

VUL-COTS warrant your con- 


sideration. 


KA 
hi 
; 


Drop us a line today 


American Vulcanized 
Fibre Company 


525 Equitable Building 
Wilmington, Delaware 
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Books Received 


Guide for Exporting to Orient. 


A recent addition to the growing list of books on for- 
eign trade is “Trading with the Far East,’’ which is issued 
by the Irving National Bank, New York, N. Y. It is a 
companion volume to “Trading with Latin-America,” and 
was planned to marshal facts and information for the 
man who is too busy to gather them first hand, and out- 
lines effective ways of meeting the problems arising in 
connection with the routine of trade activity in the Orient. 
li acquainting the manufacturer or exporter with out- 
standing factors in trade beyond the Pacific, it provides 
an interpretation for commercial purposes of conditions 
in what promises to be one of our most exceptional mar 
kets for years to come. 


New Government Publications. 


The Superintendent of Documents, Government Print- 
ing Office, Washington, D. C., is prepared to furnish the 
following new publications on receipt of the price stated: 

Foreign Tariff Notes No. 30, issued by the Bureau of 
Foreign and Domestic Commerce, reprinted from Com- 
merce Reports, July-September, 1918, covers proposed 
tariff changes, import duties, supplementary dues, export 
duties, bounties and drawbacks, embargo and contraband 
provisions, foreign trade-marks, economic reconstruction, 
etc., for certain foreign countries. Price, ten cents. 

Supplement to British Control of Imports and Exports 
with List of Prohibited Imports, May, 1918 (Tariff Series 
No. 39A), issued by the Bureau of Foreign and Domestic 
Commerce, covers export embargoes, import restrictions, 
methods of control, present policy regarding import re- 
strictions, etc. Price, five cents. 





Law in Popular Form. 


The Vest Pocket Lawyer is the title of a handy little 
booklet of 335 pages in cloth binding issued by the Flynn 
Publishing Company. This book is clearly written in 
understandable English and covers a wide field, giving 
information on many legal subjects. Its contents include 
articles on contracts, quasi contracts, agency, torts, do- 
mestic relations, criminal law, personal property, landlord 
and tenant, wills, real estate, real estate mortgages, chat- 
tel mortgages, evidence, negotiable instruments, confes- 
sion, pleading, common law pleading, equity pleading, code 
pleading, practice, constitutional law, partnership, cor- 
porations, judgments, attachments, garnishments, execu- 
tions, bankruptcy. 

There are 112 legal forms for drawing up papers of all 
kinds, including a form and directions for making a valid 
will, so far as the formal part of such an instrument is 
concerned. 


Canadian Trade Summary. 

The Guaranty Trust Company, New York, N. Y., has 
issued a brochure, “Canada—Its Economic Position and 
Plans for Its Development.” It shows the import possi- 
bilities of our neighbor on the North, and should be a 
helpful guide to the manufacturer seeking an outlet for 
his product in Canada. 


A New Peace Poster. 


[n anticipation of the announcement that the Treaty 

f Peace has been signed, a twenty-four sheet poster has 
been prepared that, for beauty of design and fidelity of 
execution will rank as one of the finest evidences of poster 
work done in this country. Accurate in historical detail, 
it carries out faithfully the colors of the uniforms worn 
by the different Governmental representatives who will 
be signatories to this historical document. 

The design has been carried out in a window poster, 
45”x21”, known as No. 193, and also in a car card 11”x21” 
known as No. 193-C. 

These posters have been prepared by the L. E. Water- 
man Company of New York. They are supplied to deal- 
ers in office equipment and commercial stationery, social 
Stationery, etc. But dealers who wish to use these pos- 
ters for window displays purposes must communicate 
“with the L. E. Waterman Company in order that the pos- 
ters may be prepared for shipment. 
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One 


or a 


The 
Daisy 
Wire Basket 


Daisy Wire Baskets—all the same—built for rough usage 
—good to look at—easy to use, as the flaring top makes 
a wide target that is hard to miss. 


Users like Daisy Baskets. They “dress” an office, keep 
it neat, and outlast most others. 

















Dozen 


* 


Write for prices 


The Massillon Wire Basket Co. .*. Massillon, Ohio 














TWO WAYS TO 


Cut Your Ink Bills! 


1. Eclipse Pneumatic Ink Wells 


They prevent wasteful evaporation, spouting, 
and dirty ink. Keep 
your fingers clean. 







No rubber parts. 
No plunger to 
crustand stick. 


Patent 
Opening 
is the 
reason 
why. 


Wa S The Perfect Ink Tablets 
Packed in attractive, air-tight tin 
efee ee pei ite 04: 


Blue-Black,! “Red, Greea and Violet 


SEND FOR SAMPLES OF “INKLETS”’ 


Blue-Black - - - (32 tablets) 
Red, Green or Violet - (32 tablets) 


Catalog sent free on request 


General Eclipse Co., Dept. A, Danielson, Conn. 




















Time and Space Saved 


is money earned. The time required by the typist oes 
handling erasers, carbon paper, letter heads, second 
sheets and other stationery, is reduced to a minimum 


rie BYRON 


Typewriter Cabinet 
Here is a desk which provides 
within arm's reach 
definite places for at 
least thirty different 
articles — by the 

hy So our book- 


i oe what these 
thirty things are. 


Byron Typewriter 
Cabinet Co. 
33 Washington Ave. 
Mt. Clemens, Mich., U.S, A- 







Occupies Small 
Floor Space. 
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Visualized typewriting marked great progress; 
Visualized Record Keeping signalizes greater prog- 
ress by reason of its broader scope. 

Acme Visualized Record Equipment places every 
record in your office before your eyes without the 
necessity of hunting for it or even touching it. 

Acme method provides the means for securing 
the full value of every record. 

Acme Visualized Equipment is the embodiment 
of accesibility; you get the desired information the 
instant you want it. 

Visualized Records provide for action when 
action should be taken. You don’t have to 
remember your records when Acme Method is 
employed. 

Here is its value; no lost records, no misfiled cards, 
saving clerical labor and executives’ time. 


trating and describing this method in detail, sent 
on request. 


Acme Card System Company 
6 No. Michigan Ave. Chicago, Illinois 








Booklet, ‘Greater Speed and Accuracy,”’ illus- y] 














INKONOMY 
AN OFFICE NECESSITY 


A safe, airtight, dustproof ink con- 
tainer is a necessity for every desk. 
The INKONOMY, for pract cal 
office utility, gives real satisfac- 
tion. Every drop of ink can be 
used, and there is no danger of 
upset ink. INKONOMY wells 
won't upset. 


They are the most profitable and satis- 
factory to buy and to sell. Write for 
our attractive dealer offer. 


We also manufacture a line of 
handsome handsewn 
and hand embroid- 
ered leather goods. 
Send for prices 
and information. 


HaroldChesson 
& Son 


West Brookfield 
Massachusetts 












Visitors from Abroad. 





J. Bartels and A. W. van der Heiden, directors of Ruys’ 
Handelsvereeniging, Rotterdam, Holland, visited Office 
Appliances in May. While here they called upon a num 
ber of local office equipment manufacturers. From Chi- 
cago they returned to the East by way of Cincinnati. 


They planned to sail for home on June 10. Both gentle- 
men are well informed and up-to-date in their ideas, and 
wherever they went they left a good impression. This 


was the first visit of Mr. van der Heiden to America, and 
we are glad of his assurance, seconded by that of Mr. 
Bartels, that their trip had been in every way delightful. 
Their house represents several important American office 
equipment and office machinery concerns, and does an 
important business not only in Europe, but, through a 
subsidiary company, in the Dutch East Indies also. The 
photograph reproduced here was taken by a member of 
Office Apphances’ staff on the day of a big parade of 
uverseas soldiers returning to demobilization camps. A 








A. W. VAN DER HEIDEN AND J. BARTELS, DIRECTORS 
OF RUYS’, ROTTERDAM, ON A BREEZY DAY IN CHICAGO 


considerable part of Chicago’s population turned out to 
greet the boys, and many people were none too careful 
about scattering newspapers about. At the moment the 
snap-shot was taken a vagrant breeze wrapped Mr. van 
der Heiden’s feet in a copy of a morning paper. 

Conditions in Holland, they say, are uncertain, though 
apparently improving from day to day. 

K * «K 

A. R. Don and T. G. Pidgeon of Don’s Limited, Wel- 
lington and Hastings, New Zealand, visited Chicago last 
month. From here they went East, intending to visit 
New York and other large industrial centers. Later on 
they will return by way of Chicago, when Office Appli- 
ances hopes to meet them. They are visiting the United 
States with the purpose of securing the New Zealand 
agency for specialty lines. Both gentlemen are experi- 
enced business men, Mr. Don being a graduate of the 
Sheldon School and familiar with the sales of office 
specialties. 


* * 
F. C. Sutton of Glasgow, Scotland, paid a visit to Office 
Appliances on May 19. 
* * * 


S. Garmann-Clausen, a prominent and well known office 
equipment dealer of Bergen, Norway, visited Office Appli- 
ances last month. He was accompanied by Mrs. Garmann- 
Clausen. They remained in Chicago some days, calling 
on various manufacturers. Their trip was undertaken 
with the purpose of studying the situation in this country 
and arranging for additional lines. 

Mr. Garmann-Clausen is one of the best informed busi- 
ness men in Norway. Some of his articles have appeared 
in Office Appliances. 


* a ad 
Early this month the editor of Office Appliances had 
the pleasure of meeting J. O. Burdette of Lima, Peru. 
Mr. Burdette is well-informed on conditions and customs 
in South America. He is connected with the office equip- 
ment house of Stephenson, Inc., of that city. 
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Student’s Note Books 


The old reliable, ever popular 


[LOOSE] 1-P [LEAF | 


STUDENT NOTE BOOK 


still holds the center of the stage. 
Cheaper books come and go, but 
each year the sales of this high 
class, service-giving book show a 
substantial increase. Teachers 
and students have learned that there is real economy in 
paying a little more for a book that will give twice 
the service. 
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ORDER FALL STOCK NOW 


Be ready when the season opens 


IRVING-PITT MANUFACTURING CO. 


KANSAS CITY CHICAGO NEW YORK 
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Serene 





AND Systems 

like the one 
featured here are 
being installed by 
progressive concerns 
everywhere. The 
illustration shows 
the equipment used 
in visualizing pro- 
duction records at 
the Acme Steel & 
Malleable Iron Co., 
Buffalo, N. Y. 





OFFICE APPLIANCES June, 1919. 











I want to compliment you— 


AND “Makur- 
own” Index Tabs 
are making money 
for dealers in every 
locality. Large deal- 
er discounts and re- 
peat orders make it 
a very profitable line 
to handle. 

Get our _ special 
dealer proposition. It 
means big profits for 
you. 





HE president of a large manu- 

facturing concern, upon learn- 
ing that a stationer friend of his 
had taken the agency for Rand 
Visible Record Equipment, wrote 
to him as follows: 

“IT want to compliment you,” he 
stated, “on having secured the 
agency for the Rand Visible Index 
System, as we consider it by far 
the biggest step in the card record 
line.” 

And then he added: “Not only 
do we use the Rand System in our 
shipping department and in our 
purchasing department, but we 
also have the system installed in 
our cost department. And I might 
also mention that our office price 
list for auditing all orders is made 
up of Rand Equipment.” 

In this typical “Rand” testimonial 
there are several facts brought out 
which should be of interest to station- 
ers everywhere. It indicates that Rand 
Equipment is a line that is distinctly 
worth while handling and pushing—that 





FRANOD 


it stands high in the estimation of its 
users—that it is adaptable to all sorts of 
record keepingand consequently presents 
a big opportunity for unlimited sale. 

Do you wonder why the stationers 
who handle Rand Equipment are so en- 
thusiastic over the line, when there are 
hundreds of users of this type, and 
thousands of non-users just waiting to 
be shown? One large dealer in office 
equipment who handles the complete 
Rand line sold over $50,000 worth of 
Rand devices last vear. 

The present day business man has 
come to appreciate—to demand—to 
keep accurate, up-to-date records con- 
cerning his business. This means an un- 
precedented business and profits for 
Rand representatives. 





The demand for Rand products is na- 
tion-wide and increasing daily. Repeat 
orders follow the initial sale as a nat- 
ural consequence —a fact worth re- 
membering. 

It will pay you to investigate the Rand 
proposition. There is some choice ter- 
ritory open for the time being—waiting 
for the dealer or salesman who is quick 
to see and quick to seize this oppor- 
tunity. Write today! It will be 3c well 
invested. 





Visible Record Systems 
The Rand Company, 2201 Rand Blidg., No. Tonawanda, N. Y. 
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V. Haataja of the Aktebolaget Systema, Helsingfors, 
Finland, is now in the United States. Before his return 
he expects te visit several of the principal industrial 
centers in this country. He is here with a view to 





— ‘ 


V. HAATAJA. 


investigating the office equipment situation, intending to 
secure lines to represent in his country and the territory 
which it controls. Office Appliances hopes to meet Mr. 
Haataja before his return to Finland. 

Mr. Haataja. during a call upon the editor of Office 
Apvliances, spoke interestingly of the part Finland played 
in the recent war. It was Finland that stayed the tide of 
Bolshevism and prevented it from spreading in force to 
other Scandinavian countries. The Finns give much 
honor and credit to the premier, General Mannerheim of 
Helsingfors, youngest son of the late Count Mannerheim 
of Mannerheim’s Konttor. Older readers will remember 
contributions to our pages from the pen of Count Man- 
nerheim. Mr. Haataja believes profoundly in the future 
of Finland, at the same time recognizing the fact that 
there is much work yet to be done and many problems to 
be met. The Finnish market, however, now considerable, 
will increase in importance year by year 





RAMIRO GARCIA SUAREZ. 


Ramiro Garcia Suarez, a prominent dealer’ in office 
equipment in Madrid, Spain, left for the United States on 
May 21 with the object of visiting American houses which 
he represents in Spain. Those desiring to communicate 
with Mr. Suarez may address him in care of the Eastern 
office of this magazine, 508 Tribune building, New York 
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DIAMOND INK CO. 


MILWAUKEE, WIS. NEW YORK OFFICE 
U. S.A. 265 W. Broadway 
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GREAT MANY 
stationers have in- 
vestigated our pencil 
offerings and have 
found them decidedly 
to ther advantage. 


Why not let us send 
you samples and quote 
prices? 


A postage stamp may 
lead to a bigger bank 
balance. 


Do it now. 


| PENCIL 
EXCHANGE 


INCORPORATED 


Manufacturers of Pencils 


Factories: 


67-73 FLEET STREET Jersey City, N. J. 








City. We sincerely hope that Mr. Suarez will find the 
time to visit many of the cities of the United States and 
that he will include Chicago on his itinerary, giving us the 
privilege of making his personal acquaintance. 


+ 


Jose Gifre of Jose Gifre S. en C., Barcelona, Spain, 
arrived in America on the 10th of June and during his stay 
will visit New York, Chicago, Philadelphia, Boston and 
other cities. The house has travelers who visit quarterly 
Spain, Portugal and North Africa. Its show rooms are 
situated in the best part of Barcelona where the principal 
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JOSE GIFRE. 


businesses and foreign banks are located. The company 
represents a leading Philadelphia adding machine com- 
pany and does a considerable business in rebuilt type- 
writers, calculating machines, etc. Office Appliances will 
be happy to make Mr. Gifre’s acquaintance and sincerely 
hopes that he will avail himself of such services as we can 
offer. 


Office Appliances Guest Book. 


May and June were kind to Office Appliances, as cher- 
ished friends from the country over honored us with their 
visits. The Guest Book record yields the following sig- 
natures of recent visitors: C. A. Albright, Standard Oil 
Company, San Francisco, Calif.. May 12; Lieut. Allen L. 
Patterson, Ottawa, Ont., Canada, May 12; J. A. Alpter, 
Crescent Book & Printing Company, Detroit, Mich., May 
12; E. C. Cole, “Cole Himself,” Pittsburgh, Penna., May 
13; R. H. Browne and F. C. Morse, Browne-Morse Com- 
pany, Muskegon, Mich., May 13; Ernest Dalton, Union 
Ribbon & Carbon Company, Philadelphia, Penna., May 14; 
L. H. Albright, San Francisco, Calif.. May 14; A. H. 
Barkerding, Mittag & Volger, Park Ridge, N. J., May 15; 
Gale Blocki, J. Makelon Company, New York, N. Y., 
May 16; M. L. Fawcett, International Money Machine, 
Reading, Penna., May 16; F. F. Pierce, Los Angeles, 
Calif., May 21; Herbert O. Ross, Ross-Gould Company, 
St. Louis, Mo., May 21; Norman Lichty, Des Moines, 
lowa, May 23; M. W. Montgomery, Philadelphia, Penna., 
May 28; R. H. Sprague, Monroe, Mich., May 29; H. C 
Currier, Minneapolis, Minn., May 29; C. Harold Merkle 
and J. E. Sparrs, Thaddeus Davids Ink Company, Inc., 
New York, N. Y., June 5; Paul A. Cosiger, Tenacity 
Manufacturing Company, Cincinnati, Ohio, June 7; Robert 
H. Sedgwick, Washington, D. C., June 9; J. W. Messimore, 
Canton Art Metal Company, with wife and daughter, Can- 
ton, Ohio, June 9. 
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| The Importance of Selling 
| Multikopy Carbon Paper 


When a stenographer can’t buy the carbon paper printing the 
| clearest copies at one store, she goes to another store. She is 
| likely to get the habit of straying to that other store, not only 
| for carbon paper, but for all office supplies. 


ytAOPY 


The Carbon Paper 


| SWotstam@vh'4- Myla tj e-teslte)el 
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Prevent this unaccountable loss of customers by carrying 
always a full line of MultiKopy. 


MultiKopy not only gives satisfaction, but it is the only carbon 
paper nationally advertised. Its nation-wide advertising in the 
Saturday Evening Post, Literary Digest and other magazines 
is continually sending you new users. The satisfaction it gives 
causes new users to continue to be users. 


We make it extremely easy for you’ve-got-to-show-me dealers 
to carry MultiKopy. We agree to take back after a specified 
time all unsold stock—should there be any. 


Our Definite Selling Plan gives the details. Send for 
it today. 
Star Brand Typewriter Ribbons 
Also Give Satisfaction 





They sell on their merits. They don’t fill. They are nationally 
advertised in every MultiKopy advertisement. 


WEBS 

£ 

F "™ F. S. Webster Co., 338 Congress Street, Boston, Mass. 
7 NEW YORK: 114-118 Liberty Street CHICAGO: 14 N. Franklin Street 
PHLLADELPHIA: 908 Walnut Street PITTSBURGH, PA.: 830 Park Building 
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| Deat RecipeBook 














“GET IT FOR HER!” 


The National Loose Leaf Recipe Book is a com- 
pact, convenient and easily handled book. Every 
sheet lies flat and firmly in place. Pages are 
easily removed and rearranged. Washable cov- 
ers, in either white or black waterproof Texhide, 
over stiff board sides. Index with twenty-three 
printed board divisions. Table of abbreviations, 
weights and measures given on inside cover. 


No Experimenting—You have the satisfaction of 
knowing when you sell a National Ring Book 
that what you handle is a carefully tested, thor- 
oughly practical book. We do all the experi- 
menting ourselves before the book is ever sold! 


Let us quote you on this quick-selling 
household necessity. 


HOLYOKE, MASSACHUSETTS 


National Blank Book Company 
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Dixon Salesman Given Send-Off. 


On the eve of his departure for a prolonged vacation, 
John M. Ready, representative in Greater New York and 
vicinity of the Joseph Dixon Crucible Company, was ten- 
dered a farewell luncheon. When news of his plans reached 
the trade the Jobbers’ Association of the National Asso- 
ciation of Stationers and Manufacturers appointed a com- 
mittee of arrangements. Messrs. Whittemore and Jonas 





JOHN M. READY. 


arranged the event, at which a handsome walking stick 
was presented, its name plate suitably engraved. Mr. 
Ready’s office staff, not to be outdone, presented a travel- 
ing clock with an illuminated dial. 

Mr. Ready planned spending his vacation on the Pacific 
Coast, but had in mind as a possible extension a trip to 
China and Japan, if the steamship companies could assure 
a quiet passage—as he likes a smooth sea and a sea- 
worthy vessel. 


Pennsylvania Company to Open Cincinnati Office. 

The International Money Machine Company expects 
within the next two weeks to open an office in Cincinnati, 
Ohio. The company regards the Cincinnati territory as 
one of the most important in the United States, and ex- 
pects fine results from the new office. 


Stationery Business Nears Half Century Mark. 


Recently Wilton H. Spalter completed his forty-eighth 
vear as proprietor of the stationery and book store oper- 
ated by him in Keene, N. H. He purchased the business 
of his father, the late John H. Spalter in 1871; Spalter, Sr., 
bought the business nearly seventy years ago from John 
Prentiss of J. & J. W. Prentiss. 


Boorum & Pease Company Increases Line. 


In the purchase of the New York Blank Book Com- 
pany, the Boorum & Pease Company, Brooklyn, N. Y., 
acquires the lines, equipment and good will of the con- 
cern. The machinery of the New York Blank Book 
Company has been moved to the Brooklyn factory of the 
s3oorum & Pease Company, where most of the lines for- 
merly produced will be manufactured. 


Loose Leaf Corporation Records. 

In a list of corporation supplies which the Corporation 
Company of Wilmington, Delaware, recommends to its 
clients, the record books specified are all loose leaf. The 
sheets are watermarked to prevent the substitution of 
pages. 
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Takes large Official No. 10 Envelope 
Light, Quick Action, It’s Easy to Operate 


Don’t Weigh the FOX 
Portable alone-weigh its 
sales possibilities aswell. 





Fox Portable Type BarAction 


g A reali typewriter, built throughout on 
the most approved typewriter principles. 


@ The most complete, practical and 
durable portable machine ever built. 


@ Some excellent territory still open. 
Write for complete information. 


q Built by the makers of the famous 
“LIGHT RUNNING Fox’ the Stand- 
ard Office Machine which has been 
known the world over for twenty years. 


, i 
TYPEWRITER Co 


MY. Offices Factory 6Genl. Offices 
2£East 23d. St. Grand Rapids.Mich 
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Consider the Possibilities 


WITH 





Telephone Brackets 


REQUIRED IN EVERY UP-TO-DATE 
OFFICE 


For quick service, and for convenience, ab- 
sence of vibrations, ease of operation, saving 
of time and energy, 






ADJUSTABLE 
IN ANY 
DIRECTION 





Adjusts the telephone to your position. 
Mounted anywhere, always in service. 


Hold your trade by supplying these necessi- 
ties. You have prospective customers in 
every Public Service Corporation, Manufac- 
turing Plant, Hotel, Store, and, in fact, wher- 
ever a telephone is required. 


Ask for Trade Prices on these Big Sellers 
MANUFACTURER 
COMPANY 
STATE AND 64th STS. CHICAGO, U. S. A. 











Company Dinners and Conferences 


Sales Conference Follows New Method. 


At the fifth annual sales conference of the Monroe Cal- 
culating Machine Company, held June 5, 6 and 7 at the 
Hotel McAlipin, New York City, a particular feature was 
the elimination of talks and addresses, carefully prepared 
papers having been substituted instead. These papers 
were run off and distributed to every member of the or- 
ganization during the latter part of May, in order that 
every one might study over the material and be prepared 
to raise points for discusion. In this way the entire time 
at each session was devoted to open discussions which 
were always productive of good results. 

The keynote of this year’s conference was education, 
namely, educating the salesman in ways and means of 
rendering better service to users. 


F. P. Seymour Dined by Friends. 


While in New York among old friends May 5, F. P 
Seymour, of the Horder Stores, Chicago, was entertained 
at a dinner given by J. H. Schermerhorn, vice president 
of the Joseph Dixon Crucible Company. Additional to 
the guest and host, there were present Arthur Jackson, 
W. J. Whittemore, Charles Kimpton, Jack Ready and 
Arthur C. Bainbridge. 


Pomerantz Staff Dined. 


Employees of the A. Pomerantz establishment, Phila- 
delphia, Penna., gathered at the annual meeting and din 
ner May 3. Eighty met in the Forest Woodland room of 
the Bookbinders’ cafe, and partook of a shore dinner. 
Addresses were presented by Mr. Pomerantz, president, 
Charles R. Harrison, general manager, and a number ot 
the department executives. A musical program was given. 
The evening concluded with a dance. 


Pencil Company Restores Familiar Brands to Line. 


During the war, at the request of the conservation divi- 
sion of the government, pencil manufacturers of the 
United States discontinued a number of their lines that 
were not absolutely necessary in the conduct of business 
The companies are now gradually restoring these lines 
to the market. The Joseph Dixon Crucible Company of 
Jersey City, N. J., has recently put back a number of lines 
which include the following: 

Anglo-Saxon—Hexagon, No. 1802 line, No. 1, 2, 3 and 4 degrees 
dark green finish, red rubber tips; % gross to a box 

Anglo-Saxon—Round, No. 1810 line, No. 1, 2, 3 and 4 degrees 
dark green finish, red rubber tips: % gross to a box 

Metropolitan—Round, No. 968 line, No. 1, 2, 3 and 4 degrees; 
cedar finish; % gross to a box. 

Dupligraph Copying—No. 2070, hard, yellow finish, with pilt 
mouthpiece; 1 dozen to box, 6 boxes to carton. No. 2071, soft 
lavender finish, with gilt mouthpiece; 1 dozen to box, 6 boxes 
to carton. 

Stenographers’—Round, tablet size, No. 489% line, ce 
with point protector; three hardnesses, 6 to box, 1 
earton. 

Lumber Crayon Holder—No. 503; 1 dozen to box, 3 boxes to 
carton. 

Pocket Pen and Pencil Case—No. 591, gilt finish: 1 dozen on 
ecard, 6 cards to carton. 

Cabinet—Round, No. 745 line, maroon finish, in patented % gross 
display boxes. 

Cabinet—Hexagon, No. 747 line, maroon finish, in patented 4% 
gross display boxes. 

Yellow Aster—No. 403, hexagon shape, packed in % gross boxes 

Sequoia—Round. No 1277 (No. 2 lead), and No. 1279 (No 
lead); yellow finish, packed % gross to box. 


‘dar finish 
2 boxes to 


Who Knows Mr. Ward? 

The National Office Supply Company of Zion City, IIL, 
writes that a man who calls himself J. C. Ward is traveling 
through Kansas taking orders and collecting money, repre 
senting that he is traveling for the National Supply Com- 
pany of Zion City, Ill. The company states that no man 
of that name is employed by them, 


“Y and E” Export Office Now in New York. 


H. P. Rockwell, manager of the export department of 
the Yawman & Erbe Manufacturing Company, has re- 
turned from a2 business trip in England, surveying the 
market there for the sale of office equipment and sup- 
plies. He was accompanied by Harry Slemin, of the Office 
Specialty Manufacturing Company. The itinerary included 
London, Liverpool and Manchester. The export office is 
now located at 360 Broadway, New York. 
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NEW WATERMARKS 






Fidelity Onion Skin 


ESLEECK MFG. CO. 


For many years Fidelity Onion Skin and Emco Onion Skin 
have been made without a watermark. Paper merchants 
and printers throughout the United States and Canada, also 
many stationers and consumers, have long known them as 
THE STANDARD ONION SKIN PAPERS. 


We are now watermarking Fidelity (basis 17 x 22—9, White 
only) and Emco (basis 17 x 22—10, colors and White). 


6MGO Onion Skin 


ESLEECK MFG. CO. 


A printer or consumer who buys these papers with the 
EsLEECK WATERMARK need ask no questions as to quality. 


They Are Sold by Leading Paper Dealers 


Ask Dept. O for Samples 


ESLEECK MFG. COMPANY 


= TURNERS FALLS, MASS. 


a 
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METAL HINGE PREVENTS 
WEARING OUT. 


WO HEY 
REQUIRE D, 
S/MPLY TURN 
4NOB TO LOCK, OR 
YMLOCA. 








METAL CAPS FOR 
ADDED DURABIL/TY 





C&CC TOPLOCK 
THE POST BINDER OF TODAY! 


No Separate Key Required 


For any sort of record—for 
any purpose for which post 
binders are used—Cesco 
Top Lock (keyless) Binders 
will be found the ideal bind- 
ing device. No separate key 
is required to lock or unlock 
—simply a slight turn of 
the thumb nut. Operates 


quicker -— more convenient 
than end lock binders. Obtain- 
able in three grades of bindings— 
24 stock sizes and made to fit any 
sheet. 


Are You a Cesco 
Dealer? 


The Cesco Line is the Logical Line 
for any dealer. It comprises a 
complete array of modern business 
tools — Loose Leaf Devices and 
Outfits for every conceivable pur- 
pose. The Cesco Catalog together 
with discounts, terms and full in- 
formation will be sent to dealers 
on request. 


THE C. E. SHEPPARD CO. 
@GesCo-> LOOSE LEAF @@cC 


303-311 Hudson Street NEW YORK 
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Kansas Book Men Meet. 


The third annual convention of the Kansas Book Deal- 
ers’ Association was held Monday afternoon, May 12th, 
at Wichita, in the assembly hall of the city library. Al- 


though the attendance was limited, only about forty being 
present, a very interesting and worth-while session re- 
sulted. Vice-president O. Scott Morgan of Baldwin pre- 
sided in the absence of President Mason McCarthy of 
Emporia, who was unable to be present on account of 
sickness in his family. 

Following are the new officers of the association, who 
were elected by acclamation: 

President, O. Scott Morgan, Baldwin; vice-president, 
P. M. Anderson, Newton; secretary-treasurer, A. S. Allen, 
Wichita; directors, Mason McCarthy, Emporia; T. L. 
Pattison, Topeka, and J. G. Gibb, Lawrence. 

Committees for the ensuing year were named by Presi- 
dent Morgan as follows: 

Executive—Mason McCarthy, Emporia: P. M. 


Ander- 


son, Newton: Edward Dorsey, Ottawa; H. W. Brewer, 
Manhattan; A. S. Case, Independence. 

Trade Relations—Isaac Goldsmith, Wichita; F. G. Orr, 
Wichita; P. M. Anderson, Newton. 

Legislative—Edward Dorsey, Ottawa; Ralph Moore, 


Topeka; W. S. Wilson, Burlington. 

Membership—A. S. Allen, Wichita; W. S. Wilson, Bur- 
lington; Bradford Dougherty, Kansas City. 

Bonding—W. S. Wilson, Burlington; Edward 
Ottawa; J. W. Mcllhenney, Kingman. 

Resolutions—Edward Dorsey, Ottawa; Isaac Goldsmith, 
Wichita; P. M. Anderson, Newton. 

The 1920 convention of the Kansas Book Dealers’ 
ciation will be held in Ottawa, an invitation to hold the 
session there, which was tendered by the Ottawa Chamber 
of Commerce through Edward Dorsey, being accepted. 
The date of the convention will be determined in the 
near future by the executive committee. 

Further extension of the plan of co-operative buying, 
which was tried out during the past year with great suc- 
cess, was determined upon by unanimous vote. A resolu- 
tion was adopted approving the line of tablets, school 
supplies and stationery produced by the Lee Mercantile 
Company under the “K. B. D. A.” trade-mark, and the ex- 
clusive right to use the trade-mark on any stationery or 
supplies prepared for exclusive sale to members of the 
Kansas Book Dealers’ Association was vested in the com- 
pany for the ensuing year. It also was voted that the Lee 
Mercantile Company should be reimbursed for all expense 
it has gone to in securing the trade-mark for the Kansas 
Book Dealers’ Association. 

The trade relations committee, in addition, was in- 
structed to make arrangements, if possible, for extending 
the line of “K. B. D. A.” trade-mark products to include 
pencils, pens, fountain pens, etc., as well as any other 
articles which might be handled to advantage generally. 

Roy Hogben, of the Lee Mercantile Company, an- 
nounced that during the past year 300,000 “K. B. D. A.” 
tablets had been supplied members of the association, at 
a saving in freight alone of approximately $7,500. He 
announced that the “K. B. D. A.” line for 1919 would be 
ready for shipment in July and orders would be given 
September dating. The freight allowance of twenty-five 
cents, he stated, would be continued, and terms would be 
2 per cent in ten days. In addition, however, an antici- 
patory discount of one-half of 1 per cent a month will 
be allowed, which will give a total discount for cash on 
immediate orders of 4 per cent. 

Resolutions were adopted and telegraphed to the Amer- 
ican Booksellers’ Association and the Book Supply Com- 
pany urging an increase in publishers’ discounts on books 
to 331/3 and 5 per cent on small quantities, 40 and 5 
per cent on lots of 25 and 40 and 10 on lots of 100, and 
also that all books for libraries should be sold through 
the medium of local dealers at 10 per cent off list prices. 

Telegrams also were sent to the State Text Book Com- 
mission expressing appreciation of the appointment of 
J. W. MclIlhenney of Kingman, a member of the associa- 
tion, as secretary of the commission, as this is the first 
time Kansas book dealers have been represented on the 
commission, and to Senator J. N. Anspaugh and A, L. 
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Constant users of Pencils 
know real pencil worth. 
They have learned that a 
good pencil is worth more 
in their work, and they 
do not hesitate at a 
nickel’s difference. 
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Suggest the Eldorado to 
your trade. Let them try 
their favorite degrees — 
and the smooth, rapid 
gliding, and respon- 
sive leads will sell the 
Eldorado. 


Every de- 
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genuine econ- 
omy and satis- 
 faction—a quality 
}) that means repeat 
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Oliger, secretary of the Kansas Legislative League, con- 
veving the thanks of the association for their successful 
efforts in securing the passage of legislation advocated by 
the association by the legislature at its recent session. 

By unanimous vote it was decided to suspend all mem- 
bers of the association who failed to pay their dues last 
year, but to permit them to reinstate upon payment by 
July 1 of dues for 1918 and 1919. 


It was decided unanimously to send Edward Dorsey of 
Ottawa as a representative of the Kansas Book Dealers’ 
Association to the convention of the National Association 
of Stationers and Manufacturers, which will be held this 
fall in Richmond, Va., his expenses being paid by the 
Kansas association. 

Great satisfaction was expressed with the bonding sys- 
tem and the bonding committee was instructed to investi- 
gate and to report at the 1920 convention as to the feasi- 
bility of extending the plan to cover high-school books. 

John J. Vawter, of the Southwest News Company, who 
conducts a retail store at Enid, Okla., attended the con- 
vention for the purpose of securing information which 
would enable the dealers of Oklahoma to follow the lead 
of Kansas in organizing an association. He gave an in- 
teresting review of conditions in Oklahoma, which are 
worse even than those which existed in Kansas before 
the organization of the Kansas Book Dealers’ Association. 

J. W. McIthenney of Kingman, recently appointed secre- 
tary of the Kansas State Text Book Commission, assured 
the association it is the desire of the commission to co- 
operate with the book dealers of the state in every pos- 
sible manner, and also stated that a new list of prices on 
state text books would be issued July 1. There will be a 
number of advances in prices. Cooper Jackson, secretary 
of the Central Kansas Retailers’ Association, Newton, 
made a short talk on “Organization end Backing Your 
Organization.” 

After the close of the convention the members of the 
association were tendered a dinner at the Hotel Lassen by 
Roy Hogben on behalf of the Lee Mercantile Company. 


Baltimore Stationers Elect New Officers. 

The Baltimore Stationers’ Association met at Hotel 
Emerson the evening of May 20, partook of a good dinner, 
and then selected the official personnel for the year to 
come. Following are the officers and committees: J. 
Edw. Richardson, president; Sanders J.. Thalheimer, vice- 
president; Henry F. Rittler, secretary; John W. Kennedy, 
treasurer; executive committee, W. Booth Settle, chair- 
man; Theo. P. Steinmuller, Chas. E. Falconer, Martin J. 
Kohn, Sanders J. Thalheimer, J. Edw. Richardson, Henry 
F. Rittler, Morris Baumgarten, John G. Hullett; arbi- 
tration committee, John P. Black, W. M. Hermann and 
L. M. Curlett; membership committee, E. H. Edwards, 
M. F. Leimkuhler and N. H. Haehn; auditing committee, 
J. B. Ensor, Jr., James H. Schmidt and E. H. Gorsuch. 
The nomination of John G. Hulett as secretary was de- 
clined, owing to pressure of business which would not 
permit his doing justice to the association’s work. H. F 
Rittler was elected to the secretary’s office. 

In his review of the work of the year past, President 
J. Edw. Richardson dilated upon the value of association 
work, and showed how properly organized and co-ordi- 
nated effort can be of inestimable value to a trade body. 
He acknowledged and gave credit to his associates for 
their enthusiasm and loyalty in conducting the business 
of the association. The arbitration committee's report 
showed but two matters, which is eloquent testimony of 
the amity which prevails in Baltimore stationers’ circles. 
The membership committee showed an increase of twelve 
new members and eight associate members. The attend- 
ance record is one worthy of emulation. Ninety per cent 
attendance greeted the regular meetings. The executive 
weekly meetings have a record of 95 per cent attendance. 

The guest of the evening was Mortimer W. Byers, 
secretary of the National Association of Stationers and 
Manufacturers. He remarked about the efficient handling 
of the business of the Baltimore Stationers’ Association, 
and complimented the officers on the success which at- 
tended their efforts. Mr. Byers showed how the National 
Association forms a powerful unity of all the interests 
entering into the stationery business, and emphasized the 
value to the small stationer in his affiliation with the local 
body. The value of the Association’s cost-finding methods 
was fully demonstrated. 

The president extended to Mr. Byers the thanks of 
the organization for his information and enlightening ad- 
dress. The president called on W. Booth Settle, chairman 
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HIS advertisement, one 
of the Carter Spring 


Series, may serve to re- 
mind you, as well as the pub- 
lic to whom it is addressed, 
that Carter’s Writing Fluid 
“Writes a strong, rich blue.” 
This is a telling point worth 
keeping in mind. It will in- 
sure satisfied customers — 
and no ink can render you 
greater service. Don’t for- 
get that this applies as well 
to Carter’s Fountain Pen Ink. 
Let them both help you build 
good-will. 


THE CARTER’S INK COMPANY 


Manufacturing Chemists 
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Every bottle of Carter’s Writing 
Fluid is uniform in strength. If you 
have been having trouble with your 
ink, if it has been weak or muddy in color— 


if you want a clear, snappy color that 
flows freely from your pen, that makes 
writing a pleasure, then ask for 


CARTER'’S 
WRITING FLUID 


The intensity of the Carter Blue is an indication 
of Carter Quality. No dye, however good, can 
be successfully incorporated with a poorly de- 
veloped or muddy base. The pleasing Carter 
color may be traced directly back through the 
Carter laboratories 


—to the rigid selection of raw materials and their 
proper handling, 


—to the nine exacting laboratory tests to which 
each lot of ink is subjected, 


—to constant experimentation guided by sixty 
years of experience as manufacturing chemists, 


— in short, to the highest standards of manufacture, 
reinforced by our laboratory ideal, 


« Nothing so good that it can’t be better ” 
THE CARTER’S INK COMPANY 


Manufacturing Chemists 
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of the executive committee, to do the honors for the 
speaker. Mr. Settle’s words assured Mr. Byers that his 
thoughts were fraught with sterling values. Assurance 
was given of the desire and willingness of the Baltimore 
Association to enter into the uplift of general trade con- 
ditions as outlined in the program of the National 
Association 

John G. Hullett, the retiring secretary, was presented 
with a watch chain at the hands of the president, as a 
memento of his unselfish services in filling the office of 
secretary during his term of office. 

The attendance record included the following: J. Edw. 
Richardson, Henry C. Curlander and J. C. Richardson, J. 
Edw. Richardson & Company; John G. Hullett and J. F. 
Bockmiller, Baltimore Office Supply Company; Chas. E. 
Falconer and W. C. Strafford, Jr.. The Falconer Com- 
pany; Martin J. Kohn, S. J. Pollock and H. H. Nobles, 
Kohn & Pollock, Inc.; Theo. P. Steinmuller, Jesse Kauf- 
man and Chris. J. Laucht, Lucas Bros., Inc.; Sanders J. 
Thalheimer and S. T. Thalheimer, Meyer & Thalheimer; 
W. Booth Settie and Morris J. Westerkam, Commercial 
Stationery & Printing Company; M. F. Leimkuhler, Wm. 
Scheffen, Acker & Company; W. M. Herrman, Dulany 
Verney Company; W. T. Read, Medical and Standard 
Book Co.; H. E. Edwards and John B. Ensor, Jr., Hiram 
F. Henderson Company; Walter P. Reese and John W. 
Kennedy, John W. Kennedy & Company; Walter Neubeck 
and Charles W. Gray, W. E. C. Harrison & Sons; Newton 
R. Haehn ard L. M. Curlett, John H. Saumenig & Com- 
pany; James H. Schmidt, Paul M. Adams Company; Mor- 
ris Baumgarten, Baumgarten & Company; S. G. Weis, 
Hirshberg Art Company; John P. Black, Marcus W. 
Wolf & Co.; Henry F. Rittler, The Rittler Company. 





New Association in Los Angeles. 

The Los Angeles, Calif., Office Equipment Association 
was organized at a luncheon held at the Hotel Clark on 
May 26. The following officers were elected: 

W. E. Pierce of the Weber Showcase & Fixture Com- 
pany, president; Paul Detrick of the Yawman and Erbe 
Manufacturing Company, vice president; Bert Butter- 
worth of the Pacific Coast Agency, secretary and treas- 
urer. Directors elected were as follows: F. D. Barnhill 
of the W. R. Hadley Company, representing the station- 
ery line; H. T. Colby, miscellaneous line; John M. Flow- 
ers, arithmetical devices, and E. W. LaTourlette, book- 
keeping machines. 

About forty men engaged in the sale of office equip- 
ment responded to the call to attend the meeting for the 
purpose of forming the association. Among those present 
were: E. J. Harris, Corona Typewriter Company; O. C. 
Haney, American Multigraph Company; E. J. Fry, Indi- 
vidual Drinking Cup Company; H. T. Colby and F. C. 
Charles of Barker Bros.; J. M. Flowers, Comptometer; 
A. H. Ridgley, Monroe Calculating Machine Company; 
W. R. Marshall, American Letter Company; Paul Detrick, 
Yawman and Erbe Manufacturing Company; A. G. Wil- 
son, Wilson & Co.; F. W. Akers, Jenkins Bros.; G. B. 
Peiton, Corona Typewriter Company; W. C. Wright, 
Audit Company; H. A. Ecclestone, Remington Typewriter 
Company; Bert Butterworth, Coast Agency Company; 
James W. Westerfelt, L. C. Smith & Bros. Typewriter 
Company; M. J. Hammel, Pacific Coast Agency; F. C. 
Smith, Noiseless Typewriter Company; C. L. Lysdat,, 
Hutson Lithograph Company; E. W. LaTournette, Elli- 
ott-Fisher Co.; F. D. Barnhill, W. R. Hadley Company: 
G. H. Seward, Business Equipment Company, Inc. 

The new association was organized for mutual benefit 
purposes and to bring the various elements of the trade 
together. Vice-President Paul Detrick presided at the 
meeting and made a short address outlining the purposes 
of the organization. Secretary Butterworth, who issued 
the call to organize, stated that it is proposed to hold a 
business show at a down-town location as soon as the 
details can be arranged. 


Illinois Stationers’ Convention at Murphysboro. 


Members of the Retail Booksellers’ and Stationers’ As- 
sociation of Illinois met in annual convention at Murphys- 
boro May 6 and 7. The sessions were held in the city 
hall. The convention was opened with an address by J. 
Fred Temple, president of the Association; followed by 
Mayor Jos. H. Davis. C. W. Follett responded. Other 
addresses were made by C. S. Townley, Paul J. Wielandy, 
E. O. Vaile, Louis J. Coe and W. J. Jacquin. The annual 
dinner was held in the evening of May 7. 

Reports of committees were submitted in the sessions 
of May 7. Ray Veach made an address. The election of 
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A man wants 
his name on it 


HEN aman uses Old Hampshire 

Bond he is proud of it. Pos- 
sibly, however, he may buy it plain 
right along. 


Scores of men who should, do not 
have their own engraved stationery 
simply because they have not 
thought of it when they had time to 
attend to the matter. 


@ld Hampshire Bond in the vari- 
ous sizes comes boxed in quarter 
reams all ready for engraving with 
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We have many sample sheets 
here for you to see. Better get 
them. . There is a great opportunity 
along this line. 
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This Parcel Post 
Stamp Machine 


is needed in EVERY OFFICE and 
STORE that mails packages—and a 
imple demonstration of it usually and 
quickly convinces the management of 
this fact. 

Keeps stamps under lock and key, in 
rolls, all in one place, protected against 
loss, spoilage, misuse and theft. 
Provides a quick, convenient way of 
selecting the exact amount of postage 
required and a quick, sanitary way of 
moistening and affixing stamp; to 
packages. 

Models with counters provide an accu- 
rate and automatic way of accounting 
for all stamps used, each denomination 
separately tocheckagainststampsbought. 


Saves time, stamps and money. Elimi- 
nates confusion and temptation. 


MULTIPOST 


Postage Stamping Equipment! 





















includes combinations of The Multipost 
Stamp Affixer and Recorder, Parcel Post 
Machine, etc; that will 
fill the requirements of 
all kinds and sizes of 
offices at the lowest cost; 
and that will permit ex- 
pansion of equipment as 
needs dictate. 
Dealers Profit 
Without Risk 
and without a cent invested, 
because of our very attractive 
Selling Plan and Multipost 
National Advertising. 
Write fcr the Multipost 
Dealer Proposition, as proved 
by maav leading supply 
dealers. 






















Multipost Company. 
Rochester, N. Y. 






officers resulted in the following: W. R. Essick, president, 
Decatur; Louis J. Coe, vice president, Springfield: M. Car- 
roll, secretary-treasurer, Galesburg. The next meeting 
will be held at Springfield. The delegates were diverted 
by automobile rides, taking in silica plant at West Mur- 
physboro and the extensive plant of the National Car 
Coupler Company. The registration list included the fol- 
lowing names: Paul Wielandy, St. Louis, Mo.; Chester 
Bnoles, Springfield; Louis Co., Springfield; Frank Sin 
mons, Springfield; Fred Showe, St. Louis, Mo.: H. M 
Shuck, New York City; J. G. Horner, Chicago; Dr. J. J. 


Kilkinson, Chicago; Albert Varley, Chicago: C. W. Follett, 
Chicago; J. Fred Temple, Galesburg; John Collins, Gales- 
burg; Ray Veach, Carbondale; Geo. Wirtz, Monmouth: 
F. L. Natho, Danville; M. N. Watson, East St. Louis; 
Clifford Lloyd, Champaign; Fred Greenwood, Chicago 
Mr. and Mrs. W. C. Miner, Macomb: W. R. Esick, De- 
catur; W. Johnson, Bloomington; W. W. McKnight, 


Louis; M. A. Hanson, Chi- 
Hon. C. S. Townley, Ma- 

W. J. Jacquin, Peoria; 
Blessing, Chicago; C. C. 
New York. 


Normal; W. R. 
cago; John W. Ogren, Chicago; 
comb; E. O. Vaile, Rock Island: 
H. E. Barker, Springfield; J. R. 

$radbury, Marion; E. T. Bellamy, 


Cincinnati Furniture Exchange Meeting. 

The May meeting of the Cincinnati Furniture Exchange 
was devoted largely to routine affairs. Frank B. Wersel, 
Ili, recently returned from military service, made a neat 
talk on the good that can be obtained in the service of 
Uncle Sam. Several months ago the members were of 
the opinion that a meeting at the lunch hour would have 
a larger attendance, and it was resolved that method 
would be tried. The entertainment committee made ar- 
rangements with Schuler’s Cafe, a popular dining room, 
and as the novelty of the first lunch attracted a large 
attendance, the innovation was thought a great 
At the second meeting a little over one-fourth of the 
membership responded, being compelled at the busiest 
hour of the day to be at their factories; therefore, at the 
May meeting a resolution was offered by Fred Otten 
and carried that the entertainment committee have full 
power to decide when, where and at what hour the June 
meeting will be held. After the lunch, and cigars were 
lighted, President Froelich called the meeting to order 
and the secretary read the minutes of the last meeting 
which were approved. Bills were ordered paid. Business 
then proceeded by the reading of a letter from the New 
York Upholsterer in relation to the upholsterers’ con- 
vention, which was ordered filed. 

The president, in the absence of John Dornette, Jr. 
(detained by important business), who was chosen dele 
gate from the furniture group of the division of manu 
facturers to the Chamber of Commerce, made a few re- 
marks in relation to the special meeting in May, stati 
that no business of special importance came up outside 


Ledbetter, St. 





success 


of organization. The application for membership of F 
Lubke’s Sons (one of the older chair manufacturing con 
cerns) was made by A. G. Steinman and seconded by Carl 
F. Streit, and they were elected to membership The 


announcement was made by the president that Fred W 
Stille had returned to the Stille & Luhlmeier Company 
and was now in full control. There being no further busi 
ness and the entertainment committee reporting that all 
was in readiness for the annual outing, President Froel 
lich announced that the meeting would stand adjourne: 
subject to the call of the entertainment committee 


} 


Philadelphia Stationers Demonstrate Co-operation. 

May 13 the Philadelphia Stationers’ Association 
the Red Room of the Bellvue-Stratford hotel to 
the subject of wholesalers selling direct to the consumers 
George W. Ward, president of the Philadelphia Paper 
Trade Association, was a guest and approached the situa 
tion in a friendly spirit. He stated that the broad question 
of relations with the stationery trade could not be settled 
in a moment, and gave assurance that the jobbing interests 
were disposed to co-operate with the stationers, and that 
he looked for co-operation from the retail trade rhe 
announcement was made that a committee from the job 
hers would meet with the committee from the stationers 
This committee comprises Mr. Ward, Morgan H. Thomas 


met mn 


discuss 


of the Garrett-Buchanan Company, and Allen Whiting 
the Whiting-Patterson Company. 
Addresses were made by Mortimer W. Byers, secretary 


Stationers and Manutac 
Philadelphia 
William 


of the National Association of 
turers; William H. Brooks, president of the 
Stationers’ Association; Harry A. Prizer, of the 
Mann Company. 
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WATER SUPPLY 


is derived from a subterran- 
ean lake seventy-four acres 
in area and two hundred 
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. Netuhe’s Magnificent 
Supply of Purest Water 


Produces a Brilliant, Clean, 





and Usable Writing Paper 





if VHE unusual brilliancy of HOWARD BOND, 
its cleanliness and firmness are traceable to the 
coldest and purest of waters obtained from the 
underground lake, seventy-four acres in area and two 
hundred feet in depth that surrounds the Howard 
Mills. 
This great natural advantage of a generous, unpol- 
luted, and perfect paper-making water supply com- 
bined with raw stock selected i the world’s most 
renowned sulphite producer, places HOWARD 
BOND far in the front as the best value and most 
easily distributed of all the watermarked papers in 
America. 
The name HOWARD BOND found in any sheet of 
paper is our invitation to compare it for quality with 
the higher-priced Bond papers, and your answer 
must be that you will reeommend HOWARD BOND 
to be a paper that the commercial users will accept 
and adopt as the ideal product in quality and price 
for their entire business requirements. 


Tear It! Test It! Compare It! 
and you will specify it 


Complete line of white and colors 
ready for immediate distribution 


SEND FOR CATALOGUE 


Manufactured by 


The Howard Paper Co. 


URBANA, OHIO 
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ADDRESS REPLY TO 
110 Wes? Forty-seconp Street 
WEW YORK CITY 


ee ALIEN PROPERTY CUSTODIAN 


WASHINGTON, D. C. 


BUREAU OF SALES 


JOSEPH F. GUFFEY 

DIRECTOR 

RALPH J. BAKER New Yorn City,N.¥. May 3, 1919 
ATTORNEY 


TO WHOM IT MAY CONCERI: 


This is to certify that, pursuant to 
the sale by the undersigned on February 26,1919, 
of the firm of. A. W. FABER, this business has 
been completely Americanized. The new owners 
are therefore, entitléd to the patronage of all 
loyal citizens of the United States. 

Any person, firm or corporation en- 
deavoring to create a prejudice against the 
goods sold by the purchaser of the firm of 
A. W. FABER because of its prior alien owner. 
Ship, is guilty of business practices that are 


unfair, dishonest and un-American, 





In the correspondence of the Alien Property 
Custodian the word “enemy” is used as mean- 
ing “enemy” or “ally of enemy,” as defined by 
the Trading with the enemy Act. 
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California Associations’ Social Meeting. 


A dinner and meeting were held the evening of May 1 
at the Commercial Club by the Stationers’ Association 
of California. An innovation was the mingling of em- 
ployers and employes on a social basis. Free discussions 
held on matters of mutual interest, and also on mat- 


were 

ters of general value to the trade at large. Many of the 
women employes of members took advantage of the 
opportunity to gather with the Association. The meet- 
ing was attended by the stationers of San Francisco and 
Oakland, 193 members of the trade being present. The 


“big light” of the meeting was Henry P. Dimond, the 
chairman of the organization. He discussed the Associa- 
tion’s aims and plans for co-operation among dealers as 
well as between employer and employes. The stationer’s 
adaptation of the Golden Rule, “Do unto your competitor 
as you would have him do unto you,” was expounded with 
particular regard to the undesirability of competition 
through price cutting. Arthur Dunn, Mr. Dimond’s as- 
sistant, also spoke entertainingly, telling of his experiences 
of the past two years in the interests of the Association. 





Chicago Association Holds Get-Together Meeting. 


The Chicago Stationers’ Association held a meeting 
of its auxiliary members on Friday evening, May 16th, 
at the Advertising Club, where dinner was served. The 
chairman of the association, John W. Ogren, was the 


speaker of the evening and presided at the meeting. 

The auxiliary members are the manufacturers and the 
manufacturers’ representatives located in Chicago. 

This is the first of a series of get-together meetings of 
the various classes of members of the association. 


Buffalo Stationers Hear War Experiences. 


Buffalo stationers met May 8, enjoyed a program pre- 
pared by George W. Davis, of the commercial stationery 
department of Otto Ulbrich’s business. The master of 
entertainment presented William H. Stanley, who had re- 


cently returned from abroad, where he served with the 
Y. M. C. A. The big event of his talk was to enthuse 
those present in “plussing” to the extent of $15,000 Vic- 


tory bonds. This showing was irrespective of the original 
and duplicate subscriptions which the members had made 
at home and in business. 


New York Golf Tournament of May 22. 


The Stationers’ Golf Association of New York held its 
first tournament of the season May 22 on the links of the 
Fox Hill Golf Club, Staten Island. The courtesies of 
the links were extended to the members of the Whole- 
sale Stationers’ Association, then in session at New York. 
The Stationers’ Golf Association provided a trophy for the 
low score man from the Wholesale Stationers’ Association. 
Members of the Golf Association played for the Morris 
Popper cup. 


Chicago Stationers’ Golf Association to Play June 17 

The first meeting of this year of the Chicago Station- 
ers’ Golf Association will be held Tuesday,, June 17th. A 
big day is planned at the Park Ridge golf course—one of 
the tinest courses in this section of the country. 

All stationers who play golf are requested to commu- 
nicate with Charles Hamburger of Cameron, Amberg & 
Company. 


Dinner of St. Louis Stationers. 


About fifty members of the St. Louis Stationers’ As- 
sociation gathered at a dinner April 28. The presiding 
officer, Theodore B. Wynik, held the gavel for the first 
time since his election. The evening’s address, “Co-oper- 
ation Among Stationers,” was given by John W. Ogren, 
chairman of the Chicago Stationers’ Association. Other 
guests who responded to calls for brief addresses were 
Wellington Lockwood and William Pitt. 


San Francisco Stationers Hear H. P. Dimond. 

Members of the San Francisco Stationers’ Association 
gathered at a dinner May 1. Henry P. Dimond, chairman 
of the association, addressed the members on co-operation 
through association work. The association is endeavoring 
to bring about a closer understanding regarding the affairs 
of the trade among stationers and their employees. 

Retail prices of food advanced four per cent in April. 
They had declined three per cent from the December 
high mark. 
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SMITHSONIAN 
LAWN 


Tablet of character: 
easily salable hecause 
of its distinctive gual 


ities. 

C), represents the ulmost 
in paper craft; combin 
ung a writing material 
of ‘real worth, with re 
ft inemene. 





of 


OC), is designed in good 
laste, with a compelling 
attractiveness that in 
sures active sale. 


a izes: Vote, Packet, loetter: 
Winthrop, Princess; also 
put up nv "Pound Packages, 
Ne. Sa to match. 














SMITH TABLET CO. 


HOLYOKE ~ MASS. 


NEW YORK OFFICE 
.Warren Wiley, Woolworth Blag 4 









EUESIONTTNETDANENANNHOMEYTD NATL AEDS PENNA NEG DENY YHA 





174 


OFFICE 





APPLIANCES June, 1919. 





“Fulton Faultless’’ 


a 








“Quality” “‘Service’’ 


O INSURE the 


trade a square 
deal and fullest sat- 


isfaction,every pro- 
duct of our factory 
is rigidly inspected 
and is guaranteed 
against defective 
material and faulty 


workmanship. 


Manufacturers of Labor-Saving 
Office Necessities 


E. R. UNDERWOOD, Pres. ELIZABETH, N. J, 


Rubber Type Business Outfits 
Self-Inking Stamp Pads 
Non-Blurring Stamp Pads 
Elite(Wood Base) Stamp Pads 
Line Daters 

Band Numberers 

Sign Markers 








Boston Stationers’ Luncheon. 

The Boston Stationers’ Association executive com- 
mittee met at the Boston City Club May 7. Following the 
luncheon, H. B. Van Dorn, Jr., of the Joseph Dixon 
Crucible Company, talked of the activities of the Con- 
necticut Valley Stationers’ Association. 








New York Stationers’ Dinner of May 26. 

The Stationers’ Association of New York held the first 
dinner of the present fiscal year at the Arkwright Club, 
May 26. D. W. Gregory, business ageut of the New York 
Master Printers’ Association was the guest of honor. 





Henry Frank Heads New York Stationers. 

The New York Stationers’ Association at its last an- 
nual meeting elected Henry Frank of Frank & Tichenor, 
president of the association. Mr. Frank succeeds Charles 
A. Lent, who has been president for several years. 

Frank & Tichenor was organized in 1864 by Philip 
Frank and Henry Maas. The first store was a small 
establishment at Walker and Church streets. Soon after- 
wards Philip Frank purchased the interest of Mr. Maas 





re] 














HENRY FRANK. 

and removed to Lispenard and Church streets. Changes 
were few until 1897 when Philip Frank died and Henry 
Frank, his son, took over the operation of the business 
In 1904 a copartnership was formed between Mr. Frank 
and Frank H. Tichenor, the present owners of the con- 
cern. In February, 1913, the company removed to its 
present location at 39 East Twentieth street. They have 
one of the finest stationery and printing establishments in 
New York City. 

The selection of Mr. Frank as president of the New 
York Association is unanimously commended among the 
stationers of New York. His ability is well known 
throughout the city. 


Richmond Stationers Maturing Plans. 
The plans of the stationers of Richmond, Va., for the 
convention of the National Association of Stationers and 
Manufacturers in October are progressing. 


New York Stationers Will Frolic. 

The week of June 23 will see the annual outing of the 
New York Stationers’ Association, the date to be set 
tled later. It will be an afternoon and evening event, and 
probably will be held at Gedney Farms, Westchester 
county, New York. Last year’s outing was very enjoy- 
ably spent at that place. The sports at the disposal of the 
outers include golf, bowling, tennis and dancing. The 
outing committee is headed by Edward Gash, of George 
B. Hurd & Company, assisted by William E. Ward, of 
John Ward & Son, and Henry Rogers, of Wilbur & 
Hastings. 
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BROWN’S 
inen Ledger Papers 





It’s all right! Don’t worry! 


| fe only a blot. The paper is Brown’s Linen Ledger. A 
few scratches of the erasing knife and the blot will dis- 
appear in a fine powder. And the erasure can be written 
over with a fine point pen. The pen point won’t stick or 
spatter, the ink won’t run or blur. Brown’s perfect writing 
quality extends clear through the sheet. 


It pays to insist that your loose leaf ledgers and record books 
are made of Brown’s Linen Ledger Paper. For,mark this well 
—a book made of cheap, inferior paper costs only 2 or 3% less 
than the same book made of Brown’s Linen Ledger Paper. oS 
This is one reason it pays to recommend Brown’s to your 
customers. 
Write for Brown's sample book 
and test the papers 
Established 
L. L. Brown Paper Company, Adams, Mass., U.S. A. 1850 
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ae EEN UNSIBY.N:30 
yp OS He which the world 
jud es the quality 


‘Makes its Mark 4 and efficiency of 
Around theWorld a fountain pen 


3 TYPES 
Regular 
Safety 
Self-Filling 


$2.50 


At 
Best 
Dealers 


How about your 
A | going away cus- 


Mee) ae) = tomer this summer? 
NECESSITY 


Unti Don’t forget that 

nties you 

; ee gi a Waterman’s Ideal Foun- 

desk and i tain Pen is an ‘‘office ap- 

and puts 3 pliance”’’ that you can sell 
ae him to take on h s trip. 


on the list 
of out door 


sports ; Keep your Waterman’s Ideal 
Fountain Pens to the front, where 
they may be easily seen, and our 
June advertising will help to make 


this a big pen season for you. 


L.E.Waterman Company 


191 Broadway 
New York 
CHICAGO BOSTON SAN FRANCISCO 








June, gly, 





OFFICE APPLIANCES 


177 





Connecticut Valley Stationers’ Luncheon. 

The May meeting of the Connecticut Valley Stationers’ 
Association was held at Hartford May 28, at 1 o'clock. 
Che general meeting followed luncheon, including ad- 
dresses of interest to the trade. 

The June meeting will include an annual outing, plans 
for which will be announced later. 


Baker Re-elected Essex County President. 
The Essex County Stationers’ Association elected S. R. 
Baker president for the third time, at the meeting held 
in Newark May 12. His associates in the official family 
are Reinhold Kneip, vice president, R. Brant, treasurer, 
and E. F. Sheriden, secretary. 





The T. A. M. M. A. A. Still Grows. 


Forty-seven members joined the Typewriter and Add- 
ing Machine Mechanic’s Aid Association, Inc., during the 
month of May. Pittsburgh reported a total of fifteen 
members; Kansas City a total of twenty-two members, 
who, by the way, have rented their own meeting rooms 
in which’ to conduct official business. Kansas City also 
reports that each of its twenty-two members has sub- 
scribed to a fifty-dollar Victory Liberty Loan Note. Thir- 
teen men located in Buenos Aires, Argentine Republic, 
have applied for membership in the association. Several 
other cities throughout the West have made requests for 
applications and literature. 

Members who have served with the colors during the 
war find no difficulty in securing positions. The employ- 
ment bureau, which is run free for members, has done a 
lot to alleviate the problem of unemployment, having 
placed mechanics in various jobs throughout the country. 

At the meeting of the association held on May 23 
the members voted to assist the Salvation Army drive, 
giving a donation of ten dollars to the Brooklyn head- 
quarters. It is planned to get an ex-soldier who has seen 
service “over there” to address the body at an early meet- 
ing. 


A Mammoth Check. 

Did you ever receive a check which measured 11 13/16” 
wide by 814” high? Perhaps you have if you are a dealer 
in office equipment, for this is the size of the check the 
W. A. Sheaffer Pen Company of Fort Madison, Iowa, has 


SHEAPFERS RRM Surearre 
SHARP - POINT SELF “FILLING 


PENCIL a “ “FOUNTAIN PEN 


We have sold a . to one of your customers and want 
you to-have the profit on the sale amounting to 
his isin accordance with our poliey of not Competing with our dealers 
$0 we Send you our check es below 


Pony Men som lowr 


DOU ARS 


WA. SHEAFFER Pen Co. 





been sending out to some of its dealers as a refund on 
direct sales made by the company. Marketing its products 
exclusively to dealers, the company keeps no profits on 
direct retail sales. Hence, when it is necessary for the 
company to make such sales, the retail profit goes to the 
dealer nearest to the customer served. 


E. E. Huber Backs Salvation Army Drive. 


The stationery trade division of the Salvation Army 
Home Service Fund drive for New York was headed by 
E. E. Huber, of Eberhard Faber. A quota of $3,000 was 
set for the New York trade. 


Where Is Mr. Cohen? 

The present address or information as to the recent 
whereabouts of W. S. Cohen is desired by this publication. 
Mr. Cohen was formerly connected with the Time Saving 
Eraser Company of Chicago. 














MENASHA, WISCONSIN 


A new and perfect Adding Machiae Paper 


} 











Produces 
Manufac no glare 
; when used 
tured of am* with artifi- 
ber-colored | cial light. 
paper— ROLAMBER 
formul ated is supplied 
; in clean cut 
with the 
standard 
papons ot vin valle; 
allowing Dealers: 
speedy and write now 
lengthy and get the 
p erform- cream of 
ances with- this busi- 
out causing ness. 
eye- strain. All orders 
promptly 
filled. 
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THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


Here’s a simple device that enables the office 
boy to bind into book form “in a jiffy” any kind 
of loose leaf records. 


The “F-B” Loose Leaf Holder 








Pat. May 13, 1913 


is adjustable to any distances between punch 
holes and to any size of paper. 


The retail price is $3.00 a dozen with liberal 
discounts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N. Y. 
TELL 


PUT 
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The Eveready Fastener Is: 
ALWAYS AT YOUR SERVICE. 
SAVES TIME AND MONEY. 
RAPID AND POSITIVE IN ACTION. 
CANNOT CLOG. 





Makes its own staples instantly and securely 
fastens your papers together in a_ single 
operation. 

No frequent loadings of staples. 

Pay envelopes sealed with the Eveready “are 
a protection to employer and employee.” 

The Eveready Fastener is an automatic ma- 
chine tool, made from high grade steel. Finished 
in nickel plate and japan. Fitted with rubber 
feet. Designed and built for a long period of 
service. One roll of Eveready Staple Tape 
which makes 5,000 staples furnished with each 
machine. Write for circulars and quotations. 


Eveready Mfg. Company of Boston 
80 Boylston St., Boston, Mass. 




















Same as the Last 


You hear this frequently, as often | 
as the customer runs out of 


Keller’s 
Ink 


Ink users realize that “‘same as the 
last’’ means just what it says 
The quality of Keller's Ink is un 
i orm—always the same—and tht 
“same"’ conforms to the user's 
standard of quality. 

When you sell Keller’s Ink you 
profit in dollars, and also in the 
good will that springs from the 
customer’r satisfaction. 


Write for Dealers’ Discounts. 














The Robert Keller Ink Company 


Manufacturers of Inks, Mucilage, Paste and Sealing Wax 
Detroit, Mich. 











For Our Country. (Continued from Page 33.) 
Horace Severance, son of the general manager of the 
Irving-Pitt Manufacturing Company, Kansas City, Mo., 
has returned from France, and has received his honorable 
discharge. Like many of our men who served in the 
Army and Navy, he gained weight, and appeared to be in 
fine physical condition. 


* * 
Lieutenant A. W. Hyatt, of the 58th Machine Gun Bat- 
talion, has been released from Army duty. Upon his 


return to this country he was elected president of the A. 
W. Hyatt Stationery Manufacturing Company, New Or- 
leans, La. He is the grandson of Colonel A. W. Hyatt, 
founder of the business, and the third of that name to be 
president of the business in forty years. 

* * * 


Ed. E. Thompson, who had just started his career with 
the Toledo, Ohio. office of the Wales Adding Machine 
Company, when he answered his country’s call, has re- 
turned to civilian life. He was with the 135th Field 
Artillery in France. The Wales Visible reports that while 
in Paris Mr. Thompson circulated some of his business 
cards. Looks as though he hoped for results, so he could 
travel in France as a salon passenger to sign up the 
business he developed. 

* x 

Roy Simpson, Southern representative of the Sanford 
Manufacturing Company, has recently returned from serv- 
ice in France after an absence from the business of sixteen 
months. Mr. Simpson went over with the 34lst Infantry 
(86th Division) and was transferred to the 77th (Liberty) 
Division with which he returned home and from which 
he was discharged. He is at present in Chicago, renewing 
old friendships with his many friends in the trade, but he 
expects soon to resume his work as representative of the 
Sanford company in the land he loves—the Sunny South. 


* ad * 


Many of the employees of the Philadelphia branch of 
the Dennison Manufacturing Company who were in the 
service have returned to their old positions. Charles K. 
Morris has returned to his post as decorator. Charles 
Palmer, who was with the Navy at the Puget Sound Navy 
Yard, is again in selling work. After his release, Lieutenant 
Eugene Crowell went to the Texas oil fields. Lieutenant 
Elmer A. Caswell is still with the Graves Registration 
Unit abroad, but is looked for by the wholesale depart- 
ment in the near future. Corporal Joseph A. Hurst is 
expected this month, after he completes his work with 
the army of occupation. 

x * * 


Graphite for May prints an extended list of employees 
of the Joseph Dixon Crucible Company who have bee: 
released from service and returned to their old positions 

Henry Steffens, 3rd Engineers Training Regiment, cost 
accounting department. 

John O. Rollins, United States Navy, purchasing de- 
partment. 

Vincent Petrie, United States Navy, cost accounting 
department 

A. K. Sutton, Machinists’ Mate, Naval Aviation, automo 
bile lubricating sales department. 

Thomas Wilson, 47th Battalion United States Guards, 
brass factory. 

Frank Spinello, 3rd Engineers’ Training Regime 
driver. 

Joseph Hummill, Ordnance Department, Headquarters 
Company, driver. 

Thomas Evans, 16th Infantry Battalion, pencil factory 

Harvey Ragan, United States Navy, lubricating sales 
department. 

Fred Birk, 3rd Chemical Battalion, laboratory. 

Warren Budd, S. A. T. C., Columbia University, pencil 
department. 

Thomas A. Moore, S. A. T. C., Fordham University, 
cost accounting department. 

Norman McDonald, Royal Flying Corps, brass factory. 

Angelo Vertucci, pencil factory. 

R. B. Vincent, Gas Defense Division, U. S. A., Phila- 
delphia district office. 

Frank Cywiniski, 5th Battalion, Aberdeen Proving 
Grounds, crucible factory. 

Tony Grey, 153rd Depot Brigade, U. S. A., crucible 
factory. 

Michael Fallon, 347th Regiment, 78th Division, U. S. A., 
crucible factory. 

Antonio Lesman, Ist Gas Regiment, U. S. A., crucible 
factory. 
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New Devices 


The Business Public is just as much interested in New Devices as 
manufacturer. 


(the 


4 


Every man knows his own baby, but who else would unless he talked about it- 
Talk about yours. 


Not only do New Devices have to be properly launched, but standard, well known 
equipment mu t be kept constantly before the public. 


Here’s Another Point 


Every man who attends a National Business Show has predetermined thatjhe 
wants to learn something new, otherwise he wouldn’t be there. The visitors are 
therefore 100% receptive and want to know all about your product with a desire 
to purchase—if you have what they need. ; 


The New York Show October 20 to 25 will cater to the fertile East, and the 


Chicago Show November 17 to 22 will cover that great expanse of rich business 
territory in the middle West. 


Space books are now open for both Shows and rapidly filling up. 
Let this be a reminder that you ought to be represented. 


NATIONAL BUSINESS SHOW 


The Exposition of Modern Administrative Methods and Equipment 


150 Nassau St., New York 








Frank E. Tupper, Pres. 
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TENSION 


Mail Containers 


are used in every line of business and 
they cover the mailing needs of any 
and all of your customers. 


[HE TENSION line includes open-end 

tension envelopes, double metal-clasp 
envelopes, single metal-clasp envelopes, 
metal-fap clasp envelopes, document envel- 
opes, photo-mailing envelopes, filing en- 
velopes, folders, mailing boxes, etc., etc. 














You will be especially interested, perhaps, in the Open-End 
Tension Envelope you've seen everywhere and the Metal- 
Clasp Envelopes, one type of which is illustrated. 


Our book, “Envelope Specialties,” is in itself an education in 
mailing containers. Send for the book. It’s yours for the 
asking. 


THE TENSION ENVELOPE CO., Inc. 


33 to 87 34th Street 
Bush Terminal Brooklyn, New York 
Telephone SUNSET 6000 


iz 
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William McFadden, 104th Engineers Corps, crucible 
sales department. 

David Young, Ordnance Department, cost department. 

William P. S. Burrell, Motor Transport Corps, advertis- 
ing department. 

B. C. Arey, Field Artillery, Boston district office. 

H. L. Hewson, Lieutenant, U. S. Navy, railroad depart- 
ment. 

oe Fargo, 334th Field Artillery, pencil factory. 

A. Brunger, Ordnance Sergeant, A. E. F., automobile 

lub ricating sales department. 

Thomas A. McCrystal, U. S. Navy, grease factory. 

Geo. F. Brown, 113th Infantry, crucible factory. 

Edward E. Backus, 335th Field Artillery, crucible fac- 
tory office. 

Wm. J. Ward, 113th Infantry, crucible factory. 


Waddell to Go to South America. 

W. C. Waddell, general sales manager of the Fox Type- 
writer Company of Grand Rapids, Mich., will leave in a 
short time for South America where he will visit all the 
principal centers of population, establishing agencies for 
his company 

Mr. W addell is a typewriter man of long experience, an 
expert salesman and a man of fine address. 





MISS MARIE SHAFFER, BLIND TYPIST OF AKRON, OHIO, 
\ STORY OF WHOSE WORK APPEARED ON PAGE 151 
OF THE MAY NUMBER. 


Aftermath of the Victory Loan. 

The records show that the stationery field has again 
been more than diligent in supporting the Fifth Victory 
Liberty Loan sales. The following items are gleaned 
from various sources: 

The New York stationers, to the number of 2,040, sub- 
scribed $1,065,600 for Victory notes. 

The enthusiasm of the stationers of Philadelphia was 
shown by the fact that the total subscription of $145,000 
was 115 per cent of their quota. 

At a meeting of the Buffalo Stationers’ Club the mem- 
bers—who had already subscribed generously—‘“plussed” 
to the extent of $15,000 in buying Victory bonds. 

A whirlwind finish characterized the end of the Fifth 
Victory Loan in Chicago. The stationers responded 
loyally to the invitation to buy, to the gratification of 
Charles F. Evans, captain of the division. 

New York office employes of the Irving-Pitt Manufac- 
turing Company subscribed $3,050 for the Fifth Victory 
loan. They overshot their quota, as the office had pledged 
itself to the New York Stationers’ Association to take 
$1,500. 





The art department of the Burroughs Adding Machine 
Company has undertaken novel work for many of the 
branch houses. Emulating the home office, the branches 
issue bulletins or house organs regularly. The Burroughs 
art department designs headings for the bulletins and 
house organs. Some thirty bulletins are now issued by 
Burroughs branches. 





The number of United States soldiers, marines and 
sailors in actual battle totaled 1,300,000. 
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THE WASHBURNE  0.K."* 
PAPER FASTENERS 





THE SQUARE DEAL WINS: WE KNOW 


IT. YOU'LL GET IT 
FROM US; AND YOU WILL KNOW IT EVERY: ~. <.. ceneen 
TIME YOU BUY AND SELL PRODUCTS OF 
OUR MANUFACTURE. 


IT IS QUALITY THAT COUNTS. IT IS 
OUR RULE TO GIVE STANDARD RELIABLE 
GOODS OF OUR MAKE AT LOW, FAIR, 
SQUARE PRICES, AND TO STAND BACK OF 
EVERYTHING WE MAKE. WE WANT YOUR 
TRADE — ORDER FROM YOUR JOBBER, OR DIRECT. 


THE O.K. MANUFACTURING CO. 


SYRACUSE, N.Y, U.S. 




























ADDING MACHINE 





enables you to add, multiply, sub- 

tract, divide—easier, faster and 
more accurately. It makes “touch” 
system figure work a reality. 


S JINDSTRAND 10-key simplicity 





SUNDSTRAND light weight per- 
mits easily carrying to the figure 
work wherever it may be. 


Ask for demonstration in your of- 
fice. Also for Free Booklet. 


Sundstrand Adding Machine Co. 


General Office and Factory 




















2510 Eleventh Street ROCKFORD, ILL. 
\. Sales and Service Stations 
in principal cities. 
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A Private . 
Secretary 
anu 
Oftice 
Tickler 


Made from Cold Rolled Steel, 
Enameled Black 


Note the various functions it performs many 
times over and over each day in a busy office 
arranged 


1. A phone directory alphabetically 
book and 


with celluloid tips, opens like a 
closes by an invisible spring 

. Card calendar in two colors for two years. 

. Daily memo. calendar, one day and date to 
sheet (365). 


wh 


4. Spindle in back to file ‘phone calls ‘till you 
look ’em over. 
5. Pen or pencil holder for quick service. 


6. Rubber feet to prevent injury to desk and 
hold steady. 

7. Message and memo. pad for 100 messages and 
figures. 

Made 10 inches long and 4 inches wide, weight 1 Ib. 

Put up in separate cartons suitable for mailing. Sample 

sent postpaid on receipt of $2 in U. 8S A. Attractive 

prices in quantities to agents and dealers. 


TELEFO-DESK CoO. 


219 South Dearborn Street, Chicago 
Also Manufacturers of the “Peerless” Dail; Reminder 








HANDY OFFICE PUNCHES 


For Punching Holes and Fastening Papers 


_ Hole Binder Punch is only one made punching two 
standard ( 3-16 in. and } in.) holes for loose leaf binder sheets. 
Eyelet Punch punches and fastens heavy or light thicknesses of 
paper with neat, maroon, easy-squeeze eyelets; permanent fast- 
ening or instantly removable with same punch. 
Cutter Punch pierces heavy thicknesses of paper for Prong 
Fasteners. 


Deep throats, long handles, easy leverage. Retail for $2.00 each in factory 
sealed packages. Supply of fasteners goes with Eylet and Cutter Punches. 


Dealers! Write for Big Offer. 
RIVET-O MFG. CO., Dept. P, Orange, Mass. 


Stationery Specialties Developed and Marketed. 








PASSED AWAY 





Fred P. Bushnell. 

As Office Appliances was going to press, word came of 
the death of Frederick P. Bushnell of Alvah Bushnell 
Company, Philadelphia. Mr. Bushnell died at his home 
on Wednesday morning, June 4th, having been confined 
to the house about three months. Until the end ie ap- 
peared hopeful of recovery, but the extreme heat of the 
week hastened his death. 

We were unable to obtain a likeness of Mr. Bushnell in 
time for this issue of Office Appliances, but expect to 
publish a biographical sketch and a portrait in honor of 
his memory in the July number. 

Office Appliances extends its profound sympathy to his 
bereaved wife and son, his father, Alvah Bushnell, Sr., and 
his two brothers and two sisters. 

His loss will be keenly felt. He had many friends who 
admired and loved his brave, manly and vigorous per- 
sonality. 


' & + 
Edwin E, Jackson. 


Edwin E. Jackson, Jr., president and treasurer of the 
Boorum & Pease Company, died suddenly after a short 
illness on Monday, May 26, at his residence, 424 Clinton 
avenue, Brooklyn, N. Y. 

Mr. Jackson was born in Binghamton, N. Y., and was 
in his fifty-second year. He was educated at Amherst 
College, graduating in 1889, and after that received his 
law diploma from the Columbia Law School. 

Later he practiced law and engaged in other business 
interests up to the date of the death of the late Wm. B. 
Boorum, when he became president and treasurer of the 
Boorum & Pease Company. 

As a business executive he was most successful and 
continued an active, energetic business life to the day 
of his death. 

Mr. Jackson is survived by his wife, Caroline Mather 
Jackson, who is a daughter of the late Wm. B. Boorum. 
Mr. Jackson was a member of the Oxford Club of Brook- 
lyn, and the Union League Club of New York. 


- - + 
Charles Frederick Allison Slater. 


Charles Frederick Allison Slater died at his home, 47 
Breevort place, Brooklyn, N. Y., aged 68. He was a 
member of Wood & Slater, blank book manufacturers. 
He had been affiliated with the Brooklyn Tabernacle for 
many years, and was a member of Commonwealth Lodge 


No. 409, F. & A. M. 
’ - F 


Mrs. Elizabeth Abrams. 


Mrs. Elizabeth Abrams, aged 76, passed away May 8. 
Albert Abrams, advertising manager of Geyer’s Stationer, 
her son, has the sympathy of the stationery and office 
appliance field in his bereavement. 

' - + 
William P. Williams. 

William P. Williams, formerly assistant treasurer of 
the United States, died suddenly at his home, 1837 Asu- 
bury avenue, Evanston, on the morning of May 15, of 
heart trouble. Mr. Williams was born in Carthage, N. Y., 
July 2, 1855. His early life was spent in Aiken, Ga., and 
he was graduated from Union college in 1881. He came 
to Chicago in 1883, as secretary to the late S. W. Allerton. 
After Mr. Allerton’s death Mr. Williams managed the 
estate and was vice-president of the Pittsburgh Union 
Stockyards company, as well as of the Pittsburgh Pro- 
vision and Packing company. 

Mr. Williams was one of the “original McKinley men,” 
and made many speeches favoring McKinley’s candidacy. 
It was at the latter’s request that Mr. Williams accepted 
the appointment as assistant United States treasurer, 
which office he filled from 1889 to 1897. He was secre- 
tary of the Union League club in 1896 and 1897. 

He was vice-president of the Forty club and took an 
active part in all the functions of that body. 

He was one of the two honorary members of the Chi- 
cago Stationers’ Association and for years presided as 
toastmaster at the annual dinners, where his wit, humor, 
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Morden Swivel Rings 


Are Made en Scientific Princtples 


The Rings Are 
Perfect 


The only book rings 
made with a swivel - joint. 
This construction is scien- 
tific as the rings do sot 
open in the direction of 
the pull exerted by the 
contents, or by the open- 
ing of the book. While 
they open easily, they 
never exasperatingly open 
unexpectedly. They have 
no enlarged, clumsy joints 
to mar furniture, nor 
sharp projections to mu- 
tilate sheets. 


Morden Swivel Rings Bring Re-Orders 


Used for student note books, stenographers’ note books, 
eyeletted covers, metre reader books, band books, 
catalogs, swatch books, every conceivable variety of loose 
leaf books; and all loose sheets, charts, drawings, blue 
prints, maps, fashion plates, clippings, pictures, 
cards, fabrics, in fact, any matter needing to be classified or held 
in loose leaf form. 


Loose leaf sheets need not be held in expensive binders. 
Heavy manilla, or other material, cut to proper size to 
form outside protection covers, with Morden Swivel Rings 
inserted through such covers and sheets, make a flat- 
opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 


Supplied in ten sizes: % in. to 2 in. 
box. Liberal discount to the trade. 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 


WATERBURY, CONNECTICUT 


Price $5 up per 
Samples free. Cuts 
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McM RING BOARDS 


Heavy Tar Board, covered with Artificial 
Leather, Black Cloth Back, Rings set 2? inches 
Centre io Centre, to fit Arch File Punching. 





Each 
Note, $1.15 


Letter, 1.25 
Cap, 1.35 


Special sizes 
to order 


Discount to 
the trade 





McMillan Book Co. 


509-511-513-515 E. Water St., Syracuse, N. Y., U.S.A 








Ribbons and Carbons 
of Quality 


We are supplying dealers the world 
over with goods which give perma- 
nent satisfaction. You can add con- 
siderably to your ribbon and carbon 
business by handling 


**XTRAGOOD”’ 
‘‘SUMMIT”’ 


brands 


‘“*APEX”’ 


of carbon paper and type- 
writer ribbons which are held in es- 
teem wherever ribbon and carbon 
qualities are understood. Give us a 
trial. Let us show you how our prod- 
ucts help to make more money— 
something important in every busi- 
ness. 


UNION RIBBON & CARBON CO. 


Main Office and Factory: 
Front and Laurel Sts. Philadelphia, Pa. 





Crane Ladies Stationery 
Sold by all Stationers and Booksellers 


These goods are suited to the tastes of the 
most select trade. Their merits are known 
the world over, and they yield a profit to 
the dealer. Once tried, the purchaser be- 
comes a regular customer. , 


Presented in the following Styles and Qualities: 


SUPERFINE QUALITY. In Light Blue Boxes, 
eontaining } ream of Note paper each, and in separate 
boxes } thousand envelopes corresponding. 


EXTRA SUPERFINE QUALITY. In Lavender 
Colored Boxes, cuntaining } ream of Extra Fine 
Paper each: in like Boxes are Envelopes to match. 


Our papers are supplied in 
Bordered Goods and other spe- 
cialties by EATON, CRANE 
& PIKE CO., Pittsfield, Mass., 
and 225 Fifth Ave., New York, 
whose boxes bear the word 
“CRANE’S” containing our 
goods, 





This Trade Mark 
every box 


ALL THIS STATIONERY CAN BE RELIED ON 


AS REPRESENTED. 


Z. & W. M. CRANE 


MANUFAGTURED BY 


DALTON, 
MAS88&. 
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Typewriter Men 


can add substantially to their 
profits by selling 


AZORA AIR CUSHIONS 


TYPEWRITER SUP- 
PLY AND REPAIR 
MEN, in their calls 
upon the trade or 
waiting upon custom- 
ers have many oppor- 
tunities of showing 
these cushions to 
men who are real PAT. DECEMBER 21, 1915 
prospects. 

You can attach Azoras in a few seconds, while 
asking the customer whether he has ever used 
them. The beneficial effect is so immediately evi- 
dent that the rest is simple. 

Azora Air Cushions are built on the same success- 
ful principle as the automobile tire, a combination 
of air chamber and rubber—of the _ greatest 
resiliency. 

Azora Air Cushions would work in with your busi- 
ness excellently. We'll be glad to tell you more 
about their sales possibilities—their nerve-saving, 
typewriter-saving, sanitary features. 


Let Us Hear from You 


AZORA RUBBER COMPANY 
1945 South 54th Ave. CICERO, ILL. 








Adding Machine Rolls 


For Burroughs, Wales and 
Dalton Machines 


2% and 33 in. widths. Rolls 34 in. diam- 
eter. Wound on White Hardwood Spools. 


WE CAN MAKE PROMPT SHIPMENT 


Write for Prices 


Menasha Printing & Carton Co. 
MENASHA, WIS. 


























No. 3 Riveto No.3 Punch 
- — perme apy - Black Enamel Finish 
ur yelets 27” I 
with each Machine a 





Defiance A Clips No Miss Stapling Machines 
Six sizes, 1;” to 6” Made of Stamped Steel 
Handsome in appearance 


Defiance Manufacturing Co. 
384 Broadway 
New York 


Manufacturers of 


Stationery Specialties 











- just} pins! 



















Perfect pins that 
perform as they 
should—bank pins, 
cushion pins, pyr- 
amid pins—and a 
service behind them 
such as only good 
intent can make 
possible. 


Crescent Brass & Pin Company- 


DETROIT, MICHIGAN 
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lightning repartee and eloquence won him a wide reputa- 
tion. His warmth of heart, his sincere and upright char- 
acter, his patriotism and his brilliant and versatile mind 
brought him hundreds of friends who deeply mourn his 
passing. 

Mrs. Williams and a son, Porter, survive him. The 
funeral services were held at St. Mary’s Episcopal church, 
Evanston, at 3 p. m., Saturday. 

Mr. Williams was a member of the Union League club, 
Forty club, Chicago club, Evanston Golf and Country 
Clubs and University club of Evanston and of the Alpha 
Beta Kappa fraternity. 

+ + 
William Block. 


Readers of Office Appliances will join us in profound 
sorrow over the death of William Block of Moscow, 
Russia. Mr. Block has contributed a number of interest- 
ing articles to this magazine and was well known to the 
members of our staff. He had many friends in the United 
States, he and Mrs. Block having sojourned in this country 
for the last fourteen months, making their home at the 
Hotel Wellington, Seventh avenue, New York City. Mr 
and Mrs. Block were driven from Moscow more than a 
year ago by the advancing Reds, after their son Wolfgang, 
a prominent business man of that city, had been murdered 
by the Bolsheviks. Their fortune of nearly a million 
dollars was seized. 














WILLIAM BLOCK 


THE LATE 

William Block was for more than twenty years the 
leading importer of office equipment and devices in Mos- 
cow and was the Russian representative general of the 
Kkoyal Typewriter Company and a prominent exporter of 
raw products. His death occurred on May 17th at Lenox 
Hill hospital following a stroke of apoplexy. 

He was born in South Africa sixty-five years ago of 
English parentage and spent the greater part of his life 
in Moscow. The body was taken to the Campbell Funeral 
Church, Broadway and Sixty-sixth street, where funeral 
services were held on May 18th. The body was inciner- 
ated. 

Office Appliances extends its profound sympathy to 
Mrs. Block in her bereavement. 

a 
Hawaiian Stationer Passes Away. 

John Frederick Soper, vice president and manager of 
the Hawaiian News Company, Ltd., Honolulu, Hawaii, 
passed away on Tuesday, May 13, 1919, of cancer caused 
by X-ray burning. He lived, said the announcement of 
his associates, an heroic life and died an heroic death. 


Saginaw, Mich., recently recorded the death of Joseph 
Seeman, president of Seeman & Peters, stationers and 
printers. 
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Springtime Blossoms 


of the golden apples of opportunity are for the 
picking of the printer who uses “‘k. b.” blanks 
in preparation of bonds and stock certificates. 
They are steel engraved like a bank-note and are 
printed on crane’s bond paper in a large assort- 
ment of styies. Dealers and investors prefer 
them toallothers. Every stationer and printer 
should have them. They are made by kibn 
brothers at ninety-nine beekman street, new 
york. They wiil send samples and prices on 


request. 

















The Tenacity Line 


Represents Known Values 


You can sell our loose leaf devices with full 
assurance that they will please the bookkeeper, 
and make the manager happy. The bookkeeper 
finds Tenacity Accounting Devices easy to 
handle through his day’s work. The manager 
takes satisfaction in knowing that his books are 
in good physical shape. 


One item in the Tenacity Line is 


THE C, L. 
STEEL BACK LEDGER 


Service durability is assured by electrically welding the metal 
parts. Makes solid construction that stands up under severe 
usage. The C. L. is made in five capacities. Each is capable of 
100 per cent expansion. 

Use our large capacity binder in connection with a ledger rack and 
obtain an ideal combination for machine-posting. : 
Turn prospects into sales, and assure yourself of the supply busi- 
ness in the future. Our catalogue demonstrates Tenacity Quality. 
Write for the book. 


The TENACITY MFG. CO., Inc. 
Reading CINCINNATI, OHIO 
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Why You Will Like 
These Second Sheets 


(1) They produce clear carbon copies. 

(2) The paper is light enough for mani- 
folding, strong enough for handling. 

(3) They stand up in the files. 

(4) The price is reasonable. 


lear Copy 
Second Sheets 


**Made to give satisfaction’’ 


These carbon copy sheets are a good quality, 
light weight, strong paper—the best for the 
purpose. Four serviceable colors — 


Canary, Pink, Goldenrod, White 


1000 sheet packages—84x11 


A profitable item for dealers. 
Write for samples. 


Gerbrick Paper Company 


Neenah, Wisconsin 








You will be well repaid 
in extra sales.if you will 





display 





It is a valuable book for 
every man with a reasonable 
income; not particularly for 
the wealthy man. Many men 
are careless about keeping a 
record of their personal af- 
fairs My Finances makes it 
easy to do so. A few fig- 
ures and a few words of ex- 
planation in spaces provided 
for the purpose—that’s all. 

A larger size of My 
Finances has been published 
to meet many requests— 
wider columns and more 
writing space. 

My Finances is already an 
established, steady selling 
stock item in most good sta- 


tionery stores; it is advertised; and profitable to sell. 


Size 64%x3%—No. 308 
Size 8%x5%—No. 311 


Both JF and KF are made 
all leather, no lining, levant 
inside These covers are 


Send for 


and dealers’ 


Quality Quality 
JF KF 
$2.75 $3.50 
3.50 4.50 


with Trussell one-piece Covers; 
grain outside and fine grain 


handsome and long lasting. 


samples on appfoval,. 
discount. Window 


cards and mail enclosures supplied. 


TRUSSELL MFG. CO., Publisher 


3 No. Cherry Street 





Poughkeepsie, N. Y. 








Typewriter Selling for Returned Soldiers. 


When the 149th field artillery returned to Chicago last 
month a campaign was on to provide positions tor the 
soldiers who were resuming civil life. A. C. Barlow, Chi- 
cago manager of the Remington Typewriter Company, 
wrote to Colonel Henry J. Reilly, commanding the 149th, 
offering sales positions to the men who could qualify. 
Mr. Barlow’s men were stated to be making $100 a week, 
and he solicited candidates for such position—men who 
had been accustomed to make at least $3,500 before the 
war. 


Buffalo Safe Company Takes New Factory. 
The Cary Safe Company of Buffalo, N. Y., on May Ist 
began the task of moving machinery, offices and all that 
goes with an enterprise of magnitude to a new and mod- 
ern plant at Niagara and Perry streets, Buffalo. The 
location is an ideal one on the banks of the Niagara river, 





NEW PLANT CARY SAFE COMPANY, BUFFALO, N. Y. 


and the new buildings are said to be the last word in 
factory construction. The new plant will give the com- 
pany the required additional space provided for the pro- 
duction necessary to keep pace with business. 

The Cary Safe Company has for the last forty years 
been located at Scott and Chicago streets. The com- 
pany’s long service in the field has made it known to 
thousands of people who will be interested to learn that 
they are moving to a new and larger factory after being 
so long in another location. 


Welfare Work at Wales Factory. 

A recent issue of the Wilkes-Barre Times-Leader re- 
ports the establishment of welfare work in the plant of 
the Wales Adding Machine Company. The news item 
stated: 

Following the change in the corporate title of the 
Adder Machine Company to the Wales Adding Machine 
Company of this city, at the annual meeting of its stock- 
holders, the firm has introduced a welfare department for 
its 600 employes which promises to rank in first place 
with most of the larger and more progressive corpora- 
tions of the country. The company has fitted up special 
recreation and smoking rooms for the men, with reading 
tables, a large library, various games for their amuse- 
inent and a baseball team has been organized that will 
play regular games throughout the summer. In addition, 
a twenty-two piece orchestra has been formed and a choral 
society of thirty members has been organized. 

The Wales Adding Machine Company broke its last 
month’s record for the number of machines manufactured 
since the formation of the firm. The sales totaled more 
than in any one month for vears, thereby reaching the 


highest mark in the history of the company. The pro- 
duction schedule for this year provides for an output 
double that manufactured last year. At the present time 


the firm has a selling organization that reaches into every 
country in the world and the unusual increase in sales 
last month is the result of unexpected demands for ma- 
chines from these foreign branches. 

The system of rating labor in the large plant compares 
favorably with the plan in vogue by the largest indus- 
trial institutions of the country. Only skilled mechanics 
are ermployed and the wage scale is drafted along lines of 
efficiency attained rather than upon production quantity. 
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EMBODY SUPREME QUALITY 


No sheet of carbon paper, not a 
typewriter ribbon can leave our 
plant until it has passed the most 
rigid inspection. We insist that our 
merchandise must have a Standard 
of Quality that brings repeat orders. 


To dealers in the United 
States and other countries 
who want a supreme line 
of Quality in Ribbons and 
Carbons, we are prepared 
to give full particulars. 
Write us at once. 


Old Town Ribbon & Carbon Co., Inc. 


Manufacturers of Old Town and Crowfoot Brands 
Ribbons and Carbons 


New York City, U.S. A. 





245-247-249 Centre St. 


[f your requirements are 


Speed 


Quality 
Convenience 





and 
Economy 


Whether in form letter work, imprinting lit- 
erature, printing letter heads, envelopes, office 
forms, leaflets, etc.— 

If you are interested in properly equipping 
yourself for such work—investigate— 


The Multicolor Press 


The most practical office printing device on 
the market. 
Lisenby Manufacturing Company 
Factory: Fresno, Cal. 


Address all correspondence to General Sales Department 


298 Broadway New York 














“BUMP” 


If one machine does 
the work, why two? 


The New Stand 
Model Bump 
Paper Fastener 
and Punch is a 
paper fastener 
at one end—a 
punch at the 
other, taking a 
2 in. binder. 
Service — Efh- 


ciency —Econ- 


Write No 
= _ ” Then there’s 
the Hand 
Model “BUMP’”’ 


that dealers call “Old 
Reliable.” 


A paper fastener 
that'll never cause 
A steady producer for 
They will do 





you a moment’s worry. 


the trade. Display these models. 


the rest. 
BUMP PAPER FASTENER COMPANY 


La Crosse, Wis. 


SEYMOUR CONOVER, Eastern Representative 
350 Broadway, New Yor 

















MU ee 


Gleich’s Ink 








for Permanence 


PULL 





OU can please profes- 

sional ‘‘pen pushers’’ who 
know the technical points of 
good ink, as well as the 
occasional writer whose sole 
concern is that the ink flow 
and be readable. The former 
knows why Gleich’s Ink is 
right. The occasional ink 
rels. user may not realize just 
why Gleich’s Ink pleases 
him, but he is satisfied. So 
is the professional. 


Gleich’s Ink 


is put tp in all 
sizes, from one 
and one-quarter 
ounce bottles to 
fifty gallon har- 


Gleich’s Ink (Blue Black) writes 
a good blue, and later becomes a 
fast, permanent black. 

Write for particulars. 
The Commercial Paste Co. 
COLUMBUS, OHIO, U.S.A. 


MEL i} 











IMPRESSIONS 


A Magazine for Progressive People 
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“THERE is no magazine in the 

world just like Impressions. 
It treats business as the most im- 
portant thing in material life and 
shows in a fascinating manner 
how easy it is to get pleasure and 
a living at the same time. There 
are no _ technical articles in 
Impressions. The great subject 
of business is handled in a way 
which provides inspiration for all, 
whatever their profession or 
trade or calling. Impressions 
stands for better. business and 
better living in the highest sense 
of the term. It is the monthly 
mentor of our biggest business 
men, and in its own circle, carries 
an influence more powerful than 
outsiders can understand. It is 
edited by G. E. Whitehouse, who, 
in a remarkably short time, has 
earned for himself an interna- 
tional reputation for being the 
most interesting, yet fearless, 
writer on business subjects. He 
writes a large part of the maga- 
zine each month; says what he 
thinks, and thinks so nearly right 
that big men believe in him and 
applaud his views. Impressions 
is a big magazine, 11x9%% in., with 
96 pages, full of sound editorials 
and high grade advertising. If 
you believe in progress, you will 
like this magazine, though you 
may not agree with everything 
it prints. 


FIVE DOLLARS A YEAR 


Send a five dollar bill—you will 
get it back right away if the 
first number fails to satisfy. 


IMPRESSIONS PUBLISHING CO., LTD. 
76 Hanover Street, Edinburgh, Scotland 
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STOP, LOOK, and 


consider the advantages to 
be derived from the sale 
of the Acme No. 2 Binder 


The Acme No. 2 makes the 
best permanent fastening. It 
is especially adapted for of- 
fice work, driving a broad, 
flat staple which holds the 
thinnest sheets without tear- 
ing, which is easily applied 
and grips tenaciously. It 
makes fifty fastenings with- 
out reloading. 


Its service makes people 
pleased, not only with the ma- 
chine but also with your store: 
“I got that little stapler at 
Brown Stationery Company,” 
you hear them say. It advances 
the prestige of your store and 
brings profits, not only on the 
original sale but also on orders 
for staples. 


And its usefulness is not at all 
confined to any one class of 
customer. In fact 


“*The lawyer, the tailor, 
the munition maker— 
All need to use Acme 
No. 2 Stapler.”’ 


Write for samples of work and 
dealers’ terms. 


Acme Staple Co., Ltd. 


1643-1647 Haddon Ave., Camden, N. J. 


Canadian Representative: 


Ernest J. Scott & Co., 
59 St. Peter St., Montreal 


European Agents: 


Pro 9 Typewriter Supply Co., Ltd. 
8-9 Row Zealand Ave., Yonden, E. C. 
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Barcelona, Spain. 


S. en C. Plaza de Cataluna, 8 Ronda Uni- 
Barcelona, Spain, desires to get in touch with 
wishing to be represented in 
Spain. Communications should be addressed in care of 
Office Appliances or Messrs. Lasker & Bernstein, 161 Wil- 
liam street, New York City. Mr. Gifre will be in America 
on June 10 and will visit New York, Chicago, Philadelphia, 
Boston, etc. The company’s storerooms are situated in 
the best section of Barcelona, where the principal business 
houses and foreign banks are located. The company rep- 
resents a prominent American adding machine and deals 
in rebuilt typewriters, calculators, supplies, etc. 

Brownsville, Penna. 
The Mardoff Printing Company, 1 Brown street, 


Jose Gifre 
versidad 24, 
American manufacturers 


desire 


catalogues of new and up-to-date office equipment and 
specialties. 
Hanley, Staffordshire, England. 
S. M. Pelton, who was formerly in the military service 


of the British Empire, but has recently returned to civil 
life, is making a new start in the office equipment busi- 
ness. His address is Cambrian House, Grove Place, Han- 
ley, Staffordshire, England. He desires to obtain the sole 
agency for a new office appliance and to be put in touch 


with seggevee’ poe take of new office specialties, stationery 
sundries, and advertising novelties. Mr. Pelton was for- 
merly known as F. S. E pstein, but changed his name by 


deed of poll to S. M. Pelton, by which he will be known 
in the future. 
Madras, India. 

R. K. Samy, stationer and typewriter dealer, has or- 
ganized a business covering wholesale and retail stationery 
and typewriters at 268 Linghi Chepey street, Madras. 
They act as agents to foreign business houses looking 
after their interests in India. Mr. Samy desires to get in 
touch with the manufacturers of office machines, devices 
and supplies and to obtain their prices, catalogs, etc. 

Madrid, Spain. 

Ramiro Garcia Suarez, Carrera de San Jeronimo, 30, 
Apartado 299, Madrid, Spain, sailed for the United States 
on May 21 with the object of visiting the American houses 
which he represents in Spain. Mr. Suarez is in a favora- 
ble position to accept the exclusive representation from 
American firms dealing in office appliances, office furni- 
ture. etc. He desires to get into communication with 
houses requiring a general agent in Spain. Communica- 


tions may be addressed to the New York office of this 
magazine, 508 Tribune building, New York City. 
Nairobi, British East Africa. 
There is a market for American office devices in East 
Africa. D. Newmark, 7, 8 and 9 Cambrian building, 
Nairobi, is agent for a well known American addressing 


machine and other office appliances, and says that there 
is a certain amount of profitable business to be done. He 
wishes to have word from American office equipment 
manufacturers who desire to be represented in East 
Africa and Uganda. 

Renaix, Belgium. 

F. and P. Vandenhende, dealers in office supplies and 
equipment, desire catalogues and prices from American 
manufacturers, and are particularly interested in new and 
rebuilt typewriters, calculating machines and office furni- 
ture in wood and steel. 

Springfield, Mo. 

The Inland Printing & Binding Company desires to re- 
ceive catalogues and information from concerns selling 
to stationery and office furniture dealers. The company 
has been in business fifteen years, and has developed an 
extensive trade through the South and Southwest. E. H. 
Scholten is secretary and treasurer of the company. The 
stationery and office furniture departments are in charge 
of W. E. Patrick, formerly with the Geo. D. Barnard 
Stationery Company, St. Louis. 

Stockholm, Sweden. 

Rebuiltbolaget, Regeringsgatan, 16, wishes to communi- 

cate with American firms in typewriters, adding machines, 
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Patent Improved 


TRIANGLE PAPER CLIPS 


LP rN ts 


HOLDS PAPERS SECURELY 
Patented May 22, 1917 


Only after trying this new paper 
clip can you appreciate its superi- 
ority. It is so easy to slip on, and 
it holds the papers, etc., absolutely 
firm. The patented crimp does the 
work. It will be worth your while 
to send for samples and prices. 


If your stationer does not carry them, 
write us direct. 


PEET BROTHERS 


618-20 Cherry St., Philadelphia, Pa. 
















Manufacturers, “merchants, pro 
tessional men, you can print from 
20 to 1000 copies of any hand- 
written, + pce poe or ruled 
form, quickly and perfectly witha 


ROILSPEER 


Prints on any size, weight 
or kind of pal index a3 






Bulletins 
Price Lists 
Illustrated 
Notices 














ent once as —_ 
comp. 4% 
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offer. 


One Model A 
Low Factory Price ™c.tsw* 


709 W. 5th St., Dayton, Ohio 
To Dealers 


Advertisements like this and much larger appear in 
the national magazines right along—they bring thou- 
sands of inquiries to us from all over the country. 


You can fill the orders 


in your territory, with profit, and have continuous 
profitable business on supplies—Easy to handle—Noth- 
ing complicated— Write! or terms and exclusive terri- 
tory proposition. Do it now. 


The Rotospeed Co. 


709 W. 5th Street DAYTON, OHIO 


Foreign Correspondence Invited 
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You'll Say So 


Yourself — 


Perhaps you aren’t satisfied with 
the typewriter ribbons and carbon 
paper you're handling—good, but 
you think there ought to be some- 
thing better. Well, just send for our 
proposition. We have been devel- 
oping manufacturing methods for 
fifteen years and our product now 
meets a high standard. We believe 
you'll like to handle our goods. We 
won't say here that we have the 
best quality and the best service, 
but we will gladly send you sam- 
ples and prices—and we have faith 
that you’ll say so yourself. 


The Mercury Manufacturing Co. 


Manufacturers of Carbon Papers 
and Typewriter Ribbons 


ROCHESTER, N. Y. 
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Rebuilt Typewriters 
All Standard Makes 


at as low prices as consistent with 


Honest Work and Good Quality 
All machines guaranteed against defect. 


Courteous and Prompt attention 
to inquiries. 


Price list on application 





THE HARRY A. SMITH 
TYPEWRITER CoO. 
Wholesale—Export 
218 N. Wells St. CHICAGO, ILL. 








carbon paper, ribbons and other goods in this line. The 
inquirer is established, and has been connected with the 
trade many years. 

Warsaw, Poland. 

Mateusz Szymanski, a Polish officer, who was a deale: 
in stationery and office supplies in Warsaw, wishes to rep- 
resent American manufacturers of office supplies, paper, 
photographic goods, toilet goods, etc. The address is 
Srdynacka, No. 9. His reference is the Farmers’ Loan 
and Trust Company, London, England. 

Typewriter Prospects in Ragoon, Burma. 

The Bureau of Foreign and Domestic Commerce has 
a list of typewriter agents, stationers and other prospects 
in Ragoon, Burma, which may be obtained from the bureau 
at Washington, D. C., or any of its district or co-operative 
offices. The list will be sent on request for File No. 
107,345. 


Asiatic Russia Wants Catalogues. 
Manufacturers and exports who are interested in trade 
with Asiatic Russia are invited to send catalogues and 
samples—where possible—to the American Consul, Vladi- 
vostock, Siberia. It is necessary to state shipping weights 
and measures and describe the packing, so that importers 
can figure their costs c. i. f., Vladivostock. 











Catalogue Call from Patras. 

The American consul at Patras, Greece, has requested 
that manufacturers send their catalogues to the consulate 
for placing in the reference file. Included in the list of 
commodities wanted are office supplies and stationery. 








Madrid Embassy Wants Catalogues. 

An office has been opened with the American embassy 
at Madrid, Spain, by Commercial Attache Chester Lloyd 
Jones. He wishes American catalogues and price lists on 
all lines of manufacture. 

Malaga Chamber Desires Catalogues. 

The Malaga Chamber of Commerce, Malaga, Spain, 
desires American trade catalogues covering all lines. They 
will be filed for reference. 

Antwerp Consulate Desires Catalogues. 

The American Consulate General at Antwerp, Belgium, 
wi!l be pleased to receive and file for the reference of in- 
terested persons manufacturers’ catalogues and samples. 


South African Import Valuations. 

Duty on import valuations into South Airica is based 
on the home consumption valuations in the country of 
origin at the time of shipment. This practice is unusual, 
as in most instances prices are figured on the market at 
the time the order is placed. The procedure upon enter- 
ing American manufactures into the South African trade 
is broadly covered by the following statements made by 
the Commissioner of Customs, Pretoria, South Africa. 

1, When the accuracy of declared prices is questioned, 
a deposit is required sufficient to bring the declared valu- 
ation up to the true market value at the time of shipment, 
together with penalties imposed by the Commissioner of 
Customs, full consideration being given to the point as to 
whether or not the declarant acted in genuine ignorance 
of the South African requirements. 

2. Firms whose declarations are once found to be in- 
correct are subjected to the closest scrutiny in connection 
with subsequent shipments. 

3. Where there is a fraudulent attempt to undervalue 
with a deliberate intent to evade the payment of customs 
duties, the merchandise is liable to forfeiture, and the 
persons producing such documents are subject to a fine 
not exceeding £300 ($1,459.95), with or without impris- 
onment not exceeding twelve months. 





Edward Kimpton & Company Move. 
Edward Kimpton & Company, Inc., have moved from 
the premises in John street, the quarters for twelve years, 
New York, to 18-20 Cliff street. The new location affords 
increased space, and additional a has been in- 
stalled. The company is nearly fifty years old, and does 
a general manufacturing business in stationery specialties. 








New Store in Cleveland. 
The Stationery Supply Company has started a new 
store at 319 Marion building. Cleveland, Ohio, dealing in 
office supplies and filing devices. 
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SCHOOL GOODS, BOUNDanDLOOSE LEAF 
IN A WIDE VARIETY OF STYLES AND SIZES 


The wide variety of styles and sizes comprising our lines of Bound and Loose Leaf Notebooks 
cover every known need and possible requirement of the little ones in the primary grade to the 
most advanced and exacting student—-colleges, technical schools, etc. 


























») 
" 
¥ 4 
BOTT eT tae y 
Ranging in prices to retail from 5 to 50 To retnil from 25 to 75 cents each, comprising the following well known lines 
cents each, comprising the following items: now in universal use: 
ROLL BOOKS “BANNER” “HUDSON” “COLUMBIA” 
SCRATCH PADS “PRINCE” “PRINCETON” “VARSITY” 


COMPOSITION BOOKS 
STUDENT’S NOTE BOOKS 
UNIVERSITY NOTE BOOKS 
BOOKKEEPING BLANKS For description, sizes, etc., see price list No, L-10. 


For description sizes elc. see catalog No. 45. Do not delay placing your order—be prepared for the school rush. 
’ ’ £4 I I 


BOORUM & PEASE CoO. NEW YORK, N. Y. 


Makers of Blank Books and Loose Leaf Devices 


OLL 


The fillers for all these books are interchangeable as standard gauges and punch- 
ing are used throughout the line. 











Weighs 112 pounds 
Universal Keyboard 
90 Characters 
Ruling Device G6 © @ @ @ & & * 
Easy Touch ef 686 6 6 6Y &* 
Durable—Strong & ee @2@ @ em @ & « 
Tabulator x 

Back Spacer 

NO Paper Fing-rs 
Ball Bearing Shift-Carriage Action 








Excells All Others in Efficiency, Simplicity and Price 


Especially adapted for International Keyboard and other foreign 


languages. Foreign characters do not interfere with 
Standard Keyboard. 


MOLLE TYPEWRITER COMPANY 
OSHKOSH, WISCONSIN, U.S. A. 
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Send for the Heinn Catalog, showing our wide range of types, 


Compete for Business with 


The Badger Loose-Leaf Line 


If you ever saw a badger fight you would 
realize the courage and persistency of the 
animal from which our line takes its 
name. With Badger products you are 
equipped to compete on a strictly qual- 
ity basis, secure recognition, and get 
business against cheap competition. 


We manufacture Loose Leaf Ledgers, 
Aluminum and Canvas Sheet Holders, 
Sectional and Stationary Post Binders, 
Price Books, Memo _ Books, Record 








Books, Catalog Binders, Albums, etc. 


But_one quality—the best. 


° 
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styles and bindings. 
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The New Amfil 


—* years ago we offered the deale 
platen material which we guaranteed 
to harden. 
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We are now ready to furnish not only a non-hardening 
platen, but also the AMFIL Non-Blooming Platen, 
which will go a long ways toward eliminating paper 


feed difficulties. 


While the AMFIL platen has 
given good service, there has 
been a glazing feature that 
we have wanted to eliminate. 
Sulphur is the ingredient in 
all rubber compounds that 
blooms and sparkles and will 
turn the blackest and cheap- 
est compound into a new 
white rubber. This bloom of 


It grips the paper. 


the sulphur has also been the 
cause of glazing and con- 
sequent paper slipping on 
many makes of typewriters. 
The newest AMFIL platen 
positively does not bloom. 
It has already been sold to 
dealers who have been quick 
to recognize the new feature 
as a valuable improvement. 


The house of AMES stands for quality, improvement 


and service. 


serve you. 


We are located in four large centers for 
convenience and prompt service to the trade. 


Let us 


Ames Supply Company 


82 Duane St., New York 
1627 Champe St., Denver 


607 So. Dearborn St., Chicago 
507 Mission St., San Francieso 
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San Francisco, Calif. 


Frank Nichols of the Columbia Ribbon & Carbon Com- 
visit to the local trade. He 


pany paid a recent was ac- 
companied on this western trip by Mrs. Nichols. 
*k oe + 
W. J. Steen, representing the interests of the Ink Rib- 
bon Manufacturing Company, recently returned from 


California. This was Mr. Steen’s first trip for 
Francisco firm. 
* * * 


Southern 
the San 


W. G. Barnes, representing the firm of Mittag & Volger, 
returned recently from a tour of the northwest and east as 
far as Denver. Mr. Barnes reports very satisfactory busi- 
ness conditions all along the line. 


Seattle, Wash. 


The Solrite Process Company, recently established here, 
has plans for adding to the present lines of typewriter 
and inked ribbons. Carbon papers and other merchan- 
dise of that type are contemplated. The company has 
already secured partial distribution in the Orient. 


New Shorthand Speed Record. 


In an official speed competition held in New York Jan- 
Pittman Shorthand Writers’ Associa- 


uary 18 by the Isaac 

tion, a speed of 300 words a minute was made, reporting 
matter from court records. The record was made by 
Herman J. Stich, a court reporter, and a teacher in the 
College of the City of New York. Mr. Stich took testi- 
mony from a court record dictated at the rate of 300 
words a minute for five minutes and transcribed it, with 
only two errors ‘cr each 1,500 words. Other stenog- 


raphers entered the competition at the rate of 300 words 
a minute, but none of them attempted to transcribe their 
notes. The high speed achieved in previous champion- 
ships had been 280 words a minute. 

The speed of 300 words a minute is only possible on 
matter taken from the court records where most of the 
words are monosyllables and where many of the questions 
and answers are stereotyped and where whole clusters of 
words are represented by brief symbols. Mr. Stich’s rec- 
ord for writing “straight matter” is 200 words a minute, 
with five errors. This was made in an official competition 
where editorials from a newspaper were read. One hun- 
dred and eighty words a minute has been previously con- 
sidered the highest practicable speed at which difficult 
matter could be written in shorthand. 

A report of the contest indicates a plan which Mr. Stich 
instructing students. His device for teaching 
speed had been to have his students write 
leaving a space of 
Then, begin- 


uses in 
stenographic 
out matter in shorthand in a notebook, 
five blank lines between the written lines. 
ning at the beginning, he has them read the notes aloud 
and write them again in shorthand on the line imme- 
diately underneath. This is repeated until the blank lines 
are filled. By the use of this device, the student gets 
practice in reading his notes at the same time that he is 
dictating to himself and errors or bad style in writing 
come to his attention and call for correction. 


Talks on the Income Tax Law. 


William B. Castenholz of Mitchell, Castenholz & Co., 
certified public accountants of Chicago, addressed the 
Chicago Trade Press Association on the relation of ac- 
counting systems to the income tax law. 

Mr. Castenholz was formerly comptroller of the Uni- 
versity of Illinois, is a well known writer on business 
topics generally and is the author of “Auditing Proced- 
ure.” He is at present writing for the “Chicago Evening 
Post.” 


Ontario Plans Taxing Mail Order Firms. 


Merchants’ Association is urging 
legislation to provide for taxing mail order concerns on 
the volume of their business. This is due to the irritation 
caused to retail merchants because of the inroads made in 
their business by mail order purchases. 


The Ontario Retail 


wy * 
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) 
Non-Slipping! Adjustable! |} 
. * ~ ? 
Tight Gripping! 
“National” Binding Straps are made i 
of a very fine, closely woven linen i 
webbing. The Metal Catch is heav- 
ily Nickel Plated. 
There are no teeth on the buckles | 
and the webbing gets little wear so 
that the straps are practically inde- 
structible. 
FiberstoK Expanding Envelopes, 


Files and Partition Wallets may be 
equipped with these straps instead 
of tape. 


Send for price list and samples 


National FiberstoK Envelope Co. 
429-447 Moyer St. Philadelphia, Pa. 
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Soluble Ink 


in tablet or powder form was orig- 
inated by us. The convenience of 
our product has led to its use and 
recommendation the United 
States Government, as well as by 
large industrial concerns. 





by 


Black 
or Red 


PREST-()-INK atjer 
For Inkwell or Fountain Pen 


Prest-O-Ink makes a permanent, 
non-corrosive record ink. 


Write 
matter. 


for prices and descriptive 
Sent free on request. 


TUNNEL 


ttl 
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Preston Chemical Company, Inc. 


182 Fourth Ave., Brooklyn,'N. Y. 
The Originators of Ink Tablets 
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WITH US ONCE MORE! 


The CHICAGO 


Pencil Sharpener 


Orders are again 
being booked for 
this very popular 
pencil sharpener. 
Get yours in 


NOW! 


A Sure Winner! 
The APSCO Steel Document Band 


Nothing like it on the market. Let 
us tell you about this. For cata- 
logue and prices on the entire 
APSCO line of Pencil Sharpeners, 
Clips and Paper Fasteners, write 





Automatic Pencil Sharpener Co. 
1502 Garland Bldg. CHICAGO, ILL. 











Handling Money— 


The physical labor of handling coin—counting 
and storing money—at the close of the day 1s 
a dreaded task. 


Bemis Coin Bags 
for Handling Coin in Quantity 


save the counting, for they are made to hold 
an exact, predetermined amount in the differ- 
ent denominations. Used by merchants, banks, 
manufacturers, street railway companies, res- 
taurants, moving picture shows, etc., to save 
labor. The bags are stout and secure. 


Write for price schedule, catalog 
and special information to dealers. 


BEMIS BRO. BAG CO. 


Cupples Station St. Louis, Mo. 











STATIONERY 


Sh ee ae 








Ashtabula, Ohio. 

C. F. Schaffner has moved to a new building at 195 
Main street, after having been at 159 Main street for 
eleven years. The business is thirty years old. 

Bridgeport, Conn. 

The stationery store of William P. Beers, Norwalk, has 
been purchased by Frank H. Fargo, 207 Newfield build- 
ing, Bridgeport. The Norwalk store will be operated as a 
branch of the Bridgeport store, which is one of the largest 
office supplies stores in Connecticut. 

Brooklyn, N. Y. 

A new printing, bookselling and stationery business has 
been incorporated here—the R. H. Howell Publishing 
Company, Inc. The capital is $25,000, and the incorpora- 
tors Charles N. Koslav, West Orange, N. J.; C. V. Koz- 
lay, A. A. Abraham and M. Davis, Manhattan. 

Chicago, IIl. 


3en Pritchard has returned from a_ successful trip 
through Canada and the Northwest, selling the McKee 
Glass Company’s stationers’ glassware for Kelly & Reas- 
ner. 

Cincinnati, Ohio. 

The Cincinnati Chamber of Commerce has assigned 
Leslie Webb, a prominent stationer and printer, to “The 
Division of Manufacturers.” The aim of the new body is 
to advertise Cincinnati as a trade center, and to encourage 
reciprocal buying among members. 

Covington, Ky. 

The commen council has passed an ordinance which 
taxes stationers $50 a year and printers $16. It is termed 
an occupational tax. 

Fergus Falls, Minn. 

©. B. Hoskins, who sold out his business at Bismarck, 

N. Dak., will open a stationery and office supply store 


about July 1. 
Frederick, Md. 

Harry F. Shipley, stationer, bookseller and dealer in 
sporting goods, has purchased the building occupied by his 
store and will make improvements. The stock will be 
increased. Future plans call for the erection of new build- 
ing to take the place of the present store. 

Indianapolis, Ind. 

The Office Supply Company, a new organization, has 
opened a store at 22 South Pennsylvania street. George 
B. Morrison is president and general manager. A com- 
plete line of office equipment and commercial stationery 
will be carried. 

Jamaica, N. Y. 

M. Reiss, 100 Prospect street, a dealer in paper, twine 
and paper bags, contemplates adding a side line of station- 
ery, school supplies, etc. 

La Fayette, Ind. 

The Murphy-Sheehan Company will deal in stationery. 
The capital stock is $25,000; the incorporators are William 
Murphy, Arthur P. Sheehan and Byron G. Huering. 

Lansing, Mich. 

Gregory, Mayer & Thom, Detroit, Mich., have opened 

a branch stationery and office supply store here. 
Meriden, Conn. 

J. T. Malloy, a dealer in stationery and office supplies, 
has moved into larger quarters opposite Hotel Winthrop. 
Newark, N. J. 

Paul Tomarin has succeeded Louis Deutsch in the sta- 
tionery business. 

Newark. N. J. 

\ new incorporation is the Eagle Stationery Company; 
capital, $50,000. The sponsors are Samuel Botvinck and 
Nathan Schmelkin, 133 Somerset street, and Bernard Neu- 
man, 104 Sixteenth avenue. 

New York, N. Y. 

George B. Carter has retired from Styles & Cash, man- 
ufacturing stationers, and will take a long rest. He was 
vice-president of the concern. 

. # 


4 


* 


N. Weinberg has joined the Blue Line Manufacturing 
Company, 153-55 La Fayette street, manufacturers of sta- 
tionery specialties. He was formerly with Weinberg & 
Beirach, Inc. 
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Paper Fasteners and Punches 


We illustrate leading styles, which are recognized as the most practicable types of office devices. 
They save labor and do good work. 
The Samson The Ajax No. 1 Samson 
Eyelet Tool Eyelet Fastener Hand Punch 


For binding all cor- 
respondence, legal 








Will take inter- 
changeable 
punches and dies 
in sizes from 1/16 
in. to % in. diam- 





documents, etc. It 
punches a clean, ac- 
curate hole and 
clinches the eyelet 





perfectly. eter. Furnished | 

vith 3/16” punch 

Special and die unless 

Samson otherwise’ speci- ; 
Advantages fied 


The new automatic eyeletting device 

which binds paper, cloth or leather, 

and has a thousand time-saving uses 

i office an ac . 

in office and factory. Useful in any office 
Ajax Eyelets—Actual Size 





The patented 
spring collet 
prevents the 


eyelet slip- 
ing out of position. The gauge fixes H The No. 1 Samson Hand Punch is made of 
the margin exactly as desired. a drop forged steel, attractively nickel plated. 
€ 4 a # 
*1 Long 2 Medium 3 Short 


Packed in Boxes of 500 
With one stroke of the lever, the Ajax 
7 punches the hole, inserts and clinches 
packed 500 to box (ten boxes to car- the eyelet The Ajax Fastener takes 
ton). Two sizes—long and short. Sam- the three sizes of Ajax rust-proof eye- 
son Eyelets, with the Samson Eyelet lets shown without any adjustment. 
Remember, Mr. Dealer, every machine 


Use Samson Zinc Eyelets for Samson 
Eyelet Tools Rust-proof, made espe- 
cially for the Samson eyelet tool— 





Throat, 1% in. deep. Opening between dies, 
a % inch. Will punch sheet iron and soft 
Tool, assure best results—but any stock sold creates constant demand for Ajax steel up to 20 gauge, and paper, cardboard, 
eyelet can be used Eyelets. leather, ete., up to % inch in thickness. 


Write for our complete catalogue at once 


Machine Appliance Corporation, 351 Jay Street, Brooklyn, N. Y. 


Canadian Representatives: Menzies & Co., Ltd., 439 King Street, West, Toronto, Canada. 











Notice of Move to Larger Quarters 


We have moved our General Offices and Re-Manufacturing Plant from 
the old location where we have held forth for several vears at 316 
Broadway, to the new location 


326-330 BROADWAY, NEW YORK CITY 
Here we will have more than double the floor space previously avail- 
able for turning out the famous 


Ramer Re-Manufactured Typewriters 


We fully appreciate the fact that the future will constantly demand 
more and more of typewriter rebuilders, and we are prepared to take 
care of the increased trade. Dealers are looking to us to supply them 
with machines in greater quantity, and we are making a heavy invest- 
ment in space and new equipment because we have complete faith in 
the business future. 





We invite you to visit our new place and we solicit your inquiries for 
prices. 


WHOLESALE TYPEWRITER COMPANY 


W. W. RAMER, President 
326 Broadway New York City, U. S. A. 
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an 
Three of a Kind 


| 

These three office appliances have been | 
adopted by hundreds of Business Houses, 
Banks, State Capitols and Government 
Uiertoeaoisien Offices because of their excellence. This ie || 

‘iia ini demand boosts sales and means more it a 

profit for you. SENGBUSCH 


Se/f- Closing 


Mucitace AppticR 



































The Ideal Sanitary Moistener is ‘*The 
Quick and Easy Way” for moistening i. Ts. 
stamps, envelopes, labels, etc., etc. Save; 
time, money, patience. and mussy spatterings 
of water. No sponge to sour; no rubber to 
harden. Made of glazed white porcelain with 
polished nickel bearings. Nothing to squeak, 
bind, or wear out. 


The Sengbusch Self-Closing Mucilage Ap- 
plier keeps mucilage always fresh, clean, and 
ready to use. Absolutely safe—can’t spill. 
Moulded in one piece, of genuine hard rub- 
ber, polished. Very neat as well as highly 
useful. Will last a lifetime. 


A good line of “Sengbusch” office appli- 





The Sengbusch Self-Closing Inkstand is ances marks the live stationer. All allowa 
made of high grade, clear white glass and hard good margin, and in addition are so satis- 


rubber—not composition. Dirty dried-up 
ink which ruins pens and results in untidy 
work is impossible with the ‘‘Sengbusch.”’ 
Saves 75% of ink bill by keeping ink clean 


factory ana efficient that they make friends 
for the Dealer. 


Get your share of our circulars and other 


and fresh. advertising. It boosts sales. 


SENGBUSCHJSELF- CLOSING INKSTAND,CO. hiitecttee Wie, US 














Clears your desk for action 


A place for every paper Every paper in its place 





A Desk SYSTEM File 
will pay for itself in a few 
months. Occupying a space 
no larger than a common wire 
desk basket, it enables you to 
have any number of indexed 
filing compartments. 

Compact, neat and refined 
in appearance, it will give an 
air of personal efficiency to 
your desk 

It is an ever-ready private 
secretary, for filing or distrib- 
uting correspondence and 
memorandum papers, cover- 
ing each department of 
your business. 


A clean desk inspires 
quick and efficient handling of 
work. It enables you to con- 
centrate and think clearly on 
the one problem in hand. 

With your desk covered 
by a confusion of miscellane- 
ous papers, you cannot work 
to the best advantage. 

A Desk SYSTEM File 
will smooth out many of your 
troubles, especially those 
caused by congestion of im- 


portant papers. 


It holds your Ti S. ° Saves your time 
— og ime aving in distributing 
ready for quic correspondence, 
“Spelerence Desk System File menos, etc 
Systematizes your PAT MARCH 25.1919 U SPAT. OFFICE Makes you more 
desk work. Extra compartments added as required. Made of enameled sheet steel, efficient. 


Ask for booklet, ‘‘Desk E ficiency.’ 


Ross-Gould St. Louis. 
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Weber, M. A. Golden and E. E. Basch of 1486 
Lexington avenue have incorporated the Judson-Cart- 
wright Company, with capital of $10,000. The concern will 
deal in office supplies and stationery. 

* oh * 


a 


\ temporary branch office has been cpened at 59 Pearl 


street by the Gopher Envelope Company, of Minneapolis, 

Minn. E/ilis V. Hirsch, the manager, says that he expects 

to move to larger quarters within a few months, and will 

carry a large stock of Fiberope envelopes, wallets and files. 
Norwalk, Conn. 

Miss Florence Hamilton has purchased the stationery 

store of William P. Beers. Several additions will be made 
to the departments of the business. 


Oakland, Calif. 

The Oakland Stationery & Toy Company has moved to 

525 ‘Twelfth street, where the floor space is doubled. 
Philadelphia, Pa. 

\ commercial stationery stock has been added to the 
stationery and printing business of Joseph F. Le Maitre, 
which is now located in a building at 6920 Woodland ave- 
nue, which he has purchased. 

* * * 

The Evans drug stores chain will shortly operate as a 
‘corporation. Stationery is carried in all the stores. The 
signatories to the incorporation papers are George B. 
Evans, Lucy M. Evans and Ralph Morgan. 

San Francisco, Calif. 

John W. Ilift, of John Iliff & Co., Chicago, was in San 

[Francisco a short time ago, visiting the western trade. 
x * x 


Archie Thomas, of the Oakland branch of the Zeller- 
bach force, returned from military duty May 6 and lost 
no time getting into his former position in civilian life. 

F t * 


red Partman and Jack Nagle, two of the sales force of 
the H. S. Crocker Company, tendered their resignations 
to the firm and have gone into other lines of business in 
the state 

x *# * 

The installation of a new store front and additional floor 
space has greatly improved the appearance and conveni- 
rence of Webber’s stationery and printing establishment 
-at 774 Market street. 

* 


} 


Charles Barry and Mrs. Barry are in the South in the 
interests of the Ward and other lines. They are not ex- 
pected in San Francisco much before the middle of June. 
\. ©. Carlson is touring the Northwest. 

* * * 

\ new location has been acquired by the Oakland Sta- 
tionery & Toy Company at 525 Twelfth street, Oakland. 
The new quarters are conveniently located in a central 
portion of the city with almost double the floor space of 
the former store 

ok x * 

C. E. Davis, representing various manufacturers, with 
headquarters in Seattle, Wash., paid a visit to local trade 
recently. Mr. Davis expressed enthusiasm concerning 
conditions up and down the coast and stated that busi- 
ness was in fine shape in the Northwest. 

x ok Ok 


John T. Gilmartin, one of the oldest members of the H. 
S. Crocker Company in the matter of association with the 
firm, and who became vice-president of the reorganized 
‘corporation a month or two ago, has tendered his resig- 
nation to the officials of the company. Several rumors 
concerning Mr. Gilmartin’s future connections are afloat, 
but none have been confirmed by him as yet. 

* * * 
Crandcll, manager of the 
Company, left to- 


James Schwabacher and E. E. 
store of Schwabacher, Frey & 
gether for the east, where it is understcod they will ar- 
range for several new agencies. Mr. Crandell, before 
starting on his Eastern trip, reported most favorable trade 
conditions, particularly for this season of the year. 
* * * 


local 


F. C. Stratford, sales manager of the Zellerbach Paper 
Company. was general of the Piave division of the Vic- 
tory Liberty Loan campaign and his territory was one of 
the few which went above their subscription quotas. The 
Battery street establishment of the Zellerbach organiza- 
tion was made headquarters for the Piave section. 

x * 

\ special motorcycle delivery service was recently es- 
tablished for the convenience of Sanborn, Vail & Com- 
pany’s customers. The picture framing department has 

(Continued on page 206.) 
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HE full meaning of Loose Leaf Specialties to the 
stationery supply buyer is expressed by 








Post Binder or Ring Book, Disassembled. Parts Interchangeable. 


Adams Specialties 

They have magnetic attraction for buyers in the show 
window or counter display. Adams Post Binders and 
Book and Key Rings bring the advantages of Loose Leaf 
Specialties to the 
minor details of 
any business at 
modeiate cost. 


Ideal Book and 
Key Rings 


are correct me- 
chanically. Sim- 
ple, easily oper- 
ated; secure. 
.0.. % inch 
. 1 ..1% inch 
No. 2 ..1% inch 
.4 
. 6 





> rt . 
he sr No. 4 ..2% inch 


Feb. 4, 1902 1 
Ideal Beok and Key Ring No jan inch 


Write for particulars 


Henry T. Adams Mfg. Co., Inc. 


6796-98 So. Chicago Ave., Chicago, U.S. A. 
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RIBBONS 


Do you use them? If 
not, write us and we 
will give you proof 
that you should. 


EEE LE 


fe SEE LECLERC 


DU-RA-BUL CARBON & RIBBON CO. 


Douglas Street and Third Avenue 
BROOKLYN ~ NEW YORK 





*, 
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You have it only in the 
100% quality brand that 
bears your own name. 
Typewriter Ribbons and 
Carbon Paper ought to 
give the dealer every pos- 
sible advantage—not only 
in profit but in reputa- 
tion. That is why our 
selling proposition is 
uniquely superior to all 
others; it adds SUM TO- 
TAL VALUE to your en- 
tire line—at an ascending 
profit scale. 


The right line yields a 
profit that you can’t keep 
down, or merely station- 
ary. It grows — because 
the buyer himself adver- 
tises it, and its own qual- 
ity supplies the clincher. 
You require the “U. S. 
LINES” under your own 
firm imprint to make your 
business what it should 
be. 





We share our pronts with you, 
and in addition we give you 
all the publicity advantage of 
the name on the brand. We 
are placing this proposition 
before the trade because our 
only interest in business is 
to serve the dealer. Only so 
can we serve ourselves. Your 
interest is to hold your cus- 
tomers—and increase them— 
with the same kind of service. 


Write today for samples. 


U.S. Be 


Sansom and 8th Sts., 
Philadelphia, Pa. 


Cable Address 
MUSTR. 


PRESTIGE 
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TYPEWRITERS 





Chicago, IIl. 
' Neilson has moved his offices to 608-10 
National Bank building, 


_. OE ie First 
where he has ample room for 
ofices, show room and stock room. He carries a line 
of typewriter specialties such as typewriter key caps, type- 
writer felt pads, rubber platen twirlers and a line of type- 
writer cushion feet made by him. 
Los Angeles, Calif. 

The Brown Typewriter 

Typewriter Exchange, 


Exchange is now the Page 

having changed its name recently. 

* * x 

American Writing 

spent a week recently in Los Angeles. 
x * * 


C._F. Heffton, vice-president of the 
Machine Company, 


H. A. Ecclestone has been appointed manager of the Los 
Angeles office of the Remington Typewriter Company. 
Mr. Ecclestone was for ten years manager of the Ameri- 
can Writing Machine Company here. His office was 


a meeting point for those who desired the message of 
optimism. He was well liked by his salesmen and carries 
the respect of the members of the trade to his new posi- 
tion, where he succeeds A. L. Bennett, who has gone to 
the Denver, Colo., office for the same company. H. A. 
Tossteson, from the American Writing Machine Com- 
pany of San Francisco, is now in charge of the Los An- 
geles office of that company. 
Madison, Wis. 

The Remington Typewriter Company, 

ple, manager, has moved to room 501, 


Wisconsin building. 
Mexico, D. F. 

F. Armida & Co. is the new corporate name of Muriel 
& Armida Sucs, Apartado No. 2650. There has been no 
change in the personnel of the organization, comprising 
Francisco Armida and Joaquin Valle. 

San Francisco, Calif. 

Thomas Gilmore, until lately identified with the L. C. 
Smith Company, is now connected with the Underwood 
Company in the local repair department. 


Harry E. Wem- 
in the new Bank of 


Leo and sagenie Alexander have been in the East for 
the past two weeks. The Alexander brothers are visiting 
Syracuse and other manufacturing points in the interests 
of their business. 

ok * * 

Harold Jacobs of the Tvpewritorium, is one of the San 
Franciscans who is traveling in the East. Mr. Jacobs is 
taking advantage of the trip in a pleasure way, as well as 
attending to the necessary business of the firm. 

* * * 

Frank E. Smith, well known in San Francisco as a type- 
writer man, having been associated at various times with 
the Smith-Premier Company and the Underwood Com- 
pany, has been placed in charge of the Los Angeles branch 
of the Noiseless Typewriter Company 

x * & 

James D. Hoey, formerly special representative for the 
Royal Typewriter Company, has taken a position as as- 
sistant manager of the Underwood Typewriter Company 
in San Francisco. Mr. Hoey was associated with the 
Underwood organization prior to his affiliation with the 
Roval company. 


H. A. Toosteson, who has been in charge of the local 
office of the American Writing Machine Company for 
several months, has now taken over the general manage- 
ment of the Los Angeles branch. His place in San Fran- 
cisco 1s filled by C. E. Gleason, formerly of the Southern 
city, associated with the same firm. 


xk * * 


* * * 

Cec > P r f > lv . + “te ry I | , > 
George Pomeroy, formerly connected with the Stone 
Typewriter Company, is going to try the regular Navy, 


relinguishing the freedom of civilian life. He passed the 
examination for ensign’s commission 99 per cent perfect, 
and reported for duty with his new commission on the 
16th of May. For the present he will be stationed at 
Mare Island. 

x * * 
salesman in the 


W. T. Moyes, for several years city 
has been placed 


local office of the Remington company, 














June, 1919 OFFICE APPLIANCES 199 











Mr. Typewriter Dealer— Let Us Co-operate 


@ This is the Rush Season! 
| @ You have the sales organization! 


@ You have the customers! 
@ You can sell!! 


AA Al Rebuilt 
UNDERWOOD TYPEWRITERS 


@ We have the Underwoods! 
@ We have “‘The greatest’ Rebuilding factory! 
@ We have the best skilled mechanics! 
@ We can ship “‘today’’!! 


Bottom Prices—Top Quality 
Let Us Serve You 


Rebuilt General Typewriter Exchange, Inc. 
“Like New” 35 York Street Brooklyn, N. Y. 

















THE CLIMAX LINE DATER and pvuimax MAME PLATE DATER A SERIES of CLIMAXES 
NAME PLATE DATER can also be fur- The Greatest TIME SAVERS on the MARKET 


, . eels Oo all languages. fhese Machines are ALL METAL (with the ex- 
nished with Wheel for < ception of the Rosewood handle) with metal 
an > TPATIT & NE M’F’G CO. also type and figures, giving neat, clear-cut impres- 
THE TRAUT & HINE M’F’G als sions. They are _ self-inking, dust and rust 

, ae . : . proof, absolutely accurate, compact, neat and 
make thumb tacks, pencil clips and the of exceptional appearance. The Gilmax mane 
chines do identically the same work and in 
just as satisfactory a manner as the highest 
priced Our guarantee is given with every 
machine Prompt deliveries. 


well-known “Kon Kave Kut” Pencil 


Sharpener. 


CLIMAK LINE DATER — 


CLIWAX NUMBERING MACHINE Patented. other Patents Pending 


Patented, other Patents Pending 





Six Wheels Ourproposition for 
1 to 999,999 dealers and agents in 
Three . all countries of the 
Movements: 


world is an attractive 


Consecutive, ANSWERED one. Write for our 


Repeat, 


Duplicate. JUL 1 5 720 illustrated catalog. 


Facsimile of Imprint 


THE TRAUT & HINE M’F’G. CO. 


1 UNION SQUARE, NEW YORK CITY, U.S.A. 
123456 FACTORY, NEW BRITAN, CONN., U.S. A. JUL 45°20 


Export Department for Europe and the British Empire, $ and 10 Cheapside, Lordon, E. C Facsimile of Imprint 





Facsimile of Imprint 
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POSTAL SCALES 





are an office necessity. 
Made in three sizes— 
1-lb., 2-lb., 4-Ib. capacity. 
All equipped with up-to- 
date charts, showing the 
amount of postage on all 
classes of mail matter. 


Order through your Jobber 
TRINER SCALE & MFG. CO. 


2714 W. 21st St. 


Elie 


Chicago, III. 











“Wouldn’t Have 
Anything Else” 


“Another Wiggins Card,’ was the remark o! 
asuccessful business man, when another Wig- 

ins user detached a Peerless Patent Book Form 

‘ard and handed it to the speaker. When 
questioned concerning his remark, he stated 
he had used the card for years and “wouldn't 
have anything else.” 

You wouldn't have anything else either if you 
had ever used these famous cards. Surely the 
Presentation of the card mentioned above made 
the best possible a —— under the 
circumstances it wo have been huri{ul to have 
presented any other sort of card! You may be 
—— to many men just how far from up-to- 

te you are by the card you present. 





Appearance of 
our Neat Cards 





Our Service is Satisfying 


The Peerless Patent Book Form Card 


is not merely acard. Jt ts an idea, an influence 
an expression, a message. It indicates good 
taste. It gives the man who receives it a real 
knowledge of the man who sends itin. It tells 
the story of an up-to-date man and opens the 
door to an interview. 

Detached one by one as you hand them out, 
the cards are always clean and pers ctly flat, and 
every edge issmooth. There is no possible in- 
dication of detachment. They defy detection. 
Send for a sample tab today and prove the 
fact to your own satisfaction. Send today. 

We engrave and emboss opening announce 
Ments, removal notices, or anything that ma) 
be desired where only the best will satisfy. 


The John B. Wiggins Co. 


Engravers Plate Printers Embossers 


Ws Pela Gee bid, CHICAGO 











THIS NAME 
is 
symbolic 


of a 100% nation 
IT IS ALSO 


symbolic of 100°¢ utility 
value in carbon papers 
and typewriter ribbons. 


IT IS 


a trade-mark 
as an absolute guarantee 
to the dealer. 


IT IS 


the unanswerable state- 
ment that the consumer 
will get MORE IM- 
PRESSIONS FROM 
THE SHEET OF CAR- 
BON PAPER; GREAT- 
ER RESULTS FROM 
THE TYPEWRITER 
RIBBON. 


AND IT IS 


The last word in service 
to the foreign as well as 
to the local trade. 


standing 


Columbia Ribbon and 
Carbon Manufacturing 
Company 


(Dixon, Holmes & Dixon) 


Executive Office and Factory 
69-71 Wooster Street, New York, U.S. A. 


Branches: Philadelphia, Chicago, 


Detroit, Minneapolis 


For Great Britain: 212-213 Upper 
Thames Street, London, E. C. 








“CLIMAX” 


Square-Top 


Are you using “CLI- 
MAX” Square-Top 


PAPER CLIPS 
Paper Clips? If not 


) \ —let us send you sam- 


Pat, Dec.12,16 ples. They will con- 
vince you that the “CLIMAX” 
Square-Top is by far the best 
all-purpose paper clip. 

Prices below will satisfy you 
that besides being the Best, 
they are also the Most Eco- 
nomical. 


Send us your next order. It 
will receive our prompt and 
careful attention. 

Prices F. O. B. Buffalo 


Packed 10,000 to the Box 
ee 15c per 1,000 


ig PETE 10c per 1,000 
306,000... ccccces 8c per 1,000 
seca ecnes Te per 1,000 
SROs cbc vies 6%c per 1,000 
Packed 1,000 to the Box 
WE BO. cccccsce 17¢ per 1,000 
60,000......... 12c per 1,000 
OL ee 10c per 1,000 
ere 9c per 1,800 
1,000,000......... 8%c per 1,000 


Buffalo Automatic Mfg. Co. 


457 Washington St. BUFFALO, N. Y. 











Puts the “Race”’ 


in Eraser 
The RUSH-FRASER 


DE LUXE 


is the best ink and 
typewriter eraser 





Uncle Sam uses it in the Army 
and Navy and in other depart- 
ments at Washington, because 
it is the best. 


You use it like 
a pencil—just a 
stroke and the er- 
ror is instantly 
and completely re- 
moved—just a 
stroke and_ 10,000 
tiny shavings curl 
off, for this flexi- 
ble diamond brush 
has over 10,000 dia- 
mond points. 


4 
mares 


Sells at Sight! Made in 14-k 
gold plated. 


Sample pre- 50 
paid, insured for Cc 


RUSH-ERASER CO. 
820} Rush Bldg. © SYRACUSE, N. Y. 





Norubber, 
Acid or 
Blades 
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in charge of the accounting machine department. There 
have been several additions to the San Francisco force in 
other departments also: G. W. Bello, formerly manag- 
ing the shipping department, has now taken charge of 
the Nevada territory; W. E. Reddin, who was associated 
with other lines in San Francisco, has been placed in 
charge of an important city district; B. Andrean is now at 
the head of the supply department of the Oakland sub- 


branch 
* * * 


C. E. Gleason has been made manager of the San Fran- 
cisco office of the American Writing Machine Company. 
Mr. Gleason was formerly a salesman with the Los An- 
geles office of that concern. He has many friends in 
the southern California city who wish him well and who 
congratulate him upon his promotion 

x * * 


The Stone Typewriter Company recently purchased a 
large stock of Underwood machines and is now able to 
supply the export trade to better advantage. As a mark 
of appreciation for securing the largest amount of sub- 
scriptions in the Somme district. for the recent Victory 
Loan drive, R. L. Stone was presented with one of the 
German artillery helmets, which were said to have been 
made in quantities by the Germans in readiness for their 
“triumphal march into Paris.” The helmet is of the dress- 
parade type and is on display in the window of the Stone 
Typewriter Company in Bush street. 

* * * 


J. M. Lund, manager of the San Francisco branch of 
the Remington Typewriter Company, recently returned 
from the East. While in New York, Mr. Lund visited 
the home offices in that city. On his way back to the 
coast, he stopped off at the convention for central man- 
agers at Chicago and the meeting of the Western man- 
agers a tew days later at Denver. Among the members 
of the Remington staff who gathered at Denver were A. 
L. Bennett of Los Angeles; C. B. Waters, Portland; N. 
C. Hightower, Seattle; William Reinheimer, Butte; C. S. 
McAllister, Salt Lake City; C. L. Leaonard, Denver. Be- 
sides these branch managers, W. J. Pickering, division 
sales manager, was present from headquarters. 


. S..¢ 


\ big success was the second annual dance of the 
‘Oliver Typewriter Company, held on the evening of May 
17 at the Young Men’s Institute Hall. The entire San 
Francisco force was present with numerous friends and 
relatives to enjoy the dancing. The patronesses of the 
‘evening were Mrs. Tucker, Mrs. McDonald and Mrs. Geis- 
singer. R. L. Tucker was floor manager and the recep- 
tion committee consisted of the following: Grace Lan- 
dini, R. Elaine Pfarrer, Laura Lathe, Mary Joyce and 
Irene Madden. The music was in charge of H. C. Mac 
quarrie. J. E. Geissinger, Pacific division manager, spoke 
enthusiastically of the present condition of business in 
the western district. He stated that collections are 
keeping up very well and remarked particularly of the 
amount of business that is coming out of the Nevada 
territory, due, no doubt, to the recent mining boom at 
Tonopah. 


Sioux Falls, S$. Dak. 


The S. G. Evalson Typewriter Company, 107 North 
Main avenue, has taken the agencies for the Wales Add- 
ing Machine Company and also for the Safeguard Check 
Writer. This is in addition to the agency for the L. C. 
Smith & Bro. Typewriter Company which the company 
already holds. 


New York Typewriter Man Wins Battle Honors. 


Lieut. A. E. Pidgeon, son of Mr. and Mrs. J. E. Pidgeon 
of 67 Decatur street, Brooklyn, N. Y., has returned from 
France after eighteen months’ overseas service with the 
42nd or Rainbow Division, 150th Field Artillery. 

Lieutenant Pidgeon, who was a volunteer, winning his 
commission as second lieutenant at the first Plattsburg 
camp, has been recommended for the Croix de Guerre 
and also the Distinguished Service Medal, the latter for 
remaining on duty at an advanced post in the Champagne 
battle in July, 1918, without food or water for thirty-six 
hours, he and his companions retiring only when blasted 
-out of their position. 

When Lieut. Pidgeon entered the New York office of the 
L. C. Smith & Bros. Typewriter Company, he was given 
-a right royal welcome by his old associates. 


Retail Prices: 


25c to- $1.50 


Made in all Leathers 








BUXTON 


EY KASE 


Oh man, how it sells! 


Saves the Pockets 


Fits vest or hip pocket without 
“bulging” — flat, smooth, neat. 
Keys easy on, easy off, easy to 
locate, even in the dark! Bach 
hook holds two, Can’t get lost 
off. 


NATIONALLY 
ADVERTISED 


in System, Current Opinion, In- 
dependent and other big maga- 
zines. Biggest seller in years-- 
wherever there’s a pocket, 
there’s a prospect! Made in all 
leathers, to retail from 25c to 
$1.50. Retail prices are: 


Genuine Cowhide 





































4 Meee .cccccvesnucunee 35c 

6 TOORR: hse -scixdeamenine 50c 

© Hee . oss icécacesbeseun Tic 
Goat Morocco Lined 

4 Week 6.2.6 devdetasean 50c 

© TROGES <0 cnweateuseuas T5e 

DS eee ee $1.00 


Good Profit 


We want dealers. We fill 
direct orders only when we 
have to. So, we give deal- 
ers an extra good profit. 


Write for Our Big 
Dealer Offer 


L. A. W. NOVELTY CO. 


Dept. P. Springfield, Mass. 











Bird!) 





A general 
BIRD! 


(Every Standard 
Pencil is a 


STANDARD PENCIL CO. 


1822-1828 Locust Street 






The IBIS 


is an excellent pencil for 
general use. Round shape, 
yellow finish, white eraser, 
gilt tip. Banded in doz- 
ens, 1 gross to box. No. 
1, 2 or 3 lead. Ask us 


about it! 


MANUFACTURERS 


ST. LOUIS, U.S.A. 
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} th° CIRCLE’ 


ie, ee 
of CARRIB DEALERS 


Sell clean, clear carbons that 
give the maximum of durability 
—make sharp and permanent 
impressions. 


Carrib Carbons 


Assure satisfaction to the trade 
and to the consumer. 


A Paper for Every Purpose 
Dealers’ prices on request 


Carrib Mfg. Corporation 


CHICAGO, ILL. ROCHESTER, N. Y. 
202 S. State St. 46 Stone St. 


*“‘Carrib means quality’’ 











Instant Reference File 
for Current Matter 


The Kohlhaas Distributor can be adapted to any office 
routine, to classify current correspondence so that any- 
one in the office can locate those ‘‘missing letters.”” (You 
know how often letters “‘turn up missing.’?) When 
filed in a 


KOHLHAAS LETTER DISTRIBUTOR 


they turn up ina moment when sought, yet are safe from 
the eyes of prying visitors. They are proof against 
sudden air currents. 

Every paper at the finger tips—instantly accessible. 
A Kohlhaas Letter Sorter keeps the desk clear, and 
keeps the mail moving. 


THE KOHLHAAS COMPANY 
31 West Lake Street 


Chicago, Ill. 















Kohlhaas 
Sight 

Systems 

Portable 

Desk Files 
for Addres- 
ses, Daily 
Reminders, 
Phone Lists, 
Card Systems 
for every busi- 
ness. 























ADDING MACHINES 





Atlanta, Ga. 

Early in May A. Craighead asumed the active manage- 
ment of the district at Atlanta for the Monroe Calculating 
Machine Company. Mr. Craighead has represented the 
company in the Boston territory and before joining the 
organization had an extensive experience as manager and 
director of sales. 


Binghamton, N. Y. 
Ray Caden, 335 O’Neil building, is the manager of the 
new office of the Monroe Calculating Machine Company 
recently established here, as a part of the Northeastern 


division. 
Chicago, IIl. 

The Comptometers, composed of employees of the 
Comptometer Company, defeated the ball team of Poole 
Bros., printers, with a score of 14 to 1, on the Lincoln 
Park ball grounds May 17. 

Christiania, Norway. 

Th. Bjerke Gruner, who handles American office equip- 
ment at Christiania, including adding machines and other 
lines, has recently purchased a building in that city, so 
that his business will soon have a permanent housing of 


its own. 
Detroit, Mich. 

F. S. Wheeler, of the Burroughs Adding Machine Com- 
pany, has returned to the company after several months 
in Southern California, recuperating from illness. Before 
giving up his work he was district manager at New York. 
For the present he is attached to the home office handling 
special assignments. 

New York, N. Y. 

W. E. Phillips, J. A. Kaiser and R. W. Shinn, of the 
New York sales force of the Elliott-Fisher Company, 
have moved to their summer homes at the seashore, Bel- 
mar, N. J. 

Ottawa, Canada. 

H. V. O’Reilly is the manager of an office which has 
been opened by the Monroe Calculating Machine Com- 
pany in this city. Mr. O’Reilly is well known in govern- 
ment circles. 

San Francisco, Calif. 

Miss Anita Reed, who has been connected wtih the gen- 
eral offices of the Felt & Tarrant organization in Chicago, 
Ill., is now on the sales staff of the San Francisco branch. 

x *« * 

E. H. Humason recently obtained his release from the 
United States navy, has returned to San Francisco from 
the naval station at Norfolk, Va. He has resumed his 
former position as salesman with the local office of the 
Felt & Tarrant Manufacturing Company. 

Ok * ok 


The stationery and office equipment establishment of 
Payot, Stratford & Kerr recently arranged a special dis- 
play of various lines of desk calculating machines of the 
small type, among them being the Amco desk adding ma- 
chine, which Mr. Kerr says is a good seller. 

Winnipeg, Manitoba, Canada. 

F. Ramsden, who has been at the Toronto office of the 
Monroe Calculating Machine Company for some time, is 
now in charge of the Winnipeg office of that company 





Mintz Now With Thaddeus Davids Ink Company. 

After eighteen months’ service in the United States 
Army with the Fighting 91st (Wild West) Division, Har- 
old T. Mintz has returned to the United States and 
joined the sales force of the Thaddeus Davids Ink Com- 
pany, Inc. 

Mr. Mintz is an able and successful salesman. He will 
look after the company’s trade in New York state at the 
present time. 

He is a son of “Barney” Mintz, who for a number of 
years was a member of the firm of J. W. Pratt Company, 
52 Duane street, New York City, stationers and printers, 
and is well acquainted with the stationery trade generally. 

Office Appliances joins his many friends in wishing him 
much success in his new situation. 


Every man owes some of his time to the upbuilding of 
the profession to which he belongs.—Theodore Roosevelt. 
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THEY SELL THEMSELVES 


PEERLESS RUBBER TYPEWRITER KEYS 


Typewriter dealers, repairmen, stationers, etc., will find in 
Peerless Keys the most wonderful, easiest and most profitable 
sellers imaginable. 


Are so well known, so extensively used, so well liked and in 
such big demand by typists that they sell themselves when 
displayed by dealers. 





¥ a - ‘ Made in green, white or black for all 
Let us tell you about our liberal dealer proposition. You will machines. Characters of heavily inlaid 
be interested. rubber. Slip over regular keys; anyone 
can put them on. They increase speed, 
accuracy and efficiency, prevent slipping 


Peerless Key Co., Inc. and callousing of fingers, and by fre- 


moving the mirror-like, eye-straining re- 


174-176 Fulton Street NEW YORK CITY me tts ue ee ee 




















P. & M. Loose Leaf Metal Parts 


OUR NEW CATALOG 


It’s Ready Now 
SEND FOR YOUR COPY TODAY 


This new illustrated catalog on Metal Parts features 
metals of the latest principle and design only. 

Our Metals are so constructed as to afford binding an 
easy matter. 

No matter how well you may be satisfied with your 
present connection, have us send you this catalog. It’s 
worth your while. 





The Plew & Motter Department of The Workman Manufacturing Company 


Capital and Surplus, $200,000.00 CHICAGO Racine Avenue and Monroe Streets 




















THE STANDARD ENVELOPE SEALER 
Try it 10 DAYS Free 


The Standard Envelope Sealers are the most widely distributed 
sealing machines yet manufactured. They are simple in con- 
struction, automatic, noiseless, and built to last a lifetime. 


MODEL F.—(hand-operated)— 
Capacity 100-150 per minute. ..... 
MODEL H.—(hand-operated)shown at left 
Capacity 200 per minute......... $50 
MODEL M.—(motor-driven)— 
Capacity 250 per minute $95 








THE STANDARD 
STAMP AFFIXER 


This is the lightest, speed- 
jest and most efficient 
stamping device on the 
market. It protects you 
against loss and imperfect 


* adhesion of stamps. 
save help anc ili fficie y by using these machines. ’ . 
weey baw, been pie me ano po ered pgp eg i tr, S. Government 10 Days Free Trial 
Department, Bell Telephone System, Standard Oil Co., General Electric Co., A request on your business 
Goodyear Tire Co. and Thousands of others. stationery will bring the 
A few more competent general agents wanted machine desired for 10 
STANDARD ENVELOPE SEALER MFG. CO. days’ Free Trial without 





Somerville, Mass., U. S. A. any obligation to purchase. 
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constitute a perfect sanitary system of letter 
press copies. The impregnated stone composi- 
tion bath affords an absolutely even distribu- 
tion of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The 
wire net in the composition makes the bath 
practically unbreakable. They are furnishedin 
all sizes from correspondence to waybill. 

The patent chemical surface cloth which we 
furnish with non-raveling edge, insures clean 
cut copies. 


There are more Eureka baths in use than 


all others combined. 
Sold Exclusively Through Dealers 
Write for the Eureka Booklet 
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Underwood’s 
EVERLASTING BANK INK 


Writes a beautiful 
brilliant blue, quick- 
ly turning to an in- 





intense, permanent 
black. 


Famous 


For 
Quality 


Convenient pourout 
on each bottle. For 
sale by all reliable 








SKY HIGH IN QUALITY 

















QUALITY ABOVE ALL 


Indicate Dexter’s Star Manifold Paper to every 
customer. It is a real linen letter paper in a 
tissue weight. 


POTEDECECEGEE EA OECOCRUEODCRUGROR CECE GE DERECEOROROGEDAOEOEUEAEAOEOEOEEDODEEOTEON 


The discriminating office buyer, requiring a 
strong, thin correspondence paper, excellent for 
carbon copies and duplicating of all kinds, will 
consider Dexter’s Star Manifold absolutely in- 


stationers. 
dispensable. Made in seven colors and white. 





Manufactured by 


John Underwood & Co. 


New York 


Boston Toronto London Paris 


Let us have your full name and address today 
for sample book of Star Manifold Linen. 





C. H. DEXTER & SONS, Inc. 


WINDSOR LOCKS, CONNECTICUT 
TEEDELERGRERERE ETRE EEE EEE EEE EEE EEE 
TTT OT CTT EL EI 


“PELOUZE” POSTAL SCALES ; 


N 
are scientifically made. They show N 
exact weight in ounces, also cost in iA 
N 
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M4 cents on all classes of mail matter. RR 
Y National......... 4Ibs. Mail and Exp. . . . 16 Ibs: y 
y nion cee, 4 Ibs h 
% Columbian... .... Ibe. Standard......... 2 Ibs 

vi app ttapapitate ‘- Seae,....... 4 Ibs R 
“7 BE . . véinedes 1 bb. Parcel Post Scales Q 
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Banks and business houses use ‘“Pelouze” 
Scales because of their accuracy, reliability 
and durability. 

ASK FOR A “PELOUZE” SCALE 
PELOUZE MANUFACTURING COMPANY A 
232-242 East Ohio Street Chicago, Iilinois 
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PENS AND PENCILS (— 





Brooklyn, N. Y. 
Pen Company, formerly located at 309 
York, has removed to 892 DeKalb ave 
The telephone number is Decatur 3350 


Chicago, IIl. 


K. Hambrock, Jr., of Eberhard 

oftice at 1400 Republic building. 
Newark, N. J. 

The Pomeroy Ink Company, of this city, has assigned 
E. A. Tuttle to the New England territory. This will re- 
lease the president, H. J. Luther, from calling on the New 
Ergland trade, as the firm’s business necessitates his 
presence at the factory. 

New York, N. Y. 

The National Pencil Company has been incorporated by 
J. Lubowsky, N. Semer and C. M. Baum, 31 West 117th 
capital, $10,000. 


The Bird Bill 
Broadway, New 
nue, Brooklyn. 


Faber, has located his 


street: 
* € @ 

Thomas H. Pancoast, who has been ill for an extended 
period, has returned to his desk as sales manager of the 
Thaddeus Davids Company, Inc. 

x * * 

The Sengbusch Self-Closing Inkstand Company has 
moved its New York office to 515-16 Tribune building. 
The old location was Room 1713, in the same building. 

San Francisco, Calii. 

\ line of paste, mucilage and ink, known as the Car- 
Vin brand has been put on the market recently by the 
Cardineli-Vincent Company. The line is attractively la- 
beled 

K aK * 

it is rumored that a newly organized ink concern 
known as the Pacific Coast Ink Company is to commence 
operations here within a short time. It is said that the 
plant will be located in Howard street, near Third. 

* * * 

\ new pencil line has been taken by Ernest Wallace, 
manufacturers representative at 444 Market street He 
has added the Cross Alwrite pencil, made by the A. T. 
Cross Pencil Company of Providence, R. I., to his list 
for western trade. 

* * * 

Operations at the plant of the Montebello Pencil Com- 
pany, 630 Clay street, are to be started soon. A new fac- 
tory has been equipped. The company has been author- 
ized to issue stock up to 2,000 shares at $1 par. 

x * * 

Back from a preliminary survey of conditions in Los 
Angeles, San Diego and other southern localities, H. Ed- 
wards, of the Edwards Manufacturing Company, a local 
concern manufacturing inks and adhesives at 20 Natoma 
street, has announced intentions of extending the business. 

* * * 

John S. Stephens, representing the American Lead Pen- 
cil Company, has closed his home at Palo Alto, and, with 
his wife and family, has left on a two months’ eastern trip 
via the Canadian Pacific. Mr. Stephens will visit the fac- 
tory while in the east. 


The new western manager for the W. A. Sheaffer Pen 
Company, H. K. Wiggs, formerly of Chicago, is now es- 
tablished in the branch office and service station which is 
located in the Monadnock building. Mr. Wiggs seems 
most enthusiastic over the prospects of business in this 
territory and states that California is a mighty good place 
to live in 

Seattle, Wash. 

\lfred Lilly, president of the Scribbler’s Ink Company, 
has left on a tour of the United States to investigate the 
manufacture of inks, carbon paper and adhesives. His 
route takes him to Angeles, Denver, St. Louis, New 
York, Washington, St. Paul and Minneapolis 

Stockton, Calif. 

It is reported that construction will be started shortly 
or a $100,000 plant for the California Cedar Products 
Company. There will be seven reinforced concrete build- 
ings, and a force of 200 will be required to man the works. 


Los 











Perforated Memo Pads 


eee ee eee eeeeeeeeeeeeeeeeeee ee 


for Ink or Pencil 


Every sheet perforated so that any one 
sheet may be detached without disturbing 
others. 


In lots of 1,000 or more of the same size 
and grade, we can make these pads with 
your name instead of ours at a slight addi- 
tional charge. 


For Pencil 72 Leaves For Ink 80 Leaves 
No. 2000 en wy Ne.. 3008. occaecmne 3 x 6% 
No. 2001 .........3%x 6% Wo. 1008 s:'nuss0 ua 3%x 5% 
No, 2002 ........-8%% 5% No 1008 ......... 3%x 8% 
age A eS a Me OE aoe neee es 1%x 6% 
No. 2005 5%x 9% No. 2006 wosecocneld > x 8 

No. 2006 6%x11% Neo. BUBB ssdvacascs 5%x 9% 
No. 2007 .. ooo ee Me, 3608. csameaen 6%x11l% 


We are equipped to manufacture all kinds 
of memo pads—odd sizes, special stocks, or 
anything that your particular trade requires. 


Write for 


wil 


Order Memo Pads by number. 
samples and prices. 


Rockwell-Barnes Company 
700 Munu Building, Chicago, Il. 
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“The name of “CROWN”, as applied to Typewriter 
Ribbons and Carbon Papers, stands for the best and 
highest grade o: goods made. 

The material used in their manufacture is the finest 
obtainable; the colors strong and brilliant; both ribbons 
and carbon paper are non-drying and non-fading, and 
capable of sharp, clean work from beginning to end. 

“CROWN” ribbons and carbon papers are made in a completely 

experience cover- 


equipped and up-to-date factory, by men w 
ing many years ensures a product of perfect and uniform quality. 
Neat and attractive boxes and packing assist in the ready sale of 
Crown goods by the dealer. ; 

Dealers wishing a line of Typewriter Ribbons and Carbon P 
that is COMPLETE and of irreproachable quality are invited to 


write for samples, prices and terms. Correspondence and catalogues 
in English. Spanish. French and Portuguese. 


CROWN RIBBON & CARBON MFG. CO. 
782-790 ST. PAUL STREET ROCHESTER, N. Y., U.S. A. 
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The Ability to Stand-Up 


One of the most remarkable things 
about the American Army in France, 
was the ability to ‘“‘stand-up”’ under all 
kinds of hardships and still be able to 
“deliver the goods’ at the crucial 


LINCOLN 
REBUILT TYPEWRITERS 


have also demonstrated their ability to stand- 
up under all kinds of hard usage and their 
use eliminates —to a great degree —the de- 
mands for ‘‘service’’ which take up so much 
of the dealer’s time and which eat into his 
profits. 

Machines are scarce now, and with European 
and South American business constantly on 
the increase, are bound to continue so for 
some time to come. 


A large stock of select ‘‘roughs” of all makes 
always on hand. Wire us your requirements. 


LINCOLN TYPEWRITER COMPANY 


298 Broadway, New York, N. Y., U.S.A. 
Cable Address: “‘ Lintypco, New York’’ 


Ask us for our “‘Lintypco Builetin.’’ 











ZELLERS-STEVENS 


INCORPORATED 
52 Broadway, New York, U. S.A. 


Cable Address: Zellsteven, New York 
Depository: Atlantic National Bank 


Foreign Trade Representatives for Manufac- 
turers of Office Equipment and Supplies 


EXPORTERS OF 
Adding Machines Inks, Writing and 
Addressing Machines Printing, Ink Tablets 


Carbon Papers Metal Office Furniture 
Card Index Systems Fountain Bene end 
Desks and Chairs Pencils 

Duplicating Machines 7;,,.. Recorders 


Duplicator Supplies r $ d 
Filing Cabinets a ee 
Filing Envelopes and 


Supplies Typewriter Ribbons 


Writing and Printing Papers 


Quotations cheerfully furnished on 
any goods obtainable 


Also act as Purchasing Agents for 
Dealers Abroad. 


CORRESPONDENCE INVITED. 











OTHER MACHINES 





San Francisco, Calif. 

A. Waterloo, formerly associated with the L. C. Smith 
Typewriter Company in San Francisco, is now connected 
with the C. II. Jenkins Company, selling check protectors. 

. 2° 4 


The Commercial building, 833 Market street, is the new 
home of the International Money Machine Company. C 
W. Leeds, the coast representative of the concern, moved 
there from the former quarters in the Lachman building 





(Stationery—Continued from page 197.) 
been kept unusually busy this year and the new delivery 
service has done much toward getting the rush orders out 
on time —Thomas Moore, manager of the company, left 
a short time ago for Honolulu, on a business trip for the 
firm. 





> ae 


Charles Marshall, who has been associated with the 
Crocker organization for many years in charge of the 
city department, has left that firm and taken a similar po 
sition with A. Carlisle & Company.—Mr. Casey, another 
members of the Crocker staff, has been added to the Car- 
lisle force as floor salesman.—A recent San Francisco visi- 
tor was William Elliott, Jr., manager of the Reno store oi 
A. Carlisle & Company. Mr. Elliott attended to some of 
his holiday purchasing while here. 

* a + 





Thomas S. McElroy, who was placed in charge of the 
Oakland branch of the H. S. Crocker Company at the time 
of its opening a few months ago, is back in his former 
position in the eastern purchasing department of the San 
Francisco office. All of the Crocker travelers report ex- 
cellent business in their various territories about the state 
Harry Guinane, San Joaquin valley representative, is back 
from a successful tour of that district. Fred J. Young 
and F. E. Watts, both of the Los Angeles organization, 
were in San Francisco not long ago, consulting with the 
heads of the firm here. Soon after his visit here Mr 
Young left for the east. 

* * 4 

The special decorating of the additional offices of the 
Bert M. Morris Company is now completed. One of the 
new rooms is fitted up as a repair department for Ever- 
sharp pencil work and fountain pens of all kinds including 
the Tempoint, with Mr. Langtat of Los Angeles in charge 
He was for more than six years associated in a respon 
sible position with the Wilkinson Fountain Pen Company 
in that city. The private office for Mr. Morris and Al 
Jones is attractively decorated in subdued tones of blue 
and gray, with old blue drapes and floor coverings. M1: 
Morris remarked that he is a believer in attractive busi 
ness surroundings as long as a man has to spend tlie 
greater nart of his life with business affairs.—Mr. Jones is 
touring the southern part of the state, accompanied 
Mrs. Jones, in his new Cadillac touring car. 


Savannah, Ga. 
Wholesale and retail stationery and office supplies have 


been added to the lines of the United Fixture & Paper 
Company. 
Seattle, Wash. 

The Hurwitz Stationery Company has taken over the 
Service Stationery Company. 

St. Louis, Mo. 

The Nu-Way Printing & Stationery Company has leas¢ 
the building at 119 North Broadway. After alterations 
have been completed the plant now located at 602 Olive 
street will be moved into the new quarters. 


Advertising Instruction for Army Officers. 


Instruction in merchandising and advertising methods 
is to be given army officers to equip them for efficient 
recruiting in bringing the new army up to the strength 
which forthcoming congressional action is to determine 
A number of leading sales managers and advertising men 
are to give lectures in connection with the new course 
George Hopkins, vice president and sales manager of the 
Columbia Graphovhone Company, will cover the subject 
of “Practical Selling Methods.” 
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A NEW STEEL. 


CUSPIDOR 


(GREEN ENAMELED) 


$9.50 per dozen 

$9.00 per dozen—half gross lots 
$8.50 per dozen—gross lots 

No. 90 F. 0. B. DETROIT 


nee THE IRELAND & MATTHEWS MFG. CO. 
DETROIT, MICH. 
ARERER RLU RULGREEER ELE GREEQEEEREEECOEGGRER REE ER TEER EERE EERE REE EERE ie 


Cutters 


For cutting Paper, Card 
Board, Veneer, Cloth, 
Rubber and Thin Leather 


etc., to a thickness up to RIBBONS AND CARBONS 
3 inches. Witha ‘ 
“‘Symbols of Quality” 


Golding Cutter The kind of quality that demonstrates itself 


—7in it ic Se cans in immediately increasing distribution is in 
Zip it is done in an in- these products, as proved by the continued 


4 





PE Led 


PTTL 











stant and the edge is and immense nn te their one bea 
io ; have more dealers today than ever before, an 
The Pearl Cutter clean and straight. by our larger and better facilities are able to 


care for them more adequately. Careful pro- 
ductive methods assure satisfaction at all 
stages of the transaction. 


The call for BUCKI Ribbons 
and Carbons is unending. In 
a majority of heavy- 
buying territories 
all over America 
today our dealers 
are profiting by 
this demand. Write 
us now for the op- 
’ 07 aed in your 


Made of iron with steel knives. Very durable— 
easy to operate. Sizes 
are varied, 13 in. up to 
42 inches. 

These cutters in large 
use by printers, multi- 
graph users, bankers 
and offices of ali kinds. 











We make also a line of 
Power Cutters, Small Table 
Card Cutters, Printing 
Presses, Tableting Presses 
and Printers’ Tools. 





Dealers Wanted aan ms 
Golding Mfg. Co. Sided 


Franklin, Miss. 1466-68 E. 55th St., Cleveland, Ohie 


The Golding Cutter 


























Why Not Sharpen Your Profits 


With the fast selling, up-to-the-minute writing aid 


Salz STA-SHARP Pencil 


The never-sharpened, vet always sharp writer. 
The irre sistible sales combination for 
ationers and office outfitters—novelty, 
ility, constant serviceability. 













The 
Acme of 
Pencil Convenience 





Economical, too. Uses lead to the last "M: ide in sterling silver, gold-filled, 

quarter inch. Refills in a jiffy. terling silver filled, nickel silver, 
: 7 Beautifully and solid gold. 

Ordera trial dozen on display easel now and Designed. 


write more pencil profits on your ledger. oe Manufacturers 
ASK YOUR JOBBER Rightly Priced. SALZ BROS. 1 wv 
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The Filing Folder Corporation 


NIAGARA FALLS, N. Y. 
Specialists in the Manufacture of Filing Folders 


We manufacture nothing but Folde:s and Guides and Sell to 
Jobbers and Dealers only 


OUR QUALITY + OUR SERVICE = YOUR SATISFACTION 


Write for Price 


List and Samples 








each memo 
separate 


Tear Out When Attended To 


No lost data, nor searching thru obsolete notes. There- 
fore, no excuse for forgetting. Without doubt the handi- 
est memo book made. Everybody needs it. Big field 
among high officials, superintendents, purchasing agents, 
department managers—also all other business men and 
women, society women, shoppers, clergy, faculty, students. 


ROBINSON REMINDER 


Nationally Advertised 


Reminder with extra filler and handy pocket in cover 


Retail Price List 3” x 5” 38%” x7” 
Handsome Black Leather $1.00 $1.50 
Seal Grain Cowhide or India Calf... : 2.00 
Genuine Seal or Morocco -25 3.00 
In Imitation Leather e 75 
In Cloth (without extra filler) .25 eeee 
Ladies Shopping Reminder, 2%x3%, with pencil and 
extra filler, $1.00; in patent leather, $1.25. 


EXTRA FILLERS 


Size 3 in. x 5 in. (4 coupons to a page), $0.75 per dozen 

Size 3% in. x 7 in. (6 coupons to a page), 1.00 per dozen 

Size 2% in. x 3% in. (3 coupons to a page), .70 per dozen 
Name in Gold on Cover, 25c extra 


Write for Liberal Dealer Proposition. 


ROBINSON MFG. CO., 73 Elm St., Westfield, Mass. 





Study Your Customers 

Pens and personality are inseparable— 

The more fully the stationer understands each man’s 
needs, the more fully he realizes the necessity of a pen 
assortment comprehensive enough to meet them all 

That’s why more and more stationers are displacing 
three or four incomplete, duplicating, smal! pen lines 
for one complete, effective assortment. 

By this they accomplish five big things: 

1. Tie up less money in stock. 

2. Save countcr space. 

3. Get maximum display. 

4. Offer the most complete assortment 

5. Make it easier for the customers to buy. 

‘To assist in concentrating and improving their Pen 
Department there are 4 different sizes of Esterbrook 
Counter Display Cases. Write us about these today 


THE ESTERBROOK PEN MFG. CO. 


80-100 Cooper Street, CAMDEN, N. J. 


LsterDrook 
Pens “Easiest to sell!” 














OF EVERY DESCRIPTION 
BACKED BY 


FIFTY YEARS OF 
KNOWING HOW 


ADDRESS 


ALDRICH MFG. CO., Inc. 





BUFFALO, N. Y. 
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Benton Harbor, Mich. 

C. E. Cromer has withdrawn as manager of the direct 
advertising department of the Baker-Vawter Company, 
and is now advertising manager of the Victor Chemical 
Company, Chicago. 


Chicago, III. 

The Sam’l C. Tatum Company, Cincinnati, Ohio, is now 

represented in Chicago by W. W. Matthews. 
Philadelphia, Pa. 

William G. Bechtel & Company, manufacturers of loose 
leaf systems and blank books, have moved from 210 South 
Fifth street to 418 Sansom street. 

San Francisco, Calif. 

George B. Gresham, of the Gresham Blank Book Com- 
pany, arrived in San Francisco about the middle of the 
month te inspect the new offices recently opened in the 
Board of Trade building, 444 Market street, by W. L. 
Reid and W. T. Yeazell. After renewing associations with 
various members of the local trade, Mr. Gresham left on 
a tour of the rest of the coast cities. Mr. Reid is back 
from a southern trip, and he expresed himself very well 
pleased with conditions in the lower part of California. 
Mr. Yeazell lett about May 19 to cover southern California 
and Arizona in the interests of the Gresham Blank Book 
Company and the American Pad & Paper Company. He 
expects to be away from headquarters for several weeks. 

Springfield, Ohio. 

The Springfield Printing & Binding Company has re- 
organized after a bankruptcy. Wilbur M. Faulkner is now 
president. The company will specialize in loose leaf forms 
and sheets for all purposes. 

St. Louis, Mo. 

The Dawson Manufacturing Company has moved into 
a new two-story building at 312-14 North Second street. 
The entire building is devoted to the manufacture of 
loose leaf goods and metal specialties. 


Price Guarantees in Auto Field. 

In the article, “Office Furniture Prices as Affected by 
Present Conditions,” in the March issue of Office Ap- 
pliances, an office furniture manufacturer was quoted as 
guaranteeing his prices. This manufacturer, in the event 
that any reductions were made in his prices from Febru- 
ary 15 to July 1, offered to refund the difference between 
the old and the new prices on furniture shipped during 
the period indicated. He also offered to ship unfilled 
orders at the new, reduced prices. 

The automobile industry shows another case of a man- 
ufacturer who was so sure that prices would not come 
down, that he made the following offer: “Purchasers of 
trucks or passenger cars who buy now have assurance 
that they would not do better by waiting until later in 
the season. If the prices should be reduced later on, the 
reduction will be retroactive. In other words, in such an 
event the company would refund to every previous 1919 
purchaser the full amount of the difference between the 
price he paid and the new (reduced) price.” The Packard 
Motor Car Company has adopted this policy for 1919 
sales 


January to See Normal Price Levels. 

The Federal Reserve Bank Bulletin shows the connec- 
tion between the present price level and the holdings of 
the banks throughout the country of Government bond 
issues. The banks expect to be relieved of their burden 
in six or nine months. There have been price recessions 
in several commodities within recent months, but the 
aggregate in any case has been small. 

British Import Restrictions Relaxed. 

Under date of March 28, Consul General Skinner re- 
ported to the Department of Commerce that a number 
of manufactures for which special licenses were required 
may now be imported under a general license. Dictating 
machines, parts and accessories are included in the list of 
articles which may be imported under a general license. 


American prisoners captured by the Germans totaled 
4.765 men and officers. 





















Filing Containers are known 
the country over for their enduring 
service. They stand the test—in the 
file, on the desk, in the pocket, in the 
traveling portfolio. 










The many varieties of Paperoid Filing Con- 
tainers are listed in Price List No. 37. 
WRITE FOR A COPY 


Alvah Bushnell Company 
Durable Filing Containers 


925 Filbert Street, Philadelphia, Penna. 
















THE KING OF 
ENVELOPE SEALERS 





SAUNDERS’ Seajggraph 


Seals and counts envelopes of all kinds and 
sizes—100 to 300 per minute. Made in three 
models—hand power, electric and automatic. 


The most practical, simple, durable and effi- 
cient sealing machine ever made. Has no 
sponges, pads or wicks to get gummy—no 
chains to work loose—BRASS gear driven. 


MORE AGENTS wanted. Write us for our propo- 
sition. Some desirable territory still open. 


SEALOGRAPH COMPANY 


1700 Brooklyn Avenue Kansas City, Mo. 
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TRINER 


Peerless Automatic 
Parcels Post Scale 


Speed and accuracy are as- 
sured where it is used. 

Weighs and’ computes simul- 
taneously up to 70 Ibs. All steel 
construction; dial in front of op- 
erator; full double lever 
system supports plat- 
form. 96,660 Triner Scales 
in use by Post Office De- 
partment alone. 


Write for booklet . 


Triner Sales Co. 


190 N. State St. 
CHICAGO, ILL. 


























Let Us Send You One on Approval 


If you don’t admit it’s superior to the 
one you are selli or using on your 
desk— we'll cancel the charge! 

Another thing— We claim our Re- 
minder is so simple, so perfect, that it 
defies improvement. We will give $1,000 
to the first one to show us we are mis- 
taken! 


‘*PEERLESS”’ 
DAILY REMINDER 


Easy to operate—‘‘Fool Proof " 
One piece of cold rolled steel— in- 
destructible. Remove old pad, 
put new one on in five seconds 
Our pads fit and work perfectly 

\ on other stands. Less ex- 

msive than the cheap 
reakable cast iron stands 
Finished in Brass, $1.25; 
Nickel, $1.15; Black, $1. 
Put up one to @ carton 
suitable for mailing: 


\ 


Pat & M'f'd by 


Telefo-Desk Co. 
219 S. Dearborn St. 
CHICAGO 


vertisers, Salesmen— 
Write us for particulars. 








TRADE MARK 


PERFECTION 


REG. U. S. PATENT OFFICE 
Desk Memorandum Calendars 
MEMO RECORD AND DATE COMBINATION 


Perfection bases made of Cast 
Iron, Steel and Wood 


Order 1920 stock now 


Write for Cxta og showing completeline, 
English or Spanish. 


Hale Specialty Co., Inc. 


Sole Manufacturers 
7 fniches 128 N. Jefferson St., Chicago, III. 














Refilling 
Composition 


THE HEYER DUPLI- 
CATOR COMPANY, 
he, Getateae "Dagtiemtere, a = Dupliengara ané supplies 
graphs. atine Duplicators, m Dup su 
are supplying the stationery trade with Refilling Composition 
for use in filling Hektograph pans and Gelatine Duplicators 


of all makes. 
They are also in position to furnish the trade with Hektograph 


carbon paper and Hektograph typewriter ribbons at lowest 


rices. 
Domestic and foreign inquiries given most prompt attention. 
Write for quotations and circulars on these materials. 


THE HEYER DUPLICATOR COMPANY 


160 N. Fifth Avenue CHICAGO, ILL. 

















Albany, N. Y. 

The George W. Harper Company, agents for well known 
lines of office furniture, one of which is manufactured in 
Muskegon, Mich., have taken larger quarters. They re- 
cently moved from 47 Maiden Lane to a new store at 133 
North Pear! street, Albany, in the heart of the city’s busi- 
ness section. " 


Bridgeport, Conn. 

A branch has been opened at 871 Main street by the 
Yawman and Erbe Manufacturing Company, Rochester, 
N. Y. H.S. Thompson, who has represented the company 
in Connecticut for twelve years, is in charge. 

Cleveland, Ohio. 

The Ohio Cadillac Co., Cleveland, has appointed David 
B. Miller to be its advertising manager. He has been as- 
sistant advertising manager for The General Fireproofing 
Company, Youngstown, Ohio, for two years. 

Kansas City, Mo. 

Robert S. Crowley, who started in the office equipment 
furniture and supply business on a limited scale several 
years ago, has just moved into a remodeled three-story 
building on McGee street. Mr. Crowley handles office 
furniture, office supplies, commercial stationery, etc. 

Los Angeles, Calif. 

The Wheeler Index Card Company has been organized 
here to manufacture and distribute filing systems and filing 
cabinets. The company is composed of L. C. Wheeler 
and C. H. Wheeler. Offices and factory have been estab- 
lished at 500 East Third street. Both members of the 
company are men of experience in business lines. 

New York, N. Y. 

The Sheridan Furniture Company and the Sheridan 
Systems Company have moved to 425-27 Fifth avenue, 
occupying space on the fourth floor. 

* x 

McCunn & Company have been incorporated with capi 
tal stock of $20,000, to manufacture filing devices and to 
conduct a stationery and printing business. The incor- 
porators are John F. McCunn, Thomas Bunnell, William 
Carroll, Rutherford, N. J. 

* ok * 

The Logarac Office Furniture & Supply Company, &2 
Beaver street, has organized to handle office equipment 
and furniture. The company will pay special attention 
to the export field, and has established representatives in 
the Argentine Republic, Cuba, Venezula and Brazil. 

Niagara Falls, N. Y. 

George H. Courter, who operates an office equipment, 
stationery and engraving business at 316 Little Fourth 
street, will add a story to his building. A new building 


is also in prospect. 
Rockford, IIl. 

The Rockford Office Equipment Company has been in- 
corporated with capital of $10,000; sponsors E. W. Eng 
strom, A. H. Waterman and Josephine Waterman. 

Sandusky, Ohio. 

George F. Windisch & Company, 210 Columbus ave 
nue, have eliminated the wall paper department which has 
been operated in connection with the office supply line. A 
complete line of office furniture and equipment is carried. 

San Francisco, Calif. 

E. W. Prentice, head of the Phoenix Desk & Chair 
Company of San Francisco, is making preparations for an 
eastern trip. Mr. Prentice will make the round of the 
various factories and look over conditions in general, re- 
maining away at least a month or six weeks. 

K * * 

C. H. Victor, district manager for the Yawman and 
Erbe interests, who was appointed colonel in the Marne 
division of the recent Victory Loan drive, announced that 
he was pleased with the showing made by the Marne 
sector. About $14,000,000 came out of this district, one 
of the smallest in area of any in the city. 

* * k 


H. D. Melvin of the San Jose stationery and office sup 
ply house of Melvin, Roberts & Horwarth, recently spent 
a short time in San Francisco calling on various mem- 
bers of the trade. Mr. Melvin spoke enthusiastically of 
the present prosperous condition of the Santa Clara val- 
ley. An immense fruit crop will be harvested this year 
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RUBBER ERASERS 


You secure the confidence and goodwill of a customer by furnishing him only the 
best obtainable quality. You thus “anchor” his trade and build up your business. 

To act on this principle is to succeed. Apply it to rubber erasers, and WELDON 
ROBERTS products will be your logical choice. 


WORLD’S QUALITY STANDARD 88 STYLES 


WELDON ROBERTS RUBBER Co.NEWARK, N.J. U.S.A 
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PEBREESS 
MASTERGAUSE 


THE DOMINANT CARBON PAPER 





Mastergause is a Carbon Paper 
Revelation! It is the stenog- 
raphers’ delight! It answers 
the Carbon Paper question as 
it has never before been 


ECONOMY answered. 


When it comes to Economy — Price® 
plus Quality For your own satisfaction com- 


ELSINORE ‘ 
TYPEWRITER PAPERS pare Mastergause with any 


are first choice. other sheet of Carbon paper. 


They are carried by all the leading? , 
dealers from Coast to Coast. 


CATALOGVE AND DISCOVNTS ON REQVEST 
Geuuore Paper COMPANY, Inc. 
MANVFACTYVRERS 

131 West 24 STREET NEWYOorK,N.Y. 


SAMMI P 











Peerless Carbon & Ribbon Mfg. Co. 


UNITED STATES: 113 West Broadway, New York, N. Y. 


EUROPE CANADA, Toronto 
39-40 Shoe Lane 176 Richmond St., West 
London, England 
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About three-quarters actual size« | Pat. April 8, 1919, No, 1,299,576 


A NEW STYLO OF } REAL MERIT 


The Lever Self Filling PARAMOUNT GRAVITY STYLC. The first and only Lever Stylo made and a 
valuable development in this type of pen. 

PARAMOUNT GRAVITY STYLO PENS are made in three styles:—Slip Cap, Safety and the Lever type 
referred above 

We also manufacture the PARAMOUNT SELF-FILLER FOUNTAIN PEN, an excellent pen, splendidly 


made and allowing a liberal margin of profit. 


PROMPT DELIVERIES ASSURED 


LarRRY J.FARRELLE FFA RRELL & HOSINGER CO. <co.n.nosincer 


Western Union Code “‘Paramount’’ 63-65 Irving St., Jersey City, N. J., U. S. A. 
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Not the usual kiad, but 


CIPHE more necessary now 


INSURANCE that the war is over. 
The Cipher Writing Machine 


Enciphers and deciphers under any one of many millions of 
combinations automatically, choose your own key. It insures 
correspondence, business advices, formulas, ete., which lie 
close to the heart of modern trade getters—only those who 
have the right can translate these records. 

The U. 8S. Government purchased several of these machines 
from us, Pershing called for two of them for the Expeditionary 
Forces. You will think more about cipher after Peace is de- 
clared, and you will be the greatest losers if you fail to learn 
more about this twentieth-century invention. We can furnish 
a limited quantity of these machines upon short notice. 


The International Cipherwriting Machine Co. 


CHICAGO, ILL. WASHINGTON, D. C. 











For JOBBERS and EXPORTERS ONLY 
LEVER SELF-FILLING 
FOUNTAIN PENS 


With Safe'y Screw Cap. 










Fitted With 
No. 4—14Kt. Solid 
Gold Pen Point, 
Which is Tipped With 
SELECTIVE Iridium. 


PRICE, $72.00 Per Gross 
FOUNTAIN PENS FULLY GUARANTEED 


Orders Filled Promptly in Rotation as Received. 


New York Fountain Pen Company 
137 GRAND STREET NEW YORK, N. Y., U.S.A 


Each in a Box 
Complete 
With a 
Clip. 














OUR FINGER. 


F 


The arch guards against injury to 
fingers. The grip of steel never 
lets papers slip. They cost no 
more than other fasteners and 
they sell readily. 

The Argus Clasps are very artistic in design. 
Made of spring brass with durable nickel finish. 
Model C for pencils—Model D for fountain pens. 


Retail for 5c each. 
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New Martinsville 
Ink Wells—Sponge Cups 
Pen Trays 


Ash Trays, Match Holders, Star 
Photo Frames, and Specialties 
of all sorts. We specialize on 
special mold work, and protect 
your ideas. 


New Martinsville Designs are 
good sellers. You can give pur- 
chasers good values and net 
; enerous profits. 


Write for Catalog. 
New Martinsville 


Class Manufacturing Co. 
New Martinsville, W. Va. 

















For printing signs, show cards, price tickets, etc. 


HANS H. HELLESO 





2444 Ainslie Street } 
CHICAGO ILLINOIS | 


























| es The‘Handy’ Portfolio 


represents not only efficiency in 
filing papers, price lists, cata- 
logs and letters, but typifies 
old-fashioned honesty of mate- 
rial and faithful workmanship. 
A friendship is made with every 
sale of ‘‘Handy”’ Portfolios 


Write for detailed 
information. 


The Cleveland Leather Goods Co. 


26-28 Noble Court Cleveland, Ohio, U. S. A. 











Drawing Inks, Blacks and Colors 
Eternal Writing Ink 

Engrossing In 

Taurine Mucilage 

Photo Mounter Paste 

Seautns Board and Library Muciiage 
Office Paste 

Liquid Paste 


Vegetable Glue, etc., eto. 
Strictly Original Goods of the Highest Grade Only. 


Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Prices give 
good profits. 

Consumers, emancipate yourselves from the use of 
corrosive and Ill-smelling inks and adhesives and 
adopt the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 


We protect the trade by referring 
all orders and inquiries thereto. 


CHAS. M. HIGGINS & CO., ugine'7zgn4 aaouraccurer 
Main Office and Factory, Brooklyn, N.Y.,U.S.-A. New York-Chicago-Leadon 














Established 1875 Incorporated 1900 Still at it 1917 


We Make Covers 


For Typewritin 
Computing and all 
Other Kinds of Ma- 
chines Having Bright 
and Polished Sur- 
faces. 
OFFICER FURNITURE and 
everything with bright 
surface should be so 

rotected. We are 

e manufacturers of 

these goods and believe 
we make the greatest 
quantity and variety. 

Send us Sample or diagram of your article and we will quote you 
prices and send sample of the material. 

Ne article too large or too small for us to make and figure upon. 


THE WILEY, BICKFORD, SWEET CoO. 
The Wm. H. Wiley & Son Co. Division, 
HARTFORD - - - CONNECTICUT 


WPREWRITER CORLR 
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and there seems to be plenty of money in circulation in 


that district. The firm is opening a new department for 
ofiice equipment, to which W. H. Horwarth will devote 
most of his attention. Mr. Melvin announced that plans 


are now completed for additional 5,000 feet of floor space 
in a new building to the rear of the main store. Display 
and sales rooms are to be fitted up in the new quarters 
and the upper floor of the main building has been given 
over to the printing department, one of the busiest in the 
organization. 

St. Louis, Mo. 

J. E. Murphey, Jr., formerly in charge of the business 
furniture shop of Scruggs-Vandervoort-Barney Dry Goods 
Company, has returned after eighteen months service in 
the United States Army. Associated with Mr. Murphey 
are Mr. O. A. Newman and H. J. Finney. 

Syracuse, N. Y. 

The Jacobs Office Equipment Company has taken pos- 
session of larger quarters at 560 South Salina street. A 
complete line of office furniture will be shown, including 
safes, desks, chairs, tables, filing devices, sectional book 
cases, as well as a complete line of office supplies 

Sioux Falls, S. Dak. 

the Fischer Printing Company, which was incorporated 
recently, will carry a full line of office equipment and 
supplies, in addition to conducting a printing business. 
Walter Fischer, the incorporator and principal stockholder, 
has been lessee of the Argus-Leader job plant for a year 
and a half. 


Cardinal Features of European Manufacture. 


\t a meeting of the New York Business Publishers’ 
Association, Inc., recently, H. M. Swetland, of the United 
Publishers’ Corporation, told of a business trip through 
Europe, and summarized the characteristics of production 
of the principal countries as follows: “We should learn 
from the English the value of quantity production. We 
should stop making goods for quick sale and a quick divi- 
dend, and begin to build institutional enterprises which 
will be a credit not only to the institution, but to the na- 
tion. We should learn from the French the value of 
artistic design and finish in connection with quality. The 
product should not only have quality, but it can just as 
well contain merit for artistic design and finish, and when 
this country has learned to utilize the artistic tendencies 
of the French with the sterling integrity of the Scotch, 
and to which must be added the necessity of quality pro- 
duction as exemplified by the English, we shall have a 
product which will stand the test of the ages, and the 
business enterprises of the country will pass from the 
ephemeral and quick dividend to institutional business. 
When this has happened, the infection will spread to the 
Government, and we shall have more constructive legis- 
lation and less politics. Then our enterprises and our 
nation will have entered the class of institutional govern- 
ment. 


Chicago Post Office Uses Tabulating Machines. 


What is thought to be a record in volume of items 
tabulated, as well as for accuracy, is shown in a statement 
hy the Chicago general post office in handling the money 
order business. Tabulating machines of the Powers and 
Hollerith type are used to list the post office money orders 
handled, and to classify by issuing offices. The record 
for March was perfect. There were twenty-three business 
davs, and every day during the month the statements bal- 


anced. This is a compliment to the clerks in the money 
order department, as well as to the mechanical perfection 
of the equipment used. A double check is obtained by 


listing the amounts of the individual orders, and then 
listing by the issuing offices, each money order being rep- 
resented by an individual card. 

The average daily payment of money orders in the 
Chicago post office for the last week in March was $750,- 
000. This reflects the Easter rush of business which is at 
its height in the different Chicago mail order houses. The 
week in question exceeded the corresponding week in 
1918 by $1,400,000 


United States Exports by Countries. 

Trade of the United States with the World.” covering 
exports for 1917-18, has been issued by the Government 
Printing Office. This publication, which is Part 2 of Mis 
cellaneous Series No. 78, covers exports of the United 
States to various countries by articles. This classifica- 
tion is not given in any other Government publication. 
The price of the report is twenty-five cents. 











The Business End 


of the busiest time o’ day is the 
Acorn-Thexton Sealer. 


For of what use is an office organ- 
ization that figures, dix 


tates, writes signs im- 
portant correspondences 
only to “miss the mail’ 
at the last moment. An 
Acorn - Thexton Sealer 
makes the mail every 
time 


Write for particulars 


Acorn 
Brass Mfg. Co. 
460 S. Clinton Street 
Chicago, Ill. 


3119 


Motor Driven: 
Price $75.00 















Four Models 


$35.00 
$60.00 
$75.00 
$90.00 
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Keep Poste 
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on the happenings in the office 
appliance field. Know what oth- 
ers are doing and learn of new 
devices just as soon as they are 
ready for the market. A difficult 
matter, you may declare, but it 
will not be very difficult for you. 
Read OFFICE APPLIANCES 
every month and you will be well 
informed concerning all such de- 
velopments. Our force, assisted 
by a thousand sources of infor- 
mation, collects the important ma- 
terial and publishes it monthly. 


A suggestion for your benefit 
more than for ours: Send $1.50 
for a vear’s subscription (for 
Canada, $1.75; foreign, $2.00). 

















THE OFFICE APPLIANCE CO. 


417 S. Dearborn St. Chicago, Iii. 


























Manufacturers of 


ANCHOR BRAND 
Adding Machine Paper 


and other small roll specialties. 


specifications. 





ANCHOR PAPER SPECIALTY 


927 E. Ave. Kalamazoo, Mich. 


Write for prices giving 


All goods guaranteed 


co. 
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THE BEST ENVELOPE SEALER 
is the one that is most simple and will give the longest service without 
cost for supplies or repairs. 


sealers have been used in hun- 
dreds of offices for five years or 
more without a cent of expense. 


Ask the 
man who 
has one 


PRICE 


$38 


Size 7x8x14 
inches. 


Weight 21 
s. 


No ad- 





Reynolds Envelope Sealer Co. 
11 N. Market Street, Chicago 








justments. 









Many Sales are made on the Sidewalk 
Window Display Fixtures 
of Patented Interchangeable Window Display Fixtures 


s. Statione Office Supplies and Sundries. Set will give 10 
1 effective trade pulling window trims. 





a very few of the designs that can be 


hundreds of standard fixtures can be set up 
r Golden, Antique or Weathered Finish. Set is put up 
1 Lid Stor Chest. a good place to keep the extre 





* . @ thousands of sets in daily use 
No. 20 Set has 89 Interchangeable Younits For Large Store Windows, $330.25 
No. 20% Set has 50 Interchangeable Y ts For Small Store Windows, 318.15 


Send for catalog. Established 39 Years. Order direct or thru your Jobber 


The Oscar Onken Co. 2450 Fourth Street Cincinnati, Ohio, U. S. A. 
Fixtures set up without the aid of a too! 








Moore Push-Pins 


50 MILLION PEOPLE will see Moore Push- 
Pin Advertising during 1919. 
Look up your stock today. 


This Style L 
Cabinet of 


Moore 
Push-Pins 


sells twice as much with half 
the effort. Get one today from 
your Jobber or Direct. 
Cost - = = = $10 
Sells = = = = $15 
Will more than double your sales 


Moore Push-Pin Co. 


113 Berkley Street 
Philadelphia, Pa. 











A New Writing Instrument 


The B-B Self-Filling Stylo 
The Stylograph Modernized 


Capillary Ink Channel 
Modern Filling Device 
Safety Screw Cap 











Send 
for Samples 
and Discounts 


Fully Guaranteed 


RETAIL PRICES: 
Self-Filler $2.00 Regular $1.50 


**We have put the Stole in Stylo” 


BIRD BILL PEN CO. 


Dept. B. 892 De Kalb Ave., Brooklyn, N. Y. 











HOUSE ORGANS 








The Burrouehs Bulletin printed a group engraving of 
the combined forces of the New York offices. The picture 
showed 124 men and women, who work the metropolis 

x *« &k 

Instructive information tending to aid the dealer in 
raising his standard of store service is contained in a 
recent issue of the Standard, issued by the Boorum & 
Pease Company, Brooklyn, N. Y. 

* * * 

Service of the Irving-Pitt Manufacturing Company has 
instituted a contest among its readers. <A portrait of a 
man was published, the view being of the back of the 
head. Readers were asked to identify the individual. 

a a 

Pull-Together of the Eaton, Crane & Pike Company 
published in the April issue some helpful information 
about correct social usage, with particular reference to 
the conventions governing cards for military personages 


The combined March-April issue of Globe-Wernicke 
Doings was largely devoted to Victory Liberty Loan 
propaganda. <A reproduction of the poster, “And They 
Thought We Couldn’t Fight” appeared in colors on the 
cover. 

* * 

Shields Service is published every month to make more 
friends and get more business for the Shields Stationery 
Company, 131 Main street, Salt Lake City, Utah. Judging 
by the May issue it functions generously. 

x x n 

Parkin-Longley Company, Little Rock, Ark., publis! 
house organ in which are displayed samples of its typo 
graphical work, as well as ads of the various lines of off 
equipment carried—loose leaf devices, office safes, desks 
chairs and tables, typewriters and sectional bookcases. 

* 4 

Selling Facts of The General Fireproofing Company 
recently printed an instructive cartoon illustrating the 
necessity of adequate protection for mailing lists against 
fire. It depicted the thought of a factory superintendent 
who insisted that employees “save our mailing list first 
in case of fire, because the lists are the backbone of the 
business. 

* 

A new conception of “Record Breaking” appeared o1 
the cover of the Protectograph Bulletin lately. The record 
breaker was a likely youngster with an armful of talking 
machine records, smashing them one by one on the floor 
The next victim was entitled “March Record—44,308 Pro 
tod Points,” the figures in the legend suggesting an olsj¢ 
tive for future records. 

In announcing a new contest for salesmen, the Protecto 
graph Weekly Bulletin printed a map of the United States 
in which the different cities were given combination names 
merging the name of the city and the local manager 
Thus, Chicago became Gerakago; Milwaukee, Gildeawau 
kee; New Orleans, Newer Dooley: San Francisco, Carte 
isco; El Paso, El Friedenberg; Miami, Dooleyami; Phila- 
delphia, Cryerdelphia; Denver, Denverussel; South Bend, 
Schlorch Bend: Grand Rapids, Stoll Rapids, etc rhe 
liberties taken by the map makers, it is understood, wil 
be duplicated by the liberties taken by the record breake 
in the efforts to win the contest. 


“The Export Salesman.” 

The Foreign Trade Class of the Chamber of Con 
merce, Bridgeport, Conn., recently listened to P: 
Makory, manager of the export department of the Rem 
ington Typewriter Company. Mr. Mahony showed th: 
the export salesman is the same type that would be s« 
lected for the domestic field. Imagination is responsible 
for the chief difficulties of firms entering into foreig: 
trade. Methods of selecting and training salesmen fo: 
service in other lands were described, as well as methods 
of selling. preparing for trips, routing, and the frequency 
of trips. Mr. Mahony expressed the opinion that shorter 


term credits will be granted importers in the Latin 
American countries in the future 
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ATTENTION! DEALERS 


IN LYPEWRITERS! 


Are you having difficulty in ob- 
taining rough and rebui!t type- 
writers? 

National signifies nation- 
wide—Rebuilt and Rough type- 
writers of all standard makes. 

This Month Special—Our stock 
on Royals and L.C. Smiths unlimited. 

Prices given on request and all in- 


F = quiries will receive our courteous and 
REGISTERED prompt attention. Ask others! 





Wholesale and Export 


National Typewriter Exchange Co. 
110 Broad Street Boston, Mass. 


Do You Ever Use the 
word Graffco TAB?” 


—It’s a “magic” word! Not story book magic, but 
just plain every day business magic. For when you 
zo in and use that word to your stationers, presto! 





right off you'll have no more falling off, or working 
loose or misplacing of indexes on your ledgers or 
bound books! 

Ask for a Graffco Tab (Vise Index Tab is the whole 
name). They always stay put; never get untidy; 
made in every style, blank or lettered. 

294 Washington St. BOSTON, MASS. 


Manufacturers of Time-Saving Office Devices 











® CARBON & 
*%, PAPER  ,¢ 
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i" 6 
Standard Carbon & Ribbon Co. 
Incorporated 
» ‘ieee %, 


& 
<° TYPEWRITER % 
& RIBBONS 








Aigner’s Patent Cut 
Index Tabs 


Come in strips already cut to size. One-half 
turn will separate the A from the B, a time 
saving of 50%. 

Send for the 1918 Catalogue, well illustrated. 
We are headquarters of the following lines: 


Index Tabs of all kinds 

Index Shields for reinforcing 

Name and Number Labels for Law Work 
Gold Stamping and Embossing 

Special Die Cutting 

Cloth for reinforcing Index Sheets 

Index Sheets with Tabs attached to Sheets 


G. J. AIGNER & CO. 


Sole Mfrs. of Patent Cut Index Tabs 
Dept. B, 552 W. Adams St., CHICAGO, ILL. 


Pat’d Aug. 8. 1916: Mar. 27, 1917. Re-issued Nov. 19, 1918 














\ < Why Is the 
PEERLESS the 
BEST moistener? 


Ask any user—Marshall Field & Co., 
John M. Smyth & Co. and thousands 
of others—and they will tell you that 
we have the BEST article of $1 
its kind on the market to-day. 

We make also a large moistener suit- 
able for large offices and shipping 






Patented Nov. 22, 1904 


Patented June 16.1915 rooms. Pride, $2.75 each. 
Simple, Useful and Economical 
Used for moistening stamps, envelopes, labels and fingers in handling 


currency. Foreign “- yusiness given careful attention. Advertising matter 
ent in Spanish if desired. 


Write for particulars. Samples sent cn approval. 


PEERLESS MOISTENER COMPANY 
826 S. Claremont Avenue Chicago, IH, 
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SUPERIOR 
PAPER CLIPS 


Write today for samples and prices. 


Midland Steel Products Company 
3132-36 South Canal Street, Chicago, Il. 


HUGREQGURERCEGEGREORRRRRRRRREEREOARERGREGRRRRRERRR RR RRaES 
PETTITT 


THE ONLY CARD CASE THAT HOLDS 


CARDS PERFECTLY 








HOLDS ONE A sure seller when once 
CARD AS it is shown a customer 
WELL AS —because it is the only 


case that will hold any 
kind or number of cards 
—folded or detached— 
scoring or perforating 
unnecessary. Keeps 
cards clean, 


The prices are right and 
the profits are right. 
Send for full particulars. 


STAUDER ENGRAVING CO. 
233 N. Wells Street 
CHICAGO, ILL, 


TWENTY 
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ANALYSIS PAPER 


Buff and White—Four Grades— 
4 to 28 columns wide, in variety 
of styles, always carried in stock, 
padded or loose. 


Send for price list and samples 


L. H. BIGLOW & COMPANY, Inc. 
62 BROAD STREET NEW YORK 
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HUNT'S No. 24 Ledger Pen 


Famous for its Round Point, its Large Ink-holding 


Capacity, its Durability, its Grace and Beauty, its 


Fine Point and Easy Action. 
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EXTRA QUALITY 


TYPEWRITER RIBBONS 


Manufactured in a Modern Factory devoted 
exclusively to Inked Ribbons 


Concentrated—Brilliant—Non-Drying—Inks 


combined with the finest of fabrics by our special 


process, produce the extra quality so much in 
demand since the war, together with attractive 
boxes and packing should prompt you to write 


for our prices and samples. 


PHILLIPS RIBBON & CARBON CO. 
Rochester,{N. Y., U. S. A. 

















KIPCO BRAND 


DUPLICATOR INK 
FOR ROTARY STENCIL MACHINES 


The quality of this ink is 
guaranteed by nearly half 
a century of practical ink 
manufacturing experience. 








Write for samples and prices; also our agency proposition. 


KRUSE PRINTING INK COMPANY 
437 Pearl Street, - - - NEW YORK 

















Adding Machine Rolls 


for Immediate Delivery 
A LARGE STOCK ALWAYS ON HAND 
ALL WIDTHS ALL GRADES 
E SPECIALIZE in all kinds of paper rolls 
for all kinds of automatic machines. 
Also Gummed Tape and Tape Moisteners. 
Write for prices and samples. 
THE HYPON COMPANY, Inc. 


681 61st Street, Brooklyn, N. Y. 


























Are You Seeking an English Agent? 


If so, we have the organization 
ready for doing justice to your 
goods, and will get them distrib- 
uted throughout the United King- 
dom. Thousands of accounts open 
with Stationers, wholesale and re- 
tail, Stores and Booksellers. We 
have travellers covering the whole 
territory. 


Hazell, Watson & Viney, Ltd. 
52, Long Acre, London, W. C., 2, England 

















“always sells 


Nitec | all ways’ 





N ationally 

advertised 

to 28 Million 
Buyers 


HEAFFE 


SELF FILLING 
FOUNTAIN PEN 





W. A. SHEAFFER PEN COMPAN Y 
41 Sheaffer Building Fort Madison, Ia. 








Dependable Typewriters 


You can depend on “UTECO” re- 
builts because they are guaranteed 


E (c “REBUILT.” 
Our “select rough” machines can be 
put in saleable condition with just a 


little adjusting and save you the cost 
of “rebuilding.’’ These same machines 
can be used “AS IS” for RENTALS. 
We also make a specialty of Recovering Platens, send 
them along and give us a trial. 

OUR motto:—He profits most who serves best. 

Send for price list 
United Typewriter Exchange Co. 
WHOLESALERS 
31 Hartford St. and 137 High Street BOSTON, MASS. 
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Cc. Howard Hunt Pen Co. 
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CATALOGUES 





McClurg Company, 
be ready 


catalogue of the A. C. 

completion, and will 

trade. 
* 


The new 1919 
Chicago, is nearing 
for distribution to the 


soon 


x x 
J. H. Atwater Company, Providence, R. I., has issued a 
catalogue of newspaper files and racks, suitable for the use 
of clubs, hotels and libraries. 
* * te 
Several items of drafting room furniture are illustrated 
in a broadside issued by the B. K. Elliott Company, 126 
Sixth street, Pittsburgh, Penna. 
* * * 
Manufacturing Company, Philadelphia, 
a new catalogue of its diversified lines, 
French and Spanish. 
* * * 


The Polar 
Penna., has issued 
printed in English, 


State street, Chi- 
It covers a 


C. R. and W. M. Nelson, 180 North 
cago, have issued a new loose leaf catalogue. 
complete line, from ring books to ledgers. 

* * 


The Bankers Pen & Office Supply Company, 939 Broad- 


way, New York, N. Y., has issued a a 300-page catalogue, 
known as “The Business Man’s Encyclopedia.” 
x * * 
The Elbe File & Binder, 97 Reade street, New York, 


a new catalogue, featuring among other 
binders, clip boards and eyelets. 
x * x 


N. 3: 


articles tl 


has —_— d 


> Elbe 


A new catalogue of inks and adhesives has been issued 
by the Robert Keller Ink Company, Detroit, Mich. It 
conforms to the resale price recommendations of the Na- 
tional Association of Stationers and Manufacturers. 

« * 

The Plew & Motter Department of The Workman Manu- 

facturing Company, Chicago, has issued dealers’ catalogue 


No. 28. This lists the whole line, and is copiously illus- 
trated. A thumb index makes quick reference easy. 
ok * * 
\ booklet recently issued by the Automatic Pencil 


Sharpener Company, 1520 Garland building, Chicago, 
illustrates its full line of pencil sharpeners, paper fasten- 
ers, clips, typewriter and ink erasers, and steel document 
bands. 
x * * 

issued by the Englewood 
Lowe avenue, Chicago. 
illustrations, of the 
office and typewriter 


No. 519 has been 
58th street and 
descriptions, also 
grade of flat top 


Bulletin 
Desk Company, 
It gives detailed 
company's X700 
desks. 

x * Ok 
the Economy Seat Company, 3132- 
Chicago, shows the new “Economy” 
“Economy” felt seat pad and 

Prices are quoted on the 


\ folder issued by 
36 South Canal street, 
felt chair back rest, the 
the “Economy” cushions. 
complete line. 

+ * oe 


The Dennison Manufacturing Company, Framingham, 


Mass., has issued a booklet for consumers of tags, giving 
helpful information regarding the correct way to use 
shipping tags in accordance with recent rulings by the 
express companies. 

* * * 


16 of the Weis Manufacturing Company, 
a complete exposition of the company’s 
filing devices, accessories, supplies 
alphabetical index makes 


Catalogue No. 
Monroe, Mich., is 
lines of office furniture, 
and sectional bookcases. An 
quick reference easy. 

x* * * 


“Caution Says” titles a recent bulletin by The Safe- 
Cabinet Company, Marietta, Ohio, giving historical facts 
and detailed information about the company’s safe- 
cabinets. Besides being instructive the book is very at- 
tractive from a typographical standpoint. 

ok ok * 

The Weis Manufacturing Company is circulating revised 
price lists dated May 26, 1919, covering Weis general 
superseding the price lists of October 
Two lists are issued, one to show the retail 
giving suggested selling prices, and one for dealers, 
prices. 


catalogue No. 18, 
14, 1918. 
trade, 
showing their buying 








TRADING COMPANY 


with many years connections in Sweden wishes to commu- 
nicate with an American firm in Typewriters, Adding Ma- 
chines, Carbon Paper, Ribbons and other goods in this line. 


REBUILTBOLAGET 


Regeringsgatan 16 - 





STOCKHOLM, SWEDEN 











DEALERS & SALESMEN 


A NEW ONE 
Nielson’s Typewriter cushion 
foot is the finest on the market, 
This shock absorber really cuts | 
out the noise and increases 4 
speed of operator. 


NIELSON SUPPLY CO. Centra 333 
810 First Nat. Bank Bidg., Chicago 

















All makes Gold, Fountain, Sestaanale Pens. Pencil Cases oo Manel 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 56 Joha &t., New York 








EXTRA STRONG BILL hey seid 


Steel-Strong 


Sanitary Bill Stray; 


ially cooked white fibre, testing 3 


increased stren 


sizes 


including thos« 
SAMPLES FREE 


The CL Downey Ce 


gth Attractive 


required for Fed : k 
SOLD BY LEADING STAT 
121-23 £ 








R.A. BECK, GENERAL SALES AGENT 


727 South Dearborn Street, CHICAGO 


New York, 


Either Agency or Price Protection Proposition 
KEYSTONE CARBONS 


AMITY RIBBONS 
For All Purposes. 


New Orleans, Los Angeles 




















D. W. Beaumel @ Co., Inc. 


OFFICE AND FACTORY 
17-27 Vandewater St. 
NEW YORK, N. Y. 


Manufacturers of fountain 
pens for the trade; 
all modern styles 
of fountain pen 
holders and 


fountain 
pens com- 
plete. 


GIVEN to FOREIGN TRADE 


E.tablished 1334 




















We 


make 
a spe- 
cialty of im- 


print work and 
our line includes 

all thelatest designs 
in self-filling fountain 
pens and non-leakable 
screw cap holders. Our re- 
pair department is a promi- 
nent feature of our service. 


ESPECIAL ATTENTION 
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TODD PROTECTOGRAPH CO. 


(ESTABLISHED 1899) 
Manufacturers of the 


Protectograph and 
Protectograph Check Writer 


PeerlessCheck Writer 


(Todd Patents) 


PROTOD Registered Checks 


World’s Largest Makers of 
Check Protecting Devices. 


1129 UNIVERSITY AVE. 
Rochester, N. Y. 


CQUECAUECGUEEGGRenGOOOOUSEUUUSGucteccoseusenaneneeeencoeneneeeuoennensnsensueedienssceseucsncansssegedt 
SVEGHLEDURUEEAAGEOESEOUGUOEOUOGUGEUGUGEOOEOLOUOEEOOSAORUCEOUOUCURONONEEOUSONOUDDEOUGDOOOGROROGRORODUDEODOE 


Ail 





TYPEWRITER RIBBONS AND CARBON PAPER 


We have more than doubled our capacity in the last 60 
days in putting in additional equipment for making 
typewriter ribbons and Carbon Paper. 

Naturally we are looking for more accounts and will make mighty 


liberal proposition to dealers. 
Write us TODAY, for samples and prices. 


APTER BROS. MFG. CO., 552 W. Harrison St., CHICAGO 

















Every typist wants the 


NEVER-LOSE ERASER 


Because it does not get lost it will 
outlast half dozen of the other kind 
and at ten cents is the cheapest 
eraser to buy. Most profitable 
eraser for the dealer. Give them a & 
SHOW and they’ll sell themselves. 
You should order at once from 


PERSHING & CO., South Bend, Ind. 























- PutYour Desk on aWar-Efficiency Basis 





| 





| with the Price, $6.00 


| BRISTOW RADIAL DISTRIBUTOR 


An indispensable feature of every well-equipped office 


Dispatching papers quickly is great economy. Clear your 
desk of the baskets and trays which litter it up, and in- | 
stall a distributor which eliminates wagte thought and 
motion. You cen make the Distributor st as adaptable 
as you like; leave out partitions you do not need. It is | 
all metal; will not wear out, is finely finished and looks 
well on the desk, 

Dealers will appreciate this universally useful product 
put up on the most liberal sales basis. It makes good, | 
because it creates a demand at sight. 

Write for Our Circular describing various Models of Desk 
and Portable Distributors. iP 


FREDERICK BRISTOW 

















| | 45 Lawrence St. Newark, N.J. | 











U-Need-Me office specialties are described in detail in a 
recent catalogue issued by Geo: E. Fox & Company, 33 
West Kinzie street, Chicago. The line includes chair 
cushions and pads of various sorts and grades, glass desk 
pads, inkwell pads, Practical window ventilators, folding 
desk pads—a recent addition to the line, and blotter pads 

x * * 

An attractive broadside from the General Fireproofing 
Company, Youngstown, Ohio, shows an array of steel 
office equipment in color, illustrating a complete range 
of metal office furniture and a safe. The latter is so 
printed that as the broadside unfolds the view of the safe, 
showing the interior arrangement of the files, reveals the 
mechanical construction of the device. 

> a “ 

The Yawman and Erbe Manufacturing Company, 
Rochester, New York, has published a comprehensive 
catalogue on “Vertical Filing Down-to-Date.” It is a 
complete exposition of modern methods, equipment and 
supplies for the efficient office. The subject matter is 
classified under the heads of Methods of Vertical Filing, 
Guides for Vertical Filing, File Folders, “Y and E” Cab- 
inets for Vertical Filing Systems, both wood and metal 


* * 


The “Book of Facts” is the title of a booklet just issued 
by the Monroe Calculating Machine Company of Orange, 
N. J. It is on the subject of saving time, energy, mis- 
takes and money in handling figures. The booklet is 
nicely bound in hand-made covers with embossed title. It 
contains twenty-four pages printed in colors. The hal! 
tone illustrations are extremely fine. There are thirteen 
photographs showing interior views of large offices in 
New York and elsewhere which have installed Monroe 
adding machines as the feature of their figuring equip- 
ment. The Monroe is described fully and in much detail 
and its operation is thoroughly set forth. 

aK ok ~ 

The American Clip Company’s new thirty-two-page cat- 
alogue of its products printed in colors and illustrated 
with half-tones and zinc engravings is an excellent exam- 
ple of the printer’s art. The catalogue lists all of the 
company’s extensive lines of paper clips, also the Acco 
fasteners in their various forms and adaptations, an ac 
count of the Acco system which includes a punch or cuttet 
for punching holes or slits in the paper to be used with 
the fastener, Acco folders in various grades, sizes and 
covers, the out card system, transfer index sheets, Acco 
folders and covers, fastening boards, desk files, clip boards 
general book holders, Acco book binders, etc., etc. 

1K x 

The Crown Ribbon & Carbon Manufacturing Company 
of Rochester, N. Y., has just issued two new catalogues for 
its foreign trade. One of these is printed in Spanish and 
the other in Italian. Each catalogue contains sixteen 
pages, and each lists the lines on which the company 
specializes for export. In typewriter ribbons, the lines 
described include the Crown, Globe and Pioneer. The 
carbon papers include the Crown, Globe, Pioneer, Her 
cules and Gladiator. Each line is carefully described and 
the complete price list is given in each catalogue. With 
regard to the typewriter ribbons, a list of the better known 
and more generally used typewriting machines is provided 
with the notation of the corresponding ribbon opposite 
the name of the machine with its price, etc. 

x *« * 


A striking folder in poster form has been sent out by 
The Van Dorn Iron Works Company to dealers in office 
equipment. The upper section of the folder bears a 
striking illustration reproduced from a wash drawing 
showing the complete office in steel from waste basket to 
safe Below this is a statement with regard to the 
reputation of Van Dorn in the art of steel manufacturing 
At the bottom of the folder is a picture of a returned 
soldier of 1865 with two young ladies in hoop-skirts. Be- 
side this is the following statement: ‘Maidens in hoop- 
skirts were strolling down Euclid avenue with returned 
veterans from the Civil War when the future founder of 
‘Van Dorn’ was apprenticed to the steel trade.” The poster 
referred to was reproduced from The Literary Digest of 
April 12th, 1919. A smaller reproduction of this folder 


is provided in a counter card so arranged as to stand 
conveniently on the counter. 

The company has recently issued price list No. 190, a 
twelve-page supplement to its catalogue. 
list contains prices of the complete Van 
steel furniture, shelving, supplies, etc. 


This new price 
Dorn lines of 
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ADDING MACHINES: 


Burroughs, Wales, Dalton, American 
CALCULATING MACHINES: 


Comptometer, Brunsviga, Triumphator, 
Millionaire and others 

Rebuilt aad fully guaranteed. 

All makes bought, sold and 

exchanged. 

REPAIRING at reasonable 

rates. Write for estimate. 


Representatives Wanted 


Adding Machine Corporation 


Write for free booklet 
323 S. La Salle St. CHICAGO 
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Tell Your Customers About 


the way they can stop idling, speed pro- 
duction, and get more profits from their 
business by keeping tabs on it with 


hueeet THE AUTOMATIC 
pa ~6©6) ss TIME STAMP 


owed It tells indisputably when a 
Shipped job is issued, begun, completed, 

pp shipped, ete. Shows at all times 
just how the job stands. Makes loafers 
hustie—puts pep into “slow ones.” In- 
dicates best workers. Handsome, durable, 
absolutely accurate, dustproof. 

Send today for our attractive dealer- 
proposition and complete data. 


The Automatic Time Stamp Co. 


159 Congress St. Boston, Mass. 


“Originators of the Art of , Printing 
Time Automat 




















cota Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
<> Pens Attended to Promptly. 
EXPORT TRADE SOLICITED 


| Acme Gold Pen Co., 17-27 VandewaterSt., New York 


Manufacturers of Fine Gold Pens Established 1884 








ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to con- 
tain 250 linear feet. Edges free from lint or dust. 
Stock white wove, hard-sized Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices, giving detailed specifications. 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 











Do You Need Typewriters? 


We carry a complete stock of all 
makes and keep in close touch with 
the best sources of supply. 


Machines in the Rough Our Specialty 
Write for Prices 


Morse’s Typewriter Co. 
407 Broadway” NEW YORK 














ING AND PRINTING 
MACHINES. 


if WiLL PAY you To 
BUY DIRECT FROM Us. 


PRINTING & LITHOGRAPHIC INKS 
NEWARK. N.J 





Typewriter Ribbons and Carbon Paper 
For the Typewriter, Addi g Machines, 
Time Clocks. Put up for the trade. 
Official and Empire Brands, or in plain boxes with imprint if desired 
SNELLING & SON Merufgsturers, Bush Terminal 


Exclusive Territory Rights Not Entertain:d 


The “Anco” Pen and Pencil Clip 





tow price. Made in one piece of spring steel, ball point, heavily 
ge aus nisbis pollshed Write for prices 


The Ansonia Novelty Co., Ansonia, Conn 














Retails 
25¢ 
Each 


Price to dealers $1.20 per dozen—postage extra—weight two pounds 

The only brush that will clean all parts of machines. Small end cleans type 

large end cleans in between keys, under carriage, the type rods and all hard-to- 

get-at places. Total length l4inches. All bristles. 

Adopted by Business and Public Schools, Public Institutions, Hospitals, U. S. 
Government and City Departments and the Largest Concerns in the Country 


CLEANALL TYPEWRITER BRUSH CO., Mfg. of Wire Twisted Brushes, 7 DOMINICK ST., NEW YORK 








of resources and opportuni- 
ties results in more than or- 
dinary success. In many 


Intensive 
Development #20: 3: 


successful man and one 
whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by menin positions very similar to your own, 
will increase your power to earn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way it will in- 
crease your capacity for work and your earning power. 


Subscription price ts $1.50 a year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 





HEADQUARTERS FOR ALL STANDARD MAKES OF 


CHECK WRITERS AND 


CHECK PROTECTORS 
NEW AND REBUILT 


Catalogue and Discount Sent to{the Trade 


CHECKWRITER MFRS. 


Suite 316 200 Broadway, New York, N. Y. 














The Stenographer’s 
Friend 








“‘Doc’’ Hanson’s PLATN PEP, an entirely new prepa- 
ration, guaranteed to stop immediately all paper feed 
trouble. IT IS NOT A LIQUID. No matter how 
bad the platen is, ““‘PLATN PEP” will make the 
paper feed just as good as when the platen was new. 
If you are a live wire, send for sample and proposition. 


The Hanson Typewriter Service Company 


‘The Typewriter Doctors” 
201-3-4-2-5-11 Columbia Bidg., Cleveland, Ohio 
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atents can be obtained by 
. G. Siggers, patent lawyer, 
Suite 33, N. U. Building, Washington, D. C., and mention- 
ing Office Appliances. 


Copies of any one of these 
sending 15 cents in stamps to 


1,285,149. Adding Machine. John P. Harrison, Jr., 
Hamilton, Ohio, assignor to the Harrison Balancing Ma- 
chine Company, Hamilton, Ohio, a corporation of Ohio. 

1,285,150. Combined Typewriting and Computing Ma- 
chine. Frederick A. Hart, Newark, N. J., assignor to 
Underwood Computing Machine Company, a corporation 
of New York. 


1,285,154. Check Protector. Andrew Haverlock, San 
Francisco, Cal. 

1,285,156. Adding Machine. Benjamin P. Hayes and 
Frank D. Laughlin, Kansas City, Mo., assignors, by 


mesne assignments, to Automatic Bookkeeping Register 
Company, Kansas City, Mo., a corporation of Delaware. 


1,285,184. Check Book. Byron L. Hollister, Aitkin, 
Minnesota. 

1,285,234. Accumulating Mechanism for Calculating 
Machines. August Knitstrom, Binghamton, N. Y., as- 


signor to Bundy Manufacturing Company, Endicott, N. 
Y., a corporation of New York. 

1,285,238. Double Safety-Envelope. 
Moines, Iowa. 


Abe Kramer, Des 

















or 
1,303,879. 


No. 1,299,525—Sheet-holder for typewriting machines; patented 
April 8, 1919, by John A. Wherry of New Orleans, La. As- 
signor to Underwood Typewriter Company of New York, N. Y. 

No. ee attachment for typewriting machines; 
patented April 8, 1919, by James M. Dudley of Bessemer, Ala. 

No. 1,299,636—An improvement upon the device disclosed in No. 
915,875 of March 23, 1909, the present invention relating to 
work-controlling devices for the revoluble platens of type- 
writing machines; patented April 8, 1919, by Collins Van 


Hook of Knoxville, Tenn., assignor to Underwood Typewriter 
Comnees of New York, N. Y. 

No. 1,303,8 ard holder for typewriting machines; patented 
May 20, 1919, b 
signor to L. C. 
cuse, N. Y 


Cari Gabrielson of Syracuse, N. Y. As- 
mith & Bros. Typewriter Company of Syra- 
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1,285,240. Postage Stamp Box. Thomas Krile, Pisek, 
North Dakota. 
1,285,242. Typewriter Attachment. Otto H. Krueger 
Les Angeles, Cal. 
1,285,252. Crank Sector Safety Escapement for Adding 


Machines. William W. Lasker, Brooklyn, N. Y., as- 
signor to Powers Accounting Machine Co., New York, 
N. Y., a corporation of Delaware. 


1,285,296. Pen. James H. Marsh, New York, N. Y. 
1,285,297. Combined Typewriting and Computing Ma- 
chine. Holmes Marshall, Plainfield, N. J., assignor, by 


mesne assignments, to Underwood Computing Machine 
Company, a corperation of New York. 

1,285,452. Hand Bag. Benjamin Steinman, New York, 
N. Y., assignor to Pichel Company, New York, N. Y., a 
corporation of New York. 

1,285,612. Typewriter Cabinet. Kenneth Meston By- 
ron, Mount Clemens, Mich., assignor to Byron Type- 
writer Cabinet Company, Mount Clemens, Mich., a cor- 
poration of Michigan. 


England. 

1,285,687. Safety Envelope. John A. Hall, Ooltewah, 
Tennessee. 

1,285,734. Pen Clip. Joseph Warren Kessel, Brook- 
lyn, N. Y. 

1,285,881. Collapsible Typewriter Stand. George F. 
Zaun, San Bernardino, Calif. 

1,285,890. Card Holding Device. Carl W. Anderson, 
Ishpeming, Mich. 

1,285,974. Safety Envelope. Cornelius C. Freeborn, 


Sr., New Milford, N. J. 


1,286,079. Bookcase. Piotr Pasznicki, West Toronto, 


Ontario, Canada. 






































1,801,911. 
1,302,398 


No. 1,301,911—An invention having for its principal object to 
provide improved means for attaching the returning springs 
for the key levers of a typewriting machine to the stationary 
framework and for adjusting said springs; patented April 29, 
1919, by Joseph L. Cone of Ilion, N. Y. Assignor to Rem- 
ington Typewriter Company of the same place. 

No. 1,302,566—Sectional platen of typewriting machine in which 
the separate parts may be rotated separately or in unison; 
patented May 6, 1919, by Alfred G. F. Kuroski of Brooklyn, 
N. YY. Assignor to Underwood Typewriter Company of New 
York, N. Y. 


No. 1,302,398—Letter opener; patented April 29, 1919, by Andrew 
Mangini of Warren, Pa. Assignor of one-half to Bert V 


Barber. 
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; RUBBER STAMPS 


POCKET NOTARY 


SEALS 





STEEL STAMPS 








We 
Manufacture 
SEALS, 
STENCILS, 
BADGES, Chy CRECKS 


| Rubber = Steal 
| @ STAMPS, 


wETH CHECKS 
poeret COINS fm 
BRASS SIGNS 


STENCILS 


FOR SALE 
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BAODGES 


x MEYER & WENTHE 
y 
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IMEYER & WENTHE 
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Trademarks and Copyrights 


Difficult and re- 
jected cases specially 
solicited. No mis- 
leading inducements 
made to secure busi- 
ness. Over 30 years’ 
active practice. Ex- 
perienced, personal, 
conscientious service 
Write for terms. 
Book free. Address. 


Specialty: 
Typewriting and Adding Machines 


Address 


E. G. SIGGERS 


Suite 33 N. U. Building, 
Washington, D. C. 











WRITE US FOR PRICES 


On adding, listing and calculating ma- 
chines, typewriters, multigraphs, dicta- 
phones, checkwriters, duplicating ma- 
chines, mail-om-eters, time clocks, safes 
and steel lockers, new and second-hand 
office furniture, and all office devices. 


We are the largest dealers of the kind 
east of the Rocky Mountains and will 
save you half on your office needs. 


Everything first-class; 
but the price. 


Write Today and Save Money. 


Chicago Safe & Merchandise Co. 


73 and 75 West Lake Street, Chicago, Il. 


nothing cheap 











MORTON’S ODORLESS 





FEATHER WEIGHT EYESHADE 
The shade that takes your eye 
and keeps it in good health. 
Light Weight, Adjustable, Durable, Hygienic, 
Healthful. No metal or elastic band to press or 
bind the head. 


Opaque for artificial light. 
Transparent for natu- 








rallight. Lies flat when 


hat or rolled up in a 
small package to carry 
in the pocket. Visor 
wider than other shades. 
We recommend the 
Opaque for those wear- 
ing glasses. 





The Featherweight 
Eyeshade Co. 
Merchantville, N. J. 








TYPEWRITER OIL 


everywhere 


The world’s best lubricant for 
Typewriters, Adding Machines 
and all delicate machinery. Chemi- 
cally pure, gumless and colorless. 
Write today for free sample and prices. 
MORTON MFG. CO. 
Louisville, Ky- 
U.S. A. 


Export orders 
given careful 
attention. 














c 
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“FAULTLESS” 
Pen and Pencil Clips 


GUARANTEED 


Made in three sizes—Pencil, Medium and Large ? 


Pen sizes. Mounted three dozen on a card in any 
assortment desired. 

Finished in Ebony black, which is new and ex- 
ceedingly durable. Heavy bright nickel Electro 
gold plate. For neatness and practicability this 
clip has no equal. 


L. D. VAN VALKENBURG, Manufacturer 


HOLYOKE, MASS., U. &. A. 





TYPEWRITER 


TY rs 


The Typewriter Industry has 
been waiting for just this thing. 


1—A complete stock for all ma- 
chines, under one roof! 


2—Perfect Type, accurate in 
motion, stems and slots! 


3—Fair prices based on quan- 
tity by a sliding scale! 


4—An extensive illustrated t 
catalog showing all regulars 
and specials! 


We have taken over the entire 
sale of the product of the New 
York Stencil Works, the larg- 
est manufacturers of type- 
writer type in the world, who 
were pioneers in the industry. 
This means an investment of 
approximately $15,000. 


We ask the Typewriter Dealer 
to support us in this under- 
taking. 





78 Queen &t., 
LONDON, E. C. 

















Hotel 


Charlevoix 
Detroit, Mich. 


A 200 room hotel, 
completely furnished 
and equipped. 150 
rooms with private 
bath. An Ideal Loca- 
tion. Absolutely Fire 
Proof. 

Rates, $1 and $1.50 
without bath, $1.50 
up with bath. 


GRINNELL BROS., 
Props. 
Hortea M. Kellogg, Mgr. 





SF 


When You 
Think “Eyelets” 
Think “Barrett” 
We carry constantly 
in stock millions of all 
kinds of Eyelets, 
Escutcheons, Washers, 


etc., and can make 
immediate shipment. 





No matter what your 
wants in Eyelets, Bar- 
rett can supply you. 
Too many sizes and 
shapes to catalog. 
Send samples and let 
us quote our lowest 
prices. 


The Barrett Bindery Co. 


726 Federal Street, Chicago, Ml. 
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Factory 


Ability 


proposition. 





—desires to make connection with some office appliance 
manufacturer. 


Superintendent organization; and improve results or increase output of 


organization now existing. Specialist in maintaining 

of harmony between employees and employer. Can instill 

that spirit of loyalty and energetic co-operation into 

Unusual the factory organization which so often does not go 


beyond the sales force. Will consider any high grade 


Jare Office Appliances, 417 S. Dearborn Street, CHICAGO 


Capable of building entire new efficient 


Address SUPERINTENDENT 




















WANT ADVERTISEMENTS 





SITUATION WANTED. 


T XPew RITER REPAIRMAN, experienced and skilled on Underwoods, 

including experience as salesman, open for position where knowledge 
of business and ability to deal with trade is recognized. Address M 23, 
care Office Appliances, Chicago. 
S TATIONER Middle aged, with twelve years’ expe rience handling “sta- 

tionery, supplies, furniture and filing devices, also printing, engrav- 
ing, lithographing and special bound books, wants connection in North 
or East as store or department manager. Native of the North, now con- 
nected in the South. Thoroughly capable. Address F 25, care Office 
Appliances, Chicago. 

OMBINATION typewriter salesman and mechanie wishes to make 

change. Ten years’ experience on all makes, both repairing and re- 
building; aiso some experience in adding machines and other office appli- 
ances. Capable of taking charge of department or managing branch. 
Married, but will go to any part of the world. South preferred. Address 
K 27, care Office Appliances, Chicago. 

‘ANAGER and buyer for commercial furniture department. Familiar 

with all standard makes of filing cabinets, supplies, desks, chairs 
and bookcases. Large city in East preferred. Address H 24, care Office 
Appliances, C hicago. 
C OMPETENT stationery man desires position with Pacific coast concern 

as manager of loose leaf or business system department. Capable of 
building up department to large dimensions. Ready for new location 
now. Address R 20, care _Office Appliances, Chicago. 














“HEL Pp WANTED. 

ALESMEN—Exceptional opportunity for experienced salesmen to con- 
nect with high-grade specialty manufacturing company making an en- 
tirely new product that sells to both manufacturer and retailer. Only 
men with proven ability need apply. Liberal commission contract with 
weekly settlements. State experience and territory wanted. Write 
} —~ Sales Manager, The Fogarty Manufacturing Company, Dayton, 
0, 
ANTED—Combination mechanic and junior salesman. Must be com- 
petent to take charge and handle all machines, Have Royal agency 
and a first-class proposition. Give reference, salary and all particu- 

lars. Chas. E. Morris Co., 214 Central avenue, Great Falls, Montana. 


GALESMAN WANTED—For steel furniture, in large eastern city. Must 
know this line. Address 8S. F. S., _care Office "Appliances, Chicago. 














EPARTMENT MANAGER— Young man with ge neral experience in 
selling engineers’ and draftsmen'’s supplies. Send references. The 
Kendrick-Bellamy Stationery Company, Denver, Colorado. 


OOSE LEAF SALESMAN familiar with the general line of loose leaf 
supplies to sell consumer trade for large manufacturing stationer. 
Salary and commission. Excellent opportunity for a good man. Address 
X 22, care Office Appliances, Chicago. 


ANTED—City salesman for large Montana city. Must be well posted 

on the office supply and office furniture lines. Address V 26, care 
Office Appliances, Chicago. 
YPEWRITER MECHANIC WANTED—Experienced Underwood man 

who can give references as to quality of his work. One who wishes 
to live in the Southwest and desires a permanent position. Must be 
fully competent and willing to stay on the job as I do not want a 
boomer or traveler. Will pay good salary, and offer pleasant hours and 
working conditions. Give full particulars and references in your letter 
of application. J. B. Eliott, 4939 Reiger avenue, Dallas, Texas. 




















~ALESMAN W ANTED—Energe tic, ambitious city. salesman with knowl- 
edge of general office supplies. Promising field, clean competition, 
permanent place with opportunity of securing interest in business if de- 
sired. Exceptional opening for a young man with a rapidly growing 
business. Write E. 0. Vaile, Jr., Rock Island, Il. 


W ANTED—Typewriter ~ and adding machine repairmen and mechanics 

for membership in the Typewriter & Adding Machine Mechanics’ Aid 
Association, Inc. Sick benefits, free employment bureau. Purpose: Na- 
tion-wide organization. Address 8-12 Nevins street, Brooklyn, N. Y., at 
once for detailed information. This is your opportunity! Six hundred 
joined in ten months. 

ECHANICS AND REPAIRMEN on typewriters, adding machines, 

Dictaphones, Multigraphs, Multicolor presses or Addressographs: In 
order to co-operate in preparing a reliable list and to receive free litera- 
ture and information, should send name and home address, and state 
with what firm employed, to H. R. Langham, 2083 Gates avenue, Brook- 
lyn, N. Y. Just say ‘Office Appliances’’ and receive the best consideration. 














YW ANTED— Manufacturers, agents and salesmen to sell the Kirtley Visi- 
ble Account Ledger. Great improvements patented 1919. Thousands 
in use throughout the country. Address with references Beauford Kirt- 
ley, Columbia, Mo. 











W ANTED—Experienced stationery man by large Detroit company. Come 
to a live town of opportunities. Address N 18, care Office Appliances, 
Chicago. 


ANTED—tTraveling Salesman and Sales Manager. A manufacturer 
of stationery specialties having 3,000 stationers as customers, de- 
sires a man of experience in this line to call on the trade throughout 
the United States. A man who can devise methods of increasing sales 
among present customers and will spend eight months on the road and 
four months in the office corresponding with customers. Company is lo- 
cated at Philadelphia; ten years in business. If you can meet our re- 
quirements and are of good appearance and personality, age between 30 
and 45, here is an excellent opportunity. Write in confidence of your 
experience, your present connections. Give references, salary desired to 
start, age, height and weight—all in your first letter. Address T 21, 
care Office Appliances, Chicago. 
DDING MACHINE SALESMAN—Salesman and Manager for Cincinnati 
office. All expenses of office will be paid, also manager will receive 
drawing account of $60.00 per week, against commissions. Greatest 
opportunity ever offered a real salesman. Do not reply unless you have 
had wide experience as salesman or district manager with Burroughs or 
Wales Adding Machines. Must show previous earning capacity of at 
least three to five thousand. Machines priced from $900 to $200. Machine 
has been on market for six years, and is being used in over 3,000 of 
the most modern and largest organizations in the country. Your oppor 
tunity if you prove that can preduce results. Territory granted one of 
the most productive in United States. Address P 19, care Office Appli- 
ances, Chicago. 


~OMPE’ “typ 





INT typewriter repairman wanted for work in Wisconsin. We 

require one of experience who is capable of repairing all makes of 
machines. A good proposition awaits the right applicant. Please send 
complete information to Y 16, care _Office Appliances, Chicago. 





¢ ALESMEN—To sell Stanley metal seals, stickers and name plates. A 

capable man can inerease his salary two to four thousand a year 
selling Stanley eubeued metal name plates, seals and stickers. Used 
for advertising dealers’ and manufacturers’ names on their merchandise. 
Every office supply dealer and stationer is a possible customer. Artistic 
designs. New original metallic color effects Takes but a moment's 
time. No bulky samples. Sell to just the people you are calling on. 
Liberal commissions. State experience and territory wanted. Corre- 
spondence strictly confidential. Write today. The Stanley Manufactur- 
ing Company, Dayton, Ohio. 








ANTED—Experienced, capable salesman for printing and office supplies. 
Dement Printing Company, Manufacturing Stationers, Meridian, Miss. 


W ANTED—Salesman with expe rience in selling office supplies and equip- 
ment; competent to take charge of a department. Address Z 25, care 
Office Appliances 





Chicago. 








FOR SALE : _ 
\4 ULTIGRAPHS, Dictaphones, Edison dictating machines, Writerpresses, 
Mimeographs bought, sold and rebuilt like new. Multigrap h and 


Multicolor ribbons, ink and platens. We save you money. Price, Inc., 
440 South Dearborn street, Chicago. 


A DDRESSOGRAPHS, Multigraphs, folders, duplicators, sealers, bought 
and sold. Office Device Company, _222-B North Wabash avenue, Chicago 
ADDING MACHINE EMPORIUM, buys, sells, exchanges, repairs all 
makes of adding and calculating machines. Prompt and courteous 
attention. Consignments solicited. 908 South Hill street, Los Angeles, 
California. 

















WANTED—TO BUY. 


ANUFACTURER of office supplies wishes to communicate with man- 
ufacturers of cards, card files and guides for same with the object of 
purchasing these in large quantities. The same to bear his imprint. 
Address “‘Imprint,’’ care Office Appliances, Chicago. 





“OP PORTU NITIES. 


OR SALE—Established and successful book, statione ‘ry and office sup 

ply business located in a live community of 150,000, consisting of three 
adjoining manufacturing cities in the central Mississippi valley. Or 
will sell interest to capable manager. Address D. R. M., care Office 
Appliances, Chicago. 





AGENTS WANTED. 
ESTABLISHED Agents with Successful Records—You know that stand 
ard advertised office specialties protected by patents and trade marks 
produce sales. Business proposition. References required. Write for 
attractive terms. Address S 25, care Office Appliances, Chicago. 














AGENCIES WANTED. e ee 
A BELGIAN who has just “returned from Russia is looking for good 
agencies for Moscow, for machines and general office supplies. Ad- 
dress D 24, care Office Appliances, Chicago, —__ 
VERY anxious to represent several factories in the Panhandle of Texas 
for anything used in an office. Can furnish the best of references. 
Now in business. Amarillo Typewriter Exchange, 107 West Fourth 
street, Amarillo, Texas, 02 Ata SS : 
A GENCY FOR SWEDEN DESIRED in typewriters, dictating machines, 
and other office equipment. Highest references given. Detailed offer 
to Aktiebolaget John Ericsson & Co., Brunnsgatan 16, Stockholm, Sweden. 
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“Simply touch the keys— 
the machine does the rest” 


No matter what it is— 


ADDITION for Total 
MULTIPLICATION for Product 
DIVISION for Percentage 
SUBTRACTION for Balance 
the result is secured easily and 
quickly on the Comptometer. 


Only one keyboard to handle—only 
one register to watch—no shifting 
of carriages—no turning of cranks 
or setting of levers—no multiplic- 
ity of dials to distract the atten- 


tion of the operator. 








CONTROLLED-KEY 





ADDING AND CALCULATING MACHINE 








And then there’s the Controlled- 
key—found in no other machine. 
It prevents the possibility of error 
from a short keystroke. 


Let a Comptometer man explain 


FELT & TARRANT MFG. CO., 


how it safeguards your work 
against the errors of inexperience 
and carelessness. Write for free 
copy “Better Methods of Ac- 
counting.” 
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Increasing Preference 


EOPLE who judge 
Ce staltad by strict com- 

parisons never fail to 
appreciate the Oliver’s over- 
whelming superiorities. 


Those who examine its 
workmanship admit that it is 
of the finest. 


Those who are anxious for 
the most durable machine are 
never hesitant in conceding 
that Oliver design and Oliver 
materials make for longer life. 


Those who desire simplicity 
find in the Oliver fewer parts, 
less opportunity for wear 
and repair. 


We are always willing, 
even anxious, to have people 
judge the Oliver by making 
comparisons. 


It combines, we believe, as 
no other machine, more of 
the wanted features. No 
single advantage dominates 
at the sacrifice of others. 


The Oliver has won its 
thousands of friends mostly 
through comparisons. Over 


700,000 Olivers have been sold. 


We urge you to do as 
others are doing—don’t buy 
without first investigating 
the Oliver and making care- 
ful comparisons. 


THE OLIVER TYPEWRITER COMPANY 


1526 Oliver Typewriter Bldg., Chicago 














